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PREFACE 
The steel warehouse industr.y has demonstrated its indispensable 
place in the distribution of steel and has justified its place in the 
national econo~. The steel manufacturer and ~he steeL warehouse dis-
tributor each has a separate and distinct function in steel distribution. 
The purpose o£ this study is to trace briefly the growth and 
development o£ the steel warehouse industry; to explore cardinal aspects 
o£ their functions as an important distributor o£ steel; to discuss 
certain economic conditions that have affected them; and to formulate 
certain conclusions regarding the indust~J. 
It is significant to note that the steel warehouse industry 
has becoll'.e the number one customer of the steel mills. As a necessary 
distribution media in our economy 1 it is even more significant that the 
steel warehouse industry distributes steel to several hundred thousand 
consumers. The small steel consumer must depend on the steel warehouse 
industry for his steel. This feature, in itself', justifies and neces-
sitates the existence of the steel warehouse industry in our economic 
system. 
Much has been written about the steel industry, but little 
has been written about the steel warehouse industry. Availability of 
data for this study was limited, both in scope and in content. Conse-
quently, some facets could not be studied. For those phases studied, 
exhaustive research was conducted to obtain the maximum data. 
The problem was approached with an open mind and sincere 
curiosity. Cause and effect, comparison and contrast, chronology, 
space and type relationship constitute the various approaches used. 
Considerable thought was given to expressions of management repre-
sentatives in the industry. 
I am · indebted to the American Iron and Steel Institute, the 
American Steel Warehouse Association, Incorporated, and to many steel 
men for the thoughts and statistics they so willingly contributed. I 
am grateful to Miss Katharine V. Kellogg for her library, typing and 
editing assistance. 
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I. EARLY moN MANUFACTURING AND DISTRIBUTION PRACTICES 
A. Iron in Ancient Times 
The history of iron manufacture in North America extends 
back less than 300 years, a relatively short period when compared to 
the 5000 years which have passed since the Egyptians made and used iron 
tools in building the pyramids. 
When Columbus discovered America, the simple art of making 
iron was widely known in Europe and in the rest of the civilized world. 
The record of exactly where iron was first used is lost in antiquity, 
but it probably was somewhere in Asia, supposed birthplace of the human 
Perhaps we should go back into the dim ages of antiquity --
some 6000 years ago -- to discover man's first use of iron. The only 
iron then known to man was extracted from meteorites -- metallic bodies 
that had fallen from outer space onto the earth. That is probably why 
in ancient times people called iron "metal from heaven."** 
One classical notion of the discover,y of iron pictures a 
primitive man building his camp-fire on a patch of ground that happened 
to be rich in iron ore. As the charcoal embers burned down, ore which 
lay beneath them was .fused with the embers. When the fire was out, 
the savage fo1.md in the ashes a lump of heavy metal, l.mlike anything be 
had ever seen and far harder and tougher than stone. 
* 5 
** 1, PP• 7-28 
The Egyptian Civilization, which probably dates from the 
second "generation" after Noah, is the oldest of any exact knowledge. 
Excavations among its ruins have uncovered many exampl es of the ancient 
ironmaker•s art, while iron tools, perhaps of meteoric origin, are 
mentioned by Herodotus as having been used in t he construction of the 
pyramids about 3000 B.C.* 
But even earlier than this -- 4000 B.C. -- is the date placed 
on iron beads found in an Egyptian cemetery. Since iron was a rare 
and precious article, i is no wonder that one ot the earliest known 
iron relics was jewelry. In early Rome, a highly prized form of 
jewelry was the wedding ring made of iron.** 
Some archaeologists think that the first trade in iron was 
probably conducted by the Hittites, a white race of Asia Minor. These 
people worked the iron deposits near the Black Sea before the thirteenth 
century B.C. and introduced iron into Ass.yria. 
The Assyrian Arrq is believed to have been the first to be 
equipped with iron weapons, and a single arsenal room in the Palace of 
sargon the II, who reigned about 705 B.C., contained about 200 tons of 
iron implements.*** 
other thoughts are that the primitive manufacture of iron 
from ore began in some nations well before 1300 B.C., because in that 
period, the armies of the Egyptian King, Rameses the III, were 
* 5 
** 1, PP• 7-28 
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well-equipped with iron weapons. There were not sufficient supplies 
of meteoric iron for that purpose. 
As the use of iron spread widely among ancient people, civil-
ization advanced from the Age of Bronze to the Age of Iron, which began 
about 1000 B.C. But the date varied in different countries. Iron 
was found to be so superior to bronze in tools, swords, armor, chariots, 
and in many other forms, that iron drove out bronze, just as in modem 
times, iron has been largely replaced by steel. 
The Persians and Medes made iron and steel long before the 
Christian Era, and the people of India and China also appear to have 
manufactured the two metals prior to the birth of Christ. Steel made 
in India was apparently of good enough quality for DSnufacture into 
one hundred different surgical instruments, according to medical 
writings that have come down to us from 400 to 300 B.C. The ancient 
Greeks were familiar with iron and steel. 
After the decline of Greece, the Romans spread the use of 
iron throughout their vast empire. The success of Roman soldiers was 
due in no small part to their superior weapons and armor of iron and 
steel.* 
The Romans may have brought the iron-making art to Britain. 
Before they landed on British soil, their legions had roamed over most 
of the civilized world and they had become familiar with all the !mown 
arts and sciences. They used iron and steel in various forms, both 
for warlike and domestic purposes. 
* 1, pp. 7-28 
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The first reference to steel in England fixes the date at 
about 1267 in connection with trade from the Continent. Much iron am 
steel were then said to be imported from Spain, Germany and Austria 
and prices were lower near the coast than inland. Iron was sold in 
several forms, but the most common form was the piece, twenty-five 
pieces constituting a hundred weight.* 
The British iron industry struggled along with crude forgers 
and furnaces for mny centuries. Consequently, iron remained scarce 
and valuable. Although the Britains were not expert in smelting iron 
from iron ore, their n smiths", as they were called, became very skilled 
in manufacturing products made of iron. The smith was a valued citizen 
and was treated as an officer of the highest rank.H 
Edward the ni, who reigned from 1327 to 1377, encouraged 
domestic iron manufacture, restricted foreign exports by taxation 
and encouraged the immigration of skilled workmen from the Continent. 
It was made a criminal offense to send iron of any sort out of England, 
and during Edward• s reign, the pots, spits and frying pans of the royal 
kitchen were classed among the King's jewels. 
In America., the Indian tribes apparently had learned the 
advantages of tools and weapons made of what meteoric iron they were 
able to pick up, but they had no conception of how to produce iron 
from ore. Even the advanced civili~tion of the Aztecs did not embrace 
the smelting of iron ore and few examples of meteoric iron have been 
found in ruins of their cities. 
* , 
** 1, PP• 7-28 
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Early voyagers to America, such as Columbus, Ponce de Leon, 
and others, brought the first man-made iron to this country as part 
of t.~eir equipment, but they failed to discover the iron ore already 
here. It was not until 1585 that an expedition from England, financed 
qy SirWalter Raleigh, discovered iron ore on an island off the Shores 
of what is now North Carolina. Raleigh t s men were searching for gold, 
however, and were so little impressed with iron that they returned home 
without even a sample of the ore. 
B. Development of Iron and Steel Industry in America 
In 1607, the settlers in Jamestown, Virginia, found "an 
abundance of iron ore" along the James River. England, being skeptical 
o:r the supply of her iron ore, sent expeditions to this comtry in hopes 
of establishing a flourishing iron industry in the New World. They also 
intended to send back to England quantities of this iron ore if it 
proved to be of high quality. Within a year, Jamestown had shipped to 
England a quantity of iron ore from which seventeen tons of iron were 
produced. It was sold to the East India Company for a price purported 
to be four pounds per ton. Iron smelting sites in Jamestown were subse-
quently destroyed by the Indians and were never rebuilt because of lack 
of funds.* 
At that time, and for many years afterward, iron ore was fomd 
principally in marshy low lands and was called "bog ore. n 
5 
The first successful iron works built on this continent was 
located in Massachusetts on the banks of the Saugus River, half way be-
tween Boston and Salem. Colonial America was starved for iron, and 
there was a market for every pound that could be produced in the pioneer 
furnaces. The first iron works outside of New England was established 
about 1674 in New Jersey, where iron ore had been discovered at an 
early date. 
In the early colonies, steel was a rare commodity. It was 
used mostly in swords, bayonets and sharp-cutting tools. Several attempts 
had been made to produce it 1 but it remained for Sama.el Higley of 
Simsbury, Connecticut, to make what may be termed the first steel pro-
duced in America, around 172.5. What is believed to be the first steel 
works in America was established in Trenton, New Jersey, in 1734.* 
For nearly a century after the Saugus plant produced the 
first iron made in America, Massachusetts was the chief seat of the iron 
industry on the continent. 
In the eighteenth century, dozens of iron plantations existed 
in the valleys of the Schu;ylkill, Susquehanna and Juniata Rivers of 
Pennsylvania. While many, if not most, of the iron plantation owners 
suffered periodic reverses 1 the fortunes of those who worked on the 
plantations generally remained at an even keel. The wages of the skilled 
workers were relatively high, especially when compared with wages then 
being paid in Europe for similar work. Furthermore, living costs were 
law since many of the necessities of life were produced on the 
* 1, PP• 7-28 
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plantations by the workmen and their families. Consequently, a number 
of the iron workers eventually became iron masters themselves. The 
hours of work were long and the work itself arduous. Money wages paid 
to the workers ranged from as low as twelve shillings per week for the 
lowest paid to as much as several pounds per week for highly skilled 
work. Slaves and indentured workers were not paid in cash but were fed, 
clad and housed, and even given money gitts on holiday occasions. At 
the end of the indenture period, workers had learned the trade and 
after receiving cash bonuses, were allowed to go and work where they 
wished. All in all, the life of those who lived on iron plantations 
was probably better and more comfortable than the lives of their con-
temporaries on the farms or in the villages and cities of the United 
States during the eighteenth century. 
Virginia and Maryland rapidly expanded iron output in the 
eighteenth century after lagging behind the North. Between 1750 and 
1775, the estimated production of iron in the colonies rose from 
10,000 tons per year to 30,000 tons, or fully 200 per cent. Mean-
while in the rest of the world, the totaled estimated iron output rose 
from 140,000 tons in 1750 to 180,000 tons in 1775, a rise of only 30 
per cent. As a consequence of that development, when the Revolutionary 
War broke out in 1776, colonial America had a thriving iron industry 
able to play a leading role in equipping the Continental Armies. 
Although the efforts of the iron industry of America con-
tributed greatly towards victory in the War of Independence 1 the war 
7 
econom,y wrought serious hardships upon the young industr,y that were 
felt for generations afterward.* 
The American iron industr,y suffered a setback during and just 
after the Revolutionar,y War from which it did not recover for nearly a 
century. Numerous iron works had been destroyed by the British and many 
others were worn out with age and were abandoned one by one. Scarcity 
of labor and materials retarded the construction of new furnaces. 
In the period following the Revolutionar,yWar, developments 
in the American iron industr,y consisted chiefly of gradual westward 
movement with the migration of settlers. In 1792, the first bl ast 
furnace was built in what was destined to become the great steel center 
of Pittsburgh, Pennsylvania. The location was ideal1 where two rivers 
meet to form the Ohio River that flows westward in the direction the 
pioneers were migrating.** 
Throughout the greater part of the 1.50 years following the 
first manufacture of iron in this country in 1644, the place of the 
iron industry in the economic life of America showed substantially 
little change. The majority of the iron plants produced iron primarily 
for local consumption. Furthermore, most of the iron produced was sold 
directly to the ultimate consumer, particularly in the case of iron 
works not located near the larger cities, such as Boston, New York and 
Philadelphia. 
«· .5 
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The final years of' the eighteenth century and the opening 
of' the nineteenth century constitute a period of' great development f'or 
the iron indust~·* 
C. Early Iron Dealers 
In the early 1800•s 1 steel was scarce. The price of' what 
steel did exist was approximately twenty-five cents per pound. The 
stores were known as "iron stores.•• 
In the early days and to the turn of' the present centur,y1 
it has been stated that the jobbers of' that date to some degree and to 
some extent financed a lot of' their customers, and in some instances, 
became part 1 if' not controlling, owners of' such customers• plants. 
The Egleston Brothers and Company, Incorporated, was estab-
lished in 18291 and at that time, and for some years thereafter, as 
they state it, all the iron they merchandised came from England in 
sailing vessels. It was all in ten to twelve foot lengths and was carted 
on short, two wheel wagons, which later were superseded by four wheel 
wagons, especially designed so the load could be dumped. In those 
days, there was no processing of any kind on the material. It was 
sold in exactly the same condition as received. It is thought the 
warehouse did not start to cut material until after the turn of' the 
century. 
The early iron dealers were primarily retail stores for small 
quantities. They performed no function other than distribution of' 
products, plus the extension of credit when feasible. 
9 
The American iron worker of 1800 lived well on $1.00 a day 
pay. Butter retailed for 15 cents a pound, a whole, plump turkey for 
90 cents, lodgings for $2.00 a week. Iron masters often lost money. 
While they possessed great skill in making iron, for those times, they 
were wholly unfamiliar with the mrsteries of cost accounting, and for 
that reason, maD1 of them eventually lost their business. 
Growth of the American iron industry during the period 1800 -
1850 was substantial but not spectacular. H!lny new plants were built 
during the period, but the basic character of the industry remained 
virtually unchanged. Iron production in the United States in 1800 has 
been estimated at 50,000 net tons. B.1 1830, it had risen to approxi-
mately 185,000 tons.* 
Steel, like iron, had been manufactured for centuries but 
only in small amounts. It was rare and precious and was used mostly 
in sharp-cutting instruments and tools. !n 1837, when Andrew Carnegie 
was born, steel cost 25 cents a pound or $500 a ton. The scarcity and 
high price were due to the time and labor consumed in producing small 
quantities b,y the processes then used. 
The Steel Age began with the Bessemer process of producing 
steel. It was William Kelley, a native of Pittsburgh, who first 
discovered a steelmaking process which was later to be called the 
Bessemer process, since seven years after Kelley's discovery, Harry 
Bessemer, in England, independently conceived of a steel process 
10 
sim:ilar in principle to Kelley's, and subsequently was honored with 
having the process named after him.* 
The open hearth furnace was bom in Europe but matured in 
the United States. In 1869, at South Boston, Massachusetts, con-
struction began on what eventually proved to be the first commercially 
successful open hearth steel works in the country.** 
With the Bessemer converters and open hearth furnaces to 
challenge the supremacy of Great Britain as the world's foremost steel 
producer, we forged to the front in 1889, and have ever since remained 
the world's leading producer of steel. 
More vividly tha.n words, however, figures portray the story 
of America's spectacular growth from 1867, when the Bessemer process 
was well launched, to the end of the century. In those thirty- three 
years, steel production increased from roughly 22,000 tons to ll,4oo,ooo, 
or more than 500 times . Population of the United States had more than 
doubled -- from 37,000,000 to 76,000,000. The 39,000 miles of railroad 
spread out into a nation-wide network of 259,000 miles. 
When the Steel Age began, 1.2 pounds of steel were produced 
per person in the United States. By 1900, the figure had risen to 300 
pounds per person. 
Great as was the expansion of our econo~ in the second half 
of the nineteenth century, it merely prepared us for another fifty 
years' growth surpassing anything ever accomplished by" the mind and 
* 2, PP• 13-30 
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ll 
hand of man. In a country rich in natural resources, where basic 
freedoms favor the full development of man•s capabilities, the American 
people developed an economic ma.c.1.ine which now produces nearly one-
half of all the goods manufactured in the entire world.* 
The growth of the Chicago area into one of the world's great 
steel producing fabricating districts, from a late start, was a result 
of a number of favorable circumstances. The most important of these 
was the town• s position at the foot of Lake Michigan. Chicago, at the 
corner of the major land and water route from East to West, was the 
gateway to all the land that lay beyond, the large untapped regions 
to the west and north. It was inevitable that Chicago, so situated, 
I 
would become the center of ~ industrial activity in those areas. It 
was a natural point in which to unload ore, the greatest single re-
quirement in the establishment of a furnace. Coal was present in 
southern nlinois and in Indiana. Limestone was discovered even nearer, 
and there was an abundance of water for the use of the industry and for 
transportation to and from Chicago. 
In 1842, a young man by the name of Joseph T. Ryerson had 
come west from Pittsburgh to establish his "Pittsburgh Iron Store11 on 
a river bank site for which he paid an annual rate of $200. At that 
time, there was not a trace of the iron and steel industry as we know 
it today. There were no furnaces anywhere near Chicago. Pig iron was 
imported from the East for Chicago's foundaries and iron stores.** 
* 2, PP• 1.3-.30 
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Actually, the iron industry of the Ryerson family did not 
begin at that time; rather, it began back in 1750 when the ~erson 
family was making pig iron from ore deposits in New Jersey. 
The Pittsburgh Iron Store grew as Chicago grew due to the • 
aggressive and progressive management by Ryerson. The Company was in-
corporated in 1888. As they grew, they increased not only the quantities 
or the various items they handled, but also the variety of these items. 
B,y 1916, they had in their Chicago plant more steel than the 
combined warehouse stock at aqy other three cities in America.* 
The above highlights of iron manufacturing and distributing 
practices in the early days of America are indicative of the struggles 
with which a young industry, a new industry, is confronted and how 
laborious is the path of progress. The manufacturing of iron in the 
early days was a most tedious and costly process. The distribution 
practices were simple and limited. But with a country fertile in 
natural resources, and with brave, hard-working and determined men, 
with an objective that sometimes was obscured b,y repetitive setbacks 
and discouragements, the iron and steel industry through the years 
developed and distribution practices developed with it. Perhaps no 
better example of the courage, faith and determination of an indiv-
idual could be more aptly presented than that of Joseph T. Ryerson 
when he established his Pittsburgh Iron Store in a section of the 
country where such a business was 'Wlknown. These accomplishments of 
* 6, P• 44+ 
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iron manufacturers and iron distributors are most commendable. As the 
iron and steel industry grew, so did the steel warehouse distributor. 
14 
II. DEVELOPMENT OF THE STEEL WAREHOUSE DISTRIBUTOR 
A. 1700 - 1900 
B.1 reasons of the primar,y objectives of this study, only a 
brief treatment of the development of the iron and steel in:iustry am 
the steel warehouse industry was considered necessary. However, a 
few points of interest were considered desirable since oftentimes it 
is difficult to appreciate the full significance of the many facets of 
the growth pattern of an industr,y that has attained, over a period of 
many years, a level of accomplishment that has placed it in a categor,y 
ot the essential industries. The steel warehouse industr.r in the 
United States began with the early iron dealers. From a few small shops, 
very much limited in variety and quantity of inventor,y and scope of 
operations, it has grown to become a major industr,y in the country. 
Such was the objective in mind for the brief historical treatise presented 
in this chapter. 
For example 1 the Congdon and Carpenter Company is an old 1 
well-established and successful steel warehouse distributor. When 
President George Washington went to Providence on a tour of congratu-
lations, that was in a period of Rhode Island• s transition from a 
purely agricultural area into a center of manufacturing. A great many 
people were gaining their livelihoods from the soU, but farming was 
not the most profitable endeavor in a comparatively small state that 
had great ambitions to develop its well-established shipping trade. 
Markets that wanted farm products could be much better supplied by those 
states that had greater areas and more unlimited agricultural resources. 
To maintain its prestige in trade and shipbuilding, Rhode 
Island soon turned its attention to manufacturing after the close of 
the Revolutionary War. When Joseph Congdon opened his warehouse, 
purportedly in 1790, both Providence and Pawtucket were beginning to 
manufacture things. Iron was already being used in large quantities 
by the blacksmiths of the comm\lllity, whose anvils served as the work 
benches for the fashioning of countless articles that found their 
way into the hulls of locally constructed ships and into the frames 
and wheels of stage coaches and other horse-drawn vehicles as people 
depended upon for transportation. Iron was needed for farm imple-
ments, carpenter• s tools, for nails and bolts, firearms, and maey 
other articles that the artisan and the smithy had learned how to 
fashion. 
Factories offered additional markets for Joseph Congdon to 
sell his iron. Evidently he founded his business at a most propitious 
period in the lite of this state. As a matter of fact, it was in the 
year 1790 that Samuel Slater started his pioneer cotton spinning mill 
in Pawtucket, and supplied water power to the manufacturer, giving a 
new impulse to all manufacturing enterprises. Subsequently, other 
mills engaged in the manufacture of cotton goods and other factories 
produced such things as hats, boots and shoes, saddles, harnesses, 
nails, silver and plated ware, soap, candles and paper. All of these 
business enterprises used iron in one form or another, and as time 
went on, the uses for such became more varied. 
At the time of the Civil War, Congdon and Carpenter Company 
carried the following items in stock: round iron from 3/16 inch to 
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6 inch diameter, square iron from 5/16 inch to 2 1/2 inch, scroll and 
nut iron in various sizes, flat iron from 1 x 3/8 inches to 5 x 5/8 
inches, hoops, bands, nails, rod iron for fastening handmade nails, 
shoe shapes, or horseshoe iron, while the steel stock was then limited, 
calking steel, spring steel, sleigh shoe and tire steel.* 
The above presents a brief background on Congdon and Car-
penter - .. a progressive company in Providence, Rhode Island, that has 
weathered the storm of many difficult times and has proven its ability 
to serve its area in the distribution of steel. The fact that it has 
existed and grown is a true indication of its contribution to the steel 
warehouse industry. 
The United States Steel Supply Division is a subsidiary of 
the United States Steel Company, which is a contrast to Congdon and 
Carpenter, an independent steel warehouse distributor. The United 
States Steel Supply Division began in 1857 with the establishment of 
Ward• s Rolling Mill. This was the first iron and steel company in 
Chicago, and it is still operating in the same location, although it 
is now known as the United States Steel Supply Division. 
Ward's Rolling Mill rolled the first steel rails ever made 
in America. It grew with the country, so that in 1869, it was made 
into a corporation called the North Chicago Rolling Mill Company. 
Captain Ward continued to be a controlling owner until his death in 
1875. The original mlll was destroyed by fire in 1866 but another was 
immediately rebuilt on the same site. 
* .3 1 PP• 6-10 
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This small plant was practically the nucleus of the great 
corporation known as the nlinois Steel Company formed on May 1, 1889, 
b,y the consolidation of five steel and iron plants. At that time, it 
was the largest enterprise of its kind in the world. When the United 
States Steel Corporation was formed in 1901, it acquired a number of 
mid-western steel companies, including the Illinois Steel Co:mpa.ny. 
Eventually the production of steel was discontinued in the 
Chicago plant and it began to operate exclusively as a steel warehouse 
organization under the name of the Illinois Steel Warehouse Company. 
On November 1, 1931, the Illinois Steel Warehouse Company merged with 
the Scully Steel and Iron Company, also Chicago, and the combination 
took the name of Illinois Scully Steel Warehouse Company. Besides the 
steel warehouse in Chicago, it also operated a branch warehouse at 
St. Louis and another at st. Paul. Later it enlarged when warehouses 
in Cleveland, Pittsburgh, Baltimore, Newark and Boston, formerly 
opera. ted by the Carnegie Steel Company, were placed in its charge. 
Its name was then changed to the Scully Steel Products Company, under 
which name, it continued its operations until January 1 1 1943, at which 
time, the company acquired the name of United States Steel Supply 
Company. On January 1, 1952, the name was again changed to the United 
States Steel Supply Division, United States St~el Company. 
In the 1700's and 1800• s, the iron dealers were distributors 
of iron and steel products in small quantities and in many different 
forms. In many instances, the iron dealer was also the iron manu-
facturer, who not only manufactured steel, but fabricated some products 
for his customers. As has previously been described, these products 
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were many in variety and in a great number of instances were "tailored" 
to individual customer requirements. The iron dealers necessarily 
were located close to their source of supply, with the exception of' 
those iron dealers on the East Coast who imported some steel from 
England. Because of limited transportation !acUities, and the sparcity 
of population in regions other than industrial cities, or at least 
within the area reasonably close to the source of supplY', the iron 
dealer had to be located close to his source of supply. 
Diversification of products was necessary because in those 
days the range ot products available from mills was limited and in 
order for an iron dealer to have a sufficient number of products to 
maintain a sales volume sufficient to provide him with a reasonable 
profit, he had to handle some fabricated steel products as well as 
un!abricated steel products. It was a general practice for these 
iron dealers to service their customers on any fabricating requirements. 
B. The 1900• s 
Development of the steel warehouse industry from its begin-
ning to its present operation has been a gradual one, beginning with 
a few items of iron and steel {mostly iron in the 1700's and 1800•s) 
to the present-day stocks of hundreds of sizes and grades of steel and 
iron. 
Developments have been steady and based on conditions such 
as transportation and competition -- f'rom an industry that more or less 
forced the customer to adapt his needs to the sizes and grades of iron 
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and steel they had in stock -- to an industr.y that now determines, 
from experience and market analysis, the various sizes and grades ot 
iron and steel that will meet their customers• needs. 
In the late twenties and ear~ thirties when steel was first 
manufactured on a continuous process, the character of the iron 
dealers -- the steel warehouse distributors -- took a decided change. 
From that day forward, the steel producers had to find tonnage outlets 
as well as general distribution. They therefore encouraged warehouses 
to put in equipment to further fabricate and manufacture their basic 
products. At that time, steel warehouses were encouraged to bey large 
quantities of one size, or at least one width, to facilitate more 
economical rollings which, in turn, encouraged large warehouse inven-
tories and equipment to further process the material. 
The entire evolution extends from manufacturers• desire tor 
greater profits. This calls tor greater gross sales and, in turn, a 
greater production to meet these sales efforts. The answer, even back 
with small beginnings, was a new method to produce at lower unit costs. 
Over a period of time, small initial attempts grew into what we now 
know as mass production. Sustained profits from mass production, of 
course, depend on an unbroken high-speed line of manufacture. 
This is where the steel warehouse industry came into the 
picture. The continual flow of materials to the plant production 
had to be maintained and steel warehousing t ound its real place in the 
scheme of things. The larger mass production became, and the greater 
the demands of giant mills, the more necessary steel warehouse dis-
tributors became as a "filler" or a "stop-gap" agent. It these mass 
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producers had stayed with a few simple designs, the steel warehouse 
industry never would have been needed. Technological advancements in 
warehouses as a distribution supplement brought about an ever increasing 
frequency of design change. This really has served as a booster for 
the steel warehouse industry in the past twenty-five years. Their 
presence, in some cases, served to increase the iniustrial growth of 
a community; in other cases, the growth of a community required the 
establisnment of a warehouse. 
One interesting fact about the steel warehouse industry is 
that in the beginning of World War I, the government did not want to 
give steel to the warehouses because they did not contribute directly 
to the war effort. However, as phone calls, wires, etc. began to come 
from arsenals, factories, etc. all over the land complaining that they 
could not get critical steel, which oftentimes required steel mills to 
stop and change the rolls to get some small lots of critical steel 
made, the government changed its policy and made the usual proportion 
of steel available to warehouses. 
Even in World War n, those in charge of our war effort 
believed that they could speed production b,y eliminating the steel ware-
house. But the outcry from large and small users, because they could 
not obtain from mills the steel they needed quickly to take care of 
their varied requirements, demonstrated finally the indispensable 
function of the steel warehouse in the efficient production and dis-
tribution of steel products. Even in the present defense program, the 
pattern repeated itself, although in 1952, the warehouses were restored 
to the normal status. All of' this would seem to prove the economic 
soundness of' steel warehouse service. 
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National Production Authority defines an industrial steel 
warehouse distributor as: 
" ••••• a person engaged in the business of maintaining 
facilities and equipment for the stocking and distri-
bution of rolled or drawn steel products for sale 
or resale in the form as received or after performing 
such operations as cutting to length, shearing to 
size or shape, pipe threading or sorting and grading. 
A person who, in connection with any sale of such 
steel products from his stock, bends, punches or per-
forms any fabricating or processing operation designed 
to prepare steel for final use or assembly is not a 
steel distributor with respect to such sale. The term 
'steel distributor' excludes arry person who purchases 
steel products for resale but does not take physical 
inventory of the material into his own stock at a 
location regularly maintained for such purpose •"* 
There are four different types of industrial steel ware-
house distributors, based on inventory and sales practices: 
1. Those who handle strictly heavy products. 
2. Those who take in sheet seconds and rejects and 
process. 
3 • Specialty warehouses. 
4. Those stocking a combination of steel, hardware, 
etc. 
A few warehouses, of course, carry some of all classifica-
tions of products; many stock two. Frequently fabricators may sell 
some of their limited ranges of shapes and plates. Industrial supply 
warehouses often have shafting on hand to sell with their pulleys 
and hangers. Manufacturers ' surplus stocks find their way into spot 
markets now and then, as do lots of foreign steel. 
Industrial steel warehouses serve an estimated half-million 
steel users in all parts of the United States. For example, 334 
* 16, pp. 4-5 
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member warehouses reported handling in September, 1950, a total of 
770,255 separate orders, an average of 2,306 each. Representative 
warehouses in the larger industrial areas fill 25,000 to 50,000, and 
even more orders a month. Recent studies show that the average size 
of a warehouse order ranges from 800 to 1500 pounds , depending upon 
the territory.* 
About 600 new warehousing organizations have been established 
since World War II. The War Production Board certified 1400 warehouses 
during the war, so the increase in this field is about 40 per cent. 
Some of these new organizations did an outstanding job in a difficult 
time . Some of the others will fall by the wayside. There can be no 
question that competition in the warehouse business has intensified to 
a marked degree. While total markets for hard goods of all kinds have 
expanded permanently with a record population growth of the last decade, 
it is going to take something more than a venerable name and a good 
reputation to remain among the front runners in the highly competitive 
race with which we presently are confronted. Fixed costs in most 
businesses have become so high and so inflexible that only in volume 
is there any hope for profit. There is little questioning that the 
spotlight in recent years has been turned on the man responsible for 
sales. 
It is thought by some that in the future, the steel warehouse 
business must emphasize further manufacturing, inasmuch as for best 
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economic results, producing mills are forced to manufacture larger unit 
quanti ties • This is evidenced by the new equipment warehouses are 
installing to take over a portion of the manufacturing that producers 
used to do, but now find unprofitable - - these operations being shearing, 
slitting, roller levelling, round edging, first operation blanks, and 
countless other processings . But even with keen competition, those 
warehouses that are aggressive and progressive will survive and con-
tinue to make a valued contribution to our economic system. 
C. The American Steel Warehouse Association, Incorporated 
A trade association is a voluntary organization formed to 
promote the mutual interest of enterprises engaged in the same kind of 
business. Members of a trade association are usually competitors. The 
name of the association generally indicates the industry or type of 
business in which they engage. As a non-profit organization, the trade 
associations are typical American institutions. MOst important in-
dustries have trade associations, the members of which may be manu-
facturers, wholesalers or retailers. Some embrace only a limited 
segment of an industry, while others include all phases of marmfacture 
and distribution. 
The origin of trade associations can be traced to the period 
of great industrial expansion which followed the War Between the States. 
Prior to 1900, they were primarily concerned with the proquction control 
and price regulation. During this early period, it was difficult to 
distinguish a trade association from the pool or cartel. With the 
24 
passage of the Sherman Anti-Trust Act and its active enforcement around 
1903, business turned to trade associations for legal cooperative 
action. Local and state associations were supplemented by national 
associations as markets became nation-wide. 
The American Steel Warehouse Association, Incorporated dates 
back to 1907, which was a depression year when many industrial and 
trade organizations were voluntarily created by men confronted with 
common economic problems. 
Perhaps more than a~ other single factor, the National 
Industrial Recovery Act rallied together the leaders of the steel ware-
house industry. This act stimulated a strong desire among the industry's 
leaders to obtain a separate code of fair competition for steel warehouse 
distributors. Frequent meetings brought opportunities to discuss 
problems of mutual concern and interest, and for the first time was the 
scope and importance of the steel warehouse industry realized. Soon 
the conviction developed that the most expedient approach to the solution 
of these industry problems was a national organization of warehouses 
with active industry leadership and competent, full-time association 
personnel. It was in 1934 that the association was incorporated under 
the Not-for-Profit Laws of the State of New York and a full-time staff 
was established with headquarters' offices at Cleveland, Ohio. 
The association was established to: 
1. Sponsor uniform accounting system. 
2. Annual survey of operating costs of warehouses. 
3. Promote harmonious labor relations. 
4. Encourage standardization of warehouse stocks. 
25 
5. Help develop more efficient methods of servicing 
orders. 
6. Compile information on government activities. 
1· Establish representation in Washington, D. C. for 
the steel warehouse industry.* 
At its annual meeting in 1938, the American Steel Warehouse 
Association advocated the principles of steel distribution which follow. 
Obviously, some of the points must be applied with discrimination be-
tween hot-rolled products and highly finished items or specialties: 
1. Thorough cost analysis by the mills to determine 
the added expense over and above mill base prices 
of handling less-carload orders and small orders 
included in carload orders. 
2. That these cost studies embrace the expense of 
stocking steel at the mills and at mill depots, 
cutting to specified size, wastage, maintenance of 
records and other factors incident to handling and 
servicing small item orders. 
3 • That item extras or other charges, conunensurate 
with cost, be applied by the mills to all small 
item orders from all sources, whether shipped from 
mills or mill depots . 
4. That the mill customers who place desirable 
specifications shall benefit in reasonable degree 
from such savings as may be effected by curtailment 
of gratuitous and the low-cost servicing of small 
item orders. 
5. That indiscriminate solicitation by the mills 
on small orders be discouraged as an unprofitable 
and unwarranted sales operating expense. 
6. That the mills give all proper and possible 
encouragement to warehouse distributors who handle 
exclusively the products of domestic mills. 
1· At the handling by the warehouses of small less-
carload items for direct shipment from the mills 
to the customers should be eliminated. 
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8. That the warehouses do not ask the mills to 
accept small item orders for warehouse stocks that 
they would not have the mills solicit for direct 
shipment to other customers. 
9. That high standards in purchasing, as well as 
intelligent and consistent policies in selling, 
be adopted by steel distributors. 
10. That the distributors constantly strive to give 
the best possible service at the least possible 
cost.* 
As of 1951, the American Steel Warehouse Association repre-
sented approximately 700 of the 2200 distributors all over the country. 
It has contributed significantly to the development of the steel ware-
house industry. The twenty- four chapters representing established 
industrial and distributing areas, and. embracing the entire United 
States, hold regular monthly meetings, at which time, information of 
the trade is exchanged and the members renew acquaintances. The capable 
and aggressive leadership within the association doubtless will continue 
to improve the position of the steel warehouse industry. Its public 
relations and educational programs have assisted the members in im-
proving their competitive position. The association continues to grow 
and to improve upon its services to the steel warehouse industry. 
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III • DEPARTMENT STORES FOR STEEL 
A. Service Codes and Practices 
In steel, a warehouse is not a warehouse where things are 
stored. A warehouse is a small order department of the industry -- a 
department store with thousands of items of all kinds of steel in many 
forms, sizes, shapes and finishes. Items gathered from many selected 
producers are available promptly when needed by a customer-- available 
on telephone call, available on one order, not several -- and usually 
delivery is made in a matter of a few hours. 
The economic justification of any legitimate steel warehouse 
is based on its ability to buy mill rolling quantities in carload lots 
direct from the mills and to sell in small quantities, with a reasonably 
fast turnover, to a large list of customers within its selling area. 
The warehouse must anticipate many of the requirements of its customers 
and keep a well-rounded and balanced stock of the products it considers 
should be offered for sale. 
The problem of the small order has become an increasingly 
serious one to the steel industry. The development of many new types 
of iron and steel during recent years has changed it from a simple 
matter to one of consequential proportions. 
There was a time when the range of the industry's products 
was so limited that it made little difference to a steel company whether 
an order was large or small. Orders were processed on an individual 
basis then, resulting in limited output and relatively high cost. 
Whether the order was large or small, it usualiy could be t aken out of 
inventory and shipped to the customer. 
The key to economical production lies in tonnage. That is 
the reason why general mill practice under normal conditions dictates 
the grouping and accumulating of orders of a particular kind and size 
until the mill has booked sufficient tonnage of each to insure most 
economical rollings. 
Comparative as this factor is to eliminate the tremendous 
expense entailed through changing rolls frequentlY and to keep steel 
costs at a minimum, it oftentimes creates a delivery problem. With 
most products, the time that must be allowed for mill shipments after 
receipt of an order, ranges from a few weeks to three or four months, 
or even longer, depending on schedules. This is one reason why the 
"department stores for steel" fit into the picture. No single manu-
facturer, obviously, can always be sure to have in stock every item 
necessary to meet any eventuality. That is why all manufacturers, 
from the largest to the smallest, depend upon the protection that ware-
house stocks afford. 
Quick delivery service is the pulse and heart-beat of the 
steel warehouse business. To make steel immediately available to its 
users, warehouses perform these important functions: 
1. Anticipate the needs of steel users in their 
area and have the requirements available when 
needed. 
2. Carry inventories of many types of steel, 
purchased from numerous selected mills. 
3· Stock the steel in their awn modern warehouses. 
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4. Saw, slit, shear or flame-cut the steel to 
meet the snecifications of the customer. Recent 
innovations in some larger warehouses have 
increased and improved the service repertoire, 
these consisting of slitting, edging, and 
roller levelling. A few have expanded further 
by installing facilities for annealing, nor-
malizing and stress relieving to customers' 
specifications. 
5. Deliver locally or ship to distant points, 
orders which may include several different kinds 
of steel in quantities ranging from a few pounds 
to several hundred pounds. 
6. Maintain trained engineering personnel. 
7. Keep customers informed on latest technical 
developments in the steel industry and govern-
ment regulations affecting the distribution of 
steel. 
A most vivid example of quick steel delivery from warehouse 
stocks came at the war's outbreak with the Japanese attack on Pearl 
Harbor. Warehouses emptied their racks and bays virtually overnight, 
providing many thousands of tons of steel to the government for re-
building and re-equipping that Pacific citadel. And in the battle of 
production that was to follow on the homefront as the nation started 
the uphill fight to victory, warehouse steel many times kept machine 
tools turning to help the manufacturers "beat the promise .u 
At 11:30 one Saturday night, a warehouse manager received 
an urgent telephone call at his home. An alloy steel shaft was needed 
to prepare a breakdown that was delaying operations at an important 
iron mine. Some warehouse workers were rounded up and put on the job. 
They quickly got the steel ready. The mine sent a truck to the plant 
at 4:30 a.m. to pick up the steel. The truck was back at the mine at 
8:00 a.m. and repairs were made with a minimum of delay to operations. 
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Another example of quick delivery service was an experience 
of a Western warehouse which received a rush order from a boiler manu-
facturer for several thousand tons of a quarter by two inch flats 
having a special coating to meet marine boiler specifications. No 
electro-plating shop in the district could be located to apply the 
coating specified. It was learned, however, that an Eastern concern 
could handle the job. Accordingly, the order was transferred by tele-
phone to the distributor's eastern plant in that city which, in turn, 
delivered the stock to the plating company the following morning. Four 
days later the material was on its way to the western customer. It 
arrived in time.* 
There are various other reasons why a small consumer finds 
it desirable to buy from a warehouse. By ordering material only as he 
needs it, he is, in effect, using the warehouse distributor as his 
warehouse. By ordering his material cut, sawed, or burned to particular 
specifications, he uses the warehouse distributor as part of his factory. 
A ver,y large percentage of all orders handled by steel warehouses in-
volve some cutting or processing which is an indication that consumers 
have come to accept this function of the distributor as next important 
to immediate delivery service. By deferring his purchases until shortly 
before he needs the material, he avoids tying up money in inventories. 
He avoids the risk of obsolescence. If he buys from a mill, he must 
guess his requirements several weeks or months hence. In the meantime, 
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the product he is manufacturing may not go so well and he must make 
changes requiring different steel. 
The well-equipped warehouse has a laboratory for testing 
steels for hardness, strength, ductility, etc. Engineers cooperate 
closely with customers on design problems. Metallurgists counsel with 
users of alloy and special analysis steels. These and other services 
are designed to help consumers secure the most efficient steel for 
their purposes and are available without charge. They often result 
in selection of a steel that performs better and saves money for the 
user. It should be understood that these rather extensive services are 
only available in the most modern and progressive warehouses. The 
majority of the smaller warehouses do not have this service available 
for their customers. 
Warehouses may be regarded as pioneers when it comes to 
introducing new types of steel to industry. During the war, for instance, 
they educated many plants in the use of national emergency steels and 
gave their customers time-saving priority data for specifications. 
B. Missionaries for the Steel Industrz 
The steel warehouses could be said to be the missionaries 
for the steel industry, influencing little people to make things out 
of steel, making it easy by selling them small amounts, and often 
giving them credit which would be impossible for them to obtain from 
the mills. Many of these are the same people who buy thousands of tons 
directly from the steel mills in later years. 
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It is naturally difficult for a mill executive, used to 
dealing with orders for hundreds and thousands of tons, to visualize 
a hundred tons being shipped to a thousand different customers. It 
is estimated that an average warehouse fills something like 2,000 
orders per month -- a small order business that would be completely 
impractical for the steel mills of this country. 
Steel warehouses are an important customer for the steel 
mills. As a group, they were the second largest buyers of steel in 
the nation in 1950, when they took 18.5 per cent of the total steel 
produced. The number one customer, the automotive industry, took 20.5 
per cent of the steel produced. However, it is interesting to note 
that while the 20.5 per cent went to only a few customers, the 18.5 
per cent of steel shipments from warehouses served roughly 500,000 
small steel consumers in every industry and reached an all-time high 
in 1950. This distribution, interestingly enough, went through 28,000 
different warehouse distributors. In the past twenty-five years, ship-
ments to warehouses have quadrupled and the percentage of steel 
production delivered to warehouses has nearly doubled. Thus, it will 
be seen that steel warehouses serve the nation's industries in such a 
manner that it would be impossible or impracticable through any other 
means.* 
C. Stock Specification and Identification Control 
The demand for uniformity in fabricating and treating 
properties in the early thirties led most of the warehouse companies 
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into a program of specification and identification control. To obtain 
uniformity, warehouses started specifying 1020 "low side" or "high 
side" as their requirements dictated. This meant six or seven point 
carbon ranges instead of eleven and resulted in a more uniform product 
sent to the customer. 
Increased work on government specifications and general 
increased quality control by customers, led to the development of 
several different s.ymbols of identification, all aiming at the same 
end -- positive identification by heat number and exact chemistry. 
Complete heat number and chemistry control now is available 
from most modern warehouses covering all hot rolled as well as cold 
drawn carbon and alloy bars. In addition, stainless bars and sheets 
are also positively identified by heat number and exact chemistry. 
There is one possible exception with Bessemer steel in that a few of 
the available grades cannot be identified by exact heat number inas-
much as this is usually lost in the rolling and cold drawing. In all 
open hearth carbon and alloy grades, complete heat number and exact 
chemistry information are always available, since symbols of some kind 
are stamped on the end of each bar. 
Ex:act grain size also is available, as well as brinell 
hardness on all treated alloys. Jominy curves can usually be furnished 
to the alloy user as an accurate indication of how a particular lot 
will respond to treatment. 
Most modern warehouses check incoming material very carefully 
and, when satisfied as to its exact identity, stamp each bar with a 
symbol of some kind. This assures that as long as bar ends are 
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available, they are a positive identification as to heat number and 
chemistry as well as the identification of grade shown by color painting. 
Some warehouses check incoming material by sparking to guard against 
wrong tagging or painting of material which may happen occasionally. 
When material is ordered from the warehouse, the exact scale 
weight, or theoretically computed weight, is shown on the shop order, 
together with the symbol identification and heat number of the material 
shipped, if such identification and heat number are available. Exact 
identification of the material is always possible should the customer 
desire further identification beyond that required in his original 
order, even six months or a year later . 
Plates and structurals are usually ordered to ASTM physical 
specifications rather than chemical specifications. This means that 
definite physical properties are guaranteed so the engineer might have 
an accurate idea of the strength which may be expected in his finished 
fabrication. In many cases where special grades of plates or sheets 
are specifi ed, it is possible to give the customer exact physical 
properties as well as the exact chemistry. 
Sheet steel in the carbon and coated carbon grades, in the 
low carbon ranges, are invariably sold on a performance basis rather 
than on a definite chemistry, although they are all made by the basic 
open hearth process and can be positively identified to AMS and other 
fabricating specifications. Other grades of sheets are sold to 
chemistry or physical properties, depending upon the application re-
quirements. 
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In the last fifteen years, a great deal of progress has 
been made in methods of control and handling processes to the point 
that even though consumers really expect more from materials than they 
did ten years ago, steel warehouse distributors can satisfy their re-
quirements to a much higher degree.* 
D. Types of Warehouses by Products Handled 
Products which warehouses normally handle are divided into 
three general classifications: 
1. Industrial steel products which include structural shapes, 
plates, bars, hot and cold rolled sheet and strip and zinc coated sheet, 
as well as, alloy, stainless, tool and high strength steels, mechanical 
and pressure tubing, metalworking supplies and machinery. Approximately 
700 warehouse distributors specialize in these industrial steel products, 
and several hundred others carry limited stocks in conjunction with 
other goods and services. 
The industrial steel warehouses employ about 6,000 salesmen 
and a like number of telephone salesmen who process approximately 
15,000,000 orders. Some are for as little as a pound. Relatively few 
exceed 5 tons, with the average warehouse sale being approximately 
1,500 pounds in "normal" times. Of the 28,000 steel product distrib-
utors in the United States in 1950, approximately 2,000 warehouses dealt 
primarilY in industrial steel products. In 1950, these warehouses 
accounted for the distribution of about 8,050,000 tons of finished steel, 
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or 60 per cent of total warehouse distribution. About 95 per cent of 
the 2,000 industrial warehouses are independently owned. They accounted 
for 80 to 85 per cent of industrial steel distribution in 1950. The 
remaining 5 per cent of industrial warehouses are owned by steel co~ 
panies. Industrial warehouses have a sizeable investment in covered 
storage space, handling and cutting facilities, and inventories. In 
1950, inventories approximated 1,500,000 to 2,000,000 tons and were 
turned over three to four times. 
2. Merchant steel products which include poultry netting, 
nails, standard pipe and wire fence, eaves trough, roofing and con-
ductor pipe, butt-weld and lap-weld pipe, electrical conduit and gal-
vanized sheets . 
There were approximate~ 25,000 such distributors in the 
United States in 1950, who handled approximate~ 3,548,000 tons of 
merchant products, or 27 per cent of all steel distributed by ware-
houses. 
These merchant steel products were handled by three major 
groups: 
a . Jobbers, like plumbing and heating suppliers, hardware 
stores, building material suppliers and general stores, who buy in 
tonnage lots and distribute plain or fabricated products to ultimate 
consumers . 
b. Mail order houses, like Sears Roebuck and Company and 
MOntgomery Ward and Company. 
c . Farmer and other cooperatives . 
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.3. Oil country goods which include pipe, tubing, drill rods 
and other oil field materials. 
Oil country goods were distributed by more than 80 major oil 
well supply companies with somewhat fewer than 1,000 distributing out-
lets. These organizations handled 1,684,000 tons, or 13 per cent of 
total shipments handled by warehouse distributors in 1950.* 
Based on sales policies, warehouses can be classified under 
the following categories: 
1. The large warehouse that endeavors to carry almost every 
kind of steel mill product. 
2. Warehouses that specialize in heavy steel mill products 
such as plates, beams, channels, angles and bars. These are items used 
considerably by the construction and iron work concerns. Some structural 
fabricating shops carry relatively large stocks of these items and job 
them out in small quantities • 
.3. The warehouse that will handle the sheet steel i terns such 
as hot and cold rolled sheets and strip, galvanized, enameling and 
electrical sheets. It is a specialty warehouse. Company sales polic.y, 
warehouse storage limitations and market potentials make this restricted 
type operation feasible. 
4. The warehouse that will specialize in the alloy and stain-
less steels. The number of warehouses that are intensifying their 
sales solicitations on alloy and stainless steels is considerably on 
the increase. Those warehouses that specialize in alloy and stainless 
steels have increased. Mill technology has developed, and is 
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continuing to develop, new and better alloys. Trade usages are in-
creasing -- type and volume. 
5. The warehouse that handles only tool steel. There is 
almost an indefinite number of tool steels. The warehouse that 
specializes in tool steels certainly is a specialist. Many of these 
now carry other products for diversification. A good example of ware-
houses that specialize in tool steels, but also handle other products 
such as alloys, are those affiliated with the Crucible Steel Company. 
6 . The warehouses that will stock only prime mill material. 
By prime mill material is meant that steel which can be positively 
identified by mill heat number and, accordingly, chemical analysis --
carbon, maganese, sulphur, phosphorus, etc . - are available to the 
customer. 
7. The warehouses that will carry both prime and secondary 
quality. In times of steel shortages, warehouses that normally carry 
only prime quality steel may be forced to stock some secondary steel. 
By secondary quality steel is meant those items identified as rejects, 
wasters, and 11 excess primes," whereby the material, while generally 
within quality standards, cannot be specifically identified by mill 
heat number and chemical analysis. Where positive analysis is necessary, 
this steel is not generally acceptable. 
8 . The warehouses that wil l purchase and sell only secondary 
or reject quality steel mill products . This type operation is 
definitely in the minority. 
Established warehouses do not handle surplus lots, manu-
facturers' excess inventories, damaged or sub-standard items, or 
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distressed merchandise. Their transactions are confined to steel which 
is purchased from the producers at the producers' published prices and 
resold at their own published prices. At the present time, these prices 
are governed by the Office of Price Stabilization (O.P.S.) orders at 
pre-Korea margins. 
E. What the Steel Warehouse Distributor Means 
to the Defense Production Administration 
Manly Fleischmann, Administrator of the Defense Production 
Administration and of the National Production Authority, has stated, in-
directly, that warehouses are generallY considered a part of "small 
business" and are consequently an important factor in the current defense 
effort. 
The breaking of large contracts into small ones for the bene-
fit of smaller manufacturing firms means an increase in the number of 
small orders. It is here that distributors play their part, for it is 
economically unfeasible in the majority of instances, for large manu-
facturing firms to handle a great number of small orders such as might 
come from sub-contractors. It is highly essential, therefore, that the 
distributor, established in business to handle such a demand, is given 
enough material to meet the needs of the small buyer who deals with him. 
Fortunately, for consumers of steel in relatively small 
quantities, the steel industry and the National Production Authority 
have recognized this point. Steel warehouses have been given greater 
assistance. The reason, of course, lying in the function which ware-
housemen play in steel distribution. 
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The tonnage of steel going to distributors in the industry 
is indicative of the large part they play in the productive system of 
the nation. In point of number of establishments, in every line of 
endeavor, including steel, the distribution of manufactured goods is 
the biggest business in the United States, with the exception of agri-
culture. In the metals industry, without the contribution provided 
by warehouses, small users would be forced to contact the steel mills 
direct for their needs, at a consequent increase in cost on both 
ledgers. 
It is axiomatic that, in transferring goods from producer to 
consumer, most of the functions of distribution have to be performed 
by someone. The small amount of profit taken by the middle man is not 
sufficient usually to balance a more expensive method of direct dealing, 
except where large quanti ties are concerned. While many consumers feel 
they can save by going directly to the source, the headaches involved 
in getting on a producer's books, plus the added cost, in a good many 
instances, add up to the greater wisdom of making fullest use of dis-
tributors. 
For these reasons, the warehouses have been getting, and will 
continue to get, a major portion of what they need to service the small 
buyer. Prior to January 1, 1952, warehouses had been receiving 85 per 
cent of the volume of carbon steel products shipped to them during a 
base period, established as January 1 through September 30, 1950. 
As of January 1, 1952, National Production Authority permitted 
distributors to receive a minimum of 100 per cent of the base period, 
if not for all products, then at least for carbon steel. This is 
significant if for no other reason than it is in direct contrast to 
the feeling in Washington during World War I and during the early stages 
of World War II.* 
F. A Distributor's Responsibilities as a Merchandiser 
A warehouse distributor is, in the true sense, a distributor. 
As such, he occupies a very important position in our economic s.ystem. 
As has been emphasized, his distribution functions in the steel trade 
are important. There have been many expressions on the functions and 
intrinsic worth of the distributor. To emphasize his importance in 
our economic system, the following functions, normal~ associated with 
a good distributor, were formulated: 
1. A distributor should assemble, transport to his place 
of business, identify, stock, weigh and deliver to the retailer or 
consumer, those products required by the trade he intends to serve. 
2. Coordination and cooperation between credit and sales 
functions are imperative. A poor-paying customer is not always an un-
desirable account • Many times the circumstances surrounding his paying 
experience are such that they are perfectly acceptable to the distribu-
tor and, as such, entail careful analysis by the credit department. 
Poor-paying accounts can develop into good-paying accounts. They 
represent business volume increase which an aggressive distributor 
constantly is searching for. Those which are not considered good ac-
counts, after careful analysis, should either be disregarded or placed 
on those credit terms which provide sufficient protection to the dis-
tributor. 
* 10, P• 1 
3. A distributor examines the risks of price fluctuation 
and should further be prepared to stand losses brought about through 
incorrect handling of customers' specifications, or in handling and 
delivery to his customers. He should also be prepared to stand all 
losses caused by stock deterioration through slow turnover. 
4. He advises his customers on the best methods of obtain-
ing ~ efficiency from the products he represents, or arranges for 
advice from manufacturer's service representatives . 
5. He carefully watches market conditions and the supply of 
the products he sells so he can advise his customers as to the time 
to increase or decrease inventories. 
6. A good distributor maintains an active, aggressive sales 
organization, each member of which is thoroughly familiar with the 
best and most efficient uses of the products sold. Each representative 
should call on his customers with the regularity of the calendar. If 
the distributor serves several classes of trade, his sales organization 
should be so balanced as to have salesmen ~apable of intelligently dis-
cussing the problems of each trade. 
1· He should study his marketing area thoroughly so that he 
covers only the territory he can serve efficiently with a minimum of 
sales expense. 
8. A distributor carefullY watches his own inventories in 
order that he may carry, in the main, those stocks of merchandise which 
will shaw acceptable turnover. 
9. He keeps abreast of the times, and if priorities and 
allocations prove a headache, he remembers that he has many customers 
who are counting on him as their supplier to keep them in business. He 
should read priority regulations and keep his customers advised of what 
can be obtained under their terms. He should notify them of the proper 
time to order, and he should be sure to file his own forms and orders 
in which he has consolidated his customers' needs. 
10. He keeps records of his sales activities, for only by so 
doing, can he tell where and when to devote special sales attention. 
ll. He keeps accurate stock records preferably on a perpetual 
inventory base in order that he may accurately gauge when to re-order. 
This is particularly important in these times of shortages which, together 
with transportation delays, have disorganized all normal procedure. 
12. A distributor should be actively interested in and support 
any trade associations relating to the industry or industries he serves. 
This will not only afford him a beneficial contact with others, but will 
also show his customers his sincere interest in their industry. 
13. He always remembers that a business never stands still --
it must go forward, or it will slip back. If one product becomes un-
available or obsolete, he should be ready with a substitute or with a 
more modern or improved product. He should continually watch and inquire 
into his customers' activities to prepare for what they may want or need 
next month or in six months, or what they contemplate as the production 
requirements in the postwar period. 
14. He is always ready to locate new products or advise 
customers where information can be obtained. His place of business 
should be the "storehouse of trade information" for the industries he 
serves. 
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15. A distributor is always jealous of the good name of his 
company. New lines should be taken on and questionable lines continued 
only after the most careful investigation. He should feel that he sells 
with pride and with a secure knowledge that each product he represents 
meets the needs of a particular industry in the best, although not 
always the cheapest, manner possible. He instills in his salesmen the 
same pride and feeling of confidence in the product s they are selling. 
Almost anyone can sell price, but only a business with integrity, 
courage, dignity and a firm pride in what it sells can continue to exist 
through war, panic, depression and boom times. His is a service function; 
he must ceaselessly service his customers well. 
16. He should always remember that his reason for existence 
lies in the fact that he enables the customer to avoid the necessity of 
maintaining large inventories and a resultant necessity of greater 
storage space. He makes his profit in turnover and not on high profit 
on individual sales. Purchasing in large quantities, he brings mer-
chandise into his warehouse and should sell at a price that will give 
him a reasonable profit. His business should be built on established 
customer confidence of uniform price brackets and prompt delivery. 
17. A distributor should always remember that his supplier 
is proud of his success, and wants him to succeed. Sales through a 
distributor are the most economical form of distribution to any manu-
facturer when the distributor functions as a true distributor should. 
However, when he does not function as outlined herein, he ceases to be 
an asset and becomes a liability, for the manufacturer must then become 
both producer and distributor. 
18. A distributor should constantly be alert for competitive 
products entering the terri tory. He should furnish his supplier with 
information regarding not only sales made, but sales lost. With this 
information, the manufacturer can then be of assistance to him. His 
supplier is always eager to have information about competitive products 
and price changes in order to assist and advise the distributor in more 
efficient selling methods, and to answer his selling problem. 
19. A distributor must always remember that it is his function 
to be the supplier of LCL (less-than-carload) quantities of merchandise. 
He may have customers whose business grows so that they graduate from 
the LCL buyer class to the carload buyer class. There is always a way 
to work out a mutually just solution to this problem. However, if the 
distributor is tempted by the large volume business to solicit the car-
load buyer customer class, he may find himself in difficulties. The 
small commissions or brokerages paid on carload accounts can not support 
his overhead cost of warehousing, credit extension, sales expense, 
delivery expense and other items of a true distributor's expenses. The 
broker can operate from an office with a telephone and a secretar,y and 
consequently can operate at a very much smaller sales operating cost. 
The distributor will be repaid many fold by his supplier of LCL business 
for his loyalty in turning over the carload business directly to the 
manufacturer. 
20. A distributor should realize that his own credit is one 
of his most valuable assets. He should exert ever,y effort to pay his 
own accounts promptly. If his working capital position does not, at 
times, permit discounting or paying promptly, he should contact his 
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supplier, advise him of the situation and the reasons for a request 
for additional time. Always he should provide his supplier with whatever 
financial information and other details requested. An uninterrupted 
discount or prompt payment record is an asset to a distributor. Dis-
counts are a source of additional profits.* 
G. Consumer Appraisal of the Steel Warehouse Distributor 
In 1947, Mr. Charles A. Livesey, at that time associated with 
the Business School, Harvard University, questioned a substantial number 
of steel consumers regarding their source preferences for the purchase 
of steel in an effort to find whether customers had constructive com-
ments about improving the service of steel warehouse distributors. 
The most significant points of this survey are briefly com-
mented on below. It should be kept in mind that at the time of this 
survey, many items of steel were scarce, and the demand for steel 
considerably exceeded the supply. There is little doubt that if such 
a survey were conducted at the present time, the results would be even 
more favorable than those concluded by Mr. Livesey. 
A majority of the users of carbon steels indicated they were 
willing, on many occasions, to pay some extra charges for what they 
regarded as the advantage of buying from a steel warehouse rather than 
a mill. 
A purchasing agent generally prefers to purchase from suppliers 
whom he knows well. He will feel more secure for the business he places 
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"means something" to the supplier; consequently, he can count on extra 
assistance in cases of emergencies.* 
Emotional preferences and psychological reaction in many 
purchasing executives is important in their decisions as to which ware-
house they should choose and, oftentimes, whether they should buy from 
a warehouse or a mill. Being able to pick up a telephone, call a ware-
house salesman by name, chat for a few minutes, state the problem, and 
get personal service, is of considerable significance to the purchasing 
agent. 
Why customers of steel warehouses go directly to mills for 
much smaller quantities of stainless and alloy steels than they do for 
carbon steels is an interesting situation. Substantial added business 
would be realized if alloy steel and stainless steel could be handled 
and sold more nearly in the same way as are the carbon steels. Some 
buyers apparently believed there was additional assurance of getting 
the proper quality for their needs if they dealt directly with the 
producing mills . The increased usages and applications of special-
purpose steel contributes additional interest to the problem of what 
the warehouses can do to place alloys and stainless steels in the same 
category as carbon steels as far as the habits of their customers' 
purchasing agents are concerned .** 
The above survey results are much less true, generally speaking, 
today than they were at that time. Furthermore, that situation is not 
as prevalent with specialty houses that handle stainless steels only, 
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or alloy steels only, as it is with general steel warehouses that 
handle carbon steels and stainless and alloy steels. Doubtless it is 
most logically associated with those small warehouses who do not have 
the finances, or the space to stock a variety of stainless and alloy 
steels. The point is significant and still presents a problem to many 
warehouses. The loss of alloy and stainless sales can, and probably 
do, reflect in regular carbon sales in that a purchasing agent will be 
more prone to place large regular carbon steel orders with the mills at 
the same time he places alloy or stainless orders. He may also prefer 
to place all of his carbon, stainless and alloys with one distributor. 
Mr. Livesey thought that warehouses should make at least 
three adjustments in their way of doing business if they were to combat 
effectively the loss which this change may bring about: 
1. Keep abreast of new products developed by mills 
and, as any such products become standard, add them 
to regular stock. 
2 • Warehouses must evidence an increased ability to 
give technical advice when desired by customers. 
Buyers indicated they looked principally to sources 
other than steel warehouses when a technical problem 
arose. 
3. A carefully directed sales effort is necessary for 
a warehouse to produce a sufficient volume of sales 
of the semi-standard steels to make it profitable 
to handle them on a warehouse basis.* 
The process described in Number 3 above perhaps has some 
similarities to the chicken and the egg situation: the stock is needed 
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in order to procure the business; the business is needed to enable the 
warehouse to carry the inventory. The problem of getting aboard the 
merry-go-round is not easy. 
The question was asked how many warehouses, in normal times, 
were considered to be the regular suppliers. About half of those queried 
indicated five to seven warehouses; about one quarter indicated twelve; 
and another quarter, fourteen to fifteen. Many buyers purchased the 
same sizes and types from various sources. 
The two primary reasons given by purchasing officers for 
utilizing ten to fifteen regular sources in ordinary times were: 
1. Some warehouses were better for one item than 
another, and in order to be sure of having the 
best in the various items, they had to buy from 
a relatively large number of warehouses. 
2:. They felt more comfortable having many potential 
sources than they would with fewer. This takes 
on additional significance since during the post-
war period, there have been many shortages of 
material. This doubtless has impressed pur-
chasing agents with the desirability of having 
several sources of supply.* 
The point covered under Number 2 is debatable since a few 
dependable sources, with many customers, are considered preferable to 
several sources inasmuch as they can establish closer associations 
and a greater degree of reliance. The assiduous warehouseman will 
analyze his volume of sales versus number of customers relationship. 
He will find that 65 per cent to 85 per cent of his tonnage volume is 
derived from 15 per cent to 35 per cent of his total number of customers. 
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He is then faced with two important sales policies: (1) maintain, and 
even increase, his sales participation with the 11 key'1 accounts since 
they represent the bulk of his sales volume; (2) intense campaign to 
increase his total number of customers since the _small volume buyers 
are steady warehouse accounts (large volume buyers trade direct with 
the mills if they have mill quantity requirements and time element is 
relatively unimportant) who, in the aggregate, buy a large variety of 
sizes and shapes in a quantity bracket that gives a high spread per 
sale to the warehouseman. Generally speaking, the smaller the order, 
the greater the percentage of profit. The warehouseman should relent-
lessly protect his position with these small buyers. They have to buy 
from warehouse distributors because of their small tonnage purchases. 
Answers to the question, "On what basis do you select the 
warehouses that you patronize regularly?" were difficult to interpret. 
Service, a very ambiguous word, was advanced by nearly all purchasing 
executives. The range of sizes, types of steel carried, and the usual 
in-stock condition of a warehouse were cited often. The personality 
of outside salesmen and of office personnel, including telephone sales-
men, was given as a basis for selection in a large number of cases. 
A few customers indicated they selected warehouses that tended to 
specialize on a particular type of steel or range of sizes or shapes. 
One customer indicated that it was the catalogue put out by one ware-
house that influenced his choice because it was more helpful than 
competitors' catalogues. 
Virtually all purchasers started out with the requirement, 
in normal times, that a warehouse be able to fill orders promptly from 
stock on a reasonable range of products. The preferences were not very 
strong. The majority of customers believed that there was no really 
significant variation among leading warehouses in their ability to deliver 
from stock. 
The survey indicated that emphasis had been made too often 
on getting new accounts and selling a part of a customer's needs, rather 
than on attempting to become ~ steel supplier for a particular consumer. 
Mr. L1 vesey believed that the study revealed the steel ware-
houses had done an excellent job in servicing customers. Insofar as 
normal operations were concerned, steel customers believed that ware-
house salesmen were reasonably high caliber, that telephone salesmen 
were courteous, helpful and effective, and that delivery service was 
very good.* 
The purpose of this chapter was to describe some of the 
operations and principles that are characteristic of the steel warehouse 
distributor. It is incontestable that service is of cardinal importance. 
A warehouse distributor must service his customers to their complete 
requirements -- specifications as to type, size, analysis, fabrication 
and prompt deliver.y. He must be a combination of a salesman, counselor, 
tailor, accountant and "can do" man for his customers if he is to 
maintain a competitive position. This is important because the steel 
warehouse industry is so highly competitive. "Steel is steel," as the 
saying goes. The steel warehouse distributor must, in all respects, 
maintain a "department store for steel" if he is to service his customers 
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efficiently and aggressively and, by so doing, improve his position 
in the industry. 
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IV. THE DISTRIBUTION PATTERN IN THE INDUSTRY 
A. The Nature of Distribution 
In the distribution of any product, the type of organization 
and the marketing channels through which buyers may be most efficiently 
served depend on many variables, which may be broadly classified in 
three categories: 
1. The nature of the product itself. 
2. The necessary characteristics of production 
and distribution. 
3. The location and requirements of consumers. 
In the iron and steel industry, these factors are complex. 
Products vary from bulky, low-value raw materials sold on a tonnage 
basis to highly finished, expensive products sold by the pound. Con-
sumers range from the giant industry for which finished rolled steel 
is a raw material to the farmer or householder who buys a coil of wire 
or a length of pipe. 
Generally speaking, the heavier the product relative to its 
value, the more specialized the requirements of the user, and the larger 
and more concentrated the buyers' establishments, the more direct is 
the distribution. For instance, the first factor dominates the market-
ing channels of semi-finished steel (billets and slabs, sheet and tin-
plate bars). These products are normally purchased in large amounts 
under contract from a very few sources, and are shipped direct from the 
producer to the consuming mill. 
Only where the product is standardized, where its value is 
relatively high in proportion to its weight, and where it is used over 
a wide area, either by small manufacturers or by non-industrial con-
sumers, is the warehouse distributor an important factor in its distri-
bution. 
B. Mill Ovmed Warehouses 
When you think of steel, you possibly think of a few items 
with which you are normally familiar in your daily life -- items such 
as the structural framework for a building, an automobile, pots and 
pans around the house, agricultural and industrial implements and 
machinery. But steel comes in many forms, shapes and qualities. In 
the largest warehouses, as many as 6,000 different items of these 
various sizes, shapes and qualities of steel are handled. 
Steel is produced at the mills in what is known as cycles. 
For instance, this week or month the,y may roll angles; next month, 
flats; next month, rounds; etc. In order to produce steel economically, 
the mills run large tonnages of an item or size during a cycle, and 
then this same item will not be reproduced until its cycle recurs. 
They accumulate orders to develop the cycle and in order to protect 
their economies of production, they must have minimum quantities to 
produce. 
This production pattern of the steel mills is necessary not 
only because of a large volume production, but also because of their 
limited storage space. It would be folly to think that the steel mills 
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could accumulate and store sufficient tonnage by type, size and finish 
of the various products demanded by the consuming industry to accommodate 
that industry in a manner that presently is being accommodated bythe 
steel warehouse industry. The steel producing mills do not have these 
facilities for storing, and that, coupled with their producing mechanisms, 
precludes any possibility of their entering wholesale into the distri-
bution of steel on a "small lot" basis. 
In the earlier d~s, when the variety by types and sizes of 
steel were limited, it was possible for the steel mills to engage more 
extensively in the distribution of steel to a greater number and variety 
of customers. The pattern of production and distribution at that time, 
coupled with the nature of their operations and the limitations of the 
economic system, enabled them to operate in such a manner that they did 
not have to depend upon nor recognize the steel warehouse industry as 
an important media for distribution of steel in small lots. Like any 
other aspect of our economic development, certain changes have occurred 
in our steel industry pattern. The steel industry has advanced tremen-
dously. With its advancement as a result of, and as a contribution 
toward, the general economic development of our country, this pattern 
of distribution necessarily had to change. 
In the early twentieth century, the infiltration of the steel 
mills in the distribution of steel in so-called small lot quantities 
was more extensive and was solicited to a greater extent than is true 
in the present day. The steel mills recognize the economic necessity of 
the steel warehouse industry. They recognize that the steel warehouse 
industry has established a sufficient number of distribution centers 
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to enable them to distribute small quantities of steel much more 
economically than the mills could ever possibly handle them. In these 
days high competition and the dollar that is dwindling considerably in 
the profit that is left to the producer, the steel mills must recognize 
every economy possible in their production and distribution scheme. The 
development of the steel warehouse industry has answered a very impor-
tant problem for them -- how to get steel into the hands of the small 
consumer. Tables I and II show that shipments to the steel warehouse 
industry have increased through the years by products and by total. While 
not substantiated by statistics, it is known that the percentage of 
steel distributed by distributors other than mill awned distributors 
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has increased at a faster rate than shipments to warehouses affiliated with 
steel mills. This is significant particularly in that it substantiates 
the trend of an increasing number of independent steel warehouse distrib-
utors in the industry. 
This effect, as far as the steel mill owned warehouses is 
concerned, is more relevant than is true of the industry as a whole. For 
those steel warehouses that are owned by the mills, the more tonnage 
they can ship to their own affiliated warehouses, the greater the 
volume and the more profits that will ensue. But whether the customer 
purchases his steel direct from the steel company or from the warehouse, 
the overall effect is the same in that the same amount of steel purchased 
is the same. If the consumer buys in small lots from the warehouses, 
the producer will eventually get the total anyway, so it is good business 
as far as practicable to encourage placing small lot business with the 
warehouses up to the point where the consumers' orders become desirable 
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14,472.707 20.4 
2,222.310 
2.029.2~6 
47.800 
4.2tl9,34ri 
:127,417 
51.631 
620,444 
289.302 
:Ll 
2.!.1 
0.1 
6.1 
0.6 
0 I 
0.9 
0.4 
3.R 2,607,977 4 .0 
10.638,940 18.8 9,757,499 15.6 
823,954 0.6 463,483 0.8 
10,962,894 19.4 10,220.982 16.4 
l.!ot29,62:i 
1,774,876 
61.006 
3.655. 406 
668,694 
41,096 
600.205 
271,872 
3 2 
3.1 
0.1 
u 
1.2 
0.1 
1.1 
0.5 
1,997,200 
8.172,709 
55,626 
6,225,635 
649,613 
36,761 
684,478 
329,090 
3 2 
5.1 
0.1 
8.4 
1.0 
0.0 
1.1 
0.5 
2,243,899 
8,846,419 
426,944 
9,273,363 
2,099,319 
2,712,969 
67,691 
4,879.879 
337,961 
89.231 
930,7U 
287,670 
3.8 
1&2 
07 
1U 
3 6 
4.6 
0.1 
8.3 
0.6 
0.1 
16 
0.5 
Ag-ricultural Machancl"}' 1,2U7.~6!'l l.b 
0.3 
2.1 
1,218.563 
272,622 
1..491,085 
2 I 
0.5 
2.6 
1,233.368 
193,575 
1,426,943 
2.0 
0.3 
2.3 
1,037.221 
207,327 
1,244,548 
18 
0.3 
2.1 
All Other Aaricullural 239,840 
Tutu. I 1,637 .70~ 
I-I Machint:ry, Induatrirl Equipm('nt and Tool.. 3.473,896 
16 1-.:ledrical Mad·'nery and E(1uipment I.t-..36,G3:l 
16. Appliance., Utensils and Cutlery ~.OR7,853 
17. Other Dom(•Mtic: &t Commtrc::ial &luipment 1.804.44!.1 
1 ~ Cont.ai_nen: 
Canl!i and CloturH 
Barrels, Drumt and ShiPI>ina Pai l 
All Other Containers 
Total 
19. Ordn&nCf' and Other Military 
'-336,501 
925,273 
647.39V 
5,911,164 
194,614 
4 9 
2.6 
29 
2.6 
6.1 
1.3 
0.9 
~-3 
0.3 
2,708,633 
1.209,027 
1,322.922 
1.325,940 
3,353,516 
856,4691 
445 .• 650 
4,655,635 
81,150 
~ -· 2.1 
2.3 
2.3 
6.9 
1.6 
0.7 
8.2 
0.1 
2,708,633 
1,594,700 
1,959,878 
1,711,806 
3,710,540 
968,9141 
~22,919 
5.&02,!73 
56,029 
4.8 
2 6 
3.1 
2.7 
6.0 
1.5 
1.0 
8.6 
0.1 
3,188,718 
1,595,520 
1.664,722 
1,680,259 
3, 428, 752 
906,322 
741.096 
5,076,170 
56,908 
5.1 
2.7 
2.7 
2.9 
5.8 
1 6 
oa 
8.7 
0 I 
Total Domrtollc: ( lleuu 1 to 19) 68,336,231 96.4 63,017.633 93.8 6~.150,566 94.8 64,189,663 92.8 
:!0. E:.:port 2,566,413 3 6 a,u7,n1 6 2 a.244,8R8 52 4,206,192 1.2 
Total Ott·m I to 201 70.~02,644 100.0 51,53;,604 100.0 62,395,40 100.0 1 58,39U55 100.0 
:!1. ShipmentJO to Nun~Rt"portinl' Companiee 1,329,64M 1,568,406 1,577,6116 4,660,7115 
Total Shipm~·nlt 72,232.292 65,973,138 63,057,150 
• Nd total after deduetlna- ahipmenta to r~portina oomp.ani• for convenlon or ~1e. 
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TABLE II 
T 0 T A L M I L L S H IP MENTS A N D M I L L SHIP M EN TS T 0 A L L D I STR I B U TO R S A N D WAREHOUSES 
These figures have been compiled from s tat i stic s pub l i s he d b y th e Am erican Ir oJ &: St ee l In s t i t ute 
FOURTH QUARTER 
AND ALL OF 19 51 12-Month Mill Shipments 4 t h Qtr. Mill Shipme nts 
Tot a l Distributor 'To Total Distr ibutor 'To 
INDUSTRIAL STEEL PRODUCTS CARBON 
Structurals 5, 158,678 907 482 17 6 1,257 755 263, 501 21. 0 
Plates, U. M . and Sheared 7 499 , 321 I , 062, ZOO 14. I, 958, 820 312 , 228 15. 
Hot Rolled Bars 6,603 , 655 I, 100,807 16. 7 1,729,661 288 , 07 5 16. 
Cold Finished Bars 1, 5 56, 740 420 , 880 27 0 406, 575 109,719 27 
Hot Rolled Sheets 7 837 486 1, 059, 51 1 13. 5 1, 863,436 263, 232 14. 
Cold Rolled Sheets 9,421 , 051 904,404 9 . 6 2,283, 096 235, 737 10. 3 
Galv . Sheets (Hot Dipped) I, 839,750 729,955 39 . 7 410,455 173, 566 42. 3 
Galv . Sheets (Electro.) 144,304 15, 191 I 0. 5 38, 212 5, 599 14. 7 
Coated Sheets (All Other) 257 195 36 , ISO 14. I 59, 789 10, 001 16. 
Electrica l She ets and Strip 134, 524 2 , 969 2. 2 27 289 2,009 4 
Enam~ling Sheets 182, 187 3, 764 2. I 37 591 718 1. 9 
Hot Rolled Strip 2, 160, 726 178,567 8. 3 553 , 392 53,473 9. 7 
Cold Rolled Strip 1' 856, 055 101,856 5 . 5 452,381 27 757 6. 1 
Mechanical Tubing 674,891 164,396 24.4 174,003 44, 075 25. 3 
Pressure Tubi ng 295,243 75, 830 25. 7 91, 116 23, 753 26. I 
Tool Steel 33, 658 4,337 12. 9 7 966 883 11.1 
TOTAL INDUSTRIAL STEEL PRODUCTS CARBON 
45,355,464 6, 768,299 14. 9 11,351,537 1,814,326 16.0 
ALLOYS 
Plates 173, 672 9,837 5. 7 52,520 2, 681 5. I 
Hot Rolled Bars 2,266,369 130, 628 5.8 579, 514 38, 835 6. 7 
Cold Finishctd Bars 337 195 47 138 14 . 0 86,844 12, 708 14. 6 
Hot Rolled Sheets 28,650 2,804 9.8 5,413 771 14. 2 
Cold Rolled Sheets 3,426 811 
Electrical Sheets and Strip 623 , 337 6,985 1. I 151, 061 2,581 1.7 
Hot Rolled Strip 22,805 I, 027 4. 5 5,896 390 6. 6 
Cold Rolled Strip 23, 201 2,280 9.8 6,43 1 8 10 12. 6 
Mechanical Tubing 298,896 9,391 3. 1 79,009 2, 096 2. 7 
Pressure Tubing 27 009 3,023 11. 2 10, 048 412 4. I 
Tool Steel 137 398 24, 176 17 6 33,479 6, 259 18. 7 
Semi!inished 822, 592 6, 796 0. 8 218, 603 2,007 0.9 
Wire Drawn 51,699 594 1. 1 12, 538 354 2. 8 
Oil Country Goods 192,671 145,321 75 . 4 43,651 33, 782 77. 4 
Galvanized Sheets 
Miscellaneous 21,876 930 4. 3 5,007 205 4 . I 
TOTAL ALLOYS 5, 030, 796 390, 930 7 8 I, 290, 825 103,89 1 8.0 
ALLOY HIGH STRENGTH 
Bars 17 671 966 5. 5 3, 722 320 8 . 6 
Plates 219, 547 II, 787 5.4 41 755 3, 180 7 6 
Structural Sha pes 58 , 462 I, 983 3.4 12, 738 492 3. 9 
Hot Rolled Shee t s 266, 012 5, 922 2. 2 57 623 I, 399 2. 4 
Cold Rolled Sheets 108,420 1, 489 1.4 22,755 232 1. 0 
Hot Rolled St r ip 15, 371 Ill 0. 7 2, 141 18 0. 8 
Cold Rolled St ri p 5,457 179 
Miscellaneous 4,207 2,444 58 . I 303 210 69. 3 
TOTAL ALLOY HIGH STRENGTH 
695, 147 24,702 3. 6 141, 216 5, 851 4. I 
TOTAL ALL ALLOYS 
5,725,943 415,632 7 3 1,432, 041 109, 742 7 7 
STAINLESS 
Plates 18,054 4,313 23 . 9 5, 136 916 17. 8 
Hot Rolled Bars 42,938 695 17 9 II, 761 2, 010 17 1 
Cold Finished Bars 41, 732 17 114 41. 0 10,991 4, 693 42. 7 
Hot Rolled Sheets 38,585 10, 530 27 8, 747 2, 368 27 
Cold Rolled Sheets 108, 063 57 914 53. 34, 027 19,985 58. 
Hot Rolled Strip 8, 076 447 5. 5 2 , 214 130 5. 
Cold Rolled Strip 191, 290 12,223 6.4 44,041 3,595 8.2 
Mechanical Tubing 6,279 I, 917 30. 1 1,576 459 29 . I 
Pressure Tubing 10. 178 I, 910 18. 8 2, 582 436 16.9 
Semifinished 37 788 I , 747 4. 6 10, I ll 427 4 . 2 
Wire Drawn 31,473 10,471 33 . 3 8, 122 2, 655 32. 7 
Miscellaneous 5, 054 103 2. 0 I , 434 0. I 
T 0 T A L -· S T A IN L E S S 
539,510 126,384 23.4 140, 742 37 675 26. 8 
To Warehouses for Stock Oil and Gas 
12-Mo. 4th Qtr . 12 Mo. 4th Qtr. 
892, 059 259, 009 67 29 
1,039,683 305, 147 I , 442 374 
I, 047 986 276,041 471 167 
415,670 108,550 122 105 
I, 040, 588 258, 106 246 117 
900,807 235, 564 
687 208 165, 243 364 75 
14,996 5,476 123 118 
36, 126 9,986 
2,969 2,009 
3, 733 687 
169,079 51,068 20 
97 7 19 25,438 137 29 
1 10,965 32,402 I, 891 I, 037 
61,997 18,685 3,477 I, 931 
3,989 812 
6,525,574 1,754,223 8,360 3,982 
9,553 2,628 68 
125,056 37 294 295 Ill 
45 , 537 12, 371 27 24 
2, 604 701 
6 , 702 2,488 
676 311 
2, 032 7 60 
6, 109 I, 393 161 13 
2,340 395 131 
21' 655 5, 530 
5,680 1, 939 !51 
562 348 
20, 878 3,307 124, 160 30,462 
865 205 
250, 249 69 , 670 124,993 30,610 
966 320 
11, 712 3, 180 
1, 983 492 
5,881 399 
I, 489 232 
111 18 
902 199 I 270 
23, 044 5,840 I, 270 
273,293 75,510 126,263 30,615 
2, 857 460 
6, 398 1, 672 
15,895 4, 243 
7 570 1, 581 
45,978 15, 380 
435 129 
4, 035 I , 319 
I, 759 397 
I , 051 218 18 13 
1, 483 4 04 
8,031 2, 01 1 8 
101 
95,593 27 8 15 29 22 
Co-operatives 
12 Mo. 4th Qtr . 
18 
70 
I, 227 230 
41 
91 21 
4 13 
12, 143 3,488 
172 104 
96 4 
10 10 
14, 281 3,864 
49 
49 
28 
28 
77 
8 
Direct Shipments 
lz Mo. 4th Qtr, 
15, 203 4,412 
21 001 6, 707 
45, 500 10,569 
5, 047 I, 064 
18, 564 4,988 
2, 967 166 
28,914 4,449 
72 
24 15 
9, 150 2, 282 
3,467 1,991 
51,530 10,626 
10, 356 3, 137 
348 71 
212, 143 50,482 
216 53 
5 , 172 I , 374 
I, 574 313 
2 00 70 
283 93 
351 79 
248 50 
3, 12 1 690 
500 17 
2, 521 729 
965 68 
32 
283 13 
65 
15, 53 1 3,555 
75 
13 
272 6 
360 6 
15,891 3,561 
I, 456 456 
I, 290 338 
1, 2 09 440 
2, 957 786 
11,935 4,604 
12 
8, 163 2,27 6 
1ss- 6l 
832 20 5 
264 23 
2 , 432 636 
30 , 707 9,827 
Mail Order 
l2 Mo. 4th Qtr. 
135 5 1 
4 
5,623 1, 068 
22 
217 
1, 326 311 
31 31 
146 19 
437 295 
7 941 1, 775 
56 56 
52 
108 56 
108 56 
10 10 
2 
25 
9 
47 I I 
TOTAL A -o lJ S-r R I A L P R 0 D lJ C T S CARBON ALLOYS STA NLESS 
51,620,917 7 310,315 14. 2 12,924,320 I, 961, 743 15. 2 
12-Month Mill Shipments 4th Qtr. Mill Shipments 
Total Distributor o/o Total 
MERCHANT PRODUCTS CARBON 
Tin & Terne Plate 
(Hot Dipped) 
Tin & Terne Plate 
(Electro. ) 
Nails and Staples 
Barbed & Twisted Wire 
Woven Wire Fencing 
Bale Ties 
Standard Pipe 
I, 628, 562 
2,887 129 
864,803 
237 804 
416,704 
110,407 
2,931,831 
41, 040 
76,279 
782,557 
217 112 
406,561 
105, 58! 
2, 051, 6!0 
TOTAL MERCHANT PRODUCTS 
9,077 240 3,651,240 
SEMI FINISHED & MISCELLANEOUS 
Sernifinished 2, 695,310 97 311 
Ske1p 152,474 3, 796 
Wire Rods 826, 267 59,497 
Steel Piling 399. 073 22,934 
Blatk Plate I, 076, 296 123,640 
Wire Drawn 3, 136, 657 343,475 
Rails and Accessories 2,556,053 34,918 
Reinfor~ing Bars I, 900, 125 879,337 
Wheels and Axles 616, 785 76 
Oil Country Goods 1,685,809 1, 227 798 
Line Pipe 3, 185,944 645,095 
2. 5 358,417 
2. 6 741,286 
90. 5 219,350 
91. 3 69,555 
97 6 98,654 
95.6 29, 333 
70. 0 744,882 
CARBON 
40. 2 2, 261,477 
CARBON 
3. 6 669,674 
2. 5 42. 775 
7 2 207 585 
5. 7 83,662 
II. 5 336, 154 
11. 0 773,937 
1.4 621, 377 
46. 3 486,604 
152,865 
72. 8 437 712 
20. 2 1' 003, 117 
TOTAL SEMI FINISHED & MISCELLANEOUS 
18, 230, 793 3,437 877 18.9 4,815,462 
TOTAL ALL CARBON PRODUCTS 
Distributor 
II, 284 3. I 
19, 670 2. 7 
203,006 92 .. 5 
40, 055 57. 6 
96, 704 98. 0 
28,493 97 
521,439 70. 
920, 651 40. 7 
24, 504 3. 7 
1,893 4.4 
10,997 5.3 
7 377 8. 8 
36,601 10.9 
91,945 11.9 
7771 1.3 
216, 820 44. 6 
28 
317618 72.6 
179, 534 17 9 
CARBON 
895, 088 18. 6 
6,894,460 1,857 548 134, 652 34,619 
To Warehouses for Stock Oil and Gas 
12-Mo. 4th Qtr. 12 Mo. 4th Qtr. 
40, 171 II 193 13 
71,456 18, !53 
738, 023 192, 980 !56 48 
152, 312 33,091 4 
306, 896 76,232 2, 752 I, 437 
90,809 24,959 
1,629,864 414,475 151,722 36,999 
3, 029, 531 771,083 154, 647 38,485 
85, 133 24, 143 127 
3, 796 I, 893 
47 024 10,072 154 
21, Oil 7 001 
123,098 36,460 
278,854 74,938 196 40 
30,500 6, 505 
835, 198 203,876 2 
70 28 
165,000 43,691 1, 059,992 273, 267 
!54, 702 37 155 332, 214 95,531 
I, 744,386 445, 762 I, 392, 685 368, 838 
72,663,497 13,857 416 19.1 18,428,476 3,630,065 19.7 11,299,491 2,971068 1,555,692 411,305 
GRAND TOTAL ALL PRODUCTS 
78,928,950 14,399,432 18.2 20,001,259 3, 777 482 18.9 11,668,377 3, 074,393 1, 681,984 441,942 
3-52 1700 
14,366 3,864 
Co-operatives 
12 Mo. 4th Qtr. 
46 
-I 
8,290 2, 117 
19,495 3,973 
38, 112 8,468 
6,275 1, 961 
63 
72, 280 16, 519 
3, 260 887 
103 
3, 370 894 
89,931 21 277 
90,016 21,277 
258,747 63,876 8, 196 I, 842 
Direct Shipments 
12 Mo. 4th Qtr. 
Mail Order 
lz Mo. 4th Otr. 
810 91 
4,824 I, 517 
32,009 6, 986 4,079 875 
6,523 1, 175 9,278 I, 815 
20,006 3, 320 38,795 247 
8, 299 1,545 198 28 
269, 921 69,965 40 
342, 392 84, 599 52, 390 9,965 
12,051 361 
12,290 925 22 
I, 923 376 
542 141 
57. 549 15,456 3,6!6 624 
4,418 I, 266 
44,034 12,937 
6 
2,806 660 
!58, 179 46,848 
293,798 78, 970 3,638 624 
848, 333 214,051 63,969 12, 364 
894,931 227 439 64, 124 12,431 
mill production items. This should be the maxim for the steel industr,y 
as a whole in that the overall objective is to ship the maximum amount 
of tonnage irrespective, in the final analysis, as to where it goes, so 
long as maximum, legitimate distribution is realized. 
C. Types of Distributors 
As has been discussed, there is the mill affiliated warehouse 
and the independent warehouse. The mill affiliated warehouse is owned 
by a steel mill and operates as a subsidiar,y for the distribution media 
to small consumers. The independent warehouse operates in the same 
capacity except that the ownership lies with an individual entrepreneur. 
There essentially is no difference in the distribution concepts and the 
distribution practices of these distributors other than the fact that, 
in a great number of cases, the mill affiliated warehouse obtains the 
bulk of its tonnage from the mill with which it is affiliated. In 
contrast to this, the independent warehouse can have, and usually does 
have, several sources of supply for its steel inasmuch as it does not 
have to, nor usually elects to, depend upon any one or a particular 
source of supply for all of its products. This is due not only to the 
inability of one particular mill to supply all of these requirements, 
but also to the choice of diversification of sources of supply, which 
is particularly important in those times when the quantity of steel is 
critical, such as the present time. 
As has been mentioned, warehouses, in general, can be divided 
into three general classifications: 
1 . Industrial steel warehouses. 
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2 • Merchant steel warehouses. 
3 • Oil country goods warehouses. 
The products distributed by these three classifications have 
been described. 
In addition to mill owned distributors and independent dis-
tributors, same small tonnage is sold by: 
1. Mail order houses, for example, Sears Roebuck 
and Company. 
2. Co-ops, such as farmers' groups, who buy roofing 
and siding sheets. 
3· Jobbers who serve specialized groups with such 
items as casing, piping and structural steel for 
oil and gas industries. This group can be 
classified in the oil country group. 
To carry this aspect of types of steel distributors further, 
there are also the following to compete with the general warehouse dis-
tributor: 
1. An aggressive mill that sells in LCL in com-
petitive times. 
2. Fly-by-night speculators who accumulate stocks 
of steel when it is difficult to obtain and 
sell it at a premium. During depressions, he 
cuts the price and undersells the regular dis-
tributor. During abnormal times, he boosts 
the price and still maintains a volume because 
of the scarcity of steel. 
3. Structural steel fabricators who buy from the 
mills in carload lots and sometimes in excess 
of their requirements. They may sell in small 
quanti ties to small users. Inasmuch as their 
administrative costs are comparatively low, they 
can sell at prices as low as, or perhaps lower 
than, the established distributor. Logically, 
the fabricator who procures his steel from a 
warehouse distributor, and subsequently sells 
it, must price it higher than the selling price 
of the distributor. Fabricators are limited 
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considerably in types and sizes of products they 
can stock. Consequently, as a source of com-
petition, they are small. 
4. Hardware stores which sometimes sell sheets, bars, 
strapping, nails, bolts, nuts and wire. This is 
a consumer business and in view of the fact that 
they buy in small quantities and sell to a rather 
specialized trade, their prices are higher than 
warehouse distributors. It goes without saying 
that their volume also is low compared to the ton-
nage percentage for the steel warehouse industry 
as a whole. 
D. Variation by Product and Area 
The percentage of distribution of steel products to the steel 
warehouse industry, compared to total steel mill shipments has, with 
few exceptions, increased steadily over the years. Table III illustrates 
that, excluding the effect of the military demands for the present 
national emergency, shipments of all steel mill products to warehouses 
have increased. This has generally been true of all products, with 
the exception of alloys in 1950 and 1951 (Table IV), when shipments 
decreased due to increased national defense demands. Table V presents 
1951 figures on percentage receipts by product compared to total mill 
shipments and the rates of each item to total warehouse receipts of 
all products. 
While the percentage of shipments to all distributors increased, 
this percentage of increase for the Western and Southern states was at 
a greater increasing rate than for other regions of the country. (Ap-
pendix A) 
While an increasing percentage of steel distributed to steel 
warehouses has been experienced by the Western and Southern regions of 
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TABLE III 
ANNUAL COMPARISON OF TOTAL WAREHOUSE RECEIPI'S 
TO TOTAL MILL SHIP!mNTS 
Shipments to Total Mill Percent 
Year Warehouses Shipments of Total 
-
1951 14,399,432 78,928,950 18.2 
1950 13,359,724 72,232,292 18.5 
1949 10,219,983 58,104,010 17.58 
1948 11,336,191 66,140,354 17.13 
1947 10,484,144 63,057,150 16.62 
1946 9,304,817 48,775,532 19.07 
1945 9,51l,L36 57,242,240 16.72 
1944 8,008,076 60,352,690 13.26 
1943 6,786,279 58,463,813 11.60 
1942 5,931,109 59,047,494 10.04 
1941 9,155,159 61,229,873 14.95 1940 6,686,534 45,850,825 14.58 
1939 5,119,660 33,122,628 15.63 
1938 3,202,619 18,692,957 17.13 
1937 4,341,906 32,695,349 13.27 
1936 4,108,497 29,072,596 14.13 
1935 3,005,129 20,819,710 14.43 1934 2,225,753 15,870,696 14.02 
1933 2,049,403 13,743,121 14.91 1932 1,501, 736 9,317,974 16.11 
1931 2,205,570 17,396,997 12.67 
1930 3,147,249 25,769,914 12.21 
1929 3,990,122 36,157,095 11.03 1928 3,091,715 28,537,621 10.83 1927 3,613,225 28,182,187 12.82 1926 3,121,960 29,656,836 10.52 
American Steel Warehouse, Incorporated, 1950 
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TABLE rl 
PERCENTAGE OF TOTAL PRODUCTION OF VARIOUS PRODUCTS SHIPPED TO ALL WAREHOUSES 
1948 - 19$1, INCLUSIVE 
INDUSTRIAL STEEL PRODUCTS 
CARBON !!!f 1948 Year 1942 Year 19$0 Year 192_! 
Structurals 18.4% 18.6% 19.0% 17.6% 
Plates 11.8 11.2 14.8 14.2 
Hot Rolled Bars 17-7 18.8 17.2 16.7 
Cold Finished Bars 28.6 27 ·3 26.4 27.0 
Hot Rolled Sheets 12.0 11.1 12.5 13.5 
Cold Rolled Sheets 8.1 8.3 9.4 9.6 
Galvanized Sheets (Hot Dipped) 32.2 38.0 42.2 39.7 
Hot Rolled Strip 9.0 1·9 5.7 8.3 
Cold Rolled Strip 5.6 5.4 5.5 5.5 
Mechanical Tubing 31.4 27.9 22.1 24.4 
Pressure Tubing 31.3 30.9 28.8 25.7 
Total Carbon 14.2 14.1 14.9 14.9 
ALLOY 
Plates 1·3 11.2 u.s 5·1 Hot Rolled Bars 5.1 3.6 3·4 5.8 Cold Finished Bars 10.2 10.5 9·1 14.0 Hot Rolled Sheets 1·1 4.8 5.4 9.8 
Cold Rolled Sheets 10.4 20.2 0.2 
Hot Rolled Strip 3·1 2.4 ,3.4 4.5 Cold Rolled Strip 2.6 4.2 5.1 9.8 
Mechanical Tubing 5.0 4.5 3·9 3·1 Pressure Tubing 16.0 9.0 1.3 .8 n.z 
Total Alloy; 8.7 8.1 7.4 7.8 
TOTAL ALLOY HIGH STRENGTH 5.6 4-9 4.0 3.6 
TOTAL ALL ALLOIS 8.1 7.6 7.0 7 ·3 
STAINLESS 
Plates 30.1 28.2 39.6 23.9 Hot Rolled Bars 23.0 21.6 25.6 17.9 Cold Finished Bars 33·4 3.3·9 44.2 41.0 Hot Rolled Sheets 22.8 22.8 28.,5 27 ·3 Cold Rolled Sheets 48.9 47.0 49.1 53.6 
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TABLE IV (Continued) 
PERCENTAGE OF TOTAL PRODUCTION OF VARIOUS PRODUCTS SHIPPED TO ALL WAREHOUSES 
1948 - 19$1, INCLUSIVE 
Year 1948 Year 1949 Year 1950 Year 19$1 
STAINLESS (Continued) 
Hot Rolled Strip 0.6% 
-- % 8.4% 5.5% Cold Rolled Strip 5·3 4.4 6.0 6.4 
Mechanical Tubing 44.2 26 .8 22.4 30.1 
Pressure Tubing 36.9 18.9 18.5 18.8 
Total Stainless 23.1 19.3 24.1 23.4 
TOTAL CARBON, ALLOY AND STAINLESS 13 .6 13.6 14.2 14.2 
GRAND TOTAL ALL FRODUCTS 17.1 17.6 18.5 18.2 (Includes Merchant Products, 
Oil Country Goods, and 
Miscellaneous) 
American Steel Warehouse Association, Incorporated, March 20, 1952 
TABLE V 
DISTRIBUTION OF SHIPMENTS TO WAREHOUSES 
BY PRODUCTS AND GROUPS 
INDUSTRIAL 
STEEL 
PRODUCTS 
% of Total Mill % of Each Item 
Shipments to In Group 
Warehouses to Total Group 
GROUP I - CARBON 
Structurals 17.6 13.41 
Plates, U. M. & Sheared 14.2 1$.71 
Hot Rolled Bars 16.7 16.27 
Cold Finished Bars 27.0 6.21 
Hot Rolled Sheets 13.5 15.65 
Cold Rolled Sheets 9.6 13.37 
Galv. Sheets {Hot Dip.) 39·1 10.79 
Galv. Sheets (Electr.) 10.5 .22 
Coated Sheets (All other) 14.1 
·53 
Electrical Sheets & Strip 2.2 .04 
Enameling Sheets 2.1 .05 
Hot Rolled Strip 8.) 2.6) 
Cold Rolled Strip 5.5 1.51 
Mechanical Tubing 24.4 2.43 
Pressure Tubing 25.7 1.12 
Tool Steel 12.9 .06 
TOTAL 14.9 100.00% 
GROUP II - ALLOYS 
Plates 5-7 2.52 
Hot Rolled Bars 5.8 33·42 
Cold Finished Bars 14.0 12.o6 
Hot Rolled Sheets 9.8 
·12 Cold Rolled Sheets 
Electrical Sheets & Strip 1.1 1.79 
Hot Rolled Strip 4.5 .27 
Cold Rolled Strip 9.8 
.59 
Mechanical Tubing ).1 .40 
Pressure Tubing 11.2 
·77 Tool Steel 17.6 6.18 
Semifinished o.B 1.73 Wire Drawn 1.1 
.15 
% of Each Item 
to Whse. Receipts 
of all 
Industrial Steels 
12.41 
14-53 
15.06 
5.76 
14.49 
12.37 
9·99 
.21 
.49 
.04 
.05 
2.44 
1.39 
2.25 
1.04 
.06 
92.58% 
.13 
1.79 
.64 
.04 
.10 
.01 
.04 
·13 
.04 
·34 
.09 
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TABLE V (Continued) 
DISTRIBUTION OF SHIPMENTS TO WAREHOUSES 
BY PRODUCTS AND GROUPS 
% of Each Item 
INDUSTRIAL % of Total Mill % of Each Item to Whse. Receipts 
STEEL Shipments to In Group of all 
PRODUCTS Warehouses to Total Grou;e Industrial Steels 
Oil Country Goods 75.4 37.17 1.99 
Galvanized Sheets 
Miscellaneous 4.3 .23 .01 
TOTAL 1 .a 100.00% 5.35% 
GROUP III - ALLOY -
HIGH STRENGTH 
Bars 5.5 3e91 .01 
Plates 5.4 47.72 .16 
Structural Shapes 3·4 8.03 .04 
Hot Rolled Sheets 2.2 23.97 .oa 
Cold Rolled Sheets 1.4 6.03 .02 
Hot Rolled Strip 0.7 
·45 
Cold Rolled Strip 
Miscellaneous 58.1 9.89 .OJ 
TOTAL ).6 100.00% 
·34 
GROUP IV - STAINLESS 
Plates 23 ·9 3·41 .o6 
Hot Rolled Bars 17.9 6.09 .11 
Cold Finished Bars 41.0 13.54 .23 
Hot Rolled Sheets 27 ·3 8.34 .14 
Cold Rolled Sheets 53.6 45.82 
·19 Hot Rolled Strip 5.5 ·3~ Cold Rolled Strip 6.4 9.67 .17 
Mechanical Tubing )0.1 1.52 .04 
Pressure Tubing 18.8 1.~1 .OJ Semifinished 4.6 1.38 .02 
Wire Drawn 33 ·3 8.29 .14 
Miscellaneous 2.0 .oa 
TOTAL 23.4 100.00% 1.73 
INDUSTRIAL 
STEEL 
PRODUCTS 
TABLE V (Continued) 
DISTRIBUTION OF SHIPMENTS TO WAREHOUSES 
BY FRODUCTS AND GROUPS 
% of Total Mill % of Each Item 
Shipments to In Group 
Warehouses to Total GrOU£ 
TOTAL - CARBON, ALLOY 
AND STAINLESS 14.2 
GRAND TOTAL ALL PRODUCTS 
(Includes Merchant Products, 
Oil Country Goods and 
Miscellaneous) 18 .2 
% of Each Item 
to Whse. Receipts 
of all 
Industrial Steels 
100 .00% 
100.00% 
The first column gives the percentage of total mill shipments 
of a product that go to warehouses and other distributors. 
The second column shows the percentage of shipments to ware-
houses within any one of the four product groups (carbon, alloy, alloy-
high strength, and stainless) of each product within that group. For 
example, of all the industrial carbon steel products shipped to ware-
houses, structurals account for 13 .41%, plates for 15 . 71%, and so on. 
The third column shows the ratio of each of these items to 
the total warehouse receipts of all products. On some items, such as 
stainless sheets, their percentage of sales within their own group is 
quite high. However, when compared to total warehouse sal es of all 
products, the percentage is considerably lower . 
American Steel Warehouse Association, Inc., April 3, 1952 
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the country, this percentage has not been commensurate with the increase 
in other categories, such as population, per capita income, billing ex-
penditures, etc. as shown by subsequent tables. This has been due some-
what to the absence, until very recent years, of sufficient mill producing 
units on the West Coast. However, what with regional pattern changes 
that have, and are continuing to be, changed, there is little doubt but 
what these two regions will continue their increased participation in 
the total amount of steel distributed to the warehouse industry, at 
least until such a time as they have attained more or less of an optimum 
in development. When that status will have been attained is purely a 
matter of conjecture, but there seems to be a considerable amount of 
development and expansion still potential. 
E. General Versus Specialty Distributor 
Some steel distributors specialize in a limited number of 
fast-moving types of steel, while others carry a relatively broad and 
diversified inventory. The latter subscribe to the practice of being 
able to take care of the complete steel requirements of customers. They 
know that if they can fil l only part of an order, they are likely to 
lose the entire order, or lose out on future orders, to a competitor 
more completely stocked. This necessitates carrying some slow-moving 
items which results in a less rapid turnover compared with warehouses 
that carry only popular sizes. 
Over a period of years, with technological advancements in 
the steel industry, the increase in the types and finishes of steel 
products has justified the establishment of specialty warehouses. 
Specialty warehouses are limited in number of items and quantity of 
steel carried. They specialize in certain types of special steels, such 
as tool steel, special alloy and stainless steels, and other high grade 
types of steel which are not carried by all general warehouses except 
in small quantities. A specialty warehouse serves a special trade. The 
volume is lower than for the general steel warehouse distributor, but 
the margin of profit is appreciably higher . 
Competition between the two is present but is limited due to 
the fact that the quality of the steel and the marketing aspects of the 
steel are differ ent. Both have their place in the steel warehouse dis-
tribution scheme. A specialty warehouse may either be independently 
owned or owned by a steel mill. Regardless of how owned, the distri-
bution practice is the same. 
In commenting on the advantages and disadvantages of a specialty 
distributor as compared to a general distributor, the factor of speciali-
zation tends to give an advantage in that a specialty distributor can 
supply normally all the requirements for a certain type requirement, 
whereas a general distributor may carry only a small stock of specialty 
items. 
A general distributor has an advantage in that a customer may 
utilize the general distributor for all of his requirements and rely 
upon him to pick up the items he does not carry. This in effect gives 
him a one stop service in supplying requirements. This will hold true 
in those instances where either the general distributor has the specialty 
steel required or is able to pick it up. In a great number of instances, 
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an account will contact a specialty warehouse for his specialty steel 
requirements inasmuch as there is much more likelihood that the item 
will be carried in stock, but if not carried in stock, the specialty 
warehouse has an advantage in being able to procure the steel from other 
sources more fully and expeditiously than is true for the general ware-
houseman. Furthermore, technical assistance generally is available to 
a greater extent from the specialty warehouse. 
Somewhat related, but not directly, is the situation for wire 
and wire products . A considerable portion of their products are dis-
tributed through jobbers, most of whom, however, are not considered 
steel warehousemen . 
One facet of the warehouse distribution of wire rope may be 
of interest. The producers of wire rope operate over 100 mill depots 
throughout the country which hold model stocks of wire rope for quick 
deli very and service purposes for the trade. The economic justification 
for depots lies in the service it performs for the trade. Since they 
do not ask a warehouse price for the products carried in mill depots, 
the cost of operating the depot is balanced almost evenly by the savings 
in carload versus direct-to-consumer LCL shipments depending on the 
location of the depot. This is somewhat a specialty product -- one not 
normally carried by general steel warehouse distributors -- and so 
justifies the establishment of distribution outlets by the mills. Per-
haps in future years, this pattern may be changed so that the steel ware-
house industry can, and will, distribute all of these products, as well 
as the ones that they presently are distributing. 
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V. GEOGRAPHIC PATTERNS 
A. Regional Pattern Changes: Population -
Income - Investment - Retail Sales 
The passage of two decades since the crest of the boom in 
1929 has brought about significant changes in the American economy. One 
of the most fundamental of these changes has been the increase of nearly 
one-fourth in the nation's population, but another change perhaps 
equally fundamental is the pervasive effects of the advance of science 
and of the increasing applications of technological improvements -- both 
to the ways in which that population makes a living and to the nature 
of the goods and services required by its new standards of consumption. 
The tremendous growth of the country can be summed up briefly. 
As compared with 1929, the 19$0 volume of output of goods and services 
in the United States had risen by three-fourths, while on a per capita 
basis, the gain was more than two-fifths. The fruits of this output had 
been widely shared, not only by the various economic groups, but geograph-
ically as well.* 
The World War II brought about many changes which affected 
marketing. When the war ended, an industrial reconversion got underway, 
and there was a new American market to learn about and explore. For the 
first time in history, the new American market is close to being a 
real national market. No longer is it a cluster of regional markets. 
* 20, p. 3 
It is both larger and more homogeneous than ever. It is a broader 
national market. 
In 1950, the United States had a population of 150.7 million; 
national income amounted to $197·5 billion; retail sales were running in 
excess of a $130 billion rate; and the average income per person was 
approximately $1,500. 
All seven major regions of the country -- New England, Middle 
East, Central, Southeast, Northwest, Southwest, Far West -- have par-
ticipated in the nation's economic growth over the generations since 
1929. New England and the Middle East regions -- leaders for many years 
and today accounting for one-third of the nation's output -- have fol-
lowed normal growth trends in moving ahead less rapidly, and so have 
come to account for smaller relative shares of many national economic 
totals. The Far West and the South have, on the other hand, grown the 
most rapidly and hence have come to account for larger relative shares 
of many national economic activities as was the case a generation ago. 
{See Tables VI, VII, VIII, IX and Charts 1, 2, 3 and 4.) 
The Central region, sandwiched in between the industrialized 
East and the developing South and West, has grown at approximately the 
same rate as the entire United States and has therefore maintained its 
status among the regions. There was less change in its relative economic 
ranking than in the other regions. 
The most fundamental change occurred in the pattern of national 
income. Over the two decades since 1929, the income of all individuals 
of the United States has risen nearly 140 per cent -- from $83 billion 
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TABLE VI 
INCOME PAYMENTS TO INDIVIDUALS, BY REGIONS, 1929, 193 9 AND 1949 
United New Middle 
States §?gland East Southeast Southwest Central Northwest Far West 
MILLIONS OF DOLLARS 
1929 82,617 6,792 27,840 8,681 4,153 24,226 3,927 6,998 
1939 70,6o1 5,72-9 22,783 8,414 3,756 20,090 3,099 6,730 
1949 197,531 13,247 55,295 27,084 13,066 56,111 9,822 22,906 
EACH REGION AS PERCENT OF UNITED STATES TOTAL 
1929 100 8.22 33.70 10.51 5.03 29.32 4.75 8.47 
1939 100 8.11 32.27 11.92 5.32 28.46 4-39 9·53 
1949 100 6.71 27.99 13.71 6.61 28.40 4.98 11.6o 
PERCENT 
Percent Increase: 
1929 to 1939 -15 -16 -18 -3 -10 -17 -21 -4 
1939 to 1949 180 131 143 222 248 179 217 2_40 
1929 to 1949 139 95 99 212 215 132 150 227 
Regional Trends in the United States Econos,y, A Supplement to the Survey of Current Business, 
Office of Business Economics, Bureau of Foreign and Domestic Commerce, United States Department of 
Conunerce, United States Government Printing Office, Washington, 1951, p. 2, Table 1 
TABLE VII 
POPULATION OF CONTINENTAL UNITED STATES BY REGIONS, CENSUSES OF 1930, AND 1950 
United New Middle 
States England East Southeast Southwest Central Northwest Far West 
THOUSANDS OF PERSONS 
Population: 
1930 ••..••.......• 122,775 8,166 30,347 25,551 9,080 33,961 7,384 8,286 
1940 ••...••......• 131,669 8,437 32,192 28,262 9,782 35,742 7,410 9,844 
1950 •••.•.•..••.•• 150,697 9,314 35,632 31,784 11,375 39,958 7,987 14,647 
EACH REG ION AS PERCENT OF UNITED STATES TarAL 
Percent Distribution: 
1930 ••••.......••. 100.0 6.6 24.7 20.8 7.4 27.7 6.0 6.8 
1940 •••••..••.•.•. 100.0 6.4 24.4 21.5 7.4 27.1 5.6 7.5 
19.50 ••.•....••..•• 100.0 6.2 23.6 21.1 7.6 26.5 5.3 9.7 
PERCENT INCREASE 
1930-40 ••••••••••• 7.2 3.3 6.1 10.6 7.7 5.2 0.4 18.8 
1940-50 ........... 14.5 10.4 10.7 12.5 16.3 11.8 7.8 48.8 
1930-50 ••••••••••• 22.7 14.1 17.4 24.4 25.3 17.7 8.2 76.8 
Regional Trends in the United States Econo~, A Supplement to the Survey of Current Business, 
Office of Business Economics, Bureau of Foreign and Domestic Commerce, United States Department of Commerce, 
United States Government Printing Office, Washington, 1951, p. 94 
TABLE VIII 
CHANGES IN PER CAPITA INCOME PAYMENTS TO INDIVIDUALS IN THE UNITED STATES, 1929 
TO 1949_, BY REGIONS 
Per Capita Income Pay- Per Capita Income Increase, 1929 Per Capita Income 
ments 1929 to 1949 _Pazments, 1949 
Each Region Each Region Each Region 
as Percent as Percent as Percent 
of United Rate of In- Amount of United of United 
States crease, per- of States States 
Amount Average cent Increase Average Amount Average 
Middle East $926 136 69 $639 98 $1,565 118 
Far West 865 127 86 745 115 1,610 121 
New England 838 123 67 557 86 1,395 105 
Central 720 lo6 96 694 107 1,414 106 
United States 680 100 96 650 100 1,330 100 
Northwest 534 78 138 739 114 1, 273 96 
Southwest 464 68 151 720 108 1,166 88 
Southeast 344 51 156 538 83 882 66 
Range from Highest 
to Lowest 582 85 89 207 32 728 55 
Re!ional Trends in the United States Econo&, A Supplement to the Survey of Current Business, Office 
of Businessconomics, Bureau of Foreign and Domestic Commerce, United States Department of Commerce, United 
States Goverrunent Printing Office, Washington, 1951, p. 5, Table 2 
TABLE IX 
INCREASE AND DISTRIBUTION OF RETAIL SALES, INCOME PAYMENTS AND POPULATION, BY 
REGIONS, 1922 AND 19!!8 
United New Middle South- South- North- Far 
States En_gland East east west Central west West 
PERCENT INCREASE, 1929 TO 1948 
Retail Sales 169 128 134 238 199 16o 158 242 
Income Payments 145 98 101 221 200 144 170 228 
Population 20 14 16 20 22 15 1 78 
EACH REGION AS PERCENT OF UNITED STATES TOTAL 
1929 Regional Distributions: 
Retail Sales 100 1·1 29.0 11.7 6.4 30.1 6.0 9.1 
Income Payments 100 8.2 33·1 10.5 5.0 29.3 4.8 8.5 
Population 100 6.7 24.6 20.9 7-4 27.8 6.0 6.7 
Regional Distribution of the 
Increases, 1929 to 1948, in: 
Retail Sales 100 5.6 23 .o 16.,5 1.5 28.5 5.7 13.0 
Income Payments 100 5.6 23.5 16.0 6.9 29.1 5.6 13.3 
Population 100 4.5 19.5 20.6 8.J 20.7 .4 26.0 
1948 Regional Distributions: 
Retail Sales 100 6.5 25.2 14.7 7.1 29.1 5.8 n.5 
Income Payments 100 6.7 27.9 13·8 6.1 29 .1 5.2 11.2 
Population 100 6.3 23-7 20.9 1·5 26.6 5.1 9·9 
Regional Trends in the United States Econosr, A Supplement to the Survey of Current Business, 
Office of Business Economics, Bureau of Foreign and Domestic Commerce, United States Department of 
Commerce, United States Government Printing Office, Washington, 1951, p. 98, Table 36 
-.) 
-.) 
CHART 1 
Per Capita Income 
EACH REGION AS A PERCENT OF UNITED STATES AVERAGE 1929 A'lD 1949 
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"The New American Market," Number ti , The Nation, Business Week, December 20, 1947, P• 71 
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3. SO HERE IS HOW PER CAPITA INCOMES CHANGED. 
"The New American Mar~et," Number IJ, Tne Nation, Business Week, December 20, 1947, p. 71 
to $198 billion. The largest relative income advances from 1929 to 
1949 were registered in the West and South, where income more than 
tripled. In the New England and Middle East areas, income doubled, but 
35 per cent of the total income of the country was still concentrated 
in the area covered by these Northeast regions. 
The range of variation in the relative rates of income growth 
among the individual states (Table X) was from 82 per cent for New 
York and Massachusetts to 324 per cent for Florida, the largest of all. 
Broadly speaking, incomes in the Far West and the South grew faster over 
this period, while those in the Central and Northwest regions approxi-
mated the national average rate of growth, and income in the Northeast 
lagged behind. In the period 1929 to 1949, when incomes rose 140 per 
cent, the population increased 22 per cent, so that per capita income 
was about doubled. Basically, this income rise was accounted for by 
the continued development of our resources, markets, and technology, 
which increased the flow of income to individual recipients. To the 
extent that differences in population growth represented migration, the 
regions gaining most from net in-migration were those where promising 
economic opportunities attracted labor and new capital from other areas. 
(See Chart 5.) Thus, the increase of population in the Far West by 
75 per cent was congruous with the 227 per cent growth of income over 
this period -- the largest increase for any region. Population growth 
was unusually rapid also in most of the Southwest, where aggregate 
income registered the second highest relative gain among all of the 
regions for the period. 
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TABlE X 
GRtwTH OF INCOME PAYMENTS AND POPULATION 1929 TO 1949 
BY REGIONS AND STATES 
Per Capita 
Income 
Income Pal!!!ents PayDJel'!ts 
Millions of Percent Population Percent 
Dollars Increase Percent In- Increase 
1929 to crease 1929 1949 1929 to 
Resion and state 1929 1949 1949 to 1949 Amolmt 1949 
CONTINENTAL U.S.A. 82,617 197,5.31 1.39 22 $1,.3.30 96 
mM ENGLAND 6,792 1.3,247 95 17 1,.395 66 
Connecticut 1,459 .3,21.3 120 27 1,591 7.3 
Maine 449 1,004 124 14 1,087 92 
Massachusetts .3,787 6,892 82 15 1,417 58 
New Hampshire .302 621 106 14 1,195 8.3 
Rhode Island. 579 1,117 9.3 16 1,40.3 65 
Vermont 216 400 85 4 1,075 79 
MIDDlE EAST 27,840 55,295 99 18 1,565 69 
Delaware 218 541 148 .37 1,675 82 
District of Columbia 6.38 1,919 201 68 1,820 5.3 
Maryland 1,106 .3,081 179 46 1,401 99 
New Jersey .3,268 7,018 115 22 1,546 6.3 
New York 14,479 26,340 82 21 1,758 56 
Pennsy1 vania 7,3.38 14,468 97 5 1,416 85 
West Virginia 793 1,928 143 13 998 115 
SOUTHEAST 8,681 27,084 212 22 88~ 156 
Alabama 802 2,.313 188 13 773 153 
Arkansas 562 1,443 157 0 778 155 
Florida 695 2,948 .324 85 1,102 128 
Georgia 956 2,928 206 15 876 166 
Kentucky 964 2,476 157 10 865 13.3 
Louisiana 862 2,647 207 27 1,002 141 
Mississippi 544 1,317 142 4 634 1.32 
North carolina 966 .3,349 247 25 854 17o 
South Carolina 438 1,584 262 16 787 212 
Tennessee 905 2,858 216 26 87.3 150 
Virginia 987 .3,221 226 37 1,039 146 
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TABLE X (Continued) 
GRCWTH OF INCOME PAYMENTS AND POPULATION 1929 TO 1949 
BY REG IONS AND STATES 
• 
Per Capita 
InCOll".S 
Income Pal;ll!=nts Fazments 
Millions of Percent Population Percent 
Dollars Increase Percent In .. Increase 
1929 to crease 1929 1949 1929 to 
Re~ion and State 1929 1949 1949 to 1949 Amount 1949 
SOUTHWEST 4,153 13,066 215 25 1,166 151 
Arizona 245 839 242 67 1,165 103 
New Mexico 161 665 313 53 1,033 170 
Oklahom 1,079 2,297 113 -9 1,068 135 
Texas 2,668 9,265 247 33 1,205 159 
CENTRAL 24,226 56,lll 132 17 1,414 96 
Ulinois 7,036 14,107 100 15 1,618 74 
Indiana 1,877 5,097 172 23 1,290 121 
Iowa 1,348 3,301 145 4 1,292 137 
Michigan 3,543 9,013 154 30 1,1!43 94 
Minnesota 1,443 3,603 150 14 1,227 117 
Missouri 2,210 5,052 129 8 1,286 110 
Ohio 4,920 11,443 133 20 1,436 92 
Wisconsin 1,849 4,495 143 15 1,329 110 
NORTHWEST 3,927 9,822 150 5 1,273 138 
Colorado 633 1,703 169 22 1,386 125 
Idaho 230 707 207 30 1,221 1.36 
Kansas 991 2,291 130 1 1,210 127 
Montana 325 787 142 8 1,390 131 
Nebraska 764 1,653 116 -1 1,294 132 
North Dakota 264 703 166 -13 1,202 209 
South Dakota 288 734 155 -9 1,174 182 
Utah 272 825 203 34 1,213 126 
Wyoming 154 419 172 27 1,481 116 
FAR WEST 6,998 22,906 227 75 1,610 86 
California 5,217 11,005 226 85 1,665 76 
Nevada 74 277 274 78 1,731 112 
TABLE X (Continued) 
GRCWTH CF INCOME PAYMENTS AND POPULATIOO 1929 TO 1949 
BY REG IONS AND STATES 
Income Payments 
85 
Per Capita 
Income 
Payments 
Millions of Percent Population Percent 
Dollars Increase Percent In- Increase 
1929 to crease 1929 1949 1929 to 
Region and Sta~ 1929 1949 1949 to 1949 Amount 1949 
-
FAR WEST (Continued) 
Oregon 603 2,095 247 53 1,448 126 
Washington 1,104 3,529 220 55 1,469 106 
For a number of the States, the population estimates used in com-
puting per capita incomes for 1929 differ slightly from the latest population 
estimates of the Bureau of the Census upon which these percentage increases 
are based. 
Regional Trends in the United States Econoi!' A Supplement to the 
Survey of ~urrent BUsiness, Otfice of BUsiness Econo cs, Bureau of Foreign 
and Domestic Conunerce, United States Department of Commerce, United S~tes 
Government Printing Office, Washington, 1951, Appendix Table I, P• 106 
POPULATION CHANGE, 1940 TO 1950, AND ITS COMPONENTS AS P~RCENTAGES OF 1940 POPULATION 
NET CHANGE - PERCENT COMPO NE NTS OF NeT CHANGE - PE RC ENT 
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Re ional Trends in the United States Econo , A Supplement to the Survey of Current 
oreign and Domestic Commerce, United States 
States Government Printing Office, Washington, 1951, p. 66 
The major regions accounting for most of the regional variations 
in rates of growth of per capita income stemmed largely from differences 
among the regions with regard to the types and relative importance of 
the industries located there, and also to the proportions of all income 
in each region derived from property and other sources. The essential 
point is that there were broad differences in the rates at which in-
comes derived from various industries, and also incomes of various types, 
increased between 1929 and 1949. The largest increases in per person 
earnings over this interval were in general made in those industries 
where earnings were lowest in 1929. Conversely, industries where earn-
ings per person rose the least over the period were those whose 1929 
earnings were as a rule either among the highest or above average. 
People tend to move away from states with low per capita incomes and 
to enter states where per capita incomes are relatively high.* 
Table X shows an interesting relationship between population 
increases and per capital income payments per cent increases from 1929 
to 1949. In the main, those states showing the largest population in-
crease also show the largest per capita income payments increase. This 
is not consistently true for some of the older regions of the country, 
such as the New England and Middle East regions where there are some 
variations in this relationship. The table does emphasize population 
and per capita income payments shifts from the older regions to some of 
the younger regions, such as the Southeast, Southwest, and Far West. 
Any branch offices or other industrial expansion contemplated by ware-
house distributors should be decided on only after they have considered 
* 20, PP • 3-5 
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these and other pertinent statistics to assist them in determining 
the most appropriate location.* 
The geographic variation of per capita incomes can be ac-
counted for by three chief factors: 
by: 
1. The proportion of the total population of a~ given 
area that is actually employed in gainful oc-
cupations at a given time depends partlY upon 
the age distribution of the people living in the 
area, and partly upon other social and economic 
variables affecting employment. 
2. Unequal geographic distribution of high and low 
earnings industries. 
3. Difference from one state or region to another 
in the levels of wages and salaries paid for 
working in the same industry.** 
.Marketing changes during the war and postwar years were marked 
1. Accelerated trend toward a more urban population. 
This was probably the most basic one, and was due 
to a rise in factory jobs and increased mechani-
zation of farming. 
2. Industrial decentralization. This cut down on 
the relative industrial importance of older regions 
and resulted in newer regions gaining industrially, 
such as the Far West and South. 
Table XI shows that the Far West, Southwest and Southeast 
gained the most percentagewise in manufacturing expenditures for new 
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plant and equipment fr:JI' the year 1939 compared to the year 1947. Table XII, 
Relationship of Population to New Construction, shows the South and West 
ahead of the other regions of the country in the new construction-popu-
lation relationship. Again, these statistics show how the Southern and 
* 20, PP• 3-5 
** 20, PP• 9-10 
TABLE XI 
MANUFACTURING EXPENDITURES FOR NEW PLANT AND ~UIPMENT, 1939 AND 1947, BY REGIONS 
United New Middle 
States Er.Glan.c:! East Southeast Southwest Central Northwest Far West 
Plant and Equipment 
Expenditures 
($ Millions): 
1939 ••....•.. 1,248 102 360 157 56 465 26 82 
1947 ••••••••• 6,003 419 1,567 829 344 2,149 139 557 
Percent Increase, 
1939 to 1947 ••••••• 381 311 335 427 514 362 443 582 
Each Region as 
Percent of United 
States Total: 
1939 ••......• 100.0 8.2 28.9 12.6 4.5 37·3 2.1 6.5 1947 ••••..••• 100.0 7.0 26.1 13.8 5.7 35.8 2.3 9·3 
Plant and Equipment 
Ex:pendi tures Per 
Production Worker: 
1939 •.••.•••• $16o $108 $145 $132 $347 $186 $224 $198 
1947 ••••••••• $504 $335 $437 $477 $1,133 $525 $678 $744 Percent Increase, 
1939 to 1947 ••••••• 215 210 201 261 227 182 203 276 
Each Region as 
Percent of United 
States Average: 
1939 ••••••••• 100.0 67 91 83 217 116 140 124 
1947 ••••••••• 100.0 66 87 95 225 104 135 148 
Regional Trends in the United States Economy, A Supplement to the Survey of Current Business, 
Office of Business Economics, Bureau of Foreign and Domestic Commerce, United States Department of 
Commerce, United States Government Printing Office, Washington, 1951, p. 93, Table 32 
co 
'0 
TABLE XII 
RELATIONSHIP OF POPULATION TO NEW CONSTRUCTION 
Regional Shares of National Totals 
All New Construction, 1939 
Population Increase, 1939 to 
1949, Total 
Income Payments Increase Over 
1939 Level, 1940 to 1949 
Inclusive 
All New Construction, 191.0 to 
1949 Inclusive 
All New Construction, 1949 
United 
States 
100 
100 
100 
100 
100 
New 
England, 
Middle 
East, 
and 
Central, 
Total 
58 
47 
59 
49 
51 
South 
and 
West, 
Total 
!a 
53 
51 
49 
Re ional Trends in the United States Econo , A Supplement to 
the Survey o Curren ness, ice o Bus1ness Economics, Bureau of 
Foreign and Domestic Commerce, United States Department of Commerce, 
United States Government Printing Office, Washington, 1951, p. 94 
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the Western regions of the country have grown and how markedly popu-
lation and industry have shifted to those regions. 
Income and sales do not always follow a constant ratio. One 
reason is the tax portion taken out of the income. The Middle East 
has many high income people in the top brackets so that the tax cut is 
a greater percentage of income than in other regions. Another reason 
why they diverge is the difference in saving habits. Areas that save 
more than the average, such as New England, naturally spend less. A 
third reason why income and sales diverge is money spent elsewhere than 
earned. This is money of tourists, vacationers, and traveling business-
men, which possibly benefits the Far West more than any other region • . 
To sum it up , there are several points to be kept in mind: 
1 . The American market has lost many of its old 
interior boundary lines. The new market is more 
truly a broad, national market. 
2 • Income gains have been made everywhere, but the 
West and South have gained more at the expense 
of the Northeast. 
3. Incomes are more nearly equalized. There is less 
spread between sections of the country and sections 
of the population. 
4. There has been an accelerated shift in the popu-
lation movement from farm to city. 
5. The migration of industry is benefiting newer 
regions of the country and boosting importance 
of smaller cities.* 
The pattern of growth of business population among the states 
in the postwar period suggests the same trends as are indicated by data 
on shifts in population, income payments and new plant locations. Gains 
* 13, PP• 61-72 
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were reported in all regions, but the largest gains and the fastest 
growth were in the West and South as compared with the North and Central 
states. (Table XIII) These trends provide clues to market shifts and 
population changes, and suggestions relative to plant location. 
Chart 6 presents a rather interesting comparison of 1939 to 
1946, by regions of the country, for manufacturing, agriculture, govern-
ment, property and all other. While the Great Lakes and Middle Atlantic 
regions accounted for the greatest percentage share of the United States 
total both in 1939 and 1946, the Far West, Southwest and Southeast 
sections, generally speaking, showed the largest percentage gain in 
their participation in the total United States income. 
Table XIII further shows that the Far West states showed the 
largest gain in business population between March, 1944 and March, 1949. 
The net increase amounted to 160,300 firms, a gain of 56 per cent, 
making a total of 446,600 firms. Among major industries, the Far West 
showed larger gains than any other region in each except mining. The 
rate of new firm formation declined from a peak of 90,200 in 1946 to 
60,100 in 1948, a reduction of 33 per cent. Discontinuance rates rose 
from 30,100 in 1946 to 59,100 in 1948, a gain of 92 per cent. The 
sharp increase in discontinuances reflects the high death rate among 
new firms.* 
Southwest states reported a net increase of 91,500 firms or 
45.7 per cent between March, 1944 and March, 1949, when the total was 
291,600 firms. Among major industries, population gains in the Southwest 
* 21, PP• l-5 
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TABLE XIII 
BUSINESS POPULATION INCREASED 39% BETWEEN MARCH, 1944 AND MARCH, 1942 
Region 
Total. No. 
Firms 1942. 
Far Western States 446,600 
Southwestern Area 291,600 
Southeastern States 604,400 
The Northwest 
New England 
Middle East 
Central States 
217,200 
269,700 
1,030,600 
1,07.5,100 
% Increase 
1944-1949 
,56. 
4.5.7 
43. 
27.4 
24.1 
23.9 
20.3 
Total No. % of All % of All % Popula- % Income Pay-
Firms 1944 Firms 1948 Firma 1244 tion 1248 , menta 1248 
200,100 
422,600 
170,,500 
217,400 
831,500 
89,3,800 
11.6 
7.4 
1,5.2 
,5.6 
6.9 
2.5.9 
27.4 
10. 
1·.5 
20.,5 
,5.2 
6.3 
23.8 
26.7 
11.2 
6.1 
13·9 
,5.2 
6.7 
27.8 
29.1 
Business Po ulation Increased Between March 1944 and March 194 , American Steel Warehouse 
Association, Incorporated, December 27, 19 9 Source: United States Department of Commerce-- Bureau 
of the Census, Office of Business Economics) 
CHART 6 
.· ; 
/ J ,. ' /' ,/ 
/ 
exceeded the national average. The Southwest had 7.4 per cent of the 
nation's business firms in 1948 compared with 6.6 per cent in 1944. 
New business formation reached a peak in 1946 when 54,400 firms were 
started. Discontinuance rates rose from 23,000 in 1946 to 32,900 in 
1948, a gain of 43 per cent. 
Southeast states reported 604,400 business firms in March, 
1949, a gain of 181,800, or 43 per cent, over March, 1944. They had 
15.2 per cent of all firms in 1948 compared with 14 per cent in 1944. 
New business formation was at a peak of 215,000 in 1946, but declined 
45 per cent to 119,000 in 1948. Discontinuance rates rose 31 per cent 
from 77,000 in 1946 to 101,000 in 1948. 
Northwest states had 217,200 firms in March, 1949, a gain of 
27 .4 per cent from 170,500 in March, 1944. This increase was less than 
the national average. They had 5 .6 per cent of the total number of 
firms both in 1948 and 1949. 
New England reported 269,700 firms in March, 1949, a gain 
of 24.1 per cent over 217,400 in March, 1944. This was smaller than 
the 30.2 per cent national increase. New business formation declined 
50 per cent from 40,800 in 1946 to 20,200 in 1948. Discontinuances 
rose 107 per cent, from 10,500 to 21,800 in 1948. 
Middle East states had 1,030,600 firms in March, 1949, an 
increase of 199,100, or 23.9 per cent, from March, 1944. Increases 
were below the national average. New business formation declined from 
a peak of 147,000 in 1946 to 95,500 in 1948, a reduction of 35 per cent. 
Discontinuances rose 54 per cent to 84,800 in 1948 from 55,000 in 1946.* 
* 21, pp. 1-5 
95 
Central states reported the largest number of firms in March, 
1949, a total of 1,075,100, but the smallest increase from 1944 amounted 
to 20.3 per cent and represented 893,800 firms. Central states had a 
27.4 per cent of all firms in 1948 compared with 29.6 per cent in 1944·* 
These figures on business population tend to substantiate, 
and can be correlated with, those covering cha~es in income, retail 
sales, investments, population, etc. All add up to essentially the 
same pattern -- that the Far West and South (particularly the Southwest) 
have experienced greater increases in all of these categories than 
other sections of the country am greater than the national average. 
Trends of this nature are interesting as such, but they are particularly 
interesting and important to a company contemplating an expansion of 
their facilities and sales terri tory. Regional trends should be con-
sidered carefully by the steel warehouseman who is contemplating a 
branch office, a new warehouse, or enlarging of present facilities. 
While the steel warehouse industry is represented in practically every 
section of the country, there still remain some sections , particularly 
the growing sections, that could be attractive for increased warehouse 
facilities. Those companies that give proper attention to regional 
trends statistics, and coordinate them with other data, will be engaging 
in a true market analysis in their efforts to determine the feasibility 
of a particular location for an expansion program. 
* 21, PP• 1-5 
B. Relationship of Warehouse Distributor Locations and Mill Locations 
The steel warehouse distributor located in the same city as 
the steel is produced has a location advantage over distributors further 
removed from the source of supply in that his incoming transportation 
costs are less than for these other distributors in outlying areas. 
Particularly is this true if the city is one which has a large marketing 
area in that he has a cost advantage in being able to establish a price 
that will preclude shipments into that area from distributors in outlying 
areas. Furthermore, he will be able to equalize prices with those dis-
tributors in outlying areas by reason of his low incoming transportation 
costs. 
Prior to the exit of the basing point system, the relative 
location of a warehouse distributor was not as significant as it is 
today when all shipments from the mills are priced F .O.B. mill. This 
in effect means that those distributors farthest removed from the mills 
are handicapped by the difference in transportation costs that they 
have to pay compared with a competing distributor, and also, with non-
ferrous metal competitors, such as aluminum and copper, where an inter-
change of metals on any particular usage is possible. 
There has been a trend in the last three decades in the shifting 
of mills from the highly concentrated Middle East and Northeast sections 
of the country in 1920 to the South and West in 1950. However, the 
trend has been slow and still has a considerable w~ to go before there 
is a true area correlation of steel production with steel consumption. 
~referring to Table XIV, it will be seen that there was, and still is, 
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TABLE XIV 
PERCENTAGE OF PRODUCTIVE CAPACITY (IN 1920) OF 6$ STEEL COMPANIES WITHIN DESIGNATED AREAS 
IN COMPARISON WITH THE PERCENTAGE OF THEm SHI PMENTS GOING TO THOSE AREAS 
Products 
1 
Total Finished Rolled 
Rails and Accessories 
Plates 
Shapes 
Bars 
Sheets 
Tubes 
Wire 
Tin Plate 
(ANNUAL AVERAGE, 1919 TO 1921), FCR SELECTED PRODUCTS 
New York, New 
Jersey, Dela-
ware, Maryland, 
West Virginia Penns,ylvania, 
Ohio, Michigan . Ohio P.enn~l vania 
Capac- Ship- Capac- Ship- Capac- Ship-
ity menta ity ments ity ments 
Illinois, Indiana, 
Wisconsin 
Capac- Ship-
ity menta 
Within to the Within to the Within to the Within to the 
Area Area Area Area Area Area Area Area 
2 3 4 , 6 7 8 9 
74.4 53.2 65.0 31.8 47 ·3 20.7 19.3 22.2 
61.9 36 .7 40.3 18 .8 35·4 13.9 21.6 21.9 
76.9 61.6 66.9 42 .6 52.8 33.2 20.5 17.0 
78.4 57 ·3 74.1 34·5 72.6 26 .4 19.4 20.5 67.2 57.4 S8.o 35 ·1 43 .1 20.5 22.3 27.0 81.2 59.8 75.1 29.4 23.1 12.0 17.7 17.4 
94.1 31 .8 84.5 17 .6 41.1 u.s 5.9 9.2 
67.5 45.0 48.7 19.8 33·3 8.4 18.5 16.7 82.9 49·7 66.3 12.3 47.4 5.6 17.1 25.4 
~onomics of the Iron and Steel Industry, Volume I, Daugherty, Carroll R., Ph.D., De 
Chazeau, Melvin G., Ph.D., and Stratton, Samuel s., Ph.D., First Edition, McGraw-Hill Book Company, 
Inc., New York, 1937, p. 69, Table 22 
'(g 
an extremely high concentration of steel productive capacity in the 
Middle East, Northeast and Central states. Particularly was this con-
centration greatest in Pennsylvania and Ohio and, even of more signifi-
cance, the concentration was highest in Pennsylvania, Pittsburgh being 
the steel center of the country. 
Table XV presents a recap of percentage increases in capacity 
of important steel producing states for 1940 to 1950. While the largest 
percentage increases were in the less developed states, this is important 
comparativewise within the state and in comparison to other less im-
portant steel producing centers. However, the tonnage increases in too 
major producing states, such as Pennsylvania, Ohio, Indiana, Illinois, 
Maryland, Alabama and California, is of more significance because it 
is in those states that the major tonnage increases were realized. To 
the warehouse distributors, this is cogent not only for the total tonnage 
available within a given area, but also, perhaps, the product mix of 
that tonnage available for his stocking requirements. 
Table XVI shows there still is evident a concentration in 
these three areas, but there has been a shift to the South and West, 
particularly the West. For example, United States Steel Corporation 
rates its steel producing facilities on the West Coast and Utah second 
only to its steel facilities in Pittsburgh and Chicago, which are the 
largest in the corporation. This increase in their steel producing 
facilities on the West Coast since the war represents a careful analysis 
of market potentials and regional trends. It is important in that it 
opens up a new steel producing field for the West Coast and makes 
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TABLE XV 
PERCENTAGE JNCREASES IN CAPACITY OF IMPORTANT STEEL PRODUCING STATES 
DURJNG THE U.ST DECADE 
State 
Alabama 
California 
Colorado 
Connecticut 
Delaware 
Georgia 
nlinois 
Indiana 
Kentucky 
Maryland 
Massachusetts 
Michigan 
Minnesota 
New York 
Ohio 
Pennsyl va.nia 
Virginia 
Washington 
West Virginia 
1940 TO 1950 
Capacity 1940 Capacity 1950 Per Cent 
Tons of Ingot Tons of Ingot Increase 
2,914,240 
904,131 
1,108,800 
162,154 
423,360 
153,485 
6,781,533 
10,095,882 
1,239,974 
3,585,120 
212,800 
3,357,648 
336,000 
4,018,560 
17,228,848 
25,958,386 
3,248 
173,600 
2,032,800 
3,560,000 
2,611,600 
1,272,000 
188,280 
460,000 
165,000 
8,314,020 
11,071,500 
1,353,000 
4,902,000 
250,000 
4,538,460 
918,000 
4,763,900 
19,844,000 
29,303,0.50 
7,500 
349,920 
2,486,000 
22.2-
188.8 
14.7 
16.1 
8.7 
1.5 
22.6 
9.1 
9.1 
36.7 
17.5 
35.2 
173.2 
18.5 
15.2 
12.9 
130.9 
101.6 
22.3 
Background Memo -- Steel Distribution, American Iron and 
Steel Instfiute, June, 1956, Table I 
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State 
Pennsylvania 
Chio 
Indiana 
Ulinois 
Maryland 
New York 
Alabama 
Michigan 
West Virginia 
California 
Utah 
C.olorado 
Kentucky 
TABLE XVI 
RANKING OF THE 12 LEADJNG STATES BY 
PIG IRON, STEEL INGar, AND Har ROLLED CAPACITY 
IN 1950 
Pii Iron Steel Ingots 
1 1 
2 2 
3 3 
4 4 
7 5 
5 6 
6 7 
8 8 
9 9 
--
10 
10 11 
11 12 
12 
Hot Rolled 
1 
2 
3 
4 
5 
6 
7 
8 
9 
10 
12 
11 
--
Background Memo -- Steel Distribution, American Iron and 
Steel Institute, June, 1956, Table II 
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available to them steel at considerably reduced costs as compared with 
their buying their steel from Chicago or Pittsburgh. It should con-
tribute appreciably toward development of the West. With such increase 
in steel producing facilities, steel warehouses in the West should in-
crease in number and in volume of sales. The same thought is true for 
any section of the country where new steel producing facilities are 
opened up in that warehouses logically will attempt to locate as near 
as possible to the steel producing locations, due to F .o.B. mill pricing. 
If a warehouse cannot be located where the steel is produced, 
there is a big advantage in being located where water transportation 
from the mills is available. Rail freight is becoming a tremendous 
factor in the costs of operation by a steel w~ehouse distributor. 
Truck rates have also increased and are to be reckoned with as a per-
tinent cost factor. 
Chart 7 shows the location of steel warehouse distributors 
by numbers in each location. As would be expected, the number of ware-
houses in the Central, Northeastern and New England sections of the 
country outnumber those in other sections, with the exception of 
California, where are located the bulk of the steel producing facilities 
for the Far West. But other economic factors should be considered, such 
as the regional patterns discussed previously. In these particular 
areas is located the greatest economic activity of the country. These 
areas are older and are more highly developed than the South and 
Western areas. They have the market, and have had it for several years; 
whereas the South and the West are increasing, at a faster rate, and 
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WAREHOUSES DISTRIBUl 
STEEL TO SMALL USERS 
More than 1500 warehouses in the Unit4 
States distribute "industrial" steel produc 
according to a survey made by American StE 
Warehouse Association. These warehous 
purchase a wide variety of products from stE 
mills and distribute them to consumers who 
requirements are too small to be rolled SpE 
ially for them at steel plants. Warehouses al 
are a handy source of steel for emergency US4 
This map shows 349 cities and towns in 
states, in which most of the industrial stE 
warehouses in the United States are locate 
The greatest number of warehouses is in Ca 
fornia, Ohio, New York, Pennsylvania a1 
Texas. California has nearly 200 industri 
steel warehouses. Ohio and New York ea 
have over 150 and Pennsylvania and Tex 
have more than 100 each. 
undoubtedly over a period of years will narrow the gap between them and 
the Eastern areas. Twent.y-nine of the states have steel finishing mill 
facilities, as shown by Chart 8. Even though their steel finiShing mills 
are located in twenty-nine states, they are highly concentrated in the 
East and California. OnlY in recent years have other states participated 
in steel finishing mill facilities. Doubtless this trend will continue 
at an accelerated rate due to increased economic activity in these 
regions, an~shall we remember, the exit of the basing point system. 
Chart 9 also substantiates the concentration of steel 
production facilities in the Central, Middle East and New England areas. 
It is interesting to note that 80.5 per cent of all steel made in the 
United States is concentrated in these areas, within the blue heav.y line 
as shown on the chart. The location and concentration of steel producing 
facilities, steel finiShing mills, and steel warehouse distributors can 
be closely correlated. These statistics support the thought that mill 
locations, to a considerable extent, determine the location of steel 
warehouse distributors. 
Chart 10 shows that there has been no significant change in 
the steel production c~acity of the various districts with the exception 
of the Southern and Western districts, which have increased at a con-
siderably greater rate than have the other districts. It is interesting 
to note that the greatest number of steel warehouse distributors are 
located in California where there has been 170 per cent increase in steel 
producing capacity for the period 1940 to 1951. It is evident that new 
capacity is gradually being constructed in growing areas so that steel 
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CHART 10 
CAPACITY INCREASES BY STEEL PRODUCING DISTRICTS, 1940 - 1951 
Per Cent 
Capacitt Ect. of Capacity Pet. of Increase 
District Tonsz 19 0 Total Tonsz 1951 Total 1940-1951 
Eastem 16,150,602 19.8 20,823,230 20.0 29 
Pittsburgh-
Youngstown 34,445,918 42.2 41,411,870 39.1 20 
Cleveland-
Detroit 7,741,610 9.5 9,601,940 9.2 24 
Chicago 18,018,957 22.1 21,576,750 20.7 19 
Southem 3,075,878 3.7 4,859,340 4.7 55 
We stem 2.zl86l531 2.7 5z9~,52,2 5.7 
.!1.Q 
TCYrAL 81,619,496 100.0 104,229,650 100.0 
Ba.ck~round Memo -· Steel Distribution in 1950, American Iron 
and Steel Inst~ tute, April, 1951, Table I 
• 
requirements there can be satisfied more quickly and economically. 
There is little doubt but this trend will continue and it will be 
interesting to note the increase not only in steel producing facilities 
but also in the number of steel warehouse distributors for the Southern 
and Western areas. 
Somewhat diverging, but perhaps of same interest, is the 
geographic center of steelmaking capacity in the United States. It now 
is located about one mile north of MOunt Cory, Hancock County, Ohio, 
as determined by the American Iron and Steel Institute on the basis of 
January 1, 1951 figures. The center of steelmaking capacity is now 
farther north am farther west than ever before. Since 1940, the center 
ot steelmaking capacity has moved more than 70 miles west according to 
the "tons-times-miles" method of calculating. large increases in steel 
capacity on the Pacific Coast and in Utah accounted for most of the 
western shift, but the shift was not as pronounced as in some previous 
periods because of increases in steel production capacity on the Eastern 
seaboard and in New York State. The northern movement, the largest 
in man;y years, was mainly due to capacity increases of Michigan and 
some cities along the shore of Lake Erie. 
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VI. INVENTORIES 
A. Relative Position to Total Mill Shipments 
and Other Consuming Industries 
Progress achieved by the steel warehouse distributor as 
an important distributor of steel is manifested in Tables III and XVII. 
Table III shows a progressive, though somewhat irregular, increase in 
the amount of steel distributed by the steel warehouse industry. In 
1926, the steel warehouse industry distributed 10.52 per cent of the 
total steel mill production; in. l951, it distributed 18.2 per cent of 
the total steel mill production. It is interesting to note that !or 
the period 1926 through 1932, the increase in the percentage handled by 
the steel warehouse industry was continuous. In 1933, the percentage 
decreased appreciably and continued to decrease (with the exception of 
a slight increase in 1935) until 1938. This period was one of general 
business recession which would indicate that the steel warehouse industry 
was not as well stabilized as the steel industry as far as being able to 
cope with the recession period. The years 1939 and 1940 saw a decrease 
compared with 1938, and then in 1941, there was a slight increase in the 
steel warehouse industry's percentage participation in the total steel 
mill shipments. 
Table XVIII is presented to show the steel distribution per-
centages in the postwar period. The steel warehouse industry did not 
!are so well in 1951 as it did in 1950 in its percentage position in 
total steel distribution. In 1950, warehouse distributors participated 
18.9 per cent. In 1951, their percentage participation was 18.6 per cent. 
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TABLE XVII 
DISTRIBUTION OF STEEL TO CONSID.UNG INDUSTRIES 
Percen~&e of Total 
Market Classifications 1226 1940 !2hl! !22! 
1. Steel for Converting 
and Processing 4-7 5.4 5.4 2. Forgings (Other than 
·~ Automotive) 1.5 1.9 
3· Bolts, Nuts, Rivets 
and Screws 2.1 2.1 
4. Jobbers: 10.5 14.6 
Oil and Gas Industry 2.3 2.2 
All Others 16.0 16.4 
Total 18.3 18.6 
5. Construction, Including 
Maintenance: 18.0 10.8 
Rail Transportation 
.2 .2 
Oil and Gas Industry 3-5 3-5 All Others 8.0 8.7 
Total 11.7 12.4 6. Contractors' Products 4.0 3·9 1· Automotive: 15.0 15.7 
Passenger Cars, Trucks, 
Parts, Etc. 15.6 16.0 Forgings 
.8 
·1 Total 16.4 16.7 8. Rail Transportation: 
Railroad Rails, Trackwork 
and Equipment 21.5 8.2 3.2 2.9 Freight Cars, Passenger 
Cars and Locomotives 5.1 4.5 Street Railways and 
Rapid Transit Systems 
.1 .1 Total 8.4 1·5 9· Shipbuilding and Marine 
Equipment 1.1 1.0 1.1 10. Aircraft 1.0 o.o .2 11. Oil and Gas Drilling ) 
12. Mining, Quarrying and ) 2.5 1.6 1.5 Imnbering ) 
13. Agricultural: 3·5 2.0 Agricultural Machinery 2.0 1.8 All Other Agrieul tural 
·3 .4 Total 2.3 2.2. 
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TABLE XVII (Continued) 
DISTRIBUTION OF STEEL TO CONSUMING INDUSTRIES 
Percenta~e of Total 
Market Classifications 1926 1940 1948 122.! 
14. Yachinery, Industrial 
Equipment and Tools 3·5 4.1 4.8 5.4 
15. Electrical Machinery 
and Equipment 2.6 2.7 
16. Appliances, Utensils 
and Cutlery 3.1 2.3 
17. Other Domestic and 
Commercial Equipment 2.7 2.7 18. Containers: 4.5 6.5 
Cans and Closures 6.0 5-7 Barrels, Drums and 
Shipping Pails 1.5 1.6 
All Other Containers 1.0 1.0 Total 8.5 8.3 19. Ordnance and Other 
Military 
.01 1.5 20. All Others 23.5 11.1 
Total Domestic 
(Items 1 - 20) 94.8 96.4 21. Export 17.7 !).2. 3.6 
Total (Items 1 - 21) '100.0 100.0 100.0 100.0 
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TABlE XVIII 
SHIPMENTS OF STEEL PRODUCTS BY MARKET CLASSIFICATIONS 
ALL GRADES INCLUDING CARBON, ALLOY AND STAINLESS 
(Net Tons) 
Market Classifications 
1. Steel for Converting and Processing 
2.. Forgings (Other than Automotive) 
3 • Bolts, Nuts, Rivets and Screws 
4. Jobbers: 
Oil and Gas Industry 
All Other 
Total 
S. Construction, Including Maintenance: 
Rail Transportation 
Oi.l and Gas 
All Other 
Total 
6. Contractors' Products 
7. Automotive: 
Passenger Cars, Trucks, Parts, etc. 
Forgings 
Total 
8 • Rail T.ransporta tion: 
Railroad Rails, T.rackwork and Equipment 
Freight Cars, Passenger Cars & 
Locomotives 
Street Railways & Rapid Transit Systems 
Total 
9. Shipbuilding and Marine Equipment 
10. Aircraft 
11. Oil am Gas Drilling 
12 • Mining, Quarrying and Imnbering 
13 • Agricultural: 
Agricultural Machinery 
All other Agricultural 
Total 
Shipments 
(N.T.) 
4,186,1Sl 
l,SSO,lSl 
l,S98,73S 
1,681,984 
12,717 ,L48 
14,399,432 
12.6,886 
2-,678,538 
6,778,076 
9 ,.583 ,.500 
3,080,273 
12,461,4S8 
S20,898 
12 '982 ,3 .56 
2,2S6,813 
3,477,343 
47,433 
S,781,589 
884,210 
1S0,779 
834,632 
374,769 
1,389,872 
248,S84 
1,638,4S6 
19Sl 
Per Cent 
of Total 
2.2 
16.4 
18.6 
16.0 
·1 
16.7 
1.1 
.2: 
1.1 
.4 
1.8 
.4 
2.2 
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TABLE XVIII (Continued) 
SHIPMENTS OF STEEL PRODUCTS BY MARKET ClASSIFICATIONS 
ALL GRADES INCLUDING CARBON, ALLOY AND STAINLESS 
(Net Tons) 
Shipments 
19.51 
Market Classifications (N.T .) 
14. Machinery, Industrial Equipment 4,245,167 
and Tools 
15. Electrical :Machinery and Equipment 2,021,123 
16. Appliances, Utensils and Cutlery 1,836,807 
17. other Domestic & Commercial Equipment 2,030,669 
18. Containers: 
Cans and Closures 4,477,145 
Barrels, Drums and Shipping Pails 1,246,081 
All other Containers 800,728 
Total 6,523,954 
19. Ordnance and Other Military 1,200,211 
Total Domestic (Items 1 to 19) 74,902,964 
20. Export 2,764,411 
Total (Items 1 to 20) 77,667,375 
21. Shipments t~ Non-Reporting Companies 1,261,575 
Total Shipments 78,928,950 
Per Cent 
of Total 
5.1.~ 
2.7 
2.3 
2.7 
5·1 1.6 
1.0 
8.3 
1.5 
96.4 
3.6 
100.0 
Back round Memo -- Steel Distribution in 19 0, American Iron 
and Steel Institute, April, 19 1, Table III 
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This is due, at least in part, to the 85 per cent base tonnage restriction 
imposed on the industry by the National Production Authority. 
Tables XIX and XX and Chart 11 present a studied estimate of 
participation by product, and far all industrial steel products by 
areas, by the warehouse industry assuming 90 million tons of steel 
production. This study did not include mill production of steel products 
strictlY confined to merchant products and oil country goods distributors. 
Rather, it covered only those industrial steel products general~ handled 
by a warehouse distributor. The study is based on a "normal" steel 
market and was treated conservatively. When steel becomes plentiful, 
it can be expected that the steel mills will take some of the business 
now being handled by t he warehouses, much as they did prior to World 
War I, but perhaps not to such an extent as was prevalent then. The 
carload lot business that has been handled by the warehouses since the 
war will become virtually vi tal. Furthermore, some steel mills, if 
pressed for business, will seek same of the bono-fide, so to speak, 
warehouse customers. So, a 14 per cent participation may not be over~ 
conservative. By areas, the Eastern and Central states will retain 
first place, but the West and South will increase their participation. 
During the war years, the steel warehouse industry received 
less tonnage than they had prior to the war. This was due to the great 
demands of the steel industry direct~ from the goverr:unent for military 
needs and the government's devaluation of the warehouse industry, at 
least during the first part of the war, as an important steel distri-
bution media. In 1949, the steel warehouse industry increased its 
TABLE XIX 
STEEL WAREHOUSE MARKET FOR INDUSTRIAL STEEL PRODUCTS 
IN A 90 MILLION INGOT TON PRODUCTION YEAR 
Product 
CARBON: 
Hot Rolled Bars 
Cold Finished Bars 
Standard Structurale 
C.B. Structurale 
Plates and Floor Plates 
Standard Rails 
Light Rails 
Track Accessories 
Hot Rolled Strip 
Cold Rolled Strip 
90 Million Year 
Total Production 
ShiE_ments 
.5,980,000 
1,ooo,ooo 
2,.5.50,000 
1,700,000 
.5,.500,000 
1,700,000 
100,000 
49.5,000 
1,440,000 
768,000 
Secondar,y Sheet and Strip 1,36.5,000 
Hot Rolled Sheets 
Cold Rolled Sheets 
(Including Enamel) 
Galvanized Sheets 
Mechanical Tubing 
Pressure Tubing 
Re-Bars 
HI-STRENGTH: 
Hot Rolled Bars 
Standard Structurale 
Plates and Floor Plates 
Hot Rolled Strip 
Hot Rolled Sheets 
Cold Rolled Sheets 
ALLOY: 
Hot Rolled Bars 
Cold Finished Bars 
Plates and Floor Plates 
Hot Rolled Strip 
Sheets, Hot Rolled and 
Cold Finished 
Mechanical Tubing 
Pressure Tubing 
6,090,000 
8,648,000 
1,869,000 
.5.58 ,.500 
261,000 
1,440,000 
2.5,000 
84,.500 
276,400 
40,000 
478,000 
200,000 
1,700,000 
200,000 
140,000 
40,000 
1,000 
187,.500 
27 ,ooo 
Portion Distributed B.r 
Warehouses 
% Shipments Tons 
16 
2.5 
12 
13 
10 
1 
8 
2 
6 
6 
.56 
8 
3 
33 
2.5 
2.5 
100 
10 
.5 
7 
3 
2 
2 
4 
10 
10 
2 
6 
4 
.5 
960,000 
2.50,000 
310,000 
220,000 
.5.5.5,000 
17,000 
a,ooo 
10,000 
90,000 
46,000 
760,000 
486,000 
290,000 
610,000 
140,000 
6,5,000 
1,440,000 
2,.500 
4,000 
19,400 
11,200 
9,.500 
4,000 
68,000 
20,000 
14,000 
Boo 
400 
7 ,.500 
1,300 
11.5 
TABLE XIX (Continued) 
STEEL WAREHOUSE MARKET FOR INDUSTRIAL STEEL PRODUCTS 
IN A 90 MILLION INGOT TON PRODUCTION YEAR 
Portion Distributed By 
90 Million Year Warehouses 
Total Production 
Product ShiEments % Shi;ements Tons 
STAINLESS: 
Bars, Hot Rolled and 
Cold Finished 85,000 28 23,000 
Cold Rolled Strip 180,000 4 7,200 
Sheets, Hot Rolled and 
Cold Finished 250,000 24 60,000 
Tubing 16,000 15 2,400 
Plates 40,000 15 6,000 
Grand Total 45,490,900 14 6,518,000 
Less Re-Bars 1,440,000 100 1,440,000 
Balance 44,050,900 11 5,078,000 
116 
TABLE XX 
STEEL WAREHOUSE MARKET FOR INDUSTRIAL STEEL PRODUCTS 
IN A 90 MILLION INGOT TON PRODUCTION YEAR 
ALL PRODUCTS EXCLUDING RE-BARS 
Geosraphical Division 
AREA: 
Boston 
New York 
Philadelphia 
Baltimore 
Buffalo 
Pittsburgh 
Cleveland 
Cincinnati 
Detroit 
Chicago 
Milwaukee 
St. Paul 
St. Louis 
Denver 
Los Angeles 
San Francisco 
Portland 
Seattle 
Houston 
New Orleans 
Birmingham 
Atlanta 
Charlotte 
TOTAL UNITED STATES 
Tons 
-
178,000 
720,000 
238,000 
137 ,ooo 
126,000 
290,000 
295,000 
126,000 
380,000 
1,100,000 
116,000 
126,000 
214,000 
20,000 
274,000 
163,000 
66,000 
61,000 
153,000 
61,000 
112,000 
61,000 
61,000 
5,078,000 
Market 
Per Cent of Nation 
3.5 
14.2 
4.7 
2.7 
2.5 
5-7 
5.8 
2.5 
7·5 
21.6 
2.3 
2.5 
4.2 
0.4 
5.4 
3.2 
1.3 
1.2 
3.0 
1.2 
2.2 
1.2 
1.2 
100.0 
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CHART 11 
STEEL WAREHOUSE MARKETS B! AREA PARTICIPATION FOR INDUSTRIAL srEEJ... F'RODUCTS IN A 
...._ __ 22_. Mll.LION INGOT TON PRODUCTION YEAR 
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percentage participation in total steel mill shipments and reached an 
all time high in 1946 -- 19.07 per cent of total steel mill shipments. 
1947 was a spotty year for the steel warehouse industry, as apparent 
from the appreciable participation decrease compared with 1946. The 
participation increased in 1948 and again in 1949 and continued through 
1950 when the participation percentage was 18.5. In 1951, the per-
centage of participation was 18.2, which is explainable, in part, by 
the fact that the steel warehouse industry was only allocated 85 per 
cent of its base period under the Controlled Materials Plan -- the 
base period being the first nine months of 1950. As of January 1, 1952, 
the percentage for the steel warehouse industry was changed from 85 per 
cent to 100 per cent by the National Production Authority for all con-
trolled materials. 
Table XVII shows the steel warehouse industry in 1948, taking · 
first place as the largest customer of the steel producing mills. The 
automotive industry in 1949 and 1950 was the largest single customer, 
but in 1951, the steel warehouse industry again regained first place. 
As in all statistics, there are certain conditioning factors. In 1951, 
the automotive industry was cut back appreciably by the National 
Production Authority, but the steel warehouse industry was hit less 
severely as far as the amount of steel allocated to them. ComparativelY 
speaking, the steel warehouse industry fared better than the automotive 
industry as for the amount of steel allocated to them compared to 
previous receipts. A total figure, or a first place position stated as 
such, is not usually sufficient in a study of economic trends. For 
example, while the automotive industry may carry first place as being 
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the primary steel consuming industry, it is represented by few numbers 
compared with the steel warehouse industry. Of even more significance, 
the steel shipped to the steel warehouse distributors is further dis-
tributed to thousands upon thousands of customers. It could be said 
that such a comparison is between a consuming industry and a dis-
tributing industry, which could detract from its significance. Such 
a statement, alone, is true. The purpose of the comparison was to 
develop the progress of the steel warehouse industry in becoming the 
largest, or second largest, customer outlet for the steel producing mills. 
Their importance as a steel distribution media can be correlated with 
the total amount of steel they receive into their warehouses for further 
distribution. While the steel warehouse industry does not fabricate 
their steel into a finished product, t hey do engage in an appreciable 
amount of pre-fabrication and they do function as a media for distrib-
uting their stock to over $00,000 small consumers who do fabricate 
finished products. With this objective in mind, it was considered a 
valid and interesting comparison. 
Table XVII shows the relative position of the steel warehouse 
industry (jobbers) with other steel consuming industries for the years 
1926, 1940, 1948 and 1951 (details of 1926 and 1948 not available). The 
progression has been constant. The figures include both shipments to 
national independent jobbers and to steel mill affiliated warehouses. 
The overall picture is such that the steel mills must reckon with the 
steel warehouse distributors as being an important outlet for steel dis-
tribution and, accordingly, must accord it proper consideration as an 
important customer. 
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Table XXI shows the steel warehouse industry playing a minor 
role as a distributor of steel, both in total and by products. It is 
interesting to note that in this table, the steel warehouse distributor 
(jobber) was not included in the five major consuming industries --
these five major consuming industries being: 
Industry 
Railroads 
Automotive 
Erection Materials 
Oil, Gas, Water 
Agricultural 
Per Cent Participation in 
Total Mill Shipments 
18.44 
17.57 
11.57 
9.01 
5.2? 
These statistics, compared with others previously mentioned, 
add further significance to the importance of the steel warehouse dis-
tributor in our distribution scheme - by individual products and by 
total products. In the last two decades, his growth in the field of 
steel distribution has more than kept pace with the growth of the steel 
industry and our general economy. By product, area and totals, he has 
progressed impressively. Our economic advancements did more than assist; 
they necessitated and cultured the growth and refinement of the steel 
warehouse industry. 
B. Working Capital 
The policy, or objective of many warehouses, is to carry a 
well-rounded inventory of i terns. They sometimes cannot achieve this 
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TABr,E 17.- FrNISIIED TEI<~L Pnonuc·rs TAKJ·: :'II nv l\1.\.JOil OSl-ltJ~usa Jso ,'TRIEn, 1929 
(All figures represent percentages of the total di ·t ribuh'< l sn iPs of l'tll'h protlut•l t•las.·ifit':tlion; through th • fifth most important con-
suming industry, the percentage arc 'Ulllulat in~ . Produ<'l t'HIPgo ri t•s in t•:tt•h t•l:t. rung • from I •ft to right in ord r of total 
shipmt'll t s.) _ 
Bars 
(except 
Consuming industry co!lcrete 
In order of importancea .remforc-
mg)and 
shapes 
under 
3 in. 
All 
other 
black 
plates 
and 
sheets 
(except 
galva-
nized) 
Plates 
.'true-
tum! 
shapes 
If cavy 
mil 
• 'triJI 
Nit' I 
lllar k 
I~ Ill' 
fur 
tin11111K• 
TuLinc 
a11d 
Joipe 
\\'itt 
rrud-
UC:I.I 
AJI Total. 
otlw all 
G21n- 6nisbed fiailbed 
ni&ed mel steel 
•bet-1.1 prod~ prod-
uec.< uebt 
--2- --3- --4- --5---6- --7- -- o -~3- -~-4- --~s- -~-&- --~-7- --~-8-
1-=-s.,....t------ 3.7.49(E) 36.54(E) 28.8 1(:1. ) 51.99(/J) !13.-1:?(.1) ti0.4ti(Jo:) 74 .:11 ( /\ ) 111.5!1( I ) 17 :lJ< 1-:) • .;rl.f II) i:!.~ (i) :fi:'""H 4) f .3.; (1") :!1. 'J(//) 13. 15(8) 45.21(.4) IU4(A) 
2nd. 51.75(H) 46.35(C) 47.73(F) 70.59(.1) 9-U !l(G) 67.1i(J) 7.;.\l:l{f)' ::!: fi) Si 1'1(//) 7.3. IJ) 7 f ) 4:1.:1'1 A') .;'1.11(J) 30.10(8) 21.03(A) SUI(K) 36.01(.8) 
3rd . 60.72(A) 53.25(J) 61.29(8) 73.90(/") 94.32(1-') 71.67({') iti. i(A') !l.)~!l (') 'l l. /\ ) I I) .• 1(.4) SG .• H) ~- H) 37.47(8) 34{1/) 60.78(8) 47.58(8) 
4th. 67.79(J) 59.23(8) 67.46(E) 76.24(J) 94.39(8) 75.76(8) 77.4-1(.\1) US.:S.'i /J) 641. .t) ,_ 1( // ) 1. 1 8) 62.1 /\) SG.OO(B') 43.03(C) 34.26(0) 66.78(1) 56..59(F) 
5th . 73.53(8) 63.89{A) 71.95{1) 77.7 (D) 94.45(J) 7 .57(.\J) 77. 71(J) DS. H) 69.43(J ) .::!4((') I. J ) 66. I(H) 63(.t) 46..03(.-4) 37.83(C) 71.33(F) 61.86(H) 
Miscellaneousd. . 10:97" 11.50 9.25 2.60 o:59 ~ ~ "ii:"' ~ li:ii7 ~ ~ ~ 17.011 13.87 --.:as-- 8:01 
Exports. . 2.62 3.95 5.13 7.14 4.72 0.60 14.53 1.72 3.21 0. 42 4.57 UO U3 9.13 5.10 4..83 
Jobbers. .. . . . 8.02 7.31 5.90 9.14 0.18 2.54 3.01 1.68 7.02 15.02 U8 U5 31.88 25.26 30.06 5..37 11.05 
Total, eight outlets . . 95.14 86.65 92.22 96.66 99.M 9.U6 911.80 99.71 I 99.70 OUI SUI 08.07 9Ul 90.89 86.68 85.75 
Ranking of product 
within each class in 
tonnage shipped.... . 1st 2nd 3rd 4th 5th• 6th 7th 8th Oth lOth 5th• 1st 2nd 3rd 
Source: Adapted from the Iron Trade Re.ie!D (now Steel), January 2, 1930, pp. 3&-39. Distributed ahipmeobt are few more thaa 100 oompaGiea repreeentiq ap):I'Oximately 92 per cent of all 
shipments in the industry in 1929. • • 
o Key to coii8UJIIing industries: {A) Railroads (includina cars and locomotive~, track 00118truotion and repair, railroad buildiap and bridpe). 
(B) Erection materials,lramework, trim, etc. 
(C) Furnishings, metal furniture, stovee, refripraton, etc. 
{D) Highways, highway bridges. 
(E) Automotive. 
(F) Oil, ~tas• water. 
(G) Mimng and lumbering. 
(H) Agricultural. 
(I) Shipbuilding. 
(J) Machinery, tools, equipment. 
(K) Food and packing (all containers). • • (M) Pressed metal products (other tbal_l those separately clasaified) for _buildmp. . . 
• The data in this column must pertain almost entirely to tm plate, smce only a very small tonnage 18 plated by the manufacturers ~f metal cont3!ners and Slnce only_6.9 ~r cent of all 
black plate for tinning produced in steel mills was produced for sale in 1929. This amount produced for sale was far leas than the total shipments on which the percentages 111 this column sre 
lJuec!·Tbe aubtotal in column 13 is a total for the product categories in columns 2-12, inclusiv~, and does not include. all finished rolled products. :·All !lther fin!shed steel products" (see column 
17) Ia ucluded einoe it is an ambiauous category. It undoubtt;dly includes ~ta for some ~nJShed rolled products, masmuch as the separate claanfic:atlons are Incomplete and as the largt'llt c'<>n-
IUIDlna induat;y il the railroad iniluatry. On the other band, 1t must cont3!n data on shipments of cold-rolled producta and of such producta as tin plate. 
Ill Thla mlaoellaneoua JrOUP includes an indl!termh~ate number of ind1111tries other than those keyed. 
• Rank of oombined filurea for t-vy and liaht raila. 
inventor.y status because of working capital limitations. A distributor 
that specializes in fast-moving types of steel will turn his inventory 
over from five to ten times a year -- sometimes even in excess of this. 
Those distributors who stock a complete line will experience only a 
three to five (or less) turnover per year. It follows that the latter 
will require a stronger working capital position than the former. 
Generally speaking, it is considered good warehouse business 
to carry a well-rounded stock of items because the ability of a steel 
warehouse distributor to service all of the requiren~nts of his customers 
is to be likened to the ability of Sears Roebuck and Company to provide 
all of the requirements of their customers in the consumer industry. 
It is believed that a customer would rather obtain the bulk of his re-
quirements from a few sources than from several sources, all other things 
being equal. Personal contacts, dependability, credit, etc. are factors 
to substantiate this belief. 
But it is not always possible for a steel warehouse distributor 
to accomplish this objective of carrying a quantity of each type, size, 
and finish of steel that he considers necessary in order to service 
the complete requirements of his customers. Many items of steel are 
slow-moving, but when they are required by a customer, either he buys 
from one distributor or he goes to one of several other competitors. 
It is a serious problem of a distributor to determine whether he should 
attempt to finance, with the aid of outside sources, a complete stock of 
items, or whether he should be content with those items with which he 
is able to finance from his own resources. How this affects his com-
petitive position and his progress is difficult to evaluate. Generally 
speaking
1 
this problem is more acute with independent distributors than 
it is with national and/or mill affiliated warehouses who have access 
to affiliated financial resources to finance a complete stock. Ac-
cordingly, those distributors with ample working capital are in a 
stronger competitive position compared to those distributors whose 
objective it is to carry a well-rounded stock, but who cannot attain 
the status due to working capital limitations. With the aid of outside 
financing, and plowing back into the business profits, many small dis-
tributors have grown and have accomplished their objective of increasing 
stock diversification and tonnage. This is a cardinal factor to be 
considered seriously by the warehouse distributor in view of the im-
portance of customer service. 
In the last decade, working capital requirements have taken 
on a new significance in that increased participation of steel ware-
house distributors in specialty steels, such as alloys and stainless, 
have considerably increased working capital requirements. Alloys, 
stainless steels, and tool steels are considerably higher priced than 
regular carbon steels. Admittedly, they are more profitable items than 
are regular carbon steels, but the a bill ty of some warehouses to stock 
them in sufficient quantities and sizes is restricted due to their work-
ing capital limitations. With the increasing usage and importance of 
these steels, a warehouseman should consider very seriously any means 
at his avail to permit him not only to stock them, but also to exercise 
maximum ingenuity in his sales promotion of them. (Appendix B -- 1952 
Metalworking Facts and Figures -- includes an array of statistics on 
steel prices, consumption, distribution, etc.) 
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c. Storage and Fabricating Facilities 
An appreciable number of warehouses are faced with the problem 
of how to cope with requirements for additional storage facilities. 
This is particularly true of those warehouses that have been established 
for several years and whose physical layout, at the time of construction, 
was based on limited variety and tonnage. In the last two decades, not 
only the types and ranges of sizes of carbon products have increased 
significantly, but also the increase in the varieties of alloys, stain-
less and tool steels, as well as specialty and machinery i terns. Many 
warehouses that maintain a well-rounded stock of items are confronted 
with a problem of additional storage facilities to accommodate the 
increased variety of stock items that they would like to carry. 
The stocking only of fast-moving and high profit items, 
whether or not it be in a supplier's market, economically speaking, is 
not conducive to the most acceptable service policy, nor is it compatible 
with the most desirable competitive position for the distributor who 
so engages in such a sales policy. When competition becomes more keen, 
these distributors are faced with the problem of maintaining a status 
quo, if their competitive position permits, or considering an expansion 
program to enable them to stock a larger variety. When costs of ex-
pansion are high, as they are tod~, the decision becomes one of highest 
management deliberation. The entire inventory, storage facilities, and 
sales policies of the company must be subject to the most minute review. 
It may mean the difference between existence and failure. 
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Technological advancements have also posed problems for the 
steel warehouse distributor . Improved types of fabricating machinery, 
such as the "electric eye" burning equipment, place in more favorable 
position those distributors who have in stock such equipment in their 
warehouses. Furthermore, during recent years, the steel warehouse 
industr.y has been called on to perform various fabricating services such 
as burning, shearing, and cutting to size and shape. llodern and adequate 
equipment with which to accomplish this service to the customer is 
important in t hat the distributor who can fabricate, within the scope 
of the steel warehouse distributor's activities, the requirements of 
his customers in the most economical and quickest manner, will forge 
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ahead of his competitors. A progressive distributor who has the financial 
means, the storage facilities and the capital with which to install modern 
equipment in a market that will accommodate these improved and increased 
services, will doubtless find them to be a profitable investment. 
Improved customer delivery, due to faster assembly of ordered 
items, is effected by one-way movement of material through processing 
stations at United States Steel Supply Company's new Cleveland Warehouse. 
(See Chart 12.) Designed and erected to stock and handle the l argest 
sections rolled today, this scientifically laid out facility is known 
throughout the industry as an "ideal" warehouse. To insure efficient 
and economical operation, the most advanced processing, handling and 
auxiliary equipment has been provided. For instance, midway in the 380 
foot long material entry area and between the two railroad spurs, an 
electrical car spotter handles by means of cable and sheaves, the rail-
road cars that have to be respotted after their initial placement by a 
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railroad switch engine. Material then can be placed and unloaded at 
the aisle in which it is to be stocked. This undercover entry area 
is fully concreted so large trailer trucks may bring their loads in 
without inconvenience. Fourteen long cars or sixteen short cars may 
be accommodated on the tracks laid four inches below the warehouse 
floor which places the floor of a gondola car or box car on the floor 
level of the plant. In aisle number one, electric magnets of five ton 
capacity are utilized for removing large plates from incoming cars. 
Each aisle is serviced by a ten ton capacity crane of most modern design 
and equipped with two five ton trolleys. These cranes are of ninety 
foot span and have a clearance of twenty-five foot above the warehouse 
floor level. In the zoning or transverse aisle at the west end of the 
plant, a ten ton capacity single trolley crane runs at ninety degrees 
to and fifteen above the cranes in the four aisle areas. This is used 
for zoning and loading outgoing material. Hydraulic hold-down shears 
with ball stanchion beds are used to cut to size large plates. A torch 
shape cutting machine can cut several pieces of material simultaneously. 
Automatic templet tracing and manual tracing heads are interchangeable 
by the operator. other features are plate storage racks, a high-speed 
friction saw capable of cutting thirty inch beams and channels, a 
double angle shear capable of making twenty strokes per minute and 
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having a capacity for cutting six by six by one inch mild steel angles, 
hand trucks for assembling small orders, hack saws with automatic feeds 
for cutting multiple pieces of rounds, squares, hexagons, etc. Scientifi-
cally laid out facilities of warehouse tailored present-day stock require-
ments and flexibility of operations is this warehouse above average of 
"yesterday ' s" warehouse in the form of faster and l ess costly warehouse 
operations , improved customer service and accommodations for a well-
rounded st ock .* 
D. Model Inventory -- Product Mix -- Sales Analysis 
Working capital and storage facilities determine, to a large 
extent, the total inventory that a steel warehouse distributor can 
carry. Having determined this total tonnage, it then behooves the 
distributor to determine his product mix -- that is, the totals by 
size, by type and by finished products that he will carry in order to 
give him the most appropriate product mix by which he can give the 
maximum service to his customers within the total range of his inventory . 
There is no teacher like experience -- even in the steel dis-
tributing business. But experience as to past participation in the 
market by product mix is not an absolute indication for the present 
or the future inventory requirements of a distributor. In these 
highly competitive days, when the types and usages of steel are in-
creasing at an impressive rate, it behooves the distributor not onlY 
to lean on past experience to determine his product mix, but also on 
an analysis of the market to determine what are the trends in the con-
suming trade. Past experience must be tempered by present and future 
indications of market requirements. 
Many steel warehouse distributors have employed sales analysts 
to study their inventory requirements and determine model inventories . 
* 14, pp. 90-92 ~ 
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The i terns likely to become slow-moving should be de-emphasized; to 
some extent, so should low profit items. But neither should be de-
emphasized at the sacrifice of acceptable customer service which, 
logically, varies in application with each distributor. 
In the present market, product mix might take on the fol-
lowing percentage pattern: 
Product 
Carbon Products 
Alloy Products 
Stainless Products 
High-Strength Products 
Per Cent Total Product Mix 
90 
6 
3 
1 
This product mix is based on a working knowledge of the field and 
casual observations of other distributors. It is not intended to be 
indicative of the product mix of any one particular distributor. 
During these postwar years when demand has exceeded supply, 
the inventory turnover has been at an accelerated rate -- plus or minus 
sixty days for many items. When business returns to a "normal" level, 
the cash forecast of a warehouse should make provision for a turnover 
of from ninety to a hundred days, or more, which matches prewar ex-
perience. The improved inventory controls provides management and sales 
representatives, contact men and telephone correspondents, with finger-
tip knowledge of stocks. 
One manifestation of managerial incompetence is found in 
excessive inventories -- either in total tonnage or in product mix. 
This condition may be evidenced by: (1) too many items or an excess 
130 
of each item; (2) speculation in merchandise -- buying heavily in 
anticipation of a rise in prices which often fails to materialize; 
(.3) poor judgment of future markets -- over buying; (4) handling of 
types or sizes which are on the wane and consequently less in demand; 
(5) buying when prices are high and carrying the inventory over into 
lower priced periods. 
Inventories are an important aspect of any business and the 
steel warehouse business is no exception. Investment in inventories 
is heavy. The analytical and progressive steel warehouse distributor 
will give inventory product mix -- model inventories -- their true 
importance. 
E. Diversification of Products 
To keep pace with the technological advancements in the steel 
industry so far as the increased types and analysis of steel are con-
cerned, the steel warehouse industry has diversified its inventory in 
order to provide increased service to a maximum number of customers. 
The steel warehouse distributor is generally considered as the intro-
ductory agent for any type of steel. With the impressive increase in 
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the types of steel offered by the steel producing mills, the steel 
warehouse distributor has found a fruitful market warranting a diver-
sification of his stock. Customer service and profits have followed. 
Types, usages and acceptances of alloy and stainless steels have increased 
immensely in the last two decades. The steel warehouse distributor who 
has the means and the inclination to stock these items will find them 
to be not only profitable but also an excellent medium for improving 
his customer service -- present and potential customers. 
Some warehouses have concrete reinforcing bar divisions. 
A concrete bar division will help a steel warehouseman to diversifY his 
business. It is a cushion when regular warehouse business falls off 
and, for example, public works projects increase. 
In order to serve properly a widely scattered and sparsely 
settled area, some warehouses handle a great many items not normallY 
carried by steel warehouses -- items such as bolts and nuts, cotter 
pins, nails, steel sash, heat forms for fireplaces, barbed wire, fence 
posts, fencing and many others not normally considered steel warehouse 
items and certainlY in no way applicable to a specialized warehouse 
as such. Such inventor,y items are more appropriately associated with 
those warehouses located in a rather sparsely populated area where 
their scope of coverage is above average compared to the normal ware-
houseman. 
F. Foreign Steel 
The steel warehouse industry, as well as the steel industry, 
has felt the impact resulting from the importation of foreign steel. 
There is no direct basis upon which the domestic warehouse industry can 
compete with the price of foreign steel since, in some cases, competitive 
prices are scarcely equivalent to combined costs of material and labor 
for foreign steel. To mitigate, and perhaps alleviate, price disadvan-
tages, there are some natural advantages to the consumer in buying from 
the domestic vendor such as: (1) quality guarantee; (2) access to mill 
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test data; (3) fidelity to specifications; (4) service; (5) rapid ad-
justments and allowances; (6) a broader line of products and the cutting 
of s t eel to size. However, these oblique advantages are not sufficient 
to offset the price factor, particularly in a seller's market. 
The importation of foreign steel has increased during the 
postwar years due to the inability of the domestic steel mills to furnish 
the complete requirements of the abnormal demands of the steel consuming 
trade. The most lucrative years appear to have been immediately after 
the war and up to 1950. During 1950 and 1951, due to the increased 
price of foreign steel and the ability of the domestic mills to provide 
for the requirements of the domestic trade, foreign steel encountered 
more resistence. This factor of quantit,y, plus the factors listed 
above, considerably hampered the ability of some distributors in 
"peddling" foreign steel. The steel warehouse distributor who regards 
his reputation highly and will stand back of his merchandise, will 
think several times before he attempts to sell foreign steel for all 
applications of his consuming trade. Many applications of steel are 
such that the usage of foreign steel is questionable -- applications 
such as bending operations where foreign steel has proven to be more 
susceptible to breakage and weaknesses than domestic steel. Again, 
service to the customer and the ability to guarantee the specifications 
of steel should be considered seriously by the steel warehouse dis-
tributor before he engages in aQy extensive distribution of foreign 
steel. It can be said unequivically that foreign steel is limited on 
account of quality and range of sizes. 
G. Government Controls -- Controlled Materials Plan 
Manly Fleischmann, Administrator of the Defense Production 
Administration and the National Production Authority, has stated that 
warehouses are generally considered a part of "small business, 11 and 
are consequently an important factor in the current defense effort. 
The breaking of large contracts into small ones for the benefit 
of small manufacturing firms means an increase in the number of small 
orders. It is here that distributors play their part, for it is 
economically unfeasible in the majority of instances, for large manu-
facturing firms to handle a great number of small orders such as might 
come from sub-contractors. It is highly essential, therefore, that the 
distributor, established in business to handle such a demand, is given 
enough material to meet the needs of the small buyer who deals with 
him. Fortunately, for consumers of steel in relatively small quantities, 
the steel industry and the National Production Authority have recog-
nized this point. Steel warehouses have been given greater assistance. 
The reason, of course, lying in the function of which warehousemen play 
in steel distribution. 
Under the authority of the National Production Authority, 
Department of Commerce, and pursuant to the Defense Production Act of 
1950, the Controlled Materials Plan was effected to control the distri-
bution of controlled materials -- steel, copper and aluminum. 
NPA Order M-6A and CMP Regulation Number 4 apply to steel dis-
tributors. They require producers to make monthly shipments of steel 
products to steel distributors on the basis of 100 per cent of the steel 
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that distributors received during the base period, which was the first 
nine months of 1950. It requires steel distributors to identify their 
purchase orders. It limits the required acceptance by distributors to 
purchase orders from any one purchaser during any one week. It makes 
provisions for the earmarking of certain steel distributors' stocks. 
It includes provisions incidental to the effectuation of the foregoing. 
As defined by NPA Order M-6A, a 11 steel distributor" is any 
person (including a warehouseman, jobber, dealer, or retailer) engaged 
in the business of stocking any steel product at any one or more loca-
tions regularly maintained by him for such purpose, for sale or resale, 
in the form or shape as received or after performing operations such as 
cutting, shearing, burning, or torch cutting to length, size or shape; 
pipe threading; sorting and grading, and the like, and who, in connection 
therewith, maintains facilities and equipment necessary to conduct such 
business. 
Each producer is required to accept purchase orders from his 
steel distributor customers for shipments of steel products in January, 
1952 and subsequent months, to the extent provided in NPA Order M-6A --
that being 100 per cent of the base period. Orders placed with steel 
producers must be in accordance with the lead times as set forth in other 
regulations. Also, orders placed under the provisions of NPA Order M-6A 
must be for substantially the same products as were supplied to each 
steel distributor during the base period except for minor variations in 
size and design. 
Whenever sales can be made without conflicting with other NPA 
orders, regulations, directions, or directives, the producer may sell to 
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any steel distributor customer a"1 tonnage of any steel product over 
and above the minimum tonnage, and may also sell to any steel. distributor 
who has no base tonnage, any tonnage of any steel product. By reference 
to Table XXII, it will be seen that shipments to warehouses in the 
second quarter of 1951 exceeded the base period (prior to January 1, 
1952, warehouses were allocated 85 per cent of base period), but during 
the fourth quarter of 1951, they did not come up to the base period; 
however, with the 100 per cent of base period effective Januar,y, 1952, 
the warehouseman has fared better in the total amount of steel distrib-
uted by the steel producing mills. 
No steel distributor shall be required to make deli very on 
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an authorized controlled material order from inventory to any one customer, 
to any one destination, during aey calendar week, of any item of steel 
product in quantities in excess of the following: 
Any item of carbon steel more than 8,000 pounds. 
Any item of alloy steel more than 5,000 pounds. 
Any item of stainless steel sheet more than 2,000 
pounds. 
Any item of stainless bars and plates more than 
1,000 pounds. 
Any item of stainless tubing or pipe more than 
1,000 pounds or feet, whichever is less. 
In no case shall a steel distributor be required to make 
deliveries to any one customer aggregating more than 40,000 pounds or 
more during any calendar week unless the deliveries include ten or more 
different items, subject to the limitations of the preceding as to each 
item.* 
* 22, P• 93 
TABLE XXII 
COMPARISON OF BASE TONNAGES, 
SHIPME:NTS AND ALLOTMENTS TO WAREHOUSES 
UNDER NPA REGUlATIONS 1251 
Base Warehouse Shipments to 
Tonnages Warehouses 
Per Quarter 2nd Qtr. 1221 
Structurale 196,788 214,041 
Plates, U.M. and Sheared 188,881 252,106 
Hot Rolled Bars 251,956 273,965 
Cold Finished Bars 86,719 108,792 
Hot Rolled Sheets 231,655 265,695 
Cold Rolled Sheets 217,279 210,238 
Galvanized Sheets 
(Hot Dipped) 230,706 194,049 
Galvanized Sheets 
(Electrolytic) ~,770 3,092 
Coated Sheets 
(All other) 6,751 9,160 
Electrical Sheets & Strip 145 259 
Enameling Sheets 1,642- 702 
Hot Rolled Strip 32,549 44,673 
Cold Rolled Strip 21,822 2.5,336 
Mechanical Tubing 26,609 41,357 
Pressure Tubing 14,868 16,220 
Tool Steel 359 1,819 
Warehouse 
Allotments 
l!1h Qtr. 1221 
167,270 
160,549 
214,163 
73,711 
196,907 
184,687 
196,100 
Z,355 
5,738 
123 
1,396 
27,667 
18,549 
22,618 
12,638 
305 
'!arehouse Prospects for the Fourth Quarter, American Steel 
Warehouse Association, Incorporated, September 7, 1951, p. 1 
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The Controlled Materials Plan (CMP) was instituted by the 
government purportedly to insure the right quarrtities of the right types 
at the right time for the military program. While sufficient steel for 
national defense projects was the prime consideration, it also controls 
distribution for civilian consumption. Tremendous demands on the steel 
mills have exceeded production capacity. CMP acts as a control over 
distribution to insure equitable distribution to civilian consumers of 
those stocks of steel remaining after the military has been taken care 
of. 
Those who have questioned the necessity for controls over 
steel, copper, aluminum and other strategic materials, now are suggesting 
that controls be lifted, with the possible exception of those strategic 
metals, such as nickel, tatanium, columbium, etc., many of which are 
still short in supply, especially those imported. But in the steel 
industry, increases in production capacity and further increases being 
completed have convinced many steel men that the industry can do as 
good, or better, a job than can CMP. They argue that military programs 
require less than 25 per cent of total steel production capacity and 
that they can meet those demands and those of civilian consumers. 
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VII. PRICING PATTERNS 
A. Costs, Prices and Profits 
The steel pricing structure is somewhat complex. Base prices 
and transportation factors are relatively simple compared to the 
multitude of extras that are necessar,y to compute prices for the count-
less types, sizes, finishes and analysis of steel products produced 
by the mills. While the warehouse distributors follow a similar pattern 
for extras, the value of each usually differs. Furthermore, they apply 
some extras not used by the mills. 
Prices vary according to the size of the order, with prices 
per hundred pounds decreasing as the quantity ordered increases. Ware-
houses differ in their policy on what items they permit to be grouped 
to determine the quantity price bracket. Customers are acutely familiar 
with the desirability of placing the largest orders possible for any 
one item, or for those items which can be grouped together in order 
to place the total quantity in the most favorable quantity price bracket. 
Generally speaking, warehouses will permit all hot rolled carbon products 
to be combined to determine the quantity price bracket. As a further 
stipulation regarding quantity price brackets, warehouses generally 
state that all orders of one day, from one person, for shipment at one 
time or at the distributor's convenience, to one destination, may be 
combined to determine the quantity price bracket. Table XXIII lists 
the base prices and quantity differentials of a major steel warehouse 
distributor. They include only the primary products distributed. The 
UNITED STATES STEEL SUPPLY COMPANY 
~au~Ueu 
DECEMBER 1, 1950 Delivered in Boston Commercial Delivery Area 
Base Per 
100 Lbs. • HOT ROLLED PRODUCTS 
Hot Rolled Carbon Bars and Bar Shapes 
Hot Rolled Carbon Strip . 
Carbon Steel Standard Structurals 
Carbon Steel CB Sections 
Carbon Steel Plates 
. $ 6.25 
6.35 
6.40 
6.40 
6.68 
Floor Plates-
Standard Pattern Multigrip U6" and thicker 7 • 88 
Standard Pattern Ys" thick 8. 88 
Small Pattern No. 12 Gage 9.92 
Small Pattern No. 14 Gage 10. 92 
Small Pattern No. 16 Gage 11.92 
Hot Rolled Sheets . 6. 40 
Carbon Steel Stair Stringer Channels 7 .18 
*Products above may be grouped to determine applicable quantity dilierential: 
Under 100 lbs. Add $3.00 per 100 lbs. 
100 lbs. to 399 lbs. Add 1.50 per 100 lbs. 
400 lbs. to 999 lbs. Add . 70 per 1 00 lbs. 
1,000 lbs. to 1,999 lbs. Add .20 per 100 lbs. 
2,000 lbs. to 9,999 lbs. Base per 100 lbs. 
10,000 lbs. to 19,999lbs. Deduct .lOper 100 lbs. 
20,000 lbs. and over Deduct • 20per 100 lbs. 
COLD FINISHED CARBON BARS 
Base per 100 lbs.- $ 7.04 
All cold finished carbon bars of one cross section analysis and finish com- . 
prise one item and may be combined to determine quantity differential: 
Total Order Under 300 lbs. Add $4.25** per 100 lbs. 
Items less than 300 lbs. Add 2 .75 per 100 lbs. 
Items 300 lbs. to 499lbs. Add 1.75 per 100 lbs. 
Items 500 lbs. to 999 lbs. Add 1.00 per 100 lbs. 
Items 1,000 lbs. to 1,999 lbs. Add .25 per 100 lbs. 
Items 2,000 lbs. and over Base per 100 lbs. 
**This extra applies when the combined weight of all Cold Finished Carbon Bars on an order 
is less than 300 lbs. 
PRICES SUBJECT TO CHANGE WITHOUT NOTICE 
UNITED STATES STEEL SUPPLY COMPANY 
P. 0. BOX 42 · ALLSTON 34, MASSACHUSETTS 
WAREHOUSE-176 LINCOLN STREET 
PHONE STadium 2-9400 
UNITED STATES STEEL SUPPLY COMPANY 
PHONE STadium 2-9400 
COLD ROLLED AND SPECIAL SHEETS 
Base per 
100 Lbs.• 
Cold Rolled Sheets 
Vitrenamel Sheets 
.$ 7.20 
8 .18 
*Products above may be grouped to determine applicable quantity diffenntial: 
Gage 
10 
12 
14 
16 
18 
20 
Under 100 lbs. 
100 lbs. to 399 lbs. 
400 lbs. to 999 lbs. 
1,000 lbs. to 1,999 lbs. 
2,000 lbs. to 9,999 lbs. 
10,000 lbs. to 19,999 lbs. 
20,000 lbs. and over 
Add $3.00 per 100 lbs. 
Add 1.50 per 100 lbs. 
Add . 70 per 1 00 lbs. 
Add .20 per 100 lbs. 
Base per 1 00 lbs. 
Deduct .10 per 100 lbs. 
Deduct .20 per 100 lbs. 
• 
COATED SHEETS* 
(BASE PER 100 LIS.) 
Galvanized Galv- Galvanized 
Steel anneald Gage Steel 
$ 8. 49 22 $ 10 .99 
8.74 24 11.34 
8.99 $ 9 .84 26 12.14 
9.44 10. 24 27 12.39 
10.04 10 . 89 28 12. 74 
10.54 11. 39 30 13. 54 
Galv-
annealed ,, 
<\P 11. 79 
12.19 
12.94 
13.24 
13.54 
*Products above may be grouped to determine applicable quantity bracket: 
Under 100 lbs. 
100 lbs. to 399 lbs. 
400 lbs. to 999 lbs. 
1,000 lbs. to 1,999 lbs. 
2,000 lbs. to 9,999 lbs. 
10,000 lbs. to 19,999 lbs. 
20,000 lbs. and over 
Add $3.00 per 100 lbs. 
Add 1.50 per 100 lbs. 
Add . 70 per 100 lbs. 
Add .20 per 100 lbs. 
Base per 100 lbs. 
Deduct .10 per 100 lbs. 
Deduct • 20 per 100 lbs. 
UNITED STATES STEEL SUPPLY COMPANY 
PHONE STadium 2-9400 
U. S. S. CARILLOY STEELS* 
(BASE PER 1 00 LBS,) 
HOT ROLLED COLD FINISHED 
A-3140 As Rolled $ 9. 70 A-3135 Annealed $ 12.95 
A-4140 Annealed 10.75 A-4140 Annealed 12.50 
A-4140 Heat Treated 12.25 A-4140 Heat Treated 
Stress Relieved 15. 00 
A-4615 As Rolled 10.45 A-4615 As Rolled 12.20 
A-4620 As Rolled 10.30 A-4620 As Rolled 12.05 
A-8620 As Rolled 9 -45 A-8617 As Rolled 11.45 
A-8742 As Rolled 9 .30 A-8620 As Rolled 11.20 
A-8742 Annealed 10.80 A-8640 Annealed 12.40 
A-8720 As Rolled 11.35 
A-8742 Annealed 12.55 
!Add Machine Straightening As Follows: 
Rounds under Y2" $.90 per 100 lbs. 
Rounds Y2" to 1" .50 per 100 lbs. 
Rounds over 1" to 1 Y2" .30 per 100 lbs. 
Rounds over 1 Y2" .20 per 100 lbs. 
*All Alloy Bars of one cross section, analysis and finish comprise one item and may be com-
bined to determine the quantity differential: 
Total Order Under 300 lbs. Add $3.00** per 100 lbs. 
Items less than 300 lbs. Add 1.25 per 100 lbs. 
Items 300 lbs. to 499 lbs. Add . 75 per 100 lbs. 
Items 500 lbs. to 999 lbs. Add .50 per 100 lbs. 
Items 1,000 lbs. to 1,999 lbs. Base per 100 lbs. 
Items 2,000 lbs. to 3,999 lbs. Deduct .10 per 100 lbs. 
Items 4,000 lbs. and over Deduct .20 per 100 lbs. 
**Applies when combined weight of all Hot Rolled or Cold Finished Alloy Steel Bars on an 
order is less than 300 lbs. Hot Rolled and Cold Finished Alloy Steel Bars may not be com· 
bined for quantity. 
U.S. S. HIGH STRENGTH AND ABRASION RESISTING STEELS 
Any Quantity 
Cor-Ten and Manganese-Nickel-Copper Plates . 
Cor-Ten Hot Rolled Sheets 
Cor-Ten Cold Rolled Sheets . 
Cor-Ten Bars 
Cor-Ten and Manganese-Nickel-Copper Structurals 
Abrasion Resisting Plates 
Abrasion Resisting Sheets 
Base Per 
100 lbs. 
$ 9.53 
8.83 
10.80 
9.13 
9.23 
8.88 
8.45 
ea/l 'J14/fu . . BARS • PLATES • STRUCTURALS • SHEETS • REINFORCING BARS 
STRIP • STAINLESS • ALLOY STEELS • ALUMINUM • TOOLS • EQUIPMENT • MACHINERY 
U.S.S. 18-8 STAINLESS STEEL SHEETS-TYPE 302 
(BASE PER 100 LBS.) 
28 FINISH-ANNEALED AND PICKLED-COLD ROLLED 
WIDTH 30 36 36 42 48 48 
LENGTH 120 96 120 120 96 120 
10 Gage 45.81 45.81 47.56 
11 45.81 45.81 47.56 
12 45.81 45.81 47.56 47.56 
13 45.81 45.81 
14 45.81 45.81 
16 46.81 46.81 46.81 
18 47.81 47.81 47.81 49.31 
20 48.81 48.81 48.81 
22 50.81 50.81 50.81 
24 )1.81 51.81 51.81 
26 55.81 55.81 55.81 
28 65.81 
47.56 
48.56 
49.81 
51.06 
53.56 
54.56 
47.56 
48.56 
49.81 
51.06 
53.56 
54.56 
NO. 4 FINISH-ANNEALED-POLISHED ONE SIDE 
WIDTH 
LENGTH 
10 Gage 
ll 
12 
13 
14 
16 
18 
20 
22 
24 
26 
30 30 36 36 48 
96 120 96 120 96 
52. 81 
62.31 
52.81 
57.31 
62.31 
52.81 
54.31 
57.31 
62.31 
65.06 
71. 81 
52. 81 
54.31 
57.31 
62.31 
65.06 
71. 81 
54.56 
56.31 
59.56 
65.06 
67.81 
For Type 304 Add$ 2.00 Per 100 lbs. to above prices 
For Type 316 Add 15.50 Per 100 lbs. to above prices 
For Type 347 Add 12.50 Per 100 lbs. to above prices 
Stock Sizes-combine all items of same thickness, width, length and analysis. 
Cut Sizes -combine all items of same thickness and analysis. 
Stock Sizes and Cut Sizes are not to be combined for Quantity. 
QUANTITY EXTRAS PER 100 LBS. 
60 
144 
52.06 
52.06 
52.06 
52.06 
53.06 
48 
120 
53.81 
53.56 
53.06 
53.31 
53.31 
54.56 
56.31 
59.56 
65.06 
67.81 
Under 100 lbs .. ..... . . ..... $18.00 
12.00 
8 .75 
. . 6 .00 
1,000 to 1,999lbs .. .. . . . ........ $ 3 .50 
100 to 299 lbs . . . . 
300 to 499 lbs. . . . .. . 
500 to 999 lbs . ...... . . 
2,000 to 4,999 lbs. .... . . . . . . . . . . 1.25 
5,000 to 7,999 lbs. ..... . . . . . . . . . .25 
8,000 lbs. and over . . . . . . . . . . . . . BASE 
(]alJ. IJIJ. ~ STAINLESS STEEL •.• BARS • PLAHS • SHAPES 
SHEET • STRIP • PIPE • TUBING • FITTINGS • VALVES • HARDWARE 
All orders of one day from one person for shipment at one time or at our con-
venience to one destination may be combined to determine the quantity bracket 
in accordance with each of the product groupings. 
UNITED STATES STEEL SUPPLY COMPANY 
~a~e 'PUee~ 
DEC:FlABER 1, 19S0 F.O.B. BOSTON WAREHOUSE 
HOT ROLLED PRODUCTS Base Per 100 Lbs. * 
Hot Rolled Carbon Bars and Bar Shapes 
Hot Rolled Carbon Strip . 
Carbon Steel Standard Structurals 
Carbon Steel CB Sections 
Carbon Steel Plates 
.$ 6.05 
6.15 
6.20 
6.20 
6.48 
Floor Plates-
Standard Pattern Multigrip ~" and thicker 7. 68 
Standard Pattern Ys" thick 8. 68 
Small Pattern No. 12 Gage 9. 72 
Small Pattern No. 14 Gage 10.72 
Small Pattern No. 16 Gage 11.72 
Hot Rolled Sheets . 6. 20 
Carbon Steel Stair Stringer Channels 6. 98 
*Products above may be grouped to determine applicable quantity differential: 
Under 100 lbs. Add $3.00 per 100 lbs. 
100 lbs. to 399lbs. Add 1.50 per 100 lbs. 
400 lbs. to 999 lbs. Add . 70 per 100 lbs. 
1,000 lbs. to 1,999 lbs. Add .20 per 100 lbs. 
2,000 lbs. to 9,999 lbs. Base per 100 lbs. 
10,000 lbs. to 19,999lbs. Deduct .10 per 100 lbs. 
20,000 lbs. and over Deduct • 20 per 100 lbs. 
COLD FINISHED CARBON BARS 
Base per 100 lbs.- $ 6.84 
All cold finished carbon bars of one cross section analysis and finish com· 
prise one item and may be combined to determine quantity differential: 
· Total Order Under 300 lbs. Add $4.25** per 100 lbs. 
Items less than 300 lbs. Add 2.75 per 100 lbs. 
Items 300 lbs. to 499lbs. Add 1.75 per 100 lbs. 
Items 500 lbs. to 999 lbs. Add 1.00 per 100 lbs. 
Items 1,000 lbs. to 1,99 lbs. Add .25 per 100 lbs. 
Items 2,000 lbs. and over Base per 100 lbs. 
**This extra applies when the combined weight of all Cold Finished Carbon Bars on an order 
is less than 300 lbs. 
PRICES SUBJECT TO CHANGE WITHOUT NOTICE 
UNITED STATES STEEL SUPPLY COMPANY 
P. 0. BOX 42 • ALLSTON 34, MASSACHUSETTS 
WAREHOUSE-176 LINCOLN STREET 
PHONE STadium 2-9400 
UNITED STATES STEEL SUPPLY COMPANY 
PHONE STadium 2-9400 
COLD ROLLED AND SPECIAL SHEETS 
Base per 
100 Lbs.• 
Cold Rolled Sheets 
Vitrenamel Sheets 
.$ 7.00 
7.98 
*Products above may be grouped to determine applicable quantity differential: 
Gage 
10 
12 
14 
16 
18 
20 
Under 100 lbs. 
100 lbs. to 399 lbs. 
400 lbs. to 999 lbs. 
1,000 lbs. to 1,999 lbs. 
2,000 lbs. to 9,999 lbs. 
10.000 lbs. to 19,999lbs. 
20,000 lbs. and over 
Add $3.00 per 100 lbs. 
Add 1.50 per 100 lbs. 
Add .70 per 100 lbs. 
Add .20 per 100 lbs. 
Base per 100 lbs. 
Deduct .10 per 100 lbs. 
Deduct • 20 per 100 lbs. 
• 
COATED SHEETS* 
(lASE PER 100 LIS.) 
Galvanized Galv- Galvanized 
Steel anneald Gage Steel 
$ 8.29 22 ~} ·,f' 10.79 
8.54 24 11.14 
8.79 $ 9.64 26 11.94 
9.2·4 10.04 27 12.19 
9.84 10.69 28 12.54 
10 . .34 11.19 30 13.34 
Galv-
annealed 
$ 11.59 
11.99 
12.74 
13.0h 
13. 1h 
*Products above may be grouped to determine applicable quantity bracket: 
Under 100 lbs. 
100 lbs. to 399 lbs. 
400 lbs. to 999 lbs. 
1,000 lbs. to 1,999 lbs. 
2,000 lbs. to 9,999 lbs. 
10,000 lbs. to 19,999 lbs. 
20,000 lbs. and over 
Add $3.00 per 100 lbs. 
Add 1.50 per 100 lbs. 
Add . 70 per 100 lbs. 
Add .20 per 100 lbs. 
Base per 100 lbs. 
Deduct . lO per 100 lbs. 
Deduct • 20 per 100 lbs. 
UNITED STATES STEEL SUPPLY COMPANY 
PHONE STadium 2-9400 
U. S. S. CARILLOY STEELS* 
(BASE PER 100 LBS,) 
HOT ROLLED COLD FINISHED 
A-3140 As Rolled $ 9.50 A-3135 Annealed $ 12.75 
A-4140 Annealed 10.55 A-4140 .Annealed 12.30 
A-4140 Heat Treated 12.05 A-4140 Heat Treated 
Stress Relieved 14.80 
A-4615 As Rolled 10.25 A-4615 As Rolled 12.00 
A-4620 As Rolled 10 . 10 A-4620 As Rolled 11.85 
A-8620 As Rolled 9.25 A-8617 As Rolled 11.25 
A-8742 As Rolled 9.10 A-8620 As Rolled 11.00 
A-8742 Annealed 10.60 A-8640 Annealed 12.20 
A-8720 As Rolled 11.15 
A-8742 Annealed 12.35 
I Add Machine Straightening As Follows: 
Rounds under 72" $.90 per 100 lbs. 
Rounds 72" to 1" .50 per 100 lbs. 
Rounds over 1" to 1 ).1" .30 per 100 lbs. 
Rounds over 1 72" .20 per 100 lbs. 
*All Alloy Bars of one cross section, analysis and finish comprise one item and may be com· 
bined to determine the quantity differential: 
Total Order Under 300 lbs. 
Items less than 300 lbs. 
Items 300 lbs. to 499 lbs. 
Items 500 lbs. to 999 lbs . 
Items 1,000 lbs . to 1,999 lbs. 
Items 2,000 lbs. to 3,999 lbs. 
Items 4,000 lbs. and over 
Add $3 .00 ** per 100 lbs. 
Add 1.25 per 100 lbs. 
Add .75 per 100 lbs. 
Add .50 per 100 lbs. 
Base per 100 lbs. 
Deduct .10 per 100 lbs. 
Deduct .20 per 100 lbs. 
**Applies when combined weight of all Hot Rolled or Cold Finished Alloy Steel Bars on an 
order is less than 300 lbs. Hot Rolled and Cold Finished Alloy Steel Bars may not be com· 
bined for quantity. 
U.S. S. HIGH STRENGTH AND ABRASION RESISTING STEELS 
Any Quantity 
Cor-Ten and Manganese-Nickel-Copper Plates . 
Cor-Ten Hot Rolled Sheets 
Cor-Ten Cold Rolled Sheets . 
Cor-Ten Bars 
Cor-Ten and Manganese-Nickel-Copper Structurals 
Abrasion Resisting Plates 
Abrasion Resisting Sheets 
Bue Per 
100 lbs. 
$ 9.33 
8.65 
. 10.60 
8.93 
9.03 
8. 68 
8.25 
(]ali 'Ud.lfu . . BARS • PLATES • STRUCTURALS • SHEETS • REINFORCING BARS 
STRIP • STAINLESS • ALLOY STEELS • ALUMINUM • TOOLS • EQUIPMENT • MACHINERY 
U.S.S. 18-8 STAINLESS STEEL SHEETS-TYPE 302 
(BASE PER 100 LBS.) 
28 FINISH-ANNEALED AND PICKLED-COLD ROLLED 
WIDTH 
LENGTH 
10 Gage 
ll 
12 
13 
14 
16 
18 
20 
22 
24 
26 
28 
WIDTH 
LENGTH 
10 Gage 
ll 
12 
13 
14 
)6 
18 
20 
22 
24 
26 
30 36 36 42 48 48 
120 96 120 120 96 120 
45.61 45.61 . . . . . ..... 47.36 
45.61 45.61 47.36 
45.61 45.61 ..... 47.36 47.36 
..... 45.61 45.61 
45.61 45.61 47.36 47.36 
46.61 46.61 46.61 48.36 48.36 
47.61 47.61 47.61 49.11 49.61 49.61 
48.61 48.61 48.61 50.86 50.86 
50.61 50.61 50.61 53.36 53.36 
51.61 51.61 51.61 54.36 54.36 
55.61 55.61 55.61 
65.61 
NO. 4 FINISH-ANNEALED-POLISHED ONE SIDE 
30 30 36 36 48 
96 120 96 120 96 
52.61 
62.11 
52.61 
57.11 
62.11 
52.61 
54.11 
57.11 
62.11 
64.86 
71.61 
52.61 
54.11 
57.11 
62.11 
64.86 
71.61 
54.36 
56.11 
59.36 
64.86 
67.61 
For Type 304 Add$ 2.00 Per 100 lbs. to above prices 
For Type 316 Add 15.50 Per 100 lbs. to above prices 
For Type 347 Add 12.50 Per 100 lbs. to above prices 
Stock Sizes--Combine all items of same thickness, width, length and analysis. 
Cut Sizes - Combine all items of same thickness and analysis . 
Stock Sizes and Cut Sizes are not to be combined for Quantity. 
QUANTITY EXTRAS PER 100 LBS. 
60 
144 
51.86 
51.86 
51.86 
51.86 
52.86 
48 
120 
53.61 
53.36 
52.86 
53.11 
53.11 
54.36 
56.11 
59.36 
64.86 
67.61 
Under 100 lbs ......... . .... . . $18.00 
12.00 
8.75 
.. ... . . . ... . 6.00 
1,000 to 1,999 lbs .............. . $ 3.50 
100 to 299 lbs .. . 
300 to 499 lbs .. 
500 to 999 lbs . . 
2,000 to 4,999 lbs. .......... . . . . 1.25 
5,000 to 7,999 lbs. ... .. . . . . . . . . . .25 
8,000 lbs. and over . . . . . . . . . . . . . BASE 
eaJJ '/,{d, ~ STAINLESS STEEL ••• BARS • PLATES • SHAPES 
SHEET • STRIP • PIPE • TUBING • FITTINGS • VALVES • HARDWARE 
All orders of one day from one person for shipment at one time or at our con-
venience to one destination may be combined to determine the quantity bracket 
in accordance with each of the product groupings. 
white price sheet covers prices of products delivered in the commercial 
delivery area -- an area within a certain radius from the warehouse, 
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in which all deliveries carry one delivery charge (20 cents for this 
company). It will be noted that these prices are 20 cents higher than 
those shown on the yellow sheet which carries F .o.B. warehouse prices 
prices for "country" deliveries, by which is meant that either the 
customer picks up the material with his awn truck or, more prevalently, 
shipments are made by the warehouse distributor via a common carrier, 
either prepaid or collect, with shipping charges absorbed by the customer. 
In addition to base prices and quantity extras, there are 
other extra charges, such as for quality, length, width, chemical com-
position, special finishes, merchandizing, cutting charges and delivery 
charges. Their application varies with the type and quantity of the 
product. 
Prices logically vary by product. For example, a pound of 
stainless may cost ten times as much as a pound of regular carbon steel. 
Price variances generally can be correlated with the Variances by 
products in mill prices. 
In the steel warehouse industry, the profit margin on a 
product is called the "spread." The percentage of spread is deten~ed 
by dividing the mark-up into the selling price. The mark-up -- spread --
is the difference between cost price and selling price. In a given 
market area, distributors' selling prices vary little, for competitive 
reasons. However, their spread may, and frequently does, vary due to 
higher cost prices. This situation will occur in periods of steel 
shortages when one distributor may have to obtain part of his stock from 
a more distant mill than the mill from which a competing warehouseman 
obtains his stock. Higher transportation costs account for the increased 
cost price of the stock. While the two mill base prices may vary, the 
variance usually is slight. These connnents pertain only to gross margin. 
Net margin variances doubtless vary considerablY, depending on manage-
ment efficiency and ingenuity, facilities, etc. 
Warehouses usuallY order steel from the mills in carload 
quantities because the carload freight rate is considerably cheaper 
than the less-carload freight rate. For the same reason, they buy 
from the nearest producing mill in order to avoid long hauls and in-
creased transportation costs. Warehouses also order, whenever possible, 
in quantities not less than the minimum mill base quantities in order 
to avoid mill quantity extras. Table XXIV shows the mill base quantities 
by product -- the smallest quantity that can be ordered without incurring 
quantity extras . It is important to the warehouse distributor that he 
make every effort to order at least in these quantities. He should 
also order, whenever possible, in 80,000 pound carload lots inasmuch as 
some products carry a lower freight rate, whenever the quantity is 
80,000 pounds or more, than is true for the familiar carload quantity of 
40,000 pounds. GenerallY speaking, the 80,000 carload freight rate is 
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10 per cent less than the 40,000 pound carload freight rate. {See 
Appendix C for a list of variances between 40,000 pounds and 80,000 pounds 
carload freight rates, from selected producing points to selected con-
suming points.) Furthermore, if the total carload quantity is 80,000 
pounds or more and the carload is comprised of some items that take the 
TABLE XXIV 
MILL BASE QUANTITIES BY PRODUCT 
Product 
Plates 
Structural Shapes 
Hot Rolled Bars 
Hot Rolled Bar Shapes 
Cold Rolled Sheets 
Hot Rolled Sheets 
Hot Rolled Strip 
Cold Finished Bars 
Hot Rolled Alloy Bars 
Cold Rolled Alloy Bars 
Galvanized Sheets 
Pounds 
10,000 
4,000 
40,000 
40,000 
10,000 
10,000 
10,000 
40,000 
40,000 
40,000 
1,500 
80,000 pound carload rate and some that take the 40,000 pound carload 
rate, the railroads will permit the 80,000 pound carload rate to be 
applied to the applicable items. With the same set of factors, but 
with a carload quantity of less than 80,000 pounds, then all items will 
be charged at the 40,000 pound carload rate. It is readily apparent 
that the warehouse distributor must plan his stock requirements carefully 
and well in advance in order to take every advantage of mill quantity 
extras and carload freight rates. 
The small distributor may encounter problems such as: 
1. Adequate storage space. 
2. Sufficient working capital to acconunoda.te 
the storing of a complete inventory by size and 
type. 
3. The significance of the turnover of all items 
in a period of a year since some of the sizes are 
slow-moving in a well-rounded inventor,y. 
Thus, the small distributor may find it difficult to order 
in the most favorable mill quantity bracket, so his is a decision of 
whether to buy in smaller quanti ties and pay mill extras, or not to 
stock the item. National warehouses have a distinct advantage in that 
they frequently can group their mill orders for several districts, obtain 
the most favorable quantity bracket, and then distribute the steel among 
the districts. Furthermore, they can utilize the procedure of district 
transfers, whereby the district receiving an order, but which does not 
have the stock, can transfer the order to a nearby district for shipment 
direct to the customer. 
A rather confusing combination of extraneous factors have 
attached themselves to the business of distributing steel from warehouse 
stocks, upsetting long-established trading areas and increasing the 
perplexities of price and profit determination. For example, the cease-
less increases in rail freight rates, and particularly the enlarged 
differentials between carload and less-carload rates, are not onlY a 
high cost item in themselves, but also they make impractical absorptions 
to many destinations as has been the practice in the past. Consequently, 
territories are shrinking and the trend continues toward more small 
warehouses and more small industrial areas. Some of the large ware-
houses are establishing branches in smaller cities and are shipping 
more by truck and less by rail. The termination of the basing point 
system and adoption of F .O.B. mill selling has reduced mill sources of 
supply for some warehouses, due to prohibitive transportation costs. 
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Some have experienced reduced sales volume, or will experience a re-
duction in "normal" times if the,y find it unfeasible to meet competitive 
pricing in outlying markets where they formerly absorbed freight and 
equalized prices. A warehouse distributor, further removed from the mill 
source of supply than competing warehouses, will find it considerably 
more difficult costwise to equalize prices under the F .O.B. mill price 
structure than he did under the basing point system. 
Warehouse distributors have experienced reasonably good profits 
for the postwar years, but this has been due primarily to a large volume 
of business inasmuch as their spreads have not advanced in proportion to 
the increase in mill prices, wages and salaries paid, transportation 
costs, taxes, and other supplies and services. For example, the in-
crease in prices by the mills for 1941 compared to 1949 was approximately 
67 per cent, which included increases in size extras. For the same 
period, the steel warehouse distributors increased their prices 59 per 
cent for like commodities. 
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It has been estimated by authorities in the steel warehouse 
business that a 15 per cent drop in sales volume will place an appreciable 
number of distributors at the break-even point, which is high for all 
types of businesses these days. There is little wonder that the large 
warehouses, and many of the smaller warehouses, have established detailed 
cost analysis programs, established sales promotion training programs, 
improved warehouse layouts and machinery facilities and, generally, have 
engaged in many other plans to enable them to be reaqy for more com-
petitive days when doubtless the volume of sales will fall. 
Every businessman operates to make a profit. Profits are not 
evil; they are a positive good and an absolute necessity in our democratic 
economic s.ystem. They are a payment for thrift, self-sacrifice, energy 
and insight in assembling the tools of production for providing the good 
things of life. They are the fuel that fires the engines of progress 
toward more and better goods and more and better jobs. They are the com-
pensation for risk taking -- for the investment of money in a business 
venture. Profit is the proof of the worthiness of production; loss is 
the proof of its unworthiness, or the waste of the energy and thrift that 
provided wrong tools of production, or of the job-destroying rapacity of 
tax gatherers or of workers employed in their operation. The greater the 
profit, the greater the incentive for expanding production and progress, 
while loss is the proof that progress has stopped. Profits are not evil, 
but in a seller's market such as during 1946 - 1950, or a monopolistic 
market, the seller can, and unfortunately some do, boost their prices 
to the maximum the traffic will bear. Under such conditions, the traffic 
may bear unreasonably high prices, if the product is a necessity of life 
or otherwise has exceptional sales appeal. Extreme profits, so to speak, 
accrue to the seller -- excess profits, in the language of the Internal 
Revenue Department. Extreme profits are not good. Eventually, the 
entrepreneur who engages in such practices realizes this -- when com-
petition catches up with him, or the government increases the severity 
of the excess profits tax, or he prices himself out of the market. 
Appendix D is a "Price Analysis -- By Product and Region." 
Products and regions included were limited to those for which sufficient 
data was available • However, it covers a majority of the cardinal ware-
house distribution and mill producing locations within each region. 
Appendix c, as mentioned previously, shows 40,000 pound and 
80,000 pound carload freight rates from selected producing points to 
selected consuming and distributing points. Cost variances between 
regions and between the two rate categories emphasizes the importance 
of controlling transportation costs. 
"Price Analysis -- By Product and Region" supports thoughts 
previously expressed regarding additional problems with which ware-
house distributors are confronted -- problems such as high freight rates, 
carload quantities, mill quantity differentials, and termination of the 
basing point system. 
The approach used in this price analysis was: 
1. Select major cities in each region for which 
data was available. 
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2. Determine primary and secondary mill production 
locations for products covered -- mil ls located 
within a feasible shipping distance (excluding 
those cases where a "distant" mill was the only 
source of supply for a product). 
3. Based on quantities sufficiently large to avoid 
mill quantity extras, determine the cost of each 
product to the distributor. 
4. Determine the distributor's spread and the re-
lationship of spread to cost, expressed in per-
centages. 
5. Warehouse quantity differentials by product. 
These statistics represent the price structure for one ware-
house distributor in each city included in the analysis. Mill base 
prices were obtained from a current issue of the trade publication, 
Steel. Freight rates were obtained from published tariff schedules. 
Spreads (gross, not net) were the difference between the cost prices 
shown and selling prices of distributors in each city. Mill locations 
used fell into two categories: (1) the closest producing mills, whether 
large or small; (2) major producing mills which frequently were not the 
closest source of supply for the city. They were included because 
in some cases, a small mill cannot service its natural market area. 
Also, the small mill may not produce a full range of products. The 
80,000 pound carload freight rate was shown for those products ap-
plicable. As a general application, 80,000 pound freight rates are 
10 per cent lower than 40,000 pound freight rates. For those dis-
tributors who, by choice or necessity, order less than 80,000 pound 
quantities for those products carrying the 80,000 pound rate, their 
spread would be reduced accordingly. 
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Costs, spreads, spread percentages and quantity differentials 
varied considerably, even within the same region serviced by essentially 
the same mill sources of supply. With F .o.B. mill pricing and signifi-
cant transportation costs, it behooves the warehouse distributor to 
procure his stock from the closest mill it he is to meet competitive 
prices and maintain a reasonable profit margin. Boston, Newark (New 
York City) and Baltimore are examples of locations where it is more 
favorable to obtain stocks from Sparrows Point instead of Pittsburgh. 
If a mill affiliated warehouse distributor in any of these locations 
had to obtain his stock, as available, say from Pittsburgh, he would 
be at a cost disadvantage compared with a competitor who obtained his 
stock from a closer mill. The same would be true in periods of short-
ages for a distributor who had no allocation from a nearb,y mill. 
An examination of the quantity differentials by cities shows 
them generally to be higher for those locations removed farthest from 
the mill source of supply. There could be several reasons to account 
for these variances, such as greater incoming transportation cost, 
higher per capita income and cost of living, or merely a trade practice 
within the city. However, this was not always the case, while Newark 
is closer to major producing mills than Boston, and while San Francisco 
is closer to major producing mills than either Seattle or Portland, 
both Newark and San Francisco generally have higher quantity differ-
entials than either of these other cities. One plausible reason for 
Newark carrying higher quantity differentials than Boston, might be 
attributed to a higher capita income (Table X) and a higher cost of 
living factor. 
This price analysis supports the contention that the closer 
a warehouse distributor is to his source of supply 1 the more competitive 
he can be, particularly in outlying areas where he will be better able 
to absorb freight and equalize prices. This could be important to those 
distributors who have to depend on shipments into these areas in order 
to maintain a volume of sales that will enable them to operate above 
the break-even point. 
To the distributors, the increased volume of sales, up to 
a certain point of price equalization, would result in added profits. 
While not a part of this thesis, this analysis does indicate a shrinkage 
of markets for some steel mills under the F .o.B. mill pricing system 
inasmuch as high transportation costs have forced the consumer to obtain 
his stocks from the closest mill source of supply. 
It is generally accepted that the warehouse price structure 
is closely correlated to the mill price structure. As mill base or 
extras change, warehouse prices usually increase 1 although this is not 
always followed. Warehouse price structures generally are more static 
than mill price structures. Mill extras are subject to rather frequent 
changes except when the government is controlling prices. The price 
analysis stu~ shows that there is a correlation between mill and ware-
house prices, but that in many instances this varies due to the price 
policies of warehousemen, peculiarities of the region of the country 1 
and the distance the warehouseman is removed from the mill source of 
supply. So it can be concluded that there is a correlation, but also 
that there is considerable independent pricing practices ~ some ware-
housemen in each region of the country. Within the same region, the 
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warehouseman's prices are essentially the same because of the competitive 
factor. 
1. Pricing Variations 
To maintain an adequate volume of sales, am to meet or exceed 
the service practices of competitors, the steel warehouse distributor 
may follow one or more of the following pricing practices. 
His prices may all be F .o.B. warehouse in both the co11J!l'Srcial 
delivery area and in outlying areas. A commercial delivery area is 
that area within a defined radius of the warehouse in which the trans-
portation costs are the same for deliveries to all customers, whether 
that customer be next door to the warehouse, or at the very end of 
the commercial delivery area. Generally speaking, the distributor 
uses his own trucks for deliveries within a co~rcial delivery area, 
this being considered more economical and also providing better -service 
to the customers. For shipments into outlying areas with an F .o.B. 
warehouse price, the distributor may ship either collect or prepaid. 
By shipping collect, a customer pays the transportation charges. By 
shipping prepaid, the distributor pays the transportation charges. The 
practices vary in different sections of the country, and within the 
same sections of the country, b,y individual distributors. Prepaid 
shipments are, of course, desired b,y customers inasmuch as they can 
take 30 days or longer to pay for the transportation costs, as well 
as for the cost of' materials; whereas, if they had to pay the trans-
portation company themselves, the payment would have to be made direct 
to the carrier within a period of a few days. It is considered more 
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competitive to ship prepaid. But there are few distributors who would 
not prefer to ship collect. The practice varies by regions. 
Some distributors, even in a seller1 s market, ship F.O.B. 
delivered, either prepaying the freight, or shipping collect and allow-
ing the freight. By pricing F .o.B. delivered is meant price equalizing 
whereby part or the freight is absorbed in order for the price to the 
customer in an outlying area to be the same price as that of the nearest 
competitor to the customer. Price equalization is almost a necessity 
in a bwer• s market if a distributor is to compete with other com-
petitors in these outlying areas. For example, a Boston distributor 
would find it most difficult to realize any volume of sales in Worcester 
unless he equalized his prices with those of Worcester distributors. 
Again, under this price sYStem, the distributor may either prepay his 
shipments or he may ship them collect and allow the freight cost on 
the invoice. 
To reduce the cost of transportation to the customer and to 
himself 1 the distributor sometimes increases his fleet of trucks and 
makes shipments not only within the colliTlercial delivery area, but also 
in the outlying areas. This method of shipment has proven to be cheaper 
than the I.C.C. rates charged by public carrier s. It also is pre-
ferable from a service angle in that deliveries can be made in a shorter 
period of time, and the drivers are under the direction and supervision 
of the distributor. A distributor, in some states on intrastate ship-
ments, can establish special rates with the public carrier, which are 
less than the r.c.c. rates. If a distributor can consummate such an 
1.5.3 
arrangement with a public carrier on intrastate shipments, he can save 
himself considerable money over a period of time. 
As a means of reducing the price to the customer, some dis-
tributors apply lower quantity extras than competing distributors, and 
also apply a more liberal interpretation of grouping items and orders 
for quantity pricing. This is not considered a desirable practice in 
warehouse distributor circles, but it is employed by a few in an effort 
to be more competitive. Notwithstanding unrelenting efforts on the part 
of distributors to maintain margins of profitable levels, declines in 
warehouse sales induce some distributors to employ such price reductions 
to bolster up their shrinking orders. Other price reductions can take 
the form. of a decrease in the warehouse base or extras 1 or it can be in 
the form of increased cash discounts. Price reductions, as a result of 
keener competition, can be most disconcerting. It can become somewhat 
like a rolling snowball because as soon as one distributor decreases 
his prices, his competitors generally do likewise, the net result 
being that all suffer needless damages to profit margins. For example, 
based upon the sales of 500 tons a month of each product, the following 
figures are rather interesting. If the price of hot rolled bars is 
cut $2.00 a ton, in order to maintain profit levels, 528 instead of 
500 tons would have to be sold. That means an increase in business of 
5.6 per cent. But if the reduction is $5.00 a ton, then to hold the 
same profits, 576 tons would have to be sold, and the necessary increase 
in business to offset a drop of $10.00 a ton, 678 tons would have to go 
out of the warehouse each month instead of 500 tons. This would mean 
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an increase in sales of nearly .36 per cent. Before a distributor 
engages in any such price-cutting practices, he should study the warehouse 
spreads on certain products to see how he might rare. He should estimate 
the total tonnage of any given product sold b.f all the warehouses in 
that territory and apply the percentage increase to that total. It per-
haps will be readily apparent that any price reduction contemplated 
would not stliaulate sufficient additional buying to offset the profits 
lost through a price reduction. 
B. The Basin& Point Szstem 
M:lny studies and writings have been made on the basing point 
system by businessmen, students and the government. The basing point 
system, as applicable to steel, consisted of sales on a delivered price 
basis which comprised the base price plus the freight from the nearest 
basing point. To this, of course, was added the various extras covering 
charges for sizes, gauges, physical characteristics, chemical additions, 
etc. Basing points usually were producing centers, but this was not 
always true. 
Back in 1945, a number of new basing points for stainless: 
steel were established. It was thought that this was a forerunner ot 
a general overhauling of the industry• s pricing practices and that the 
revision eventually would result in a situation where, tor the first 
time, every major steel product would have a basing point at or near 
every major center of its production. It this had come about, the steel 
industry would have, in practical effect, been on an F.O.B. mill basis, 
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but still shipping on a delivered basis. The effect would have been 
lower prices and greater accessibility or steel for the consumer. 
Chart 13 presents diagrams that were reproduced by Iron Age 
from the United States Steel Corporation• s stuey of the basing point 
in order to make the functions of this s.ystem as clear as possible. 
Diagram Number 2 explains the single basing point arrangement. Diagram 
Number 2 shows how "phantom freight" occurs in that a non-basing point 
mill, located closer to the consumer than the nearest basing point, 
charges the actual freight which is less than the nearest basing point's 
freight factor, and accordingly, nets more profit than the nearest 
basing point. Diagram Number 4 also illustrates phantom freight in 
that by using a cheaper transportation ~dia, a basing point mill at 
a rail disadvantage may turn this into an advantage by using water 
freight. Diagrams 5 and 6 show how shipments by a mill with a basing 
point outside the "natural" market territory will reduce the mill• s net 
proceeds. The other diagrams illustrate other intricacies or multiple 
basing point systems, freight absorption, market penetration and freight 
advantages. 
Basing points were usually producing points, except where there 
were no producing mills, such as at some Gulf and Pacific ports. With 
two competing basing points, the freight factor determined the com-
petitive advantage. The greater the number of basing points, the lower 
the price, and the more accessible the stock to the consumer. The 
basing point system necessitated the establishment or natural market 
territories. Any shipments outside of it, resulted in phantom freight ... 
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that is, freight absorption .... and a lower return to the producer in 
order to compete in an area outside what was known as his natural 
market territory. 
The Cement and Rigid Steel Conduit Cases, which were both 
decided in 1948, involved multiple basing point methods of selling. 
In the Cement Case, the Federal Trade Conunission found the evidence of 
a combination to employ the basing point system for the purpose ot 
selling at identical prices. Individual or concerted conduct which 
falls short of constituting a Sherman Act violation may be an "unfair 
method of competition" according to Section V of the Trade Commission 
Act. The cement producers carried on various concerted activities, the 
court round, in order to make the multiple basing point system work in 
such a way that competition and quantity, price and terms of sale would 
be non-existent, and uniform prices, job contracts, discounts and terms 
of sale would be continuously maintained. These activities were carried 
on by the Cement Institute, the industry• s unincorporated trade associa-
tion. Other activities were under control of the producers themselves. 
Collective .methods to accomplish these activities were, according to 
the findings: boycotts, discharge of uncooperative employees, organized 
opposition to the erection of new cement plants, selling cement in a 
recalcitrant price-cutter• s sales territory at a price so low that the 
recalcitrant was forced to adhere to the established basing point prices, 
discouraging the shipment ot cenent by truck or barge, and preparing 
the distributing freight rate books, which provided the defendants with 
similar figures to use as actual or phantom freight factors (thus, 
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guaranteeing that their delivered prices -- base price plus freight 
factors -- would be identical on all sales) • 
The court held that the collection of phantom freight was 
unlawful, as it did in the Corn Products Case. Moreover, the court held 
that a pricing system involving both phantom freight and freight ab-
sorption violated Section II (a) of the Clayton Act. The Federal Trade 
Commission alleged the existence of a conspiracy or combination to use 
the basing point system to practice price discrimination. It was held 
that the defendants could not absorb freight, but had to confine their 
sales efforts to their otm sales territory. It was evident that the 
Federal Trade Commission and the courts regarded a uniform delivered 
price within the meaning of the Robinson-Patman Act as price discrimin-
ation. From the court findings and Federal Trade Commission rulings, 
trade equalization, multiple basing point selling and zone pricing 
went out, and anybody who subsequently employed those methods was taking 
a chance of having his operations declared illegal. A decision handed 
down on April 26, 1948 by the Supreme Court of the United States on 
the Cement Case caused the industry to discontinue the use of the multiple 
basing point s.ystem of shipping because of possible anti-trust violations, 
and the subsequent interpretation of that decision by the Seventh Circuit 
Court of Appeals in the Rigid Steel Conduit Case, mentioned above, in-
fluenced one steel compaiJi.V after another to adopt F .o.B. mill pricing •* 
The advocates of basing points and other geographic pricing 
aystems testified that the affect of the Cement Decision was: 
* 15, P• 28 ._ 
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1. To create local monopolies. 
2. To hurt small business at the expense of the 
large manufacturer and processor. 
3. To create centralization around producing centers 
and to create decentralization of manufacturing 
facilities, with the resultant creation of "ghost 
towns." 
4. To impair the national security ~ weakening the 
rail transportation system and disrupting usual 
methods of distribution. 
5. To create confusion, increase costs, and impair 
expansion programs. 
6. To band systematic freight absorptions.* 
If' it should, at some future date, become illegal for a 
warehouse to absorb freight, it would mean that a warehouse located at 
some distance from a mill would be at a considerable disadvantage in 
competing with warehouses that were located close to a mill supply. 
The abolishment of the basing point system might mean the concentration 
of warehouse supplies in mill cities. other affects of F .O.B. pricing 
upon the steel warehouse industry may be s 
1. Freight differentials eliminate more remote 
sources of supply, making it difficult to maintain 
balanced inventories -- one of the essentials ot 
the warehouse functions. 
2. Warehouses dependent upon mill sources carrying an 
adverse freight rate makes competition difficult with 
more favored distributors, thus creating local 
monopoly in varying degrees. 
3. Freight factors, to a considerable extent, confine 
warehouse operators to their immediate geographic 
locality, there~ reducing competition in fringe 
areas. There always can be price equalization but 
this results in less profit to the distributor, and 
oftentimes, reduce profit to the extent that en-
gaging in competition in those areas is considered 
* 23, P• 4 
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either impractical or impossible. Thus, that 
area may suffer as a result of the distributors in 
the immediate area not being able to supply them 
in all of their requirements. 
4. Eliminates, or at least mitigates, the ability of 
both small and large distributors to maintain 
adequate supplies on an equal basis, thus giving 
the small warehouse an equal opportunity to compete 
with the largest. 
Another affect of F .o.B. mill pricing is that some mills, 
because of their limited marketing areas, doubtless will actively 
solicit small quantity orders from warehouse customers. Being so 
restricted to their district, these mills will go after all business 
within that district, and thus will infiltrate into the warehouse 
business to some extent. 
The abolishment of the basing point s.ystem had a serious 
affect on the distribution channels in the steel industry. The ab-
sorption of freight and price equalization s,ystem practiced by the 
mills under the basing point s.ystem permitted mills at distant points 
to compete with mills closer to the point of consumption. Under such 
a system, the consumer in the area was able to buy from one of various 
sources and, in many instances, this was important since a particular 
type of steel might have been obtainable only from a distant source of 
supply. 
Under an F .o.B. mill pricing s.ystem, the consumer must pay 
the actual mill base price plus the actual freight from the mill to 
his warehouse. In the steel industry 1 with concentration of steel 
producing facilities in the Pittsburgh and Chicago areas, this is 
particularly significant. Steel consumers, including warehouse 
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distributors, located at a distance from major steel producing centers, 
are at a disadvantage. Their costs have increased and their profits 
have decreased. Doubtless the steel mills will become decentralized, a 
trend evidenced in the case of the United States Steel Corporation b,y 
the erection of the Fairless Works at Morrisville, Permsylvan:ia. 
The abolition of the basing point system has wrought many 
changes in our distribution practices. In our economic system, the 
practice of distribution, like other facets of economics, are formed 
and enlarged upon over a period of years. The steel industry, over a 
period of several years, has progressed from the "Pittsburgh-Plustt 
s,ystem, which was terminated in 1924 when the Federal Trade Commission 
issued its famous cease-and-desist order, to the basing point system 
as modified up to 1945 with the establishment of basing point s.ystem 
for stainless, as previously commented on, to the present system of 
pricing F .o.B. mill. Whether this has been a desirable progression 
of changes is an unknown factor at this time. Only the future will 
show whether an F .o.B. mill basing system fort he steel industry is 
desirable or whether a continuation and refinement of the basing point 
s.ystem would have been more preferable. 
The attack of the Federal Trade Commission on competitive 
freight absorption, which long concerned the steel warehouse industry, 
was but one skirmish in a broad campaign -- the goal of which apparently 
was regulation of all business by the government. 
The commission attacked freight absorption -- or basing-point 
selling - on the ground that it was an unfair method of competition 
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for a seller to compete in distant markets, by absorbing freight to 
meet the lower prices of a more favorably located competitor, when he 
knew that other sellers did likewise. 
The commission coined the phrase "conscious parallel action" 
to describe that concurrent -- but not conspiratorial -- conduct. It 
no longer uses the phrase "conscious parallelism," but it still urges 
that whenever a number of sellers have the same price, with each having 
knowledge that the others also sell at that price, an understanding is 
presumed, then the commission says it can make a finding of conspiracy. 
Obviously, informed businessmen will not pay more to one seller than 
to his competitor, for like goods. Yet, the commission considers that 
competition exists only when each seller has a different price for like 
goods. 
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A law professor recently wrote that, on the commission's 
theory, businessmen not only violate the law when they absorb .freight 
to meet competitors• lower prices, but that they are equally in viola-
tion if they sell exclusively at F.O.B. mill prices --with knowledge 
of the fact that their competitors also sell exclusively at F.O.B. mill 
prices.* 
The Patman Act expressly permits meeting a competitor• s lower 
price, but it prohibits beating the competitor• s price (Standard Oil 
Company of Indiana versus Federal Trade Commission, 340 u.s. 231 (19.51)) • 
The commission also administers that act and construes it in the direction 
of requiring sellers to have uniform prices to all competing customers. 
When sellers are basic, homogeneous commodities are required to have one 
* 24, pp. 9-14 
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price to all customers, prices throughout the industry tend toward uniform 
and common levels . 
But the commission says that when sellers meet their com-
petitors• lower prices, and therefore have like prices, that is con-
spiracy. Furthermore, while each seller should have a different price 
than each of his competitors, he should have the same price to all his 
competing customers. A seller is, of course, legally safe when he 
prices his goods above his competitors and thereby loses the sale. 
When a seller must offer the same price to all competing customers, 
he is required to have a published price list to which he rigidly adheres. 
Competition compels his competitors to meet that published price, and 
ultimately they will all adhere to the rigid price structure. Then the 
commission finds conspiracy. 
It appears that the commission follows the practice that if 
the evidence shows a rigid pricing pattern, they claim a conspiracy 
is shown, but if the evidence shows wide-spread price deviations , the.y 
claim violations of the Patman Act. 
The commission obviously is following the theory that all 
competitors must be protected, but this is impossible in a competitive 
market because some competitors have to win and some have to lose. In 
our economic system this "survival of the fittest" is intrinsic. 
The Sherman Act , administered by the Department of Just ice, 
requires competition of every businessman. You are required to compete, 
but are prohibited from competing successfully. You violate one law 
if you fail to compete, but you violate another law if your successful 
competition injures someone. The doctrine of conspiracy has been ex-
panded to include a conunon course of conduct by a corporation and its 
wholly-owned subsidiaries. 
It has been said that it is undesirable to have large, wholly 
integrated companies, for they are said to restrict competition. The 
commission's staff has said it is illegal price discrimination for 
spark plug manufacturers to charge lower prices to automobile manu-
facturers for original equipment than they charge to dealers for re-
placement equipment. One reason this practice is said to injure com-
petition is that a low price to Ford on Champion Spark Plugs for original 
equipment tends to prevent Ford from manufacturing its own spark plugs. 
They argued that it is an unlawful injury to competition for an inde-
pendent parts manufacturer to induce an automobile manufacturer not 
to make its own parts, by offering a price that is competitive with 
the buyer• s own cost of making those parts. 
A vice of big business is the inability of small concerns 
to compete on equal terms with larger and more efficient competitors. 
But it has also been said that a vice of big business is its inef-
ficiency. Big companies must be broken up because they are less efficient 
than are their smaller competitors. If true, this would seem to l:e an 
advantage to the smaller firms which they would want to perpetuate. 
Efficiency is bad in big business. But, inefficiency is also bad. 
Large corporations are generally reluctant to change prices. 
When they lower prices, they are accused of trying to put the smaller 
concerns out of business. When they raise prices 1 they are accused of 
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trying to gouge the public. This tends toward a rigid price structure 1 
perhaps charging too much in times of surplus, and too little in times 
of scarcity. That practice is said to indicate oligopoly. 
Thus, if prices do not go down in bad times, it is monopol;r; 
if the;r do, it is to put the little fellows out of business. It 
prices go up when there are shortages, it is to rob the public; and 
it they do not, it is a monopol;r to keep newcomers out of the market; 
and when prices do not change, that is conspiracy. That rather adds 
up to a dilemma -- whatever business does is apt to be found illegal. 
The DepartliEnt of Cormnerce has compared the 1935 concentration 
with that of 1947 for 130 industries. The results were that there was 
actually a decrease in concentration in 72 of those industries, and an 
increase in only 58 industries. In 1900, there were approximatel;r 21 
business firms for each 1000 persons, but in 1949, there were 26 
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business firms for each 1000 people. From 19.36 through 1946, the recovery 
from the depression through the war profitable years, the assets of the 
200 largest corporations increased by 49 per cent, but in the same 
period, the assets of 800 other corporations, picked by the Department 
of Commerce as representative of all industry, increased by 107 per cent --
more than twice the increase of the largest firms.* 
The issue is not whether to carry a torch for the largest 
corporations. They can take care of themselves. The question is whether 
we stand for the free enterprise 1 competitive profit system in which 
* 24, PP• 9-14 
success achieved through increased efficiency are making a better product 
at a lower price is rewarded and not penalized. 
C. Ceiling Price Regulation 98 
In November, 1951, the Ceiling Price Regulation 98 (CPR 98) 
was passed and was considered to be a sound and workable pricing regu-
lation as applied to the industry, which members of the Resale Merchant 
Trade Steel Products Adviso~ Committee and the officials of the Office 
of Price Stabilization agreed as being representative of the conditions 
and one which should have a stabilizing affect on industry pricing. 
CPR 98 was designed, in part, to correct pricing inequalities 
in the steel industry by: 
1. Establishing ceiling prices on the basis of 
uniform industry-wide resale percentage markups 
(with allowances for customer and geographical 
differentials) over current material costs. 
2. Eliminating resale narkups on direct mill 
shipnents. 
). Eliminating multiple sales. 
4. Eliminating the so-called finder• s fee except 
where the seller absorbs it in his ceiling price. 
5. Limiting the holder of excess stock to his costs 
and removing a resale profit in such transactions. 
6. Establishing a more normal price relationship 
between new and reusable items. 
This price regulation permits the use of current mill base 
prices and current extras whereas the percentage markups are based on 
the pre-Korea spread, generally prevailing in the indust~. Warehouse 
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resellers are permitted, in computing their ceiling prices, to include 
a factor representing their incoming transportation costs. 
It establishes percentage markups for the steel warehouse 
distributor which generally are representative of his regular percentage 
markup. The regulation states that these price markups shall not be 
exceeded, but it does not prohibit a steel warehouse dist ributor from 
selling below these percentage markups. Consequently, a steel warehouse 
distributor can equalize his prices in an outlying area in order to 
compete with distributors in that area, if such a pricing practice is 
compatible with his costs and sales policies. 
The government has seen fit to control prices in an alleged 
emergency period. During World War II, the control of prices was neces-
sary. The necessity and applicability of CPR 98 has been questioned by 
DBn;y industry men, their thoughts being that in a true national emergency 
where the supply of all critic,al goods was regulated, the price of 
those goods had to be regulated. But, in a period when only a relatively 
small percentage of those goods was regulated, then it is questionable 
whether prices should be regulated inasmuch as our economic system has 
been based on, and has progressed UD:ier, uncontrolled, conq!letitive pricing 
practices . * 
* 2.5, pp. l-16 
172 
VIII. ORGANIZATION AND SALES PRACTICES 
Service is the lite blood of a business. This is particularly 
applicable for the steel warehouse indust~. They sell steel -- man.y 
varieties of steel. But steel orders stem from a derived demand -- a 
demand by the customer tor stock w1 th which to complete one or more of 
his work projects. Characteristics and perfornance factors tor steel 
are many, but it does not possess the selling points that would persuade 
a customer to deal with one distributor in preference to others for 
any one of the distributors either had, or can obtain the particular 
size 1 length, analysis or finish required by the custoner. There are 
innumerable selling points with automobiles, radios, etc., but not so 
with steel. While the popular saying "steel is steel" is a misnomer, it 
still carries a meaning with the customer and the distributor inasmuch 
as both realize that 1 in normal ti~ms 1 the customer can obtain his re-
quire~mnts of identical types from several sources. The steel ware-
house distributor who tails to recognize that, in the final analysis, 
he is selling service 1 is certain to encounter customer resistance 
and retrogression. He is forgetting that his ability to service his 
customem with the right stock at the right time 1 friendly sales rela-
tions, intelligent credit policies, etc., constitute the basis on which 
his business was founded and grew to its present level. Custo~mr 
service, sales promotion with finesse, imagination and aggressiveness 
and the business ethics commonly associated with American business, are 
essential to the continued growth of the steel warehouse indust~. 
In the main, the postwar years produced an interesting contrast 
to prewar years. Industry enjoyed a paradise and the buyer tolerated a 
purgatory, relatively speaking. The emphasis was on production, and 
industry did an amazing job of converting its plants from wartime to 
peacetime production. Sales, competition, market analysis, and other 
distribution refinements, were considered lightly, if at all, and actually 
were not necessary. King seller, in the majority of instances, did a 
rather efficient job of distributing his goods to the hungry market. 
But the sales siesta is definitely over. The job of re-
coiiVersion has moved over to the sales department. The battle for orders 
definitely is on again. The seller has become so accustomed to seeing 
the beyer standing with hat in hand that many of them have forgotten 
his normal headgear is a crown -- that he is the man who detennines the 
slant of the sales curve and the size of the pay envelopes. For so 
many years has the buyer sought the seller that many sellers have coma 
to regard this unnatural, war-created condition as normal and forgot 
that what made American industry great was the burr of competition in 
the seat of its pants -- a burr that kept it constantly on the move, 
improving its products and finding better methods of distribution. 
But industrial selling has put its working clothes on again. 
Soft selling muscles are now aching with honest toil. The transition 
has not been easy. For some, it has, as yet, not been necessary. The 
steel industry, generally speaking, has enjoyed a seller• s market since 
the war and during these "emergency" days, still enjoys a seller's 
market. But this is not true for all, nor is it true with all for all 
products. So the burr of competition has moved the aggressive steel 
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warehouse distributor -- to ready himself for those days when competitive 
conditions and a waning market will necessitate some hard-hitting, ag-
gressive and scientifically planned sales programs. The winners will 
be those who recognize that distribution methods must be re-examined. 
Jl.arketing teclmiques have been, or are in the process of being, over-
hauled. Postwar conditions are infinitely different from prewar con-
ditions in ever so many categories. 
Sales policies have been overhauled, refined and amplified 
upon. Sales forces have been expanded to provide a 100re intensive 
canvass of the known and potential markets. Product knowledge of the 
sales force has been stressed and rather elaborate sales training 
programs invoked by many companies. Customer service in the steel 
warehouse business is once again the b,yword. 
A. The Sales Force 
While there is no uniformity in the organization structure 
of steel warehouse distributors, it could be broken down into three 
primary categories: sales, warehouse, and office. 
The sales force, as such, is comprised of outside salesmen 
and inside salesmen. Before a salesman in the steel business can 
qualify for the sales force, it is important that he have a working 
knowledge of office functions, credit policies and, of logical impor-
tance, the sales policies of the company and a knowledge of the products 
sold. The salesman who does not have this experience and educational 
background is handicapped in his custoner contacts, resulting in 
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ineffectual sales effort, injurious both to the individual in his career 
and to the company in the sales promotion of its product. The salesman 
is the company in every sales contact. How he conducts himself, presents 
his products, services his customr, and i.ntluences the customer to con-
centrate his sales with him are cardinal points in a sales program. 
The salesman lmows more about the customer -- his requirements, capacity, 
working conditions, pecularities, other service needs -- than any other 
individual in the organization. How he utilizes this information for 
his own sales contacts, and how he distributes this information to 
other interested parties in the organization, is of suprene importance. 
A telephone salesman is also a vital part of the sales force. 
He is the junior salesman, so to speak -- the immobile salesman. Since 
telephone salesmen take, and write up, the bulk of the orders, it is 
important that they also have a thorough knowledge of the products, 
and are well versed on telephone techniques and etiquette. Theirs is 
a difficult task at times because their personality expressions are 
confined to their ability to use the telephone. 
But to say that the outside salesmen and the telephone sales-
men comprise the sales force in a steel warehouse organization is a 
partial statement. Every employee in the organization is a salesman. 
The entire organization of a steel warehouse distributor comprises the 
sales force. The stock clerk, who must maintain an accurate, complete, 
and up-to-date record of stock available for sale; the inventory analyst, 
whose job it is to maintain an adequate stock at all times of those items 
that will best service the requireroonts of the oustoners, compatable 
with the inventory and sales policies of the company; the credit 
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department, whose credit policies and credit-sales coordination is 
so vitally important to the sales force; product specialists and 
their superior knowledge of their products for servicing the customer 
on specialized problems; pricing, invoicing, cashier, stenographic, 
traffic -- all of these directly, or indirectly, are part of the 
sales .force and contribute significantly toward the position of a 
company and its customer relationships. Even the truck drivers, 
oftentimes neglected, are important personages in that they could 
be called good-will ambassadors at large. The manner in which they 
present themselves and their company in customer contacts could 
perhaps be freshly approached b.1 maQ1 distributors. 
So the sales force is the entire force; the entire force 
is necessarily a sales force by the very nature of the operations of 
a steel warehouse distributor. He sells service. He lives with a 
derived demand for his products. Steel is steel, and so it could be 
said that people are people, but how those people are chosen and 
trained, and how they capitalize on their inherent abilities, training 
and experience, is so vital that management should appraise it care-
fully and give it top priority when dollars are being spent• 
B. Sales Training Programs 
Events of the past few years have had the effect of turning 
the spotlight on the man responsible for sales. Fixed costs in most 
businesses have become so high and so inflexible that only in volume 
is there real hope for profit. The break-even point is high; the 
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margin of profit in many instances has been mitigated due to impressive 
cost advances. 
To be prepared for those days When genuine competitive selling 
is in vogue, training programs for both outside salesmen and telephone 
salesmen have been instituted by many companies. 
To keeps alesmen 11 on the ba.ll11 with a sales-minded, aggressive 
approach in their calls, one company has developed a brand new sales 
training course on the principles of industrial selling. This is a 
sales course in which the emphasis is specifically on industrial selling. 
Through it, each salesman is taught or reminded of the basic principles 
of selling steel to industrial users. 
Meetings are held monthly and are presided over by the plant 
manager. Courses are prepared by sales training experts, but the sales-
man gets the story straight from his own boss with whom he has a direct 
relationship. After the presentation, the salesmen talk over their 
selling problems and practice selling each other. 
A similar course is used for the telephone salesmen. This 
course covers the principles and methods of selling and emphasizes 
the vital importance of courtes,y on the telephone. 
For further training, some companies publish internal sales 
organs which are filled with the latest product information, as well 
as stimulating articles -- stories from the actual experiences of the 
salesmen. 
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To keep the company nane in the minds of customers, some 
companies utilize direct mail sales promotion for three principal purposes: 
First, and most obvious, of course, is product pushing. 
Second, to introduce new sales personnel to the customers. Third, to 
keep customers up to date on the latest government directives and regu-
lations affecting their operations. 
By using such training programs and customer contacts, the 
company can build up a background of experience, training and infor-
mation which will be extremely valuable for highly competitive goings. 
Salesmanship in the steel warehouse industr.y has never here-
tofore reached the highly developed stage that exists in certain ~pes 
of retail selling. Admittedly, the problems are somewhat different 
since the warehouse sells directly to industrial users rather than to 
consumers. But there definitely is room for, and need for, improvement 
in sales techniques and knowledge, if the warehouse salesman is to enjoy 
that finesse and acumen that norually is associated with the retail 
salesman. A good salesman, whether he sells steel, insurance, or cig-
arettes, is a man who has a keen understanding of his customers• re-
quirements. A good salesman never overloads his customer, he never 
bullies his customer into buying, but instead helps him to select the 
right type of product for his use. A good salesman helps his customers 
in the merchandising and utilization ot the products he sells. 
In the steel warehouse business, it is vital that the sales 
force be expertly equipped to out maneuver competitors, if that compa.ey 
is to maintain its competitive postion and reali~e a volume or sales 
sufficient to exceed its break-even point and make a fair profit. The 
cost of doing business today is high. The cost of proper sales 
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development, of sales personnel, is low compared to the dividends that 
will ensue. 
C. Advertising 
There are easily five different steps which must be taken to 
complete a sale: 
1 . Those who directly, or indirectly, control 
purchasing must be contacted. 
2. Interest must be aroused in the product. 
3. A preference for the product must be created. 
4. A specific proposal must be submitted, appl:,ying 
the product to the buyer's problem. 
5. (most important) The transaction must be com-
pleted -- the order secured. 
Today 1 at a relatively low cost per dollar of sales volume 
and with a tremendous saving of the salesmen's time, the first three steps 
are accomplished, in large part, by advertising. It contacts the people 
who control purchases, arouses interest ~ the product, and creates 
preference ~ the product. 
Being one of the newer elements in the operation of an indus-
trial enterprise, advertising has not yet reached an acknowledged 
standard so that agreement is had and practiced as to where exactly it 
fits into an industrial business. There obviously is a lack of unanimity, 
particularly as to the true objective of advertising in industry. 
Some advertisers stress product promotion; others switch to 
a general institutional theme; some advertisers maintain sound, consistent 
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advertising schedules, while others cut or eliminate advertising on 
products with long delivery, the reason being that they should not ad-
vertise when they cannot deliver. 
The basic objective of advertising is not primarily to sell; 
that is the primary function of the sales department. The true purpose 
of industrial advertising is to sales condition. Sales and advertising 
are closely related in general objective and operation. 
An industrial sale passes through the following three stages: 
1. A sales-conditioning stage -- informing a prospective 
customer about the product, its features and advantages 
to the customer, and attempting to create in the 
customer's mind a clear understanding of the product 
and to develop a preference for the product over 
competition. This sales-conditioning stage exists up 
to the time the prospect is ready to buy. 
2. The negotiation stage -- at this point the prospect 
is ready to place an order. He has decided what he 
needs and the exact type of product he will buy. Now 
he wants information covering size, type, price, 
terms and delivery. 
). The order stage -- it is here that the actual order 
is placed by the customer and accepted by the seller. 
No industrial sales force is large enough to cover the thousands 
of prospects that exist with sufficient frequency to develop the three 
stages ending in a sale. As a result, sales forces generally concentrate 
on the negotiation stage and the order stage. Advertising concentrates 
on the preliminary stage -- sales conditioning. It is the responsibility 
of advertising to lead the horse to the trough, and it is then the res-
ponsibility of the sales department to make him drink. 
Since sales conditioning is a constant responsibility aimed 
at the creation of future sales, there is a constant need for advertising 
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to accomplish this essential responsibility. In addition to sales con-
ditioning, advertising can be used to develop inquiries, disseminate 
price i.nfonnation, announcements of all sorts, industrial and public 
relations programs. 
The advertising tool of direct mail is one that can success-
fully and economically be employed to assemble for the sales force the 
names of companies and individuals known to the sales force and the 
n.a.nes ot those upon whom the sales force does not call, for one reason 
or another. The most valuable asset that any compaey has will not be 
found in plant or equipment or in organization or product, but in their 
list of customers and prospects. 
Barring the actual salesman's call, direct mail is at least 
as important to the overall effort a s aey other tool of advertising . 
In most cases, it is too late to compete for the order after 
the buyer has made up his mind. The time to compete is during the 
"sales-conditioning" stage, even before the prospect knows he is going 
to buy a given product. Competition is successful when a prospect has 
made up his mind that he prefers one industrial product over another.• 
The average distributor is limited in his advertising and 
sales promotion for obvious financial reasons. Generally, they con-
centrate their advertising and sales promotion in business papers, 
directories, telephone listings, technical bulletins, direct mail and 
display boards. Many of them feel that metallurgists and engineers 
know what they want in the trade, and consequently, extensive advertising 
and other types of sales promotion are not necessary and is a rather 
* 4, pp. 1-16 
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expensive proposition for the returns which may, or may not, be forth-
coming. 
However, this certainly is not true for all co~nies. The 
more aggressive companies engage in a rather extensive advertising 
program and endorse it as being a very important sales media. Keeping 
the name before the public, advertising products, services and trade 
infor:mation, is considered ~ them an important sales tool -- a good 
sales conditioner. A well developed advertising program, coupled with 
a trained and aggressive sales force, represents a sales comb:ination 
that is difficult to beat. How extensively a company should engage in 
advertising, is one that rests with management -- management• s appraisal 
of advertising and nanagement• s cognizance of its internal limitations 
to finance an advertising program. Advertising has been debunked by 
some concerns, but there is no denying the fact that advertising has 
been an extremely successful sales media for many companies. A dis-
tributor should consider carefully the amount of money that he can and 
should budget for advertising. Advertising is flexible. It can be 
forceful. It can, and has proven, to be potent if used properly. 
D. Credits and the Credit Side of Selling 
Credit is essentially a selling force. It is a force similar 
to advertising. Credit has cone in to the economy as a means by which 
a seller can better reach the needs of a buyer. It seems so simple to 
say that in a credit transaction, the buyer merely gives his promise to 
pay at some future time for the goods or service received in the present. 
Too often in the simple statement, the essential nature of the risk 
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involved during the period of waiting is overlooked. It is not enough 
to note that the ability to repay ani the willingness to zepay are the 
essential variables b,rwhich the individual differences between credit 
risks may be appraised. 
All too often, businessmen neglect the variability in the 
degrees of risks between credit customers. Of course, this has no 
application for those accounts that discount, but in those instances, 
when an account fails to pay 1 or when there are certain special legal 
and technical aspects involved in a credit transaction, this tends to 
let management realize the complexities of credit. 
Step b.r step, there has been developed well-defined principles 
of credit which are lalown today as credit management. The successful 
application and administration of these principles calls for intelligence 
of a high order, a considerable lmowledge of finance, business manage-
ment, law, and human relations. Modern methods, research techniques, 
and statistical yardsticks have made present-day credit management almost 
a science. 
There is no cut-and-dried formula for sizing up a credit 
risk. "Character, capability, and capital11 very nearly cover the 
fundamental principles. They are generally referred to as the three 
"C • s'' of credit. More recently, two more "C' s 11 of credit have sometimes 
been added -- conditions and coverage. 
Every businessman numbers among his most valued and profitable 
customers, men who, when they started out, had barely enough money to 
open up a checking account. Because he lalew them to have character and 
184 
capability and to be "live wires," he extended credit facilities which 
would have made the conservative banker gasp for breath. Many of our 
largest businesses of today started with a capital of less than $1,000. 
Nearly all started from small beginnings. 
During "plush" periods, is the time a distributor should 
appraise his credit policies. Like the sales manager, the credit nan 
has to learn new tricks. Together, they should review the customer 
list and prescribe remedies for the "sick and the lame." Collection 
policies should be redefined, and closer examination accorded those 
accounts requiring additional time. Collection procedures and credit 
instruments should not displace careful credit analysis as a means by 
which markets may be expanded into time . Temporary tightness with 
customers is understandable . The continuing delinquent should be urged 
to interest new capital or obtain bank loans. Concurrent with this 
credit appraisal , sales and accounting should analyze customers and 
products from the profit viewpoint. 
The credit manager should be just as much interested in 
approving the order for immediate shipment as the salesman is in ob-
taining the order. He is not getting paid for the orders he turns 
down, but for the profitable business he builds up. Credit policy goes 
hand-in-hand with sales profits. 
In present-day methods of credit investigation, the salesman 
is very frequently the only representative of his company who ever sees 
the customer personally. The salesman sees the customer in his place 
of business and can report on his habits, reputation, ability, location 
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and competitive conditions, whether a cash or credit business, when 
established, financial status and sources of principal purchase for 
reference check. The salesman can quite accurately appraise the amount 
and condition of the custoner• s stock. Is the stock in good condition? 
Is be overstocked and, if so, is it movable stock? Are purchases made 
prudently or carelessly? 
Credit nanagemnt should be important to salesmen because 
business as we know it in America is transacted largely on credit. 
Between the time shipment is made and the bill paid, the shippers 
actually are helping to finance the customer. The shipper bas the sans 
right as the bank or other loan agency to be informed regarding the 
financial and credit responsibility of the buyer. 
To be sure, much of this information is available through 
credit reporting sources, but a salesman is able to obtain and pass 
along valuable information that will help his credit departmant to 
better help him. This is particularly true in the case of new accounts. 
That is why progressive management today requires the closest possible 
cooperation between the credit manager and the salesrren. Frequent 
consultations and conferences between those in sales and those in credits 
are necessary if the business is to prosper and grow. 
The credit manager can not only warn the salesmen of an un-
favorable trend or approaching financial danger, but can likewise inform 
him of improved condi tiona or improvement in the customer• s manner of 
meeting payments. This enables the salesman to increase his sales 
volume. Once a salesman has ful~ awakened to the relationship that 
exists between selling and credit, he has taken a big forward step 
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toward success, for in the last analysis, a salesman• s earning capacity 
is not measured by the orders he books, but by the profit he nets. A 
hundred-dollar credit loss may easily wipe out the profit on a thousand-
dollar sale. Neglected collections will ruin any territory. Sales 
are necessary, but above all, they mst be profitable sales. A sales-
man who can talk credits intelligently is in a much better position 
than one with only a slight knowledge or indifferent attitude toward 
credits and collections. 
In the steel warehouse business, the general sales policy 
is to develop am sell the maximum number of accounts. Many of these 
accounts may be marginal accounts in that they are just about meeting 
their break-even point. Some may even be sub-marginal accounts. Often-
times the information available to the credit manager is not through 
the usual sources, but must be obtained from the salesmen. Furthermore, 
the volume of business with some accounts does not necessitate nor 
even warrant a complete credit analysis. The infornation which can be 
obtained from sources, plus what the salesmen can contribute, usually 
will suffice with a great number or accounts in order to establish a 
line of credit satisfactory to meet the customer•s requirements. 
The function and responsibility of management to establish 
sound credit policies is of cardinal importance. The proper inter-
pretation and successful application or these policies by the credit 
manager can significantly add or detract from the success of the 
business. Where the caliber o! the account and/or the size of the 
account warrants, the following causes !or business failure should be 
considered in a credit analysis: 
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l. Inefficient management. 
2. Lack of capital. 
3. Bad debt losses. 
4. Cut-rate competition. 
5. Insufficient profit. 
6. High cost of doing busim ss. 
1. Poor accounting records and poor collections. 
8. Inexperience. 
9. High rent. 
10. Poor business location. 
11. Dishonesty and fraud. 
While these represent several causes for business failures, 
they all revert back to NWliber 1 -- inefficient managenent. The greatest 
unlisted asset in every business, large or small, that will not be listed 
on aey financial statenent is management. The credit manager should 
keep this uppermost in mind in his credit analysis of his customers. It 
proper treatnent is given by the steel distributor to his credit policies 
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and coordination of credit and sales, one of the pitfalls of many businesses 
will have been overcome. 
E. Public Relations 
Public relations is a generic term covering a multitude of 
activities, all having the end objective of generating acceptance, ap-
proval and good will. Publicity, be it radio, newspapers 1 or any other 
mediwn, is only the transmission belt by which public relations objec-
tives are attained. To illustrate, when John D. Rockefeller some years 
ago was distributing dines, the story itself was publicity, but the 
idea of a shiny dime was public relations. 
The most intelligent use of public rela tiona is to prevent 
adverse public opinion instead of attempting to correct it. Public 
relations is as easUy used to replace neutrality with a favorable 
atmosphere, as it is to reverse an unfavorable viewpoint. Whatever the 
objective or a public relations program, it inevitably gravitates 
toward educating the people, customers, or govemment, to the true 
facts about an industry. 
There is a general lack of knowledge by the public, including 
many of its customers, of the true economic function ot a steel dis-
tributor. How many people appreciate that the mere existence of a 
national framework or steel distrilutors actually reduces the cost ot 
steel production? The same thought applies tor the final price of the 
steel, whether purchased from a producer or a distributor. 
How many steel consumers are actuallf pursuaded tbat steel 
is more often economical to procure from a steel distributor than it 
is tor them to stock it? · How fully do customers, government, and the 
business fraternity, realize the utter dependence or small business upon 
the steel warehouse industry-? 
The American Steel Warehouse Association has a public rela-
tiona program, the purpose of which is to : 
1. To impress upon all lbo come in contact with the 
steel distributing industry, the facts that demon-
strate it to be an indispensable part of our 
economy. 
2. To establish the association and its members as the 
most reliable source of accurate, up-to-date infor-
mation about the distribution of steel through ware-
houses. 
3. To increase the prestige and appreciation of the 
importance of the various chapters of the association 
and, as a corollary, its individual members. 
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4. To provide a broad base upon which individual 
members can conduct their own community relations 
and sales promotion efforts.* 
Public relations, advertising, and other sales promotion 
schemes are being used more and more, particularly by the aggressive 
distributors, to sell to the public tbe company name, its products, its 
services, and its personnel. Public relations is relatively young. The 
knowledge and finesse, which is normally associated with advertising 
developments, has made rapid strides in the last two decades. Its 
value in developing and maintaining the all-important public opinion 
medium for promoting acceptance of a steel distributor in his community 
is gr.adual~ being recognized. 
F. AsEects of Competition 
1. National Versus Independent Distributor 
By reason o£ affiliation, geographical scope of operation, 
types and varieties of items carried, and merchandising practices, ware-
houses fall into one or more of several categories. 
The national distributor should be contrasted to the local 
independent distributor. The national distributor has warehouses lo-
cated in all, or a major portion, of the entire country and has a central 
general office. The national distributor can further be classified into 
mill affiliated and non-affiliated. Two examples of mill affiliated 
companies are the United States Steel Supply Division, United States 
Steel Company, and Ryerson Steel 1 which is a subsidiary of the Inland 
Steel Co~. These national distributors are owned b.1 steel producing 
* 17, P• 14 
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mllls and, to the extent possible, obtain their stock from the parent 
producing mill. 
The national distributor has certain advantages over the local 
independent distributor in the form of ample working capital to carry 
a large and diversified product mix, and to !iname other large scale 
operations such as large accounts receivables, technological improve-
ments in the warehouse in the form of additional space, additional 
machinery or replacement of' machinery, market analysis and sales develop-
ment programs, large scale and scientifically planned advertis:lng, public 
relations and sales promotion programs, personnel training programs, 
and sufficient capital to meet contingencies such as prolonged strikes 
or property damage. 
The local independent distributor generally is thought of as 
having but one or, in some instances, two or three warehouses located 
essentially in the same section of the country. Their advantages, to 
some extent, work as disadvantages of' the national distributor. The 
individual warehouse oftentimes can handle the customer service angle 
better because of' greater freedom of' action in management. He can 
rather easily lower prices; management decisions can be formulated and 
effected more quickly, although there might b~ a question as to whether 
or not they are as well developed. Along this line of' thinking, it 
is logical that they could formulate policies and plans ot action more 
quickly because there are less factors to be considered. With a 
national distributor, particularly a mill affiliated national distributor, 
the policies and procedures formulated must be considered in relation 
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to those of the parent corporation. Furthermore, the national distribu-
tor is more susceptible to government intervention and censorship. There 
is little doubt that the small business is in favor with our federal· 
government, and llhile perhaps it has been carried to extremes, there is 
something to be said for it. This thought could be related t o the 
wheels and gears in a watch -- there are large gears and wheels, medium-
sized gears and wheels and small wheels and gears. It takes all of them 
to make the watch run. Another advantage of the independent distributor 
is community association. The independent distributor owns his own 
compaey, his customers realize it, and they oftentimes attempt to give 
him a preference over a national concern which only has a local branch. 
Also, the local independent distributor is probably more apt to take 
into consideration, from a personal standpoint, or rather, a personal 
relationship with his customers, such things as going out of his way to 
help them in times of some financial problems by extending extra time 
on credit. This also is done by the national distributor but, generally 
speaking, not to the extent that it is done by the indepen:ient dis-
tributor. In effect, where the local distributor does not have the huge 
stocks to offer, he does have other things which perhaps add up to 
improved personal service. This does not suggest that the larger dis-
tributors do not attempt t he same thing, and, in many instances, accom-
plish this objective equally well as the small, independent distributor. 
But the fact that they are a national concern and have headquarters in 
some distant city, which is in effect, ownership out of town, or even 
out of state, tends to put them somewhat further from the local conditions 
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in spite of their local management's efforts to feel the pulsation of 
their particular area. Ever increasing taxes, particularly the excess 
profits tax, presents more of a handicap to the small, independent dis-
tributor than to the national distributor. In many cases, it results 
in a curtailment or reduction of expansion programs because of lack of 
capital and the inability to finance any growth through issues of stock. 
2. General versus Independent Distributor 
The general distributor may be either a national or local, 
independent distributor. This distributor classification pertains to 
the types and quantities of products handled. 
The general distributor carries a diversified, complete line 
of items by size, type, shape, finim and analysis. The general dis-
tributor believes this inventory policy is necessary in order to provide 
the best service to his customers ... being able to service all of his 
steel requirements. By so doing, the general distributor makes it 
unnecessary for the customer to seek elsewhere for a portion of his re-
quirements. As a consequence, his volume of business increases by virtue 
of his ability to service all of the requirements, and also, he reduces 
the exposure of the customer to the enticements of competing distributors. 
The specialty distributor specializes in a restricted and 
somewhat related variety of items. For example, he may carry only stain-
less, alloys and tool steels. Then there are those who carry some carbon 
products, such as hot rolled and cold rolled bars, tool steels, 8lld 
machinery items. Their product knowledge and service records usually 
surpass that of the general distributor in those products which they 
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carry. This is due, logically, to the ability to concentrate on fewer 
items and to develop personnel to a f'iner degree to canvass the f'ield 
and service customers. Specialty distributors compete with other 
specialty distributors and also general distributors in those products 
handled. 
3. The Opportunist 
The steel shortage era produced many opportunists. Some 
knew the business, others did not. Some were squareshooters, many were 
not. Concensus was that all such operators would vanish with the steel 
shortage; that is not exactly true. Today, a f'ew or· the old oppor-
tunists are still in business. They appear destined to stay because 
they know the business, and they use a fresh, hard-hitting approach 
to steel selling. 
Purchasing agents who had done business with the opportunist, 
and vho somehow escaped public censure, learned that some of' these 
"bad boys" were entirely reliable. They have done business with them 
because oftentimes their prices were lower, service in out:cying and 
rural areas was as good, or better, than that from large warehouses, 
quality was comparable, and the opportunist kept them advised of' avail-
able stocks by constant eve~y sales propaganda campaigns the buyers 
could not overlook. 
Their methods of operations present a new approach. They 
use a chain grocery store handbill approach, mailing out their specials 
to thousands of consumers. Many of these same customers list their 
surplus stocks in return. Mailings are countrywide and so is delivery. 
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No road salesmen are used. Everything is telephone. If necessary, the 
price is below stamard warehouse prices. They pick up the item wherever 
it can be found -- in the mills, surplus consumer inventories, or in 
rare cases, other warehouses. They attempt to find the item as close 
to the consumer as possible so that the freight will be as low as 
possible. Regular warehouse buildings and facilities are not involved, 
thus cutting down overhead. Some of them maintain shipping docks and 
rent warehouse space where shipments are combined or sorted, but that is 
all. 
In the metropolitan areas, they are not particularly competitive. 
Their prices may be competitive, but they cannot compete with the deluxe 
service furnished by warehouses in the large industrial areas. However, 
in the country areas, they can compete successfully in many instances. 
Whether they can survive during "normal" times is questionable. But 
the fact that they have been successful in the postwar years and have 
somewhat entrenched themselves in the steel distribution business, would 
indicate that there is a possibility that the strongest of them can 
survive. Who knows, perhaps someday Sears Roebuck and Company may have 
a steel division. 
4. Mill Infiltration 
As mill deliveries improve and as competition increases, 
steel producers doubtless will begin to solicit small orders much in 
the same manner, if not to the same extent, that they did in the prewar 
years. Btzy'ers are price conscious for perfectly logical reasons. This 
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discourages them from paying warehouse prices for any items that can 
be bought at mill prices. For the beyer who consumes and can stock 
mill order quantities, he will return to the mill for his steel re-
quirements when the mill is able to accommodate his order. Only by' 
giving good service to blJ1'ers whose orders are too small to place witb 
the mills, and by' meeting emergency demands for steel which cannot await 
mill deli very, can the warehouse distributors exist and maintain an 
adequate volume of business. 
To solicit small orders that normally would be handled by' 
the steel warehouse distributor, is not good business for the steel pro-
ducer. During the past ten years, there has been a tremendous advance 
in mill technology. Production processes have been accelerated and 
the nuisance of handling small orders has been correspondingly increased. 
Along with these improvements in production methods, the mills have 
sustained greatly increased labor costs. These two factors arising 
from modern equipment and high labor rates should curtail considerably 
competition with the mills that the warehouses suffered before the 
war. Hence, the average size of warehouse orders should show a gain 
over prewar years. 
A phenomenon from without the industry has, and perhaps will 
continue, to impede competition from the mills -- this phenomenon being 
the greatly increased freight rates. This has the effect of compressing 
the distances over which a seller may absorb freight and meet competition 
at distant points of delivery. It has stimulated the establiShment of 
maey new warehouses. Unless freight rates are restored to prewar levels, 
196 
small warehouses will continue to be established in the smaller outlying 
industrial centers even though the Federal Trade Commission may change 
its stripes, or Congress reverses its Supreme Court decisions on the 
basing point pricing system. Obviously, steel that is sold from 
these new supplementary warehouses cuts into the sales potentialities 
of the warehouses in the larger cities that formerly served these out-
lying markets. The new warehouses, whether they be local, independent 
distributors, or branch plants of national distributors, and expansion 
of established companies in forming new districts of operations, have 
made significant contributions to the sum total of steel distributing 
facilities. 
Some warehouses have gone into one or more special operating 
processes, such as slitting, roller leveling, cold reduction mills, 
annealing, pickling, because they consider it good business to buy, tor 
example, a coil of steel, slit it into narrow strip widths tailored 
to customers• specific requirements, smooth the edges, roller level it, 
and perform other operations on this or other types ot steel as des-
cribed above. Improved customer service and an additional source ot 
attractive profits ensue. 
G. Taxes 
The successful warehousenan -- large, medium or small --
may be so successful that he finds himself in the "coveted" excess 
profits tax bracket, which means the government can take as much as 
eighty-two cents out of every top dollar earned. There are few 
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businessmen who cherish the thought of having hard-earned profits taken 
to this extent by the government, but they have little alternative it 
they fall in the excess profits category. 
But there are some alternatives for using part of the eighty-
two cents, such as: 
1. Do nothing except build heavier reserves, possibly 
by holding down the dividend rate. These reserves 
can subsequently be used for a multitude of pur-
poses, such as contingencies, expansions, or just 
additional working capital. 
2. Expand plant capacity and install improved machines. 
). Increase the dividend rate. 
4. Strengthen the present markets -- advertising, 
public relations, sales promotion programs, personnel 
development programs, additional services to the 
customer. 
The excess profits tax is, in effect, a subsidy because it 
provides cheap dollars to the profitable and established compaey. It 
gives dollars which can and must be used by responsible management to 
safeguard and to extend the position of its company against competition. 
It creates a double standard of dollars with favors going to those 
already strong. It compels aggressive management to use wisely its 
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cheap dollars to entrench and to expand. The warehouse distributor 
will do well to consider carefully the maximum utilization of the 
eighty-two cents dollar. Whether he should bUif better machines, enlarge 
his plant so tha~ he can turn out more goods, increase advertising and 
other marketing expenditures to make sure that the higher output can be 
moved, pay more dividends to the owners, or to plow the money back into 
reserves, involves considerable cogitation by top management. For 
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example 1 higher dividends do not necessarily, or significantly, enhance 
capital values until they are maintained over a considerable period. 
Perhaps it might be more advantageous to increase the advertising budget . 
Deductible advertising costs can give wider profit margins after the 
company• s break-even point has been passed. Perhaps there is more 
risk in going after additional volume in thinner markets, but it can 
be offset by tax deductions and better margins. 
Tomorrow's markets will be bigger markets than today' s and 
perhaps spectacularly big for the American businessman liho capitalizes 
on today' s great opportunities by employing bold thinking and enter-
prising action. The distributor, faced with serious tax problems as 
all of them are, is compelled to plan his budget carefully in order to 
take into consideration all of the possible methods by which he can 
better his competitive position by the most sagacious expenditure ot 
his dollars -- those left, it any, after taxes have been paid. 
H. Market Analysis 
Market analysis is a consumer requirements survey to determine 
and develop market opportunities, determine where selling efforts should 
be spent and subsequently showing what progress has been made. It 
provides the salesman with pertinent facts about each consumer of his 
products -- facts such as who is who in the compaey1 what products they 
buy, how much do they buy, what sizes do they buy, are there any sales 
retardance factors that make it difficult to sell, personal facts about 
the people called on. 
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Market analysis involves a detailed stucr,r or the market area 
to determine the consuner buying power for the industry, broken down 
by types and sizes or products, for the express purpose or determining 
how, where and why sales and facilities plans should be modified. 
In aey steel marketing research work, the product detail to 
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be used is a crucial consideration. The distributor, to maintain t}le most 
favorable commercial position, must stock the right products, in the 
right quantities, at the right times. He must know who uses what products 
in what quantities, and use this information in his inventory product 
mix. For the sales manager, a market analysis provides a splendid 
media for determining the potential, in detail, in a salesman• s territory, 
and then by comparison with actual results, help that salesman to help 
himselt to become a better salesman. The benefits to the company are 
self evident. 
A carefully planned, well directed market analysis program 
will accomplish the f ollow:ing: 
1. Establish an adequate, aggressive, well trained 
sales force. 
2. Establish an intensive sales campaign directed at 
acquainting the trade with ability to serve them 
efficiently. 
3. Analyze sales by trade classifications to determine 
the extent or participation in various markets. 
4. Develop advertising campaigns based on product 
selling to specific markets according to the selective 
selling theory. 
5. l.'llprove product availability and delivery service. 
6. Establish a sales incentive program. 
7. Analyze product sales for the purpose of establishing 
selective selling methods to insure the maximum contin-
uing return on investment. 
8. Follow up of sales prospects developed as a result 
of the market analysis. 
9. Develop sales codes and statistical data relating to 
the activities of salesmen for use by management in 
directing solicitation efforts. 
10. Establish a personalized mailing list for use in 
connection with advertising and market development. 
11. Provide a basis for analyzing operating problems 
pertaining to storage, identification of material, etc. 
12. Provide a basis for facility planning. 
Prior to World War II, facility planning was based principally 
on the personal experience of key executives and their advisors and 
operating conveniences which prompted some warehouses to be built closer 
to the source of materials, rather than to marketing centers. Since 
World War n, more attention has been given to marketing opportunities 1 
and facility planning has been based to a larger extent upon those op-
portunities. 
In facility planning, practices which should be ccnsidered 
are: 
1. The market. 
2. Competition. 
3. Probable sales. 
4. Gross profit. 
5. The costs involved. 
6. Net profit. 
The market analysis program will answer the first three 
factors. A market analysis program, coupled with interviews with the 
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salesmen and, to the extent possible, with the trade, may develop 
information such as: 
1. Competitors ma.y be closer to sources of supply. 
2. They may have more freedom to entertain customers. 
3. Their relations with the local trade rna.y be long 
established. 
4. They JrB.y be noted price cutters. 
5. It may be developed that the area is not adequately 
serviced by steel distributors. 
Analysis of these factors will help to determine the percentage 
of participation in the market, which in tum, enables the preparation 
of a sales forecast. 
Appendix E represents an attempt to determine the steel ware-
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house industry• s share of an average of 90 million ingot tons in the 
1951-60 period. In deciding what steel production will be in the future, 
it was first necessary to build up a broad picture of how our econom:;r will 
grow, and state this in terms of basic economic factors. Since steel 
is basic to our econo~, historical relationships between steel and 
these basic economic !actors could be determined and projected into the 
future, giving a broad range of' estimates. The range of' probability 
indicated by this factor, plus other conditioning factors, pointed to 
the need for average annual production of 90 million ingot tons of steel 
in the next decade. 
This market estimate does not guarantee a stable rate of 
operations. The early years of the decade will be above average, pos-
sibly reaching a peak of 110 to 125 million ingot tons. However, 
sometime in the next ten years, a highly competitive market will return 
which might pull the operating rate down to as low as 65 per cent. This 
period will come when the military build-up is completed when back-logs 
of demand for autombiles and appliances have been fully satisfied, 
and when industrial capacity has grown sufficiently to meet the immediate 
needs of our econo!I\V. The purpose of presenting this study is to show 
how a market could be estimated and how such an estimate could be used 
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in facility planning. The products included in the study were: structurals, 
plates, hot rolled and cold finished bars, reinforcing bars, sheets, 
hot rolled and cold rolled strip, and rails and accessories -- products 
normally carried by industrial steel warehouse distributors. 
The market is constantly changing -- exparrling or contracting 
for some products but not others. A market analysis program will develop 
this and considerably more information to be used by the distributor 
to improve his commercial position. Market analysis is one of the tools 
utilized in scientific management, which is the type management necessary 
in these complex and highly competitive days,if any businessman is to 
progress, and even survive. 
IX. SUMMARY AND CONCLUSIONS 
From the early iron dealers, whose scope of operation was 
restricted to the local community and whose variety of iron and steel 
products was ver,r much limited, the distribution of steel has developed 
into an industry of considerable importance in our economic s.rstem. 
The growth of the steel warehouse industry has kept pace with the growth 
of our national econo~. Its distribution concepts and practices re-
flect the most current principles of distribution and have been embel-
lished with an atmosphere of aggressiveness and foresight that has 
enabled it to attain a good degree of efficiency in its operations. 
The steel warehouse industry has demonstrated its indis-
pensable place in the distribution of steel and has justified its place 
in the national econoiJ\1. The warehouse distributor and the steel 
producer each have a separate and distinct function in steel distribu-
tion. The steel warehouse industry has made steel quickly available to 
$00,000 or more steel users, and has taken an active part in broadening 
the market for steel and building the small steel users into larger 
industries. This service to the steel industry or our countr,r has 
grown because of the economic soundness of this method of distribution. 
It relieves producers of millions of small, unprofitable orders which 
could not possibly be handled by the steel mills unless they duplicated 
facilities employed by the steel warehouse industry. 
Service -- prompt, efficient and courteous service -- is 
the heart-beat of the steel warehouse industry. It has grown to its 
present proportions and has justified its place in the steel distribution 
system only by the extension of this service to meet the emergency and 
small order requirements of normal mill bwers and to take care of 
the everyday requirements or the small steel consumer, whose level of 
operations does not justjfy the purchase of steel in large quantities 
from the mills. The steel warehouse distributor has done this job 
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well, and particularly was this realized during the early days of World 
War II. His accomplishments have been due to the development and improve-
ment of several principles of operations which exemplify the ingenuity 
and tenacity of the American businessman to cope with the many problems 
of a complex econo~. 
In an economy that has grown so enormously within a relatively 
short period of time, the denands of the consumer on the manufacturer 
and distributor have taken on varied and additional patterns. Techno-
logical advancements have made available to steel consumers a great 
variety or steels -- practically any size, shape, finish or analysis, 
man,r of which have a specific application. It has made available 
machinery with which to work these metals. It has made available new 
methods of distributing these metals. 
The steel warehouse distributor has been called, and rather 
aptly, the departDent store for steel. He has earned this title by 
having maintained in sufficient quantities a well-rounded stock of items 
from which the small user can draw to meet his requirements quickly. 
The analysis of his inventory requirements as dictated by the peculiari-
ties of his marketing area are of extreme importance to the steel ware-
house distributor. Not only is this important in order to be able to 
service the customer, but it is also important from the investmant 
approach. Excessive inventories of slow-moving stocks is a note ot 
inefficiency in inventory planning and ordering. That experience is 
invaluable is not to be contested, but experience is not always ir-
refutable because the market changes quickly, and sometimes drastically, 
within relatively short periods of' time. The warehouse distributor 
who is not cognizant of' these changes and does not modify his thinking 
to keep pace with them, is certain to encounter inventory difficulties. 
He will find himself' with excessive investment in inventories, with an 
unacceptable turnover of' many items and with storage and deterioration 
problems. The increased importance today in scientific management and 
the adoption of' many of' its principles b,y the more aggressive distribu-
tors attest the true value of' scientific planning as an important adjunct 
of experience. 
Maey small warehouse distributors rely primarily upon ex-
perience in ordering stock. They do not have the organization or the 
capital to analyze the market, set up potentials and requirements, and 
order their steel in accordance with their findings. Maey do not con-
sider it necessary. The experience approach has served them well. 
The distributor who analyzes his stock records tor monthly 
usage data by product and who tempers this data by scientific appraisal 
ot changing market conditions in his area, will find himself' at a com-
petitive advantage. He can take on with more assurance new types, 
sizes, analysis, and finishes as market potentials warrant, and discard 
those that have proven unsaleable and unprofitable. He will improve 
his service to the customer and profit commensurately. Inventory quality 
2o6 
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control was not so important several years ago when the grades, sizes 
and finishes of steel were limited and their applications less specialized. 
Today, however, it must be controlled closely in order to insure that 
the customer is getting precisely what he ordered. Oftentimes a sli(1Jlt 
variance in analysis can mean a tremendous difference to the fabricator 
of that steel. Various methods of identification control have been 
adopted by' the warehouse distributor. A color code system with color 
code charts has been the most accepted media of control. I! properl y 
observed, it can prove effective in enhancing the reputation of the 
warehouse distributor as being a source of supply where exactness is 
stressed. 
Cutting to size has become an important f unction of the ware-
house distributor, which has been a relatively recent development. Prior 
to 1900, the functions of the warehouse distributor, generally speaking, 
were shipments of stock lengths. Cutting to size has opened up a new 
source of revenue to the distributor. It has made available to the 
consllller a greater variety of sizes and shapes and, accordingly, has 
increased the market for the warehouse distributor. The distributor 
who has adequate machinery with which toCBpitalize on this aspect of 
service and sales volume potential, will find it to be profitable and, 
b,y diversification of warehouse operations, a fill-in when volume 
otherwise might be dropping off. Some warehouses have carried this 
thought further by installing slitting, leveling, annealing, pickling 
and other fabricating machinery to their operations. For example, 
they can buy a wide coil of sheet steel, and cut it to the "tailored" 
requirements of the customer. For the large distributor who has the 
capital and the market .for these additional service .functions, there 
will ensue a greater volume of sales from a larger number of customers 
who call on that distributor because of his ability to service them 
more completely. 
There is a growing trend toward the adoption of these new 
service features which should be interesting to follow since the dis-
tributor who has such machinery does not have to order so specifically 
to size from the mills 1 inasmuch as he can cut to size .for his customer 
requirements. This may affect the rolling schedules of the mills 1 at 
least to some extent, in that it will reduce rolling requirements on 
as large a variety of sizes and shapes. The distributor will have less 
problems in grouping his orders .for quantity in order to avoid quantity 
extras from the mills inasmuch as he can order fewer sizes in larger 
quantities. This will result in a reduction of costs to the distributor. 
It will also provide greater flexibility of operations inasmuch as he 
will be able to process his customer orders more quickly as compared 
to the distributor whose stock of a particular size may be depleted, 
and who, accordingly, cannot service the customers 1 requirements, or 
must detemine whether or not the customer can wait until the next 
shipment is received from the mill. Storage problems in the warehouse 
and operating costs will be lessened because a large quantity of fewer 
sizes is less difficult and costly to handle than a large variety of 
smaller sizes. 
Material handling costs are highly significant. With many 
manufacturers, it is estimated to be 30 per cent to 60 per cent of 
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the cost of a given item. For the warehouse distributor, cutting and 
handling costs, such as storage, inventory control, cutting to size, 
shipping, may make the difference between a profit and a loss in his 
operations. Again, scientific management can provide the answers that 
will materially improve the efficiency of operations and reduction of 
costs. 
The high cost of operating a business today doubtless will 
prevail for several years. Cost analysis, controls and budgets are of 
paramount importance if the warehouse distributor is to determine what 
products, warehouse operations and general sales policies are worth the 
expenditures incurred. 
Scientists and technicians, like never before in our histor,r, 
are working at a feverish pace in developing new products, improving 
older products by making them last longer or otherwise enhancing their 
utility, and reducing cost of production by the elimination of waste, 
substitution of cheaper materials and processes. In broad economic 
terms, this might mean that they are increasing competition, increasing 
supply, and reducing demand. The warehouse distributor must keep pace 
with these changes. He must keep abreast of new developments, such as 
new products, haw are they to be used, and how he can stock them and 
sell them to his customers. For example, the field of alloy steels 
has grown tremendously in the last few years. The increase in the 
development and production of alloy steels has exceeded the progress of 
the steel warehouse industry in the distribution of these products. 
Granted that many of these allo,y steels are presently going into defense 
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production, but notwithstanding this inhibiting factor, the steel ware-
house indust~ has lagged in its knowledge of these products, its willing-
ness to stock them, and its sales promotion of them. 
Eve~ warehouse distributor should have at least one product 
specialist, with a metallurgical background, who can advise cust0111ere on 
the multitude of applications of special quality steels. There are ~ 
small distributors who are not able to do this. There are many snall 
consumers of steel that are not familiar with regular types of steel 
outside of the regular carbon catego~. In many instances, a warehouse 
distributor could advise a steel consumer on a more applicable type of 
steel, which would result in a saving and an improved product to the 
steel consumer. Again, this is service to the customer and a significant 
sales potential for the distributor. A business cmcern rarely stays 
at one level. He either goes forward or backward. This is one way to 
help avoid the backward movement. 
There are various types of steel warehouse distributors. Mill 
affiliated warehouses are controlled by' steel producing mills. These 
distributors general~ obtain the maximum amount of steel possible from 
their parent compa.rJ1. They comprise a small percentage of the steel 
warehouse industr.y -- approximately $ per cent. Independent warehouses 
are not, as the term implies, affiliated with steel producing mills. 
The independent warehouse distributor may have more than one warehouse, 
either concentrated in one or two regions of the country, or nationwide 
in their scope of operations. 
B,y type of product handled, warehouses can be placed into 
three general classifications: (1) industrial steel warehouses) 
(2) merchant steel warehouses; (3) oll country goods warehouses. The 
industrial steel warehouses distribute by far the greatest tonnage dis-
tributed by the steel warehouse industry 1 but the merchant steel ware-
houses are greatest in number, there being some 25,000 such distributors 
in the United States in 1950 compared with 2 1000 industrial steel ware-
houses. other steel distributors, limited in types and quantities ot 
products handled, are: mall order houses; co-ops such as farmers' 
groups ; aggressive mills that sell in LCL quantities in competitive 
times; fly-by-night speculators; structural steel fabricators who buy 
from the mills in earload lots and sometimes sell small quantities; 
and hardware stores which sometimes sell sheets, bars, strapping, etc. 
To carry the comparison of distributors further, there is the 
general steel warehouse distributor and the specialty steel warehouse 
distributor. The general distributor earries a large variety in tonnage 
of steelproducts and operates on the principle that a steel warehouse 
should be a "department store for steel." The specialty distributor 
specializes in fewer steel products, such as allo.ys, stainless, tool 
steels and certain carbon products -- one or more of these and other 
specialty products. The general steel warehouse distributors are most 
prevalent in this country. 
For the distributor who is contemplating a branch office, 
another warehouse in a new location, or an expansion program for his 
present warehouse, regional trends and geographic patterns are in-
valuable to him in arriving at a decision. Various factors should be 
considered by the distributor before he makes a decision. What 
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population shifts have taken place in the last decade? What are the 
highest income producing regions in total and per capita? What is 
the volmne of' retail sales, what types does this volume comprise, bow 
have they fluctuated and why? What industrial expansion programs have 
taken place and are contemplated in regions being considered for an 
expansion program? What is the competition picture -- will the market 
accommodate additional business? What regions are growing and why 
are they growing, and what regions are losing ground and why are they 
losing ground? These and many other factors have to be considered 
before an intelligent decision can be reached. Voluminous statistics 
are available from the Department of' Commerce and other gover:t'lJ!Bnt 
sources. Careful stu~, interpretation and application of them would 
represent time and money well spent. 
The American market has lost many of its old interior 
boundary lines. The new market is more truly a broad, national market. 
Developments even within the last decade have materially changed the 
market. Income gains have been made everywhere, but the West and South 
have gained more at the expense of' the Northeast. Incomes are more 
nearly equalized. There is less spread between sections of' the country 
and sections of the population. There has been an accelerated shift 
in the population movement .f'rom f'arm to city. Migration of' industry is 
benefiting newer regions of' the country and boosting the importance of' 
smaller cities. There is a decentralization trend taking place for 
industry in this country. 
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High transportation costs and the exit of the mill basing point 
s,ystem have contributed to high costs of operations for the steel ware-
house distributor -- a high break-even point. Transportation costs in 
the postwar period have increased materially. The steel mills are now 
pricing F.o.B. mill instead of absorbing freight and equalizing prices 
with competitors more favorably located in the area. There is little 
wonder that many warehouses have established detailed cost analysis 
programs for the express purpose of determining the exact details ot 
all costs and modifying their policies and operations as necessary. 
In the steel warehouse business, prices vary according to the 
size of the order, with prices per hundred pounds, decreasing as the 
quantit.y ordered increases. Prices are comprised of a base price and 
one or more of a multitude of extras, depending on the quantity, type, 
size, finish, etc. of the product ordered. In the warehouse business, 
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the base price merely signifies a starting point in the pricing operation. 
If the quantity is less than that applicable for the base price, then 
a quantity extra is charged. If the quant ty exceeds that for the base 
price, then there is a deduction from the base price. I! it is a 
special length, width, thickness, analysis, finish, etc., a size, 
quality, or merchandising extra is added -- or the number of extras 
varying with the type and size of the product. 
The steel warehouse industry generally changes its prices 
infrequently. They can be considered as being reasonably stable. The 
steel warehouse distributor effects few increases in his price structure 
other than those necessitated qy an increase in mill prices. Pricing 
policies of distributors vary, even within the same region or city, 
although competition necessitates a rather uniform price pattern for 
all distributors within a given market area. When the volume of sales 
is high, the distributor is not particularly concerned with the prices 
he charges because they are secondary in importance to many consumers. 
The well-established warehouses usually maintain a rather consistent 
pricing policy, but there are some distributors who charge what the 
traffic will bear. When sales volume declines, and the break-even 
point is approached, some distributors will make every attempt to 
underprice their competitors, which results in a fluctuating price 
pattern until such time as competition forces the price cutters to re-
establish their prices on a more uniform basis. 
Pricing advantage can be accomplished ~ several methods: 
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(1) the distributor can absorb freight and equalize prices in outlying 
competitive areas; (2) he can liberalize his credit policy, thus pro-
viding an incentive for marginal and sub-marginal customers to concentrate 
their orders with him; (3) he can juggle his quantity extras so they 
are lower than his competitors; (4) increased cash discounts are another 
method of becoming more competitive. These price reduction practices, 
with the exception of price equalization, are not considered desirable 
or healthy and are not generally subscribed to qy steel warehouse dis-
tributors. 
The Controlled M:lterials Plan (CMP) was established for the 
purpose of controlling the distribution of the controlled materials - -
steel, copper and aluminum. With such a plan, the federal government 
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regulates the distribution of essential and critical matals to insure 
adequate supplies tor the national defense program and an equitable 
distribution plan for civilian consumption. CMP operates under the 
National Production Authority, which also controls those non-metal 
supplies short in supply and essential for the national defense program. 
Sufficient tonnage and the right product mix have posed serious problems 
tor steel distributors and consumers since the Korean War. The Controlled 
Materials Plan helped to relieve the shortage problems with its alloca-
tion program. But with recent and contemplated increases in steel pro-
duction capacity, controls over steel distribution should be removed. 
The purpose of Ceiling Price Regulation 98 was to control 
price upsurges and minimize inflation. It controls prices or a multitude 
of products, one of which is steel. Generally speaking, CPR 98 permits 
markups on averaged cost prices that will net the seller a profit 
equivalent to those realized under "normal" conditions. Percentage 
markups established tor "Resellers of Iron and Steel" permit the customary 
gross spread. CPR 98 has been effective in mitigating distortions in 
the price structure, but not so effective in curbing inflation since 
wage increases, followed ~ price increases permitted qy CPR 98 officials, 
provide inflationary impetus. 
The impact of high taxes compels the distributor to pl&n his 
budget carefully in order to take into consideration all of the possible 
methods by which he can better his competitive position by the most 
sagacious expenditure of his dollars. Out of the excess profits tax 
dollar, he can, within the confines of the law, increase the dividend 
rate, expand plant capacity and machinery, and strengthen present markets 
by advertising, public relations, sales promotion programs and personnel 
development programs. Aggressive management will consider these 
seriously in order to utilize to the maximum his profits before taxes. 
The complexities of doing business are not insurmountable as 
attested to by business progression. But they do present a challenge 
a challenge that, if not handled with a great deal of aggressiveness, 
imagination, resourcefulness and coordinated planning, might mean the 
difference between success and failure. 
Competition in the steel warehouse business is great. While 
competition is healthy and acts as a stimulus, it is a potent factor 
that requires constant attention. The time to prepare for more com-
petitive days is when competition is relaxed, such as during periods of 
steel shortages -- the supplier• s market. Then is the time to get ready 
for the future market. As Marcus Aurelius Antoninus once said: 
"To make for thyself a definition or description of 
the thing which is presented to thee, so as to see 
distinctly what kind of thing it is, in its substance, 
in its nudity, in its complete entirety, and tell 
thyself its proper name, and the names of the things 
of which it has been composed, and into which it will 
be resolved." 
Advertising and public relations are very effective com-
peti ti ve tools if used intelligently. They provide excellent medias for 
presenting and selling the company name, company personnel and company 
products. Y.arket analysis is valuable as a means of determining the 
product requirements within the market area. Sales development programs 
are being utilized by more and more distributors as a means of im-
proving the effectiveness of sales forces. The effectiveness with which a 
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salesman sells himself, his company, and his products to the customer is 
being stressed by the aggressive distributor. Many customers b~ from 
a distributor because of personal friendships with either the outside 
salesmen or the desk salesmen. The deliberateness with which the steel 
distributor determines his credit policy will effect customer relation-
ships and sales volume. Coordination between sales and credit depart-
W!!/L I! 
ments is axiomatic. n independently conceived and independent in 
action, they are inseparable in the overall sales policies of the dis-
tributor. 
During tile last decade, there has been a tremendous advancement 
in mill technology. Production processes have been accelerated and 
are more complex. The nuisance of handling small orders has been cor-
respondingly increased. Along with these improvements in production 
methods, the mills have sustained greatly increased labor costs, ani 
they look a baleful stare at any kind of an order that throws a pink 
tinge on their cost records. These two factors arising from modern 
equipment and high labor rates, may curtail considerably the competition 
with the mills that warehouses suffered before the war. The average 
size of warehouse orders, as a consequence, should show a gain over 
prewar years. 
During the war and the peace that has followed, the warehouses 
proved their ability to handle orders considerably larger than prewar 
averages, and they did it efficiently and economically. They gave Jll8.lV 
conclusive demonstrations of their abilit,y to service orders considerably 
larger than they ever did before. In these postwar years, distributors 
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have made available to hundreds of small manufacturers, thousands of 
tons of steel that otherwise might have gone back into mill furnaces. 
They took seconds under rejects, fish tails and wasters. These they 
sorted, sheared, sawed and burned into shapes and forms usable by 
their customers. They helped the mills as much as they did their 
customers. This further substantiates their indispensability as an 
important distribution media for steel products. The steel industry is 
more aware of the natural functions of the steel warehouse industry and 
its importance as a steel distribution media than they ever have been 
heretofore. Each bas a separat e and distinct function in steel distri-
bution. The steel mills produce the steel and sell to the large 
consumers; the steel warehouse distributors buy in carload quantities and 
sell in less-carload quantities to hundreds of thousands of small users 
who otherwise would experience difficulty, if not impossibility, in 
obtaining their steel requirements. The steel mills are not established 
to handle small orders. Their facilities and the cost involved makes 
such distribution practices prohibitive. 
The steel warehouse industry bas made great strides in recent 
years. Refinements in distribution principles and methods have been 
innwnerable. The steel warehouse industry has demonstrated its indis-
pensable place in the distribution of steel. It has justified its 
place in the national econo~. 
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APPENDIX A 
SHIPMENTS TO WAREHOUSES COMPARED TO TO!AL SHIPMENTS OF FINISHED STEEL PROOUCTS, 
WESTERN AREA COMPARED TO TO!AL 
Total Shipments 
of Finished Shipments 
Total Shipments Per Cent Steel Products to Jobbers 
of Finished Total Shipments Jobbers In Seven In Seven 
Steel Products To Jobbers of Total Western States Western States 
65, 973,000 11,4o6,ooo 17 4, 736,000 1,145,000 
58 ,104,000 10,220 ,000 18 4,2.52,000 976,000 
72 , 232,000 13,360,000 18 .5, 412,000 1,297,000 
This includes California, Washington, Oregon, Idaho, Utah, Nevada and Arizona. 
Per Cent 
Jobbers 
of Total 
24 
23 
24 
American Iron and Steel Institute Annual Statistical Issue 1948, 1949 and 19.50 for total 
United States figures. Area figures estimated b,y Columbia-Geneva Steel Division, United States Steel 
Company. 
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APPENDix 
METALWORKING 
FACTS aDd FIGURES 
• This is the fourth annual edition of Metalworking Facts and Figures. 
It not only continues and brings up to date the stati stics published 
a year ago but it is expanded 50 per cent . Its contents encompass a 
wide sphere: From raw materials all the way through the end products 
of the metal consuming industries . Also, there are such related subjects 
as labor, prices and earnings . Whether you want to know how much 
steel was made, how many refrigerators were produced or wha the 
corporate income was, look inside for the a nsw er. 
Air Conditioning Equipment 192 
Aircraft, Civil 199 
Air Washers 192 
Alloy Steel, Distribution 175 
Alloy Stee l, Production 174 
Aluminum : 
Castings 1 79 
Production, Primary 188 
Production, Secondary 188 
Wrought Products 188 
Antimony : 
Consumption 1 88 
Imports 188 
Production 1 88 
Appliances, Home 
.. 200, 201 ' 202, 203 
Automobile Production 198 
Barrels, Steel 1 81 
Batte ries, Shipme nts 1 94 
Bauxite: Imports, Production 188 
Bicycles Shipped 199 
Bituminous Coal 21 3 
Blowers 192 
Boilers, Cast Iron 201 
Boile rs, Steel 1 93 
Brass : 
Ingot Shipments 186 
Prices 1 85 
Broilers, Electric 202 
Bronze Prices 1 85 
Building Cost Index 214 
Burners, Oil 200 
Bus Production 198 
Business : 
Failures and liabiliti es 209 
Businesses : 
Discontinued 209 
In Operation 209 
New Incorporations 209 
Cabinets, Steel Kitchen 202 
Cadmium Prices 185 
Cans, Metal 1 80 
Caps: 
Metal 180 
Plastic 180 
Carbon Steel, Distribution 175 
Carloadings, Freight 209 
Castings : 
Aluminum and Aluminum-
base Alloy 1 79 
Aluminum and Aluminum-
base, Die 1 77 
Copper and Copper-base 
Alloy 179 
168 
Castings (continued) 
Copper and Copper-base, 
Die 177 
Groy Iron 177 
High Alloy 178 
Lead and Lead-base, Die 1 77 
Magnesium and Magnes-
ium-base Alloy 1 79 
Malleable Iron 178 
Nonferrous 1 79 
Steel 178 
Zinc, Zinc-base Alloy 179 
Zinc and Zinc-base, Die 1 77 
Cleaners, Standard Vacuum 203 
Closures 1 80 
Coal : 
Bituminous Consumption 213 
Bituminous Output 213 
Industrial Stocks 213 
Coal Chemicals, Prices 1 84 
Cobalt Prices 1 85 
Coffee Makers, Electric 202 
Coke Prices 182 
Coke Production 21 2 
Conduit, Rigid, Stee l and 
Fittings 194 
Construction : 
Industrial Building Cost 214 
New Houses 214 
New Plants, Equipme nt 214 
Valuation 214 
Consumers ' Price Index 204 
Containers and Closures: 
Commercial 180 
Tin Mill Products Con-
sumed 180 
Control Apparatus, Industrial 192 
Convectors 201 
Copper: 
Castings 1 79 
Consumption in U. S. 1 86 
Exports 186 
Fabricators Statistics 186 
Imports 186 
Prices 185 
Production 186 
Cost Index, Industrial Build-
ing 214 
Cost of Living Index 204 
Cranes, Power 
Crowns, Production 
Debt 
Die Castings : 
Aluminum 
Copper 
Lead 
Zinc 
194 
181 
211 
177 
177 
177 
177 
Metalworkin 
Distribution : 
Alloy Steel 175 
Carbon Steel 175 
Finished Stee l 175 
Stainless Steel 175 
Dividends 211 
Drills, Portable Well and 
Blast Hole 1 94 
Drums, Steel 1 81 
Dryers, Automatic Tumbler 203 
Durable Goods, New Orders 208 
Durable Goods, Production 204 
Earthmoving, Excavating 
Equipment 194 
Electricity : 
Output 213 
Production Capacity, U.S. 213 
Electrodes, We ld ing 192 
Employment : 
Metalwork ing 205 
Steel 206 
Total U. S. 206 
Expenditures : 
New Plants, Equipment 214 
Exports, Iron and Steel 208 
Exports, Scrap 208 
Exports, U. S. 208 
Fabricated Structural Steel 214 
Fans 192 
Farm Equipment .. 195, 196, 197 
Federal Rese rve Board Indexes: 
Durable Goods Production 204 
Industrial Production 204 
I ron and Stee l Production 204 
Nondurable Goods Output 204 
Nonferrous Production 204 
Ferrous Production 
Finance 
Fluorspar 
Foreign Trade 
Forgings, Stee l 
Foundry Equipment : 
New Orders 
Shipments 
174 
211 
212 
208 
174 
193 
193 
202 
209 
Freezers, El ectric 
Freight Carloadings 
Fuel .. 212, 213 
Fue l Oil Consumption 
Furnaces : 
Floor and Wall 
Forced Air 
Fue l Fired Industrial 
Gravity Air-flow 
Industrial Electric 
Warm Air 
213 
200 
200 
194 
200 
194 
200 
Gas , Natural : 
Consumption in Steel In-
dustry 
Sales 
Gear Sales 
Gene rators 
Gray Iron Castings 
Grills, El ectric . 
Gross National Product 
Heate rs, El ectric, Portable 
Heaters, Electric Water 
Heaters, Gas Wa ~e r 
Heaters, Unit 
Hot Plates 
Hours Worked : 
Agricultural Machinery and 
Tractors 
Aircraft and Pa rts 
Automobiles 
Fabricated Structural Metal 
Products 
Gray I ron Foundries 
Machine Tools 
Metalworking Industry 
Metalworking Machinery 
Stamped and Pressed Met-
al Products 
Steel Industry 
Houses Started 
Imports, Iron and Steel 
Imports, Scrap 
Imports, Tin 
Imports, U. S. 
Income, Corporate 
Income, National 
Industrial Production Index 
Industrial Trucks, Electric 
Inventories : 
All Manufacturing 
Durable Goods 
Iridium Prices 
Iron : 
Requirements for Modern-
day Products 
Iron Ore : 
Consumption 
Imports 
Prices 
Production 
Stocks 
Iron and Steel : 
Exports, Imports 
New Orders 
Prices 
Ironers 
Irons, El ectric Flat 
213 
213 
194 
193 
177 
202 
211 
202 
203 
201 
192 
202 
207 
207 
207 
207 
207 
207 
205 
207 
207 
206 
214 
208 
208 
189 
208 
211 
211 
204 
193 
208 
208 
185 
181 
212 
212 
182 
212 
212 
208 
208 
183 
202 
203 
ITEEL 
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Kegs, Steel 1 81 
Kitchen Cabinets, Steel 202 
labor 205 , 206, 207 
Labor Turn-over 207 
labor Union Me mbership 207 
lamps !Electric Bulbs) 201 
lead : 
Castings, Die 1 77 
Consumption 187 
Prices . . . . . . . . . . . . 185 
Production 187 
locomotives 199 
Machinery , Construction 194 
Machinery, New Orders 208 
Mach inery and Equipment 
.... 192, 193 , 194 
Machine Tools, New Orders 190 
Machine Tools, Shipments 191 
Magnesi um Castings 179 
Magnesium Wrought Products 188 
Malleable Iron Castings 178 
Manganese 
Manufacturers: 
189 
Inventories 208 
Orders . . 208 
Sales 208 
Manufacturers, Small 210 
Metalworking, Compadson 
with Other Industries 170, 171 
Metalworking Sales 170, 171 
Mixers, Electric 203 
Molybdenum 189 
Motors 193 
Motor Vehicles 198 
New Orde rs, Manufacturers' 208 
Nickel Prices 1 85 
Nickel Production 1 89 
Nickel Silver Prices 1 85 
Nondurable Goods Production 
Index 204 
Nonferrous Metals : 
Prices 185 
Production 186, 187, 188, 189 
Packages, Steel Shipping 181 
Pail s, Steel 181 
Payrolls, Steel . . 206 
Phosphor Bronze Prices 1 85 
Pig Iron : 
Capacity 1 73 
Prices 183 
Production . . . . . . . . . 173 
World Production 172 
Plant, Equip . Expenditures 2 14 
January 7, 1952 
Platinum Prices 185 
Plumbing Fixtures 201 
Power . 212, 213 
Price Composites : 
Finished Stee l 183 
Pig Iron, Basic 183 
Pig Iron, Malleable 183 
Pig Iron, Foundry 183 
Scrap, Stee lmaking 1 83 
Price Indexes : 
Consumers' 204 
Wholesa le 204 
Prices: 
Coke, Bee hive 182 
Coke, Oven Foundry 1 82 
Iron Ore, lake Superior 182 
Finished Steel 182 
Prices, Average Monthly : 
Chicago 184 
Coal Chemicals 184 
Eastern Pennsylvan ia 184 
Pittsbu rgh 1 84 
Prices, Nonfe rrous : 
Aluminum 
Antimony 
Brass 
Bronze 
Cadmium 
Cobalt 
Copper 
Iridium 
lead 
Nicke l 
Platinum 
Silver 
Tin 
Zinc 
Production : 
Alloy Steel 
Durable Goods 
Ferrous . .. . 
Forgings, Steel 
Industrial, Total 
I ron and Steel 
Nondurable Goods 
Nonferrous 
Stainless Steel 
Steel, By Months 
Stee l, By Years 
Tool Steel Bars 
World , Iron and Steel 
Pumps .. 193, 
Purchasing Power of Dollar 
Radiators 
Rad ios 
Railroad Cars : 
185 
185 
185 
185 
185 
185 
185 
185 
185 
185 
185 
185 
185 
185 
174 
204 
174 
174 
204 
204 
204 
204 
174 
173 
173 
174 
172 
195 
211 
201 
201 
Awards, Freig ht 199 
locomotives in Se rvice 1 99 
Shipments Passenger, 
Freight .. .. .. .. .. .. .. 199 
Ranges: 
Electric 
Gas 
203 
203 
Raw Materials 212, 213 
Refrig eration Equ ipme nt 
Refrigerators, Electric 
Revenues, U. S. 
Roasters, El ectric 
Sales, Annua l Totals : 
All Manufacturing 
Durable Goods 
Metalworking Industry 
Scrap : 
192 
203 
211 
202 
208 
208 
170 
Consumption by Industries 21 2 
Exports , Imports 208 
I ron and Steel 21 2 
Prices .. 183 , 184 
Screw Mach ine Products, Ship-
men~ 193 
Shipbuilding : 
Merchant 1 99 
Naval 199 
Shipments of Stee l Products 1 76 
Shipping Packages, Steel 1 81 
Shovels, Power 194 
Silver Prices 185 
Silver Production 189 
Small Manufacturer, What Is? 21 0 
Stainless Steel : 
Distribution 175 
Production 1 7 4 
Steel : 
Alloy Distrib ution 175 
Alloy Production 1 7 4 
Capacity 173 
Carbon Distri bution 175 
Castings 178 
Consumption for Metal 
Cans . . . . . . . . 1 BO 
Fabricated Structural 214 
Fin ished, Distribution 175 
Ingots and Casti ngs 173 
Prices 1 82, 183, 1 84 
Production . . 173 
Requirements for Modern-
Day Products 1 81 
Shipme nts 176 
Shipping Packages 181 
Stainless, Distribution 175 
Stainless, Production 174 
Tool Steel 174 
World, Production 172 
Stokers, Mechanical 200 
Stoves : 
Domestic Heating , Cooking 201 
Coal and Wood, Oil, Gas 201 
Structural Steel, Fabricated 214 
Taxes, Corporate 211 
Television 
Tin : 
Consumption 
Imports 
Prices 
Production 
Smelter Output 
Stocks 
World 
201 
189 
189 
, . 185 
189 
189 
189 
189 
Tin Mill Products Consumed in 
Producing Closures 180 
Toasters, Electric 202 
Tool Steel Shipments 174 
Tractors, Shipme nts 
Trade and Business 
Trailers 
Transit Equipment 
. 194, 196 
. 208, 209 
198 
198 
Transportation 198 
Trucks, Electric Industrial 193 
Truck Trailers 198 
Tungsten 
U. S. Government : 
Debt 
Expenditures 
Revenu es 
189 
211 
211 
211 
Vacuum Cleaners 203 
Waffle Irons, Electric 202 
Wages: 
Agricultural Machinery and 
Tractors 207 
Aircraft and Parts 207 
Automobiles 207 
Common labor, Steel 205 
Fabricated Structural Me tal 
Products 207 
Gray Iron Foundries 207 
Machine Tools 207 
Metalworking Machinery 207 
Metalworking Production 205 
Stamped and Pressed Metal 
Products 207 
Washers 203 
Washers, Air 192 
Water Heaters, Electric 203 
Water Heaters, Gas 201 
Water Systems, Domestic 195 
Welding Electrodes 192 
Wholesale Price Indexes 204 
Windmills 195 
Work Stoppages 205 
Zinc : 
Castings 
Die Casting's 
Mine Production 
Prices 
Slab 
169 
179 
177 
187 
185 
187 
METALWORK INCi A~nerica's 
MILLIONS 
OF 
DOLLARS 
170 
Manufacturers' sales in the metalworking industries 
in 1951 reached a n estimated $ 102 billion, a n all-
time high. Metalworking sales now are 5. 7 times 
what they were in 1939. Data presented he re are 
revised compilations by the U. S . D epartment of 
Commerce, with 1951 estimated by STEEL on basis 
of actual sales for the first n in e months a nd with 
consideration given t o business trends in the final 
quarter and to the increase in ordna nce production 
in 1951. 
MANUfACTURERS' SALES IN METALWORKING INDUSTRYt 
(Millions of Dollars) 
New Standard Fabricated Machinery Electrical Transpor· TOTAL 
Industrial Primary Metal Except Machinery and tat ion Metalworking 
Classiflcalions Metals Products Electrical Equipment Equipment Instruments Industry 
1951* 22,595 12,549 21,097 12,522 25,522 2,830 97,115t 
1950 19,626 11,601 15,951 10,915 22,712 2,288 83,093 
1949 14,786 9,175 14,070 8,406 18,900 1,860 67,197 
1948 17,153 10,200 15.731 8,890 17,476 2,043 71,493 
Former Iron-Steel Nonferrous ElectricCII Machinery Automobiles rans. Equip. TOTAL 
Industry Group and Metal and Mach. and except and Except Metalworking 
Classlficalions Produch Products Equipment lectrlcal qulpment Automobiles Industry 
1948 22,188 5,946 9,024 15,658 13,662 3,818 70,296 
1947 19,172 5,633 8,299 13,697 11,478 3,042 61,321 
1946 14,20 2 4,705 5,658 9,824 6,624 3,011 44,024 
1945 16,812 4,463 6,302 11,640 11,446 11,173 61,836 
1944 17,795 4,755 7,104 12,907 15,096 16,015 73,672 
1943 16,772 4,595 5,734 12,286 13,422 16,054 68,863 
1942 14,563 3,411 4,550 10,370 7,956 10,233 51,083 
1941 11,921 3,065 3,769 7 ,390 6,530 3,914 36 ,589 
1940 7,678 2,120 2,483 4,697 4,697 1,576 23,251 
1939 6,079 1,726 1,861 3.571 3,578 865 17,680 
--- - -
t ],'igures for 1948 and later represent a shift to th e Sta nd a rd Industrial Cl assifica tion sys tem . Da ta fo r 1948 are 
presented on the old industry group classificati on as well as the new. 
t Before aJiowance for ordnance production. Figure after such a llowa nce Is 102 billion . 
• Estimate for 1951 is by STEEL. Figures for other years are from Office of Business Economics . 
.ITEEL 
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HOW METALWORKING COMPARES 
WITH OTHER 
MANUFACTURING INDUSTRIES 
METALWORKING 
40% ALL EMPLOYEES 
January 7, 1952 
METALWORKING 
42% OF VALUE 
ADDED BY 
MANUFACTURE 
Standard Indu strial Cla ssifi ca ti on s 
20. Food and Kindred Products .... 
21. Tobacco Manufactures ... 
22. Textile Mi1l Products 
23. Apparel and Related Products 
24. Lumber and Products 
25. Furniture and Fixtures ... . 
26. Paper and Allied Products .... . 
27. Printing and Publishing .. . 
2 . Chemicals and Allied Products 
29. Petroleum and Coal Products 
~0 . Rubber Products ... 
31. Leather and Leather Products 
32. Stone, Clay and Glass Products. 
33. Primary Metal Industries ..... . 
34. Fabricated Metal Products .. . . . 
35. Machinery (except Electrical) . . 
36. Eiectrical Machinery ....•..... 
37. Transportation Equipment .... . 
38. Instruments .... . ... . ......... . 
Total Metalworking Industry . 
39. Miscellaneous Manufactures .. 
TOTAL NUMBER 
NUMBER OF 
PLANTSt EMP LO YEES* 
39,933 
1 ,0~6 
,185 
30,960 
26,231 
7,687 
4,103 
2g,986 
10.073 
1.3~7 
875 
5,308 
11,650 
5,363 
16,734 
17,906 
3,973 
3,711 
2,599 
50,286 
14,131 
1,239, 121 
1,12 ,892 
748,993 
342,000 
473,371 
759,005 
640,199 
206,785 
236,442 
380,723 
485,337 
1,127,674 
980,723 
1,363,866 
759,873 
1,216,387 
230,451 
5,678,974 
476,897 
t Based on 194 7 Census of Manufactures. 
• Based on J950 An nu al Survey of Manufa.ctures. 
VALUE 
Added by 
Manufacture 
(Thou sands )* 
10,094, 70S 
806, 118 
5,624 ,030 
4,174 ,430 
3,165, 760 
1,666,898 
3,432,115 
4,902,9 72 
7,236,618 
2,138,570 
1,609,586 
1,498,811 
3, 138,263 
7,950,990 
6,210,759 
8,764,652 
4,793,948 
8,546,828 
1,418,291 
37,685,468 
2,~01 , 432 
171 
World Total 
········· 
United States ,, , 
Canada .......... 
Great Britain ....... 
France (b) ..... 
Saar 
······· 
Belgium 
' " 
Luxemburg 
Italy 
. ······ . .. 
Spain .. . 
.. ·· · · ······ · 
Sweden 
········· Germany (c) . . . 
Austria , ... . ......... 
The Netherlands 
Czechoslovakia 
Poland 
. " 
Hungary .... 
Rumania 
Yugoslavia 
U.S.S.R. 
····· ······ Japan (d) .. .. 
India 
········ Australia 
. " 
South Africa 
Brazil 
··· · ··· 
Mexico .. ... . 
Miscellaneous 
World Total ... 
United States .. 
Canada ... .. 
Great Britain 
France (b) 
Saar 
·· ··· 
Belgium ..... 
Luxemburg 
Italy 
Spain 
Sweden 
Germany (C) 
Austria ..... 
The N etheriands 
Czechoslovakia 
Poland ... 
Hungary ... 
U.S.S.R. 
Japan (d) 
India 
Australia . . 
South Africa 
Brazil ... 
Miscellaneous 
rl ro r&~cti n 
By Countries-Net Tons 
STEEL INGOT AND CASTINGS OUTPUT 
228,945,000 209 ,191,445 177,463,076 168,764,990 147,200,111 120,881,060 120,583,828 163,586,576 
,j, ,j, ,j, ,j, ,j, ,j, ,j, ,j, 
105,145,000 96,836,075 77,978,176 88,640,470 84,894,071 66,602,724 79 ,701,648 9,641,600 
3,850,000 3,381,280 3,190,430 3,198, 720 2,945 ,936 2,334,640 2,877,952 3,016,160 
17,150,000 18,248,160 17,419,250 16,661,800 14,250,880 14,218,736 13,244,000 13,599,264 
10,500,000 9,517,200 10,672,200 7,959,600 6,317, 766 4,858,000 1,831,200 3,407,600 
2,875,000 2,087,800 1,932,700 1,350,800 780,216 Included in Germany 
5,575,000 i,164,600 4,252,600 4,308,700 3,179,270 2,517,200 812,000 685,440 
3,425,000 2,696,100 2,499,200 2,698,300 1, 87,726 1,426,096 291,200 1,398,544 
3,275,000 2,598,200 2,260,500 2,337,500 1,874,502 1,270,640 436,800 1,130,752 
900,000 900,020 791,560 631,680 596,182 660,800 616,000 700,000 
1,550,000 1,604,900 1,530,100 1,382,700 1,312,482 1,324,624 1,316,000 1,316,000 
16,700,000 15,874,100 11,611,600 6,482,300 3,490,034 3,318,448 1, 705,984 20,187,888 
1,150,000 1,037,740 918,060 712,800 394,516 2"06,080 189,504 1,116,416 
600,000 539,330 470,470 380,800 
3,600,000 3,312,100 3,038,200 2,915,000 2,519,172 1,842,624 1,047,200 2,802,576 
3,300,000 2,761,000 2,533,300 2,150,000 1, 740,058 1,344,000 545,552 2,149,056 
1,300,000 1,124,200 933,900 820,000 662,302 392,000 141,904 573,888 
700,000 613,800 504,900 373,000 
500,000 462,000 438,900 400,000 
33,400,000 30,300,000 25,600;000 18,150,000 14,300,000 13,440,000 10,080,000 8,960,000 
7,250,000 5,345,760 3,549,700 1,900,000 1,070,042 700,000 1,173, 700 8,099,168 
1,650,000 1,608,320 1,515,360 1,344,000 1,389,732 1,457,120 1,515,136 1,533,168 
1,550,000 1,597,120 1,341,650 1,424,640 1,511,328 1,124,144 1,573,600 1,784,048 
1,000,000 832,160 804,100 766,080 658,896 555,184 588,448 533,008 
900,000 844,480 676,610 531,300 426,900 378,015 226,530 241,235 
300,000 250,000 379,610 294,800 353,100 276,100 211,200 199,320 
800,000 655,000 620,000 950,000 645,000 633,885 458,270 511,445 
1951a 1950 1949 1948 1947 1946 1945 1944 
. . 
(a) Estimated. 
(b) Without Alsace Lorraine until 1945. 
(c) All Germany within present boundaries, but without Saar since 1947. 
(d) Including Korea and Manchuria until July, 1945. 
PIG IRON AND FERROALLOYS OUTPUT 
160,444,000 146,264 ,551 127,437 ' 775 124,250,549 107,664,844 84,910,946 85,219,845 118,256,582 
+ ,j. 
"' 
,j, .!, ,j, ,j, .!, 
71,304,000 66,400,311 54,916,785 61,911,559 60,117,319 46,199,826 54,919,029 62,866, 198 
2, 780,000 2,486,400 2,356,480 2,365,440 2,190, 048 1,520, 736 1,956,0 0 2,023,952 
10, 700 ,000 10,788,850 10,638,320 10,389,570 8, 719,200 8,692,544 7,960,288 7,544,880 
9,500,000 8 ,537 ,100 9, 179,500 7,214,900 5 ,384,372 3,857,280 1,303,6 0 3,188,640 
2,600,000 1,850,200 1, 740,200 1,247,400 719,606 Included in Germany 
5,250,000 4,061 ,200 4,123,900 4,337, 300 3 ,107,640 2,392,656 803,040 779,520 
3,470,000 2, 74 ,900 2,609,200 2,886,400 2,003,436 1,504 ,384 350,560 1,485,568 
1,225,000 570,900 448,800 578,600 425,372 192, 64 87,360 336, 784 
725,000 722,260 676,000 581 ,500 554,306 540,960 516,320 604,800 
875,000 920,700 945,670 858,480 800,052 750,400 862,400 952,000 
12,000,000 11,053,900 8,404,000 5,350,000 2,640,392 2, 707,824 1,237,600 15,835,792 
1,150,000 971,410 921,470 688,200 306,356 63,840 110,208 1,061,312 
570,000 499,620 477,400 486,200 
2,500,000 2,257,000 2,071,000 1,850,000 1,568,146 1,058,400 635,040 1,724,800 
1,650,000 1,375,000 1,367,000 1,210,000 957,638 800,800 268,800 1,206,800 
650,000 550,000 473,000 445,000 339,416 175,840 48,160 230,720 
23,500,000 21,500,000 18,500,000 15,400,000 12,500,000 10,080,000 8,400,000 7,840,000 
3,300,000 2,550,000 1,740,480 914,100 409,940 203,840 1,400,000 6,192,592 
2,000,000 1,881,600 1,804,320 1,639, 700 1,553,269 1,584,912 1,554,000 1,616,384 
1,425,000 1,478,400 1,170,400 1,383,900 1,280,384 978,656 1,298,640 1,462,048 
850,000 806,400 780,980 705,100 707,952 597,184 612,640 519,792 
780,000 774,400 562,870 607,200 426,827 378,015 226,530 241,235 
1,640,000 1,480,000 1,530,000 1,200,000 953,173 629,985 669,470 542,765 
1951a 1950 1949 1948 1947 1946 1945 · 1944 
ITEEL 
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METALWORKING FACTS AND FIGURES 
STEEL 
INGOTS 
AND 
STEEL FOR 
CASTINGS 
INet Tons) 
ANNUAL STEEL CAPACITY AND PRODUCTION BY PROCESSES 
~pen-hearth- --Bessemer-- -Crucible--- --Electric--
Capacity Production Capacity Production Capacity Production Capacity Production 
1951. .... 91,054,020 5,621,000 20 ~ 7,554,610 
1950 •.... 86,984,490 86,262,509 5,537,000 4,534,558 20 ~ 6,871,290 6,039,008 
1949 ..... 84,817,040 70,248,803 5,191,000 3,946,656 20 ~ 6,112,870 3,782,717 
1948 ..... 83,610,690 79,340,157 5,226,000 4,243,172 20 
* 
5,396,750 5,057,141 
1947 ..... 81,010,990 76,873,793 5,154,000 4,232,543 20 
* 
5,076,240 3, 787,735 
1946 ..... 81,236,250 60,711,963 5,154,000 3,327,737 20 
* 
5,500,290 2,563,024 
1945 ..... 84,171,590 71,939,602 5,874,000 4,305,318 3,800 24 5,455,890 3,456,704 
1944 ..... 82,223,610 80,363,953 6,074,000 5,039,923 3,800 25 5,350,880 4,237,699 
1943 ..... 79,180,880 78,621,804 6,553,000 5,625,492 3,800 146 4,554,980 4,589,070 
1942 •.... 78,107,260 76,501,957 6,721,400 5,553,424 3,800 2,010 3, 737,510 3,974,540 
1941. .... 74,565,510 74,389,619 6,996,520 5,578,071 3,942 2,313 2,586,320 2,869,256 
1940 ..... 73,721,592 61,573,083 6,009,920 3,708,573 5,354 1,024 1,882,630 1,700,006 
1939 ..... 72,959 ,638 48,409,800 7,138,880 3,358,916 5,354 931 1,725,086 1,029,067 
1938 ..... 71,472,370 29,080,016 7,212,800 2,106,340 9,610 7 1,490,858 565,627 
1937 ..... 69,725,736 51,824,979 7,084,000 3,863,918 11,850 1,046 1,326,788 947,002 
1936 ..... 68,946,829 48,760,463 8,058,400 3,873,472 11,850 914 1,147,221 865,150 
1935 ..... 68,544,310 34,401,280 8,842,400 3,175,235 11,850 719 1,053,370 606,471 
1934 ..... 68,222,445 26,354,838 8,842,400 2,421,840 18,704 595 1,044,867 404,651 
1933 ..... 68,241,286 22,827,473 8,872,668 2,720,246 23,684 763 1,476, 765 471,747 
1932 ..... 68,176,102 13,336,210 9,072,420 1,715,925 24,725 722 1,507,666 270,044 
1931. .... 66,642,430 25,210,714 9,080,820 3,386,259 30,891 1,733 1,503,GG2 460,255 
• Estlma ted by STEEL. t Included with electric steel. t As of Jan. 1. # Based on average annual ca-
paclty of 99,982,650 tons. American Iron & Steel Institute. 
MONTHLY OUTPUT OF STEEL FOR INGOTS AND CASTINGS 
-Open-hearth- --Be11emer-
--Electric-- --Total-- Calculated No. 
Net % Net % Net % Net oy, Net Tons weeks 
Tons Capac. Tons Capac. Tons Capac . Tons Capac. Weekly in mo. 
1951 
Jan. 7,844,982 101.4 431,725 90.4 566,460 88.3 8,843,167 99.9 1,996,200 4.43 
Feb. 6,935,512 99.3 326,112 75.6 504,077 87.0 7, 765,701 97.1 1,941,425 4.00 
Mar, 8,059,625 104.2 408,926 85.6 602,504 93.9 9,071,055 102.4 2,047,642 4.43 
Apr, 7,857,161 104.9 392,472 84.9 590,888 95.1 8,840,521 103.1 2,060,728 4.29 
May 8,071,270 104.3 408,650 85.6 614,579 95.7 9,094,499 102.7 2,052,934 4.43 
June 7,667,811 102.3 403,001 87.1 586,148 94.3 8,656,960 100.9 2,017,939 4.29 
July 7,704,433 99.8 411,599 86.4 563,215 87.9 8,679,247 98.2 1,963,631 4.42 
Aug. 7,693,322 99.4 436,822 91.5 603,448 94.0 8,733,592 98.6 1,971,465 4.43 
Sept, 7,652,167 102.4 404,726 87.7 598,004 96.4 8,654,897 101.2 2,022,172 4.28 
Oct. 8,027,006 103.8 458,128 95.9 631,000 98.3 9,116,134 102.9 2,057,818 4.43 
Nov. 7, 746,000 103.4 412,000 89.1 627,000 100.9 8, 785,000 102.4 2,048,000 4.29 
1950 86,262,509 98.7 4,534,558 81.3 6,039,008 86.5 96,836,075 96.9 1,857,232 52.14 
Jan. 7,136,227 96.6 379,252 80.6 426,318 73.0 7,941, 797 94.0 1, 792,731 4.43 
Feb. 6,145,634 92.1 255,565 60.2 401,833 76.2 6,803,032 89.2 1,700,758 4.00 
Mar. 6,750,884 91.3 265,726 56.5 481,212 82.4 7,497,822 88.8 1,692,511 4.43 
Apr. 7,318, 720 102.3 407,909 89.5 497,875 88.1 8,224,504 100.6 1,917,134 4.29 
May 7,601,880 102.9 437,006 92.9 525,321 90.0 8,564,207 101.4 1,933,230 4.43 
June 7,222,185 100.9 406,944 89.3 514,101 90.9 8,143,230 99.6 1,898,189 4.29 
July 7,224,306 97.0 380,317 79.8 478,299 79.7 8,082,922 94.8 1,828,715 4.42 
Aug. 7,318,908 98.0 405,118 84.8 518,148 86.1 8,242,174 96.5 1,860,536 4.43 
Sept, 7,262,359 100.7 409,216 88.7 533,422 91.7 8,204,997 99.4 1,917,055 4.28 
Oct. 7, 734,714 103.6 436,835 91.5 581,137 96.6 8,752,686 102.4 1,975, 776 4.43 
Nov. 7,111,829 98.4 370,659 80.1 540,905 92.8 8,023,393 97.0 1,870,255 4.29 
Dec. 7.434,863 99.8 380,011 79.8 540,437 90.0 8,355,311 98.0 1,890,342 4.42 
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CAPACI T Y 
104,229,650 
99,982,650 
81 ,828,958 
72,985,406 
---TOTAL--- Per Cent 
Capacityt Production Capacity 
104,229,650 105,145, ooo• 100.9* 
99,392,800 96,836,075 96.9# 
96,120,930 77,978,176 81.1 
94,233,460 88,640,470 94.1 
91,241,250 84,894,071 93.0 
91,890,560 66,602,724 72.5 
95,505,280 79,701,648 83.5 
93,652,290 89,641,600 95.5 
9'0,292,660 88,836,512 98.1 
88,569,970 86,031,931 96.8 
84,152,292 82,839,259 97.3 
81,619,496 66,982,686 82.1 
81,828,958 52,798,714 64.5 
80,185,638 31,751,990 39.6 
78,148,374 56,636,945 72.5 
78,164,300 53,499,999 68.4 
78,451,930 38,183,705 48.7 
78,128,416 29,181,924 37.4 
78,614,403 26,020,229 33.1 
78,780,913 15,322,901 19.5 
77,257,803 29,058,961 37.6 
PIG IRON t 
CAPACITY and PRODUCTION 
Net Tons 
Capacity Production % 
1951 .. . ... 72,471,780 71,301,000 98.4 
January 5,894,403 95.7 
February 5,176,334 93. 1 
March 6,015,662 97.7 
April 5,888,202 98.7 
6,173,360 100.3 May 
.. . .. ··· · · 
June 5,977,656 100.2 .. 
July 6,069, 754 98.8 
August ... • • • • • • • • 0 • 6,062,753 98.5 
September ... 5,890,102 99. 0 
October 6,197, 176 100.6 
November 
December 
1950 71,560,110 65,439,769 91.4 
1949 70,541,850 54,175,534 76.8 
1948 67 ,438,930 61,043,806 90.5 
1947 65,709,200 59,314,348 90.3 
1946 67,340,590 45,547,907 67.6 
1945 67,313, 90 54, 166,482 0.5 
1944 67,921,410 62,072,683 91.4 
1943 64,188,220 61, 920,314 96.5 
1942 60,606,850 60,115,387 99.2 
1941 57,774,64'0 56,070,506 97.1 
1940 55,723,640 46,979 ,091 84.3 
1939 56,325,830 35,396,478 62.8 
1938 56, 782,208 21,182,569 37.3 
1937 55,557,305 41,171,1 7 74.1 
1936 55,854,280 34,476,170 61.7 
• Estimated by STEEL. t Including ferro-
a lloys made tn blast furnaces. 
American Iron & Steel Institute. 
174 
• rro s ro uc 10 
METALWORKING FACTS AND FIGURES 
ALLOY STEEL PRODUCTION 
Total ln9ots and Castin9s-Net Tons 
195 1'1-
---------------
10,075,000 
1950 
----------------
8, 57 0 , 105 
1949 
----------------------
5, 897,56 9 
1948 
.....----------- -- ----
8 , 4 81, 114 
194 7 
--------------------
7 ' 428, 2;3 1 
1946 
---------------------- -- --
6' 077, 195 
1945 
.....------ ------------
8, 64 7, 7 11 
1944 I 0, 633,086 
194 3 13, 14 9 ,818 
1942 I I , 5 2 6,374 
1941 
------------- -- -----· 
8, 206, 129 
1940 
----------------- -- -----------· 
4 , 9 6 5, 887 
1939 ..... ------------------------------- 3 ,211, 955 
1938 .. --------------------------- --- -- ----- 1, 6 53,5 10 
1937 ... -------------------- ------- - ----· 3 , 396, 54 1 
193 6 
-------- -- ------ ------ ----- ---- ----- 3, 229, 657 
1935 ... ----------- --------- --- --------------- 2 , 374 ,017 
ALLOY S·TEEL PRODUCTION BY PROCESSES 
Ingots and Casti ngs-Net Tons 
Open-hearth- -
Basic Add Total Bessemer Crucible Electric 
1951; 5,690,314 t 2,705,271 
1950 5,738,067 123,253 5,861,320 t 2,708,785 
1949 4, 192,344 105,550 1,297,894 t 1,599,675 
1948 6,285,054 128,915 6,413,969 t 2,067,145 
1947 5,520,540 128,754 5,649,294 t 1,778,937 
1946 4,325,657 115,711 4,441,368 t 1,635,827 
1945 5,572,353 274,889 5,847,242 18 2,800,451 
1944 6,494,627 515,662 7,010,289 23 3.622,774 
1943 8,539,523 677,416 9,216,939 136 3,932, 743 
1942 7,524,209 608,867 8,133,076 522 3,392,776 
1941 5,306,415 433,240 5,739,655 3,890 933 2,461,651 
1940 3,421,961 252,965 3,674,926 3,990 255 1,286,716 
1939 2,302,273 156.581 2,458,854 3,486 231 749,384 
1938 1,179,031 102,089 1 ,281,120 13 5 372,372 
1937 2,559,200 164,455 2, 723,655 270 672,616 
1936 2,508,671 129,658 2,638,329 234 591,094 
1935 .. 1,829,566 82,208 1,911,774 172 462,071 
1934 .. 1 ,431, 744 38,685 1,470,429 60 115 335,144 
t F irst ten months. 
t Included with electric steel. 
Amer ican Iron & Steel Institute. • Estimated 
Stainless Steel Production 
Net Tons of I ngots 
Type 9 mos . 12 mos. Type 9 mos. 12 mos. 
Numb er 1951 1950 Number 1951 1950 
301 ...... 17,903 61,425 414 2,322 4,584 
302 ...... 80,327 169,444 416 ...... 25,154 27,480 
302B ..... 117 1 ,245 4 20 4,4 2 7,360 
303 17,7 8 19, 750 430 ...... 268,764 221.301 
304 73,4 76 129,447 430F ..... 1,513 2,177 
308 4,694 3,208 431 ...... 3,148 2,199 
309 3,265 3,816 440A 72 1 ,854 
310 ,601 7, 717 440B ..... 704 475 
316 22,664 32, 7(}4 440C ..... 2,809 1 ,782 
321 39,650 14,054 442 
······ 
438 404 
347 15,097 35,982 443 ...... 9 8 
403 12,03 7 ,2(}4 446 3,585 3,192 
405 3,082 2,843 All Other .. 2 ,739 39, 184 
406 2,944 2, 101 
410 35,980 29,369 680,435 832,309 
American Iron & Steel Institute 
High Speed and Tool Steel Bars 
Grade 
I 
I-b 
I -c 
II 
II-c 
III 
III-c 
Tot a l 
1V 
IV-b 
IV-c 
c ( Mi n.) 
0.60 
0.90 
0.60 
0.60 
0.60 
0.60 
0.60 
(Excluding H o1low Drill S teel) 
Shipments-Net T ons 
CLASS A HIGH SPEED STEEL 
Cr W Mo Co 
- ( Maximum ) - v ( Min . ) 
4.5 6.75 5.5 2.1 Max. .. 
4.5 6. 75 6.5 2.25 Min . 
4.5 6. 75 5.5 2.2 Max. 3.5 
4.5 2.0 9.25 1. 3 Max . 
4.5 2.0 9.25 2.2 Max . 3 .5 
4.5 9.25 2.2 Max. 
4.5 9.25 2.2 Max. 3.5 
CLASS 8 HIGH SPEED STEEL 
0.55 4.5 19.0 1.3 Max . 
0.55 4.5 19.0 1.25 1. 75 Min . 
0.55 4.5 22.0 1.25 2.2 Max. 3.5 
Total .. . ....................... · · · · · · ·. 
OTHER TOOL STEELS 
10 12 
mos. 
195 1 
16,4 77 
41 
183 
6, 473 
228 
2, 130 
161 
mos. 
1950 
6,161 
154 
572 
1,559 
42 
948 
73 
26,070 9,509 
5, 716 6,823 
454 546 
791 1,026 
6,961 8,395 
V All hot-work steel . . . . . . . . . . . . . . . . . . 10,817 8,608 
VI High chromium (4% Cr minimum) 
d ie steels . . . . . . . . . . . . . . . . . . . . . . . . . . 10, 156 7, 168 
VII A ll other alloy tool steels..... . ...... 65, 734 40,891 
VIII Carbon tool steels, excluding hollow 
drill steel . . . . . . . . . . . . . . . . . . . . . . . . . . 28,559 19,038 
T o ta l . ..... . ........ . ...... . .......... 115,266 75,705 
Grand Total . . . . . . . . . . . . . . . . . . . . . . . . . 148,297 93,609 
American 1 ron & Steel I nstitute 
Stee l Forgings 
Shipments for Sale-Net Tons 
Drop and Press and 
1951 Upset Open Hammer Tota l 
Jan. 
··········· 
108,842 29 ,571 138,413 
Feb . ........... 97,448 31,351 128,799 
Mar. . . . . . . . . . . 118,039 42,878 160,917 
Apr. 
········· · · 
112,074 41,873 153,947 
Mayt . . . . . . . . . . 117,4 75 59,79 177,273 
Junet 110,979 59,392 170,371 
Julyt . . . . . . . . . . 95,275 52,044 147,319 
Aug.t . . . . . . . . . . 103.962 54,011 157,973 
Sept. t 97,326 52,410 149,736 
Oct.t 130,675 60,80 191,483 
Nov. • • • • • 0 • • • • • 
Dec . ...... .. . . . 
1950 . . . . . . . . . . . . . 1,089,515 270,63 1,360,153 
Jan . 
··· ········ 
73,458 19,536 92,994 
Feb. 
· ······ ···· 
73,440 19,107 92,547 
Mar. 
·········· 
87,745 20,932 103,677 
APr. 
······ · ···· 
·o,95o 18,243 99.193 
May 93,459 20,19 113,657 
June 
·········· · 
96,061 21,272 117,333 
July . . . . . . . . . . . 79,081 15,848 94,929 
Aug. • • • • • • • 0 • • 99,605 24,003 123,608 
Sept. . . . . . . . . . . 97,753 24,655 122,408 
Oct . . .......... 107,666 29,071 136,737 
Nov. . . . . . . . . . . . 102,511 27,775 130,286 
Dec. 
······ ·· ··· 
97,786 29,998 127,784 
1949 . . . . . . . . . . . . . 866,444 272, 184 1,138,628 
1948 
····· ········ 
1,028, 712 385,977 1,414,689 
1947 . . . . . . . . . . . . 972,082 361,649 1,333, 731 
1946 
············· 
793,234 370,807 1,164,041 
t Beginn ing with May, 1951, the Bureau of the Census 
b roadened Its coverage of forgings production. 
U. S. B u r eau of t he Census 
IT EEL 
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M E T A L W Q o R K I N 0 ' F A C T S A N D F I G U R E S 
INISHED STEE 
l y Market Classifications 
(All Grades, Net Tons) 
Jobbers, Dealers, Distributors ..... . 
Automotive .....•..••..•.•.... · · · 
Construction. Including Maintenance 
Contalners ... ... . ....•........... 
Rail Transportation ............. . 
Converters and Processors ....... . 
Machinery, Indus. Equip. & Tools .. 
Contractors' Products •.......••.. 
Export ................ · .. ·· . . · · · 
Electrical Machinery and Equip. . . 
Other Domestic & Commercial Equip. 
Appliances ...... ...... . ......... . 
Agricultural ..................... . 
Bolts, Nuts, Rivets, Screws ...... . 
Forgings (other than Automotive) .. 
Unclassllled .•..•...........•..... 
Ordnance, Other Military ........ . 
Oil & Gas Drilling .............. . 
Shipbuilding, Marine Equipment .. . 
Mining, Quarrying, Lumbering .... . 
Aircraft •...••................... 
DISTRIBUTION 1 
12 mos. 
1951* 
H,251,320 
13,063,710 
9,500,880 
6,650,616 
6,017,224 
4,275,396 
4,275,396 
3,087,786 
2,612, 742 
2,058,524 
2,058,524 
1,900,176 
1,662,654 
1,583,480 
1,583,480 
1,266,784 
1,029,262 
870,914 
870,914 
395,870 
158,348 
12 mos. 
1950 
13,359,724 
14,472,707 
8,602,083 
5 ,911,164 
4,299,346 
3,899,786 
3,473,896 
3,075,195 
2,566,473 
1,836,632 
1,804,449 
2,087,853 
1,537,708 
1,410,011 
1,082,309 
1,329,648 
194,614 
620,413 
327,413 
289,302 
51,566 
2 mos. 
1949 
10,219,983 
10,962,894 
7,477,953 
4,655,635 
3,655,406 
2,504,168 
2,708,633 
2,124,806 
3,517,971 
1,209,027 
1,325,940 
1,322,922 
1,491,085 
874,594 
821,570 
1,568,406 
81,150 
600,205 
668,694 
271,872 
41,096 
12 mos. 
1948 
11,405,749 
10,220,982 
7,277,018 
5,302,373 
5,225,535 
3,348,414 
3,188, 718 
2,507,977 
3,244,888 
1,594,700 
1,713,806 
1,959,878 
1,426,943 
1,284,653 
938,838 
3,577,695 
56,029 
684,478 
649,613 
329,090 
35,761 
WHERE THE STEEL GOES 
1951 -ESTIMATED 
1-18.0% 
~----------------------~ 
JOBBERS , DEALERS, DISTRIBUTORS 
l------ 16.5% 
~--------------------~ 
AUTOMOTIVE 
CONSTRUCTION 
------------------ 12.0% 
CONTAINERS ------·----------------------- 8.4"• 
RAILROADS 1-----------·-·-·--------·--------- 7.6% 
CONVERTERS ·-·--------------·----------------- 5.4% 
MACHINERY---------------·------------------ --- 5.4% 
Total • . . . • • . . . • . . . . . . . . . . . . . . 79,174 ,000 72,232,292 58,104,010 65,973,138 CONTRACTORS' PRODUCTS ------------------ 3.9% 
American Iron & Steel Institute 
• Estimated by STEEL on basts of actual shipments In llrst 9 months. 
DISTRIBUTION 
NET TONS · 
l y Market Classlficatlo s 
Converte rs and Processors 
F orgings (Other than Autom otive) 
Bolts, Nuts , R ivets, Scr~ws 
Jobbers, Dealers , Distributors 
Construction, includ ing Maintenance 
Contractors' Products 
Automotive .......... . 
Rail Tra nsportation 
Shipbuilding, Marine Equip, 
Aircraft .... . .. .. . . 
Oil and Gas Drilling .........•.. 
.Mining, Quarrying, Lumbering 
Agricultural . . . ... .... . 
Machinery, Indus. Equip. & Tools 
Electrical Machi nery and Equip. 
Appliances, Utensils, Cutlery 
Other Domestic & Commercial Equip, . . 
Containers . .... ... . 
Ordnance, Other Military 
Unclassified .. . . . . 
Export ... . ...... . ... . . 
Total 
American Iron & Steel I ns titute 
J anuary 7, 1952 
STAINLES STEEL 
9moo. 12 mos. 12 moo. 
1951 1950 1949 
32 ,829 40,294 21,079 
11,062 9, 290 4,906 
5,010 4,272 2,317 
88,709 108,320 51,533 
8,532 5,310 7,067 
10,612 11,421 4,986 
65,036 1,800 53,359 
3,654 3,824 3,936 
974 1,167 653 
23,810 11,942 9,048 
1,240 880 199 
504 401 428 
206 277 270 
33 ,316 27,240 18,337 
13,079 17,906 4,348 
36,721 45, 747 27,289 
11,434 10,271 5,569 
2,128 4,516 3 ,149 
5,934 1,909 959 
37,965 50, 701 33,205 
6,013 11,892 15,040 
398, 768 449 ,380 267,677 
ALL OTHERS----------·------------------·--- 22.8% 
ALLOY STEEL CARBON TEE 
(Other than Stainless) 
9 mos. 12 moo. 12 mos. 9 mos. 12 mos. 12 mos. 
1951 1950 1949 1951 1950 1949 
66,542 67,928 61,590 3,101,104 3, 791,564 2,421 ,499 
509,900 419 ,663 276,379 603,034 653,356 540, 285 
7 ,7 0 78,3 04 38,869 1,09 6,684 1,327,435 833,408 
305,890 330,157 262 ,647 10,227,351 12,921,247 9,905,803 
76, 327 8 ,842 77,712 6,941, 726 8,507,931 7,393 ,174 
22,336 40,996 43 ,563 2,244,852 3,022, 77 2,076,257 
1,452,580 1,901,472 1,410,692 ,308,314 12,489 ,435 9,498,843 
186, 737 166,493 124,049 4,293,450 4,129,029 3,527,421 
18,954 18, 357 23 ,832 619,691 307,893 644, 209 
44 ,932 27 ,732 20,896 41 ,932 11,857 11,152 
112,164 140,369 112,601 503,853 479, 195 487,405 
19,6 2 18,297 21 ,312 254,807 270,604 250,132 
37,419 50 ,531 37,580 1,214,080 1,486,900 1,453,235 
497,086 528, 078 373 ,855 2,579, 752 2 ,918,57 2,316,441 
403,411 498,011 315, 723 1,112, 792 1,320, 715 888,956 
29 ,226 43,942 22,906 1,3 71 , 76 1,998,164 1,272, 727 
20,159 24,571 31 ,299 1,524 ,503 1, 769,607 1,289,072 
14,045 16,906 15,096 4,918, 755 5,889,742 4,637,390 
168,519 41,534 10,829 612,925 151,171 69,362 
155,754 135,901 78,467 812,017 1,143,046 1.456, 734 
73,459 7,248 100,919 1,851,523 2,467,333 3,402,012 
4 ,293 ,902 4 , 725,332 3.460,816 54,235 ,021 67,057,580 54 ,375,517 
175 
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METALWORKING FACTS AND FIGURES 
SHIPMENTS OF STEEL PRODUCTS 
Shipments of Four 
Selected Products 
(THOUSANDS OF NET TONS) 
. PLATES 
mmnn HOT ROLLED BARS \lWlWJ (CARBON AND ALLOY) 
• PIPES AND TUBES 
D COLD ROLLED SHEETS 
Steel Products-Net tons 
Ingots, blooms, slabs, billets, tube 
rounds, sheet and tin bars, etc .. 
Structural shapes (heavy) ........ . 
Steel piling •...................... 
Plates (sheared and universal) ..... 
Skelp ....••..................... . 
Ralls-Standard (over 60 !b) ...... . 
All other •...................... 
Joint bars and tie plates .......... . 
Track spikes ........•............ 
Hot-rolled bars-Carbon .......... . 
Alloy ........••............... 
Total carbon and alloy ........ . 
Reinforcing-New billet . . ...... . 
Relnforclng-Rerolled .......... . 
Reinforcing-Total ............ . 
Cold-finished bars-Carbon •....... 
Alloy ......................... . 
Total carbon & alloy ........... . 
Tool steel bars ........... . ....... . 
Pipes and tubes-Total ........... . 
Buttweld ..... , ................ . 
Lapweld ....................... . 
Electrlcweld ......... . ......... . 
Seamless ...................... . 
Conduit and miscellaneous ..... . 
Mechanical and pressure tubing .. 
Pipe--Standard ................ . 
Pipe--Line .... . .. . ............ . 
Pipe-Oil country goods ........ . 
Tubeg......Boller .......... . 
Wire rods ....................... . 
Wire--Drawn •................... 
Nalls and staples ............. . . . 
Barbed and twisted ............ . 
Woven wire fence ........... . .. ,. 
Bale ties ...................... , 
All other wire products ...... . 
Fence posts 
Black plate--Total .............. . 
Ordinary ....••.... , .... ....... . 
Chemically treated .... . ........ . 
Tin and terne plate--Hot dipped 
Electrolytic ................... . 
Sheets-Hot-rolled ........... . ... . 
Cold-rolled .................... . 
Galvanized ................. . .. . 
Long terne .................... . 
Enameling .................. . .. . 
All other coated 
Electrical (sheets and strip) .... . 
Strip-Hot-rolled ................ . 
Cold-rolled .................•... 
Wheels .......................... . 
Axles ........................... . 
All other ........................ . 
Shipments 
3,562,830 
4,908, 788 
395,870 
8,075,748 
158,348 
1,741,828 
158,348 
633,392 
158,348 
8,867,488 
1,900,176 
1,900,176 
158,348 
9,025,836 
1,266,784 
2,929,438 
2,929,438 
1,900,176 
870,914 
3,246,134 
870,914 
237,522 
395,870 
79,174 
1,029,262 
1,741,828 
2,850,264 
8,392,444 
9,659,228 
2,058,524 
158,348 
237,522 
791,740 
2,216,872 
2,058,524 
395,870 
237,522 
% 
4.5 
6.2 
0.5 
10.2 
0.2 
2.2 
0.2 
0.8 
0.2 
11.2 
2.4 
2.4 
0.2 
11.4 
1.6 
3.7 
3.7 
2.4 
1.1 
4.1 
1.1 
0.3 
0.5 
0.1 
1.3 
2.2 
3.6 
10.6 
12.2 
2.6 
0.2 
0.3 
1.0 
2.8 
2.6 
0.5 
0.3 
Total steel products .. .. .. .. .. . 79.174,000 100.0 
American Iron & Steel Institute 
Shipments 
3,122,156 
4,197,653 
342,277 
5,677,094 
123,388 
1,705,243 
116,389 
529,934 
138,732 
8,017,465 
1,624,845 
89,863 
8,953,840 
992,690 
2,599,818 
3,668,511 
1,692,821 
816,555 
2,867,476 
874,470 
237,604 
483,920 
83,831 
1,911,568 
2,840,599 
7,804,948 
9,338,312 
2,262,041 
256,766 
237,941 
716,592 
2,330,783 
1,894,588 
268,662 
130,601 
4.3 
5.8 
0.5 
7.9 
0.2 
2.4 
0.2 
0.8 
0.2 
11.1 
2.3 
2.2 
0.1 
12.3 
1.3 
3.6 
5.1 
2.3 
1.1 
4.0 
1.2 
0.3 
0.7 
0.1 
0.8 
2.7 
3.9 
10. 8 
12.9 
3.1 
0.4 
0.3 
1.0 
3.2 
2.6 
0.4 
0.2 
72.232,292 100.0 
Shipments 
2,261,285 
3,669,503 
301,824 
5, 759,065 
118,533 
1,772,734 
117,154 
491,896 
95,345 
6,416,102 
1,572,588 
1,213,052 
57,395 
6,935,220 
218,737 
617,683 
2,090,445 
2,534,423 
1,365,982 
107,970 
570,397 
2,138,878 
731,356 
215,047 
358,162 
42,828 
452,041 
1,699,355 
1,993,468 
6,192,610 
6,886,946 
1, 755,067 
151 ,118 
162,815 
379,180 
1,674,818 
1,465,297 
285,733 
159,628 
7,570 
% 
3.9 
6.3 
0.5 
9.9 
0.2 
3.0 
0.2 
0.8 
0.2 
11.0 
2.7 
2.1 
0.1 
12.0 
0.4 
1.1 
3.6 
4.4 
2.3 
0.2 
1.0 
3.7 
1.3 
0.4 
0.6 
0.1 
0.8 
2.9 
3.4 
10.7 
11.8 
3.0 
0.3 
0.3 
0.6 
2.9 
2.5 
0.5 
0.3 
0.0 
58,104,010 100.0 
Shipments 
3,150,754 
4,255.355 
299,537 
7,000,199 
75,252 
1,976,520 
214,880 
626,573 
145,830 
6,196,444 
1,927,309 
8,123, 753 
1,329,945 
212,021 
1,349,719 
244,248 
1,593,967 
88,376 
6,881,549 
2,045,361 
339,833 
1,572,139 
2,924,416 
610,348 
2,673,276 
859,540 
254,629 
399,457 
113,892 
821,398 
17,268 
2,167,912 
1,784,288 
7,786,056 
6,867,775 
1,643,337 
1,662,787 
1,783,383 
337,376 
215,905 
.,.. 
4.8 
6.5 
0.5 
10.6 
0.1 
3.0 
0.3 
1.0 
0.2 
9.4 
2.9 
12.3 
2.0 
0.3 
2.0 
0.4 
2.4 
0.1 
10.4 
3.1 
0.5 
2.4 
4.4 
0.9 
4.1 
1.3 
0.4 
0.6 
0.2 
.1:~ 1 
3.3 
2.7 
11.8 
10.4 
2.5 
2.5 
2.7 
0.5 
0.3 
65,973,138 1{)0.0 
Shipments 
1,305,866 
2,544,515 
171,428 
2,793,798 
226,508 
1,161,988 
125,109 
466,247 
119,719 
3,292,876 
702,322 
3,995,198 
1,038,949 
175,253 
592,514 
66,384 
658,898 
45,117 
3,505,582 
952,9H 
358,919 
267,312 
1,688,665 
78,850 
160,862 
550,040 
1,354,992 
678,786 
231,021 
273,596 
59,547 
5,766 
60,439 
269,341 
2,<;61,451 
5,087,886 
2,021,859 
1,394,922 
1,160,513 
676,397 
150,750 
73,970 
9,724 
.,.. 
3.7 
7.3 
0.5 
8.0 
0.6 
3.3 
0.4 
1.3 
0.3 
9.4 
2.0 
11.4 
3.0 
0.5 
1.7 
0.2 
1.9 
0.1 
10.0 
2.7 
1.0 
0.8 
4.8 
0.2 
0.5 
1.6 
3 .9 
1.9 
0.7 
0.8 
0.1 
0.1 
0.8 
7.3 
14.6 
6.1 
4.0 
3.3 
1.9 
0.4 
0.2 
34,955,175 100.0 
• Estimated 
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M E T A L W 0 ·R K I N G · F A C T S A N D F I G U R E S 
GRAY IRON CASTINGS DIE CASTINGS 
Shipments-Thou sands ot Pounds 
YEARLY SHI PMENTS-NET TONS Copper and Copper-Base 
1951 1950 1949 
Jan. 1,107 1,021 832 
Feb . 1,092 947 772 
•• 15,0 00,000 Mar. 1,214 1,123 863 
Apr . 978 966 722 
May 1,006 1,076 733 1950 
--------· 12 ,905,562 June 1, 145 1,165 678 July .... 873 941 469 
Aug. 1,081 1,159 588 
Sept. 921 1,081 685 1949 
-------------- - - - --- 10,549 ,284 Oct. 751 1,203 751 
Nov. 1,325 838 
Dec. 1,217 8 6 
194 8 
___________ 12,785,909 Total. 13,224 8,817 
Yearly Total s 
1947 1950. 13,224 1947 ..... 12,657 
-----------·12 ,540,960 1949 . 8, 17 1946 ..... 10,651 
194 ... 12,672 
1946 
------------------- 10,269 ,6 57 
Aluminum and Aluminum-Base 
19 4 5 1951 1950 1949 
-----------------------9,578 ,295 Jan. 12,641 9,030 8,490 
F eb. 12,852 8,831 7,795 
M ar. 12,677 10,844 7,999 1944 
-------------------- 9 ,794,5 4 1 Apr. 12,079 10,795 6,876 May 11,692 11,799 5,984 
June 10,850 12, 173 6,241 
July 8,693 9,943 5, 167 
Aug. 9.526 12.207 6, 108 
Shipments-, et Ton Sept. 9,730 13,594 7 ,602 
Oct, 10,297 15,408 8,885 
Chilled Cast Iron Nov, 15,715 8,324 
Iron Pressure Cast Iron Dec. 14,322 8,405 
Mlscel- Ingot Railroad Pipe & Soil Pipe For 
144,661 87,876 laneous Molds Car Wheels Fittings & Fillings For Sale Own Use Total . 1951 
Yearly Tota ls 10 Mos. •. 8,187,846 2,186,941 549,643 1,235,577 613,153 7,197,839 5,575,321 
70,667 Jan. 875,437 228,824 56,046 131,779 72,225 762,407 601,904 1950 ..... 144,661 1945 ..... Feb 811,724 193,648 49,423 117,141 62,290 684,928 549,298 1949. . . . . 87,876 1944 ..... 84,200 Ma1 920,802 231,853 68,282 144,620 74,592 818,473 621,676 1948 ..... 118, 738 1943 ... . . 65,742 Apr. 880,565 217,970 61,993 134,302 68,395 766,919 596,306 1947 ..... 110,538 1942 ..... 55,924 May 898,328 225,129 65,721 139,854 67,619 796,468 600,183 1946 ..... 73,702 June 847,024 216,620 58,620 121,851 64,872 742,794 566,193 July 653,656 200,764 40,792 88,217 45,383 568,126 460,686 Aug. 779,838 222, 721 50,127 115,284 50,862 697,952 520,880 Zinc and Zinc-Base Sept, 704,657 204,856 45,467 111,893 47,916 625,511 489,278 Oct. 815,815 244,556 53,172 130,636 58,999 734,261 568,917 1951 1950 1949 Nov. 
Jan. 40,872 36,856 32,366 Dec. 
F eb. 38, 764 32,962 28,226 
Mar. 43,986 42,614 29, 127 1950 ....... 8,117,748 2,308,661 514,074 1,203,762 761,317 6,880,352 6,025,210 Apr. 43,346 40,090 27,386 Jan. 573,743 188,152 34,254 64,095 53,077 449,577 463,744 May 43,917 47,029 28,261 Feb. 551,060 169,605 33,417 63,363 46,744 416,594 447,595 June 41,172 48,289 32,162 Mar. 635,403 170,082 44,898 89,264 56,135 500,195 495,587 July 33,950 41,924 25,542 Apr. 621,368 182,420 42, 768 82,774 51,796 483,862 497,264 Aug. 37.129 46,589 34,990 May 684,632 195,021 46,219 104,529 64,710 572,887 522,224 Sept. 31,386 48,712 35,460 June 713,811 197,474 45,672 106,980 72,192 613,084 523,045 Oct. 36,148 50,583 36, 183 July 595,918 177,154 35,066 94,438 58,874 507,867 453,583 Nov. 48,597 31,028 Aug, 747,046 199,770 52,508 131,127 71,118 677,134 524,435 Dec. 47,618 34, 134 Sept, 722,667 203,191 44,707 121,556 67,119 648,966 510,274 Oct. 792,764 220,821 46,516 119,105 75,695 700,512 554,389 Total 531, 63 374,865 Nov. 733,570 194,271 44,382 115,465 73,082 656,745 504,025 Dec. 745,766 210,700 43,667 111,066 70,775 652,929 529,045 
1949 ....... 6,624,420 1,776,242 555,569 1,029,743 563,310 5,517,527 5,031,757 Lead and Lead-Base Jan. 635,530 193,859 51,991 100,468 58,495 573,164 467,179 1951 1950 1949 Feb. 598,910 186,258 52,618 96,607 52,198 535,163 451,428 Jan. 1,419 659 1,019 Mar. 651,763 205,628 64,361 110,942 42,010 567,041 507,663 Feb. 1,118 665 705 Apr. 562,804 190,714 59,070 91,577 25,142 467,433 461,874 Mar. 1,782 847 418 May 509,633 192,606 50,784 86,092 27,516 439,420 427,211 Apr. 2,482 930 348 June 554,322 175,562 51,520 87,279 36,890 455,442 450,131 May 1,912 982 476 July 433,223 112,390 37,243 74,566 39,493 341,657 355,258 June 1,663 1,094 606 Aug. 557,503 136,858 43,651 79,544 54,457 445,981 426,032 July 1,327 1,045 600 Sept. 570, 781 128,363 37,791 86,262 57,450 459,014 421,633 Aug. 1.555 1,629 979 Oct. 539,262 7,407 33,762 79,003 56,251 397,939 317,746 Sept. 1,576 1,479 1,319 Nov. 489,076 62,937 38,006 71,639 57,045 395,1(}7 323,596 Oct. 1,497 1,666 1,278 D ec. 521,613 183,660 34,772 65,764 56,363 440,166 422,006 Nov. 1,395 800 
1,203,762 761,317 Dec. 1 ,109 553 1950 ....... 8,117,748 2,308,661 514,074 6,880,352 6,025,210 1949 ..•.... 6,624,420 1,776,242 555,569 1,029,743 563,310 5,617,527 5,031, 757 T otal . 13,500 9, 101 1948 ••..... 8,296,843 1,979,740 719,784 1,149,553 639,989 7,131,405 5,654,504 1947 ....... 8,305,793 1,873,376 752,976 1,031,626 577,189 7,181,299 5,359,661 Yea rly Totals 1946 ...••.. 6,952,462 1,397,776 723,891 786,314 409,214 6,102,246 4,167,411 1950 ..... 13,500 1947 ..... 14,137 1945 ....... 6,062,476 1,810,582 899,561 602,663 203,033 5,923,201 3,655,094 1944 6,173, 714 3,620,827 1949 ..... 9,101 1946 ..... 13,258 1948 ..... 14,877 
U. S. Bureau ot the Census 
U. S. B ureau Qf tbe Census 
January 7, 1952 177 
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META L WORKING FACTS AND FIGURES 
s EEL STING MALLEABLE 
Shipments-Net Tons IRON CASTINGS 
Alloy, Shipments-Net Tons 
lncludlns For 
Carbon Stalnleso For Sale Own Use Total For 
1951 For Sal e Own Use Total 
10 Mos. .. 1,337,069 421,887 1,252, 179 506,777 1,758,956 1951 
Jan. 135,086 38,970 124,002 50,0M 174,056 10 Mos. 554,848 364,134 918 ,982 
Feb. 126,293 37,683 117,156 46,820 163,976 Ja n. 54.817 37 ,691 92,508 
Mar. 148,884 41,781 134,184 56,481 190,665 Feb. 54,915 34 ,035 8 ,950 
Apr, 139,948 41,960 129,059 52,849 181,908 M ar. 
60, 265 41 ,402 101,667 
Apr. 5 ,199 39 ,722 97,921 
May 143,201 45,755 130,826 58,130 188,958 May 61,918 39,427 101,345 
June 141,538 42,886 131,219 53,205 184,424 June 57,176 37 ,200 94 ,376 
July 111,964 35,287 100,141 47,110 147,251 July 45,072 31, 754 76,826 
Aug. 130,913 46,183 128,981 48, 115 177,096 Aug. 57,164 33,563 90, 727 
Sept. 120,632 40,063 116,658 44,037 160,695 Sept. 48,568 33 ,708 82,276 
Oct. 138,610 51,319 
Oct. 56, 754 35,632 92,386 
139,953 49,976 189,929 Nov. 
Nov. Dec. 
Dec. 1950 . . 512,192 40 ,310 920,502 
1950 ........ 1,066,062 395,605 1,042,884 418,783 1,461,667 Jan. 32,918 29,956 62,8 74 
Jan. 61,906 27,230 57,996 31 ,140 89,136 F eb. 31,249 29, 137 60,386 Mar. 38,639 27 ,620 66,259 Feb. 64,585 27,655 62,045 30, 195 92,240 Apr. 36 ,279 33,543 69,822 
Mar. 79,609 32,726 77,588 34 ,747 112,335 May 42,432 33, 729 76,161 
Apr. 75,990 31,139 75,133 31,996 107,129 June 46,613 35, 732 82,345 
May 84,841 32,932 83·,845 33,928 117,773 Jul y 37,198 30,316 67, 514 
June 96,365 34,732 94,637 36,460 131,097 Au g . 50,019 36,002 86,021 
July 70,122 28,147 68,874 29,395 98,269 
Sept. 46,927 35,552 82,479 
Oct. 50,157 39,811 89 ,968 
Aug. 92, 197 36,172 94,413 33,956 128,369 Nov. 48,670 36, 493 85 ,163 
Sept. 98,523 36,051 96, 738 37,836 134,574 Dec . 51,091 40,419 91,510 
Oct. 112,704 36,8M 109,660 39,898 149,558 1949 371,214 342,116 713 ,330 
Nov. 110,476 35,453 108,263 37,666 145,929 J a n . 38, 040 33, 836 71 ,876 
Dec. 118,744 36,514 113,692 41,566 155,258 F eb. 
35, 074 31,670 66,744 
Mar. 38 ,143 33,909 72,052 
1949 .... .. .. 923,168 327,292 865,297 385,163 1,250,460 Apr . 31 ,840 29,477 61,317 
Jan. 108,975 32,463 103,503 37,935 141,438 May 27 ,643 26,929 54 ,572 
Feb. 104,461 31,228 99,425 36,264 135,689 J une 32,639 26,958 59 ,597 
Mar. 107,762 32,531 102,027 38,266 140,293 July 23,216 21,144 44 ,360 
Apr. 90,779 30,091 83,277 37,593 120,870 Aug. 
30,327 27, 794 58, 121 
Sept. 30, 781 29,942 60, 723 
May 85 ,145 21,804 75,537 31,412 106,949 Oct. 28 ,582 28, 568 57,150 
June 87,616 29,017 84, 112 32,521 116,633 Nov. 25,250 24, 189 49,439 
July M,434 24,040 50, 124 28,350 78,474 Dec . 29,679 27, 700 57 ,379 
Aug. 61,359 28,490 59,412 30,437 89,849 194 
525, 212 408,053 933, 265 
194 7 513 ,228 381,826 895,054 
Sept. 60,978 26,139 55,853 31,264 87,117 1946 452,355 299,673 752,028 
Oct. 50,167 21,128 48,263 23,032 71,295 1945 520,887 269 ,844 790, 731 
Nov. 52,650 24,170 50,685 26,135 76,820 1944 
619,588 258,645 8 78 ,233 
1943 653,884 190,755 844 ,639 
Dec. 58,842 26,191 53,079 31,954 85,033 1942 590,804 155, 204 746,008 
1948 1,367,708 392,324 1,335,295 424,737 1, 760,032 1941 619,365 212,80 832 ,173 
1947 1,:141,005 384,050 1,203,504 421,551 1940 
400,818 155,391 556,209 
1,625,055 1939 331,421 134,64 7 466,068 
1946 1 ,112,243 319,806 1,043,358 388,691 1,432,049 193 208,597 87,406 296 ,003 
1945 1,434,473 508,004 1,490,202 452,275 1,942,477 1937 420,93 7 175,6 5 596,622 
1944 1,825,130 620,291 1,843,386 602,035 2,445,421 1936 
37 ,900 175,770 554 ,670 
1935 455 ,208 
--- --U. s. Bureau of the Census u. s. Bureau o f the Census 
HIGH ALLOY CASTINGS 
Estimated ProductiDn by All United States Producers-Pounds 
Hoot Corrosion Abrasion Hea t Corrosion Abrasion 
Resistant Resis tant Resistant Totals Resistant Resistant Resistant Totals 
1951t 
··· ·· ··· 
72,550,000 
1949 19,791,700 12,997, 100 1,500,700 34,289,500 1st Qtr. 8,871,500 7,270,200 1 ,445,300 17,587,000 1948 24,030,400 16,285,200 • 2,525,300 42,840,900 2nd Qtr. 10,631 ,500 7 ,123,700 1,601,500 19, 356,700 1947 21,505,100 16,346,900 : 1,534,500 39,386,500 
3rd Qtr. 9,872,200 6,967,500 772,400 17,612,100 1946 20,398,800 15,150,400 1,860,700 37,409,900 4th Qtr. 1945 23,002,700 12,276,200 1,482,000 36,760,900 
1950 
···· ·· ·· · 
26,894,000 19,033,200 3,321,200 49,248,400 1944 27,698,800 9,662,100 1,365,700 38,726,600 
1st Qtr. 5,246,500 3,675,600 395,600 9, 317,700 1943 33,245,400 10,726,900 2,116,900 46,089,200 
2nd Qtr. 6,430,000 4.093,200 681,200 11,204 ,400 1942 31,020,900 10,490,500 1,212,600 42, 724,000 
3rd Qtr. 6,959,400 4,908,900 838,600 12,706,900 1941 21,713,900 9,679,600 1,511,500 32,905,000 
4th Qtr. 8,258,100 6,355,500 1 ,405,800 16,019,400 1940 11,978,900 4,576,300 837,400 17,392,600 
1939 8, 793,500 2,512,000 573,500 12,179,600 
A !loy Casting Institute t Preliminary 
178 ./' T EEL 
CASTINGS 
Zinc: and Zinc-Base 
Alloy Castings 
Shipments- Thousands of Pounds 
Die All Other Toto I 
1951 
10 Mos. 
J a n. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
390, 670 
40,872 
:38 .764 
43,986 
43.346 
43. 917 
41,172 
33 ,950 
37 .129 
31 ,386 
36.14~ 
1950 . . . . . .. . . . . 531 ,863 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov 
Dec. 
1949 
.Jan. 
Feb. 
Mar. 
Apr. 
1\1ay 
June 
July 
Aug. 
Sept. 
Oct. 
N ov. 
Dec. 
36 ,856 
32,962 
42.614 
40 ,090 
4 7,029 
48 ,289 
41 ,924 
46,589 
4 ,712 
50,583 
4 ,597 
47 ,618 
374, 865 
32,366 
2 ,226 
29,127 
27,386 
2 ,261 
32,162 
25 ,542 
34,99 0 
35 ,460 
36, 1 3 
31,028 
34, 134 
1941\ .. .. ..... .. 439 ,1 3 
1947 429,535 
U . S. Bureau o f the Census 
1. 841 
294 
2o·o 
232 
167 
270 
169 
114 
192 
121 
. z 
4.535 
269 
409 
436 
310 
425 
529 
264 
623 
367 
448 
255 
200 
3 ,312 
199 
185 
273 
268 
167 
236 
159 
289 
376 
447 
411 
302 
5,771 
6 ,873 
392,511 
41,166 
38,964 
44 ,218 
43 ,513 
44 ,187 
41,341 
34 ,064 
37 ,321 
31,507 
36.230 
o36.39S 
37 ,125 
33 ,371 
43 ,050 
40,400 
4 7,454 
48,818 
42,188 
47,212 
49 ,079 
51,031 
48 ,852 
47,818 
378 ,177 
32,565 
2 ,411 
29 ,400 
27,654 
28, 428 
32,398 
25 ,701 
35 ,279 
35,836 
36 ,630 
31 ,439 
34 ,43 6 
444 ,954 
436.401\ 
Magnesium and Magnesium-Base 
Alloy Castings 
Shipments- Thousands o f Pounds 
.Ja n . 
F eb. 
M a r . 
Apr. 
M a y 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec . 
1951 1950 1949 
1, 840 814 22 
1,9 07 735 813 
2,156 903 879 
2 , 267 799 726 
2,3 34 810 778 
1, 758 758 799 
1,676 727 689 
2, 270 1,14 7 753 
2 ,010 1,231 727 
2,371 1,354 796 
1.508 
1.528 
01 
781 
Yearl y Sh ipments 
1950... . .. . 12,3H 1945 . . . . 
1949. . . .. . . 9,364· 1944 .. . 
1948 ... . .. . 8 ,214 1943 .. . 
1947....... 7,691 1942 .. . 
1946...... . 8 ,472 
U. S. B u reau of the Census 
January 7, 1952 
1948 1947 
659 863 
655 768 
704 717 
673 684 
622 628 
709 613 
554 490 
703 523 
745 518 
708 616 
728 
754 
602 
669 
83, 753 
201,487 
143,326 
44 ,546 
1951 
10 Mos. 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Copper and Copper .. Bas 
Alloy CastinCJS 
Shipments-Thousands of Pounds 
Sand 
870,625 
92,171 
87,667 
100,221 
91 ,852 
95,049 
88,818 
69,334 
84,720 
76,304 
84 ,489 
Permanent 
Mold 
55,391 
6,363 
5,427 
6,405 
5 ,802 
5,986 
5,358 
4,064 
5,097 
5,161 
5 ,728 
Die 
10,168 
1,107 
1,092 
1,214 
978 
1,006 
1,145 
873 
1,081 
921 
751 
Other 
30,756 
3,002 
2,760 
3,047 
2,874 
3,397 
3,238 
2,280 
3,545 
3,047 
3,566 
1950 . .. ..... 925,787 
58,878 
60,257 
71,943 
64,655 
78,577 
74,982 
62,384 
85,969 
87,111 
96,911 
93,607 
90,513 
52.756 
3,440 
3 ,626 
4 ,693 
3,848 
3,751 
3 ,896 
3 ,789 
4,258 
4 ,630 
5,064 
5,776 
5,985 
13,224 
1,021 
947 
1,123 
966 
1,076 
1,165 
30,816 
2.094 
2,046 
2,554 
2 ,731 
2,676 
2.972 
1,889 
2,648 
2,819 
2,568 
2 ,986 
2,833 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
925,787 
6:>4,444 
930,790 
960,732 
974,019 
U . S. Bureau of the Census 
52,756 
37,311 
59,009 
51,139 
56,071 
941 
1,159 
1,081 
1,203 
1 ,325 
1,217 
13,224 
8,817 
12,672 
12,657 
10,651 
30,816 
23,481 
28,354 
27,214 
24,855 
Total 
966,940 
102,643 
96,946 
110,887 
101,506 
105,438 
98,559 
76,551 
94.443 
85,433 
94,534 
1,022.583 
65.433 
66,876 
80,313 
72,200 
86,080 
83.015 
69,003 
94,034 
95,641 
105,746 
103,694 
100,548 
1,022,583 
724,053 
1,030,825 
1,051,742 
1,065,596 
1,008,000 
1,446,200 
1,522,000 
1,365,800 
Aluminum and Aluminum-Base 
Alloy CastinCJs 
Shipments-Thousands of Pounds 
1951 
10 Mos. 
Jan. 
Feb. 
Mar, 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1950 . .... . . . 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
Sand 
139,416 
14,401 
14,106 
15,900 
14,455 
14,798 
13,853 
10,739 
14,128 
13,086 
13,950 
154,013 
9,646 
10,171 
13,035 
11,091 
11,528 
12,679 
9 ,609 
14,117 
14.369 
15,994 
16,099 
15,675 
154,013 
106,825 
139,781 
155,112 
160,845 
213,892 
321,2<to 
304,118 
207,488 
U. S. Bureau of the Census 
Permanent 
Mold 
114,055 
14,554 
13,082 
12,771 
12,901 
13,400 
10,323 
7 ,142 
10,922 
8,829 
10,131 
143,821 
9 ,400 
9,358 
11,094 
10,656 
11,928 
11,825 
9,808 
12.682 
13.085 
H,893 
14,040 
15,052 
143,821 
102,908 
161,334 
174,515 
153,138 
108,259 
106,200 
89,675 
60,643 
Die 
111,037 
12,641 
12,852 
12,677 
12,079 
11,692 
10,850 
8 ,693 
9,526 
9 ,730 
10,297 
144,661 
9 ,030 
8,831 
10,844 
10,795 
11,799 
12,173 
9 ,943 
12,207 
13,594 
15,408 
15,715 
14,322 
144,661 
87,876 
118,738 
110,538 
73,702 
70,667 
84,200 
65,742 
55,924 
Other 
8,375 
942 
745 
856 
807 
597 
935 
852 
955 
842 
844 
10,115 
703 
507 
846 
814 
778 
925 
788 
846 
1 ,013 
983 
962 
950 
10,115 
6.864 
4,637 
1,831 
1,026 
2,189 
2,800 
n.a. 
n.a. 
Total 
372,883 
42,538 
40,785 
42,204 
40,242 
40.487 
35,961 
27,426 
35,531 
32,487 
35,222 
-452,610 
28,779 
28,867 
35,819 
33.356 
36.033 
37.602 
30,148 
39.852 
42,061 
!7,278 
46,816 
45,999 
-452,610 
304.473 
424,490 
441,996 
368,711 
395,007 
514,400 
459,535 
324,006 
n.a.=Not available 
179 
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METALWORKING FACTS AND FIGURES 
METAL CANS 
Shipments In Terms of Tons of Steel Consumed 
890 
YEARLY TOTAL STEEL CONSUMPTION 
NET TONS 
3,245 
1951* 1950 19 4 9 1948 
1951 
10 Mos ..... • ... 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug, 
Sept, 
Oct. 
Nov ........... . 
Dec ...... . .... . 
Food 
Cans 
2,260,669 
160,492 
148,689 
164,956 
169,462 
206,185 
218,700 
263,683 
367,257 
306,610 
254,635 
1950 . . . . . . . . . . . . . 2,549,223 
Jan. . . . • . . . . . . . 136,899 
Feb. . . . . . .. . . . . 121,128 
Mar. . . • . . . . . . . . 138,019 
Apr, . . . . . . . • . . . 130,753 
May . . . . . . . . . . . 164,147 
June . . • . . • . . . . . 228,767 
July . . . . . . • . . . . 264,360 
Aug, • . • • • • . . • . . 395,230 
Sept, . . . . . . • . . . . 310,916 
Oct. . . . . . . . . . . . 230,772 
Nov. . . . . . . . . . . . 192,709 
Dec. . . . . . . . . . . . 235,523 
1949 . . . . . . . . . . . . . 2,261,470 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1948 
1947 
1946 
1945 
1944 
1943 
119,810 
126,377 
131,004 
126,898 
147,808 
208,633 
219,067 
383,603 
312,538 
188,092 
150,987 
146,653 
2,317,487 
2,146,601 
2,305,359 
2,030,277 
1,827,038 
1,556,512 
U . s . Bureau of the Census 
2,9 56 
2,759 
1947 1946 
Nonfood 
Cans 
1,043,103 
111,290 
90,854 
103,066 
106,683 
102,042 
90,513 
92,591 
115,931 
110,768 
119,365 
1,340,928 
72,288 
77,151 
98,394 
93,450 
118,776 
127,350 
132,387 
156,196 
120,245 
119,086 
108,641 
116,964 
1,015,448 
66,462 
64,378 
77,184 
77,455 
82,359 
95,288 
95,305 
106,191 
104,436 
97,552 
76,372 
72,466 
927,656 
809,515 
454,160 
411,297 
244,556 
127,956 
2 ,441 
2,071 
1945 1944 
Total 
3,303,772 
271,782 
239,543 
268,022 
276,145 
308,227 
309,213 
356,274 
483,188 
417,378 
374,000 
3,890,151 
209,187 
198,279 
236,413 
224,203 
282,923 
356,117 
396,747 
551,426 
431,161 
349,858 
301,350 
352,487 
3,276,918 
186,272 
190,755 
208,188 
204,353 
230,167 
303,921 
314,372 
489,794 
416,974 
285,644 
227,359 
219,119 
3,245,145 
2,956,116 
2,759,519 
2,441,574 
2 ,071,594 
1,684,468 
1,684 
1943 
For Sale 
2 ,874,264 
234,285 
203,920 
224,124 
234,605 
259,347 
266,927 
318,308 
428,044 
371,686 
333,018 
3,420,369 
176,562 
163,010 
192,993 
187,986 
241,985 
312,661 
364,570 
498,344 
382,891 
313,218 
265,628 
320,501 
2,845,702 
157,631 
163,389 
172,320 
169,194 
189,024 
259,026 
282,977 
444,976 
371,691 
252,522 
198,034 
184,918 
2,771,104 
2,499,621 
2,348,681 
•2,275,438 
0 1,760,855 
0 1,421,798 
• Estimated 
Commercial Closures 
Production- In Thousands 
1951 
10 Mos .... 
Jan. 
Feb. 
Mar .. . ... .• •.. 
Apr. 
May ... . . . .. . . 
June 
July 
Aug ...... . ... . 
Sept. 
Oct. 
Nov. 
Dec. 
1950 ...... . . .. . . 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug ......... • .. 
Sept. 
Oct. 
Nov ......... •. 
Dec. 
1949 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. . .•.. . .... 
1948 .. . 
1947 ...... . 
Metal Caps 
10,258 ,000 
1,213,055 
1,104,535 
1,294,349 
1,249,110 
1,157,991 
1,069,437 
856,842 
868, 413 
695,537 
748, 731 
11 ,721 ,611 
778 ,8 7 
743 ,543 
856,056 
776,015 
895,729 
918,102 
936,150 
1,264,351 
1,178, 234 
1 ,244 ,511 
1,082,526 
1,047,507 
8,109,4 3 
737,852 
664.739 
736 ,570 
627,327 
606,334 
645 ,873 
625,153 
760 ,942 
744,039 
687,993 
610,045 
662 ,616 
• 784 ,758 
8,814,618 
Plastic Capst 
2,448,695 
271,585 
238,973 
241,504 
236 ,318 
246 ,445 
243,997 
211,060 
250,015 
231 ,283 
277,515 
2,558 ,088 
171,796 
164,564 
204 ,545 
179,993 
192,381 
186,555 
180 ,395 
255,827 
272,590 
275,439 
247,003 
227,000 
1,951,992 
204 ,9 64 
167.978 
173,086 
140,667 
130,642 
133,110 
120,997 
159,075 
166,099 
185,539 
201,075 
168,760 
1 ,994,976 
2,230,166 
t Not Including caps for collapsible tubes. 
U . S. Bureau of the Census 
Tin Mill Products Consumed 
in Producing Closures 
Consumption in Terms of Base B oxes 
1951 
10 Mos ... 
Jan. 
Feb. 
Mar. 
APr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec . 
1950 ...... . 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec . 
1949 .. . 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1948 
Commercial 
Metal Caps 
2,075 ,943 
259,506 
228 ,664 
261,904 
250,585 
238.090 
202.553 
190,317 
160.024 
133.098 
151 ,202 
2,603.125 
176,744 
178,458 
215,016 
193.599 
209 ,631 
223,290 
226 ,930 
248.048 
236.056 
266.665 
219.925 
208,763 
1,957,495 
169,817 
153,450 
169.639 
152,739 
153,421 
159,443 
152,095 
177,073 
170,744 
181,909 
167,866 
149,299 
2,128,660 
Crowns 
2,879 ,288 
303,542 
277,550 
329,994 
308,918 
295,306 
27 ,783 
268,113 
331.397 
243.180 
242,505 
3 ,400,41 
211,207 
21 5 ,116 
271,764 
253,474 
300,942 
329,706 
336,233 
352,812 
296.769 
281.112 
286, 271 
265,012 
2, 793 ,078 
234,053 
222,661 
249 ,402 
228 ,145 
229.390 
272,508 
263,871 
28 ,611 
250, 789 
197,352 
191,286 
165,010 
3,261 , 749 
Home 
Cann ing 
Closures 
598 ,034 
54,992 
59,733 
66 .436 
73.191 
90,855 
88,773 
57,636 
35,232 
39.772 
31,414 
U. S. Bureau of the Census 
ITEEL 
Heavy Steel Barrels 
and Drums 
Shipments for Sale-Number of U nit s 
1951 1950 1949 
J an. 2, 765, 782 1,634,84 7 2 ,065,302 
Feb. 2 ,312, 972 1, 757,558 1,801,427 
Mar. 2,761,637 2 ,095 ,076 1,917, 029 
Apr. 2,383,932 1, 720,615 1, 744 ,641 
Ma y 2,605,254 1,967 ,400 1,921 ,169 
June 2,631, 655 2,088,847 2,086,560 
July 2,365 ,606 2,127,548 1,832,862 
Aug. 2, 780,99 7 2, 703 ,539 1,989 ,955 
Sept. 2,321,837 2,435,257 2 ,419,428 
Oct . 2,510,655 2,517,389 1,693, 792 
N ov . 2,588 ,112 1,681, 785 
Dec. 2,604 ,360 1,955 ,688 
YEARLY TOTALS 
1950 .... . .. 26, 240, 548 1942 . . .. . .. 21,234, 721 
1949 . . . .... 23 ,109,638 1941. . ..... 18,332,143 
1948 .. ... . . 27,069, 717 1940 ....... 13,556 ,443 
1947 . . ..... 27 ,061 ,9 63 1939 ..... . . 12,158, 445 
1946 . . .... . 22 ,729 ,346 1938. . . 8,550,299 
1945 ... . . . . 22,251,101 1937 . . . 9,869 ,212 
1944 . . ... .. 19,931,227 1936 . . . 8, 600,493 
1943 . ... . .. 27,219 ,206 
Light Steel Barrels and Drums 
Shipments for Sale-Number of U nits 
1951 1950 1949 
Jan. 765,395 513 ,424 508 ,934 
F eb. 641 ,537 532,975 442,635 
Mar. 747,745 58 0,98 7 429, 751 
Ap r. 695 ,253 521 ,607 447,014 
May 817,546 646, 127 476,101 
Ju ne 781,015 713 ,431 558, 392 
July 634,319 690,365 515 ,359 
Aug. 724 ,636 790,923 574,155 
Sept. 608,393 675 ,801 576,457 
Oct . 630 ,830 722,732 518, 308 
Nov. 763 ,928 531,476 
Dec. 664 ,235 501,331 
YEARLY TOTALS 
1950... . 7,816,535 
1949 ... . .. . . 6,079,913 
1948.. . . . . 7,346,312 
1947 . . .. 6,032 ,304 
1946 . ... . . . . 6,432.138 
1945 .. . ..... 6 ,564,746 
1944. . .. 5 ,173,0<10 
1943 .. . ..... 3 ,941 ,426 
1942 . .. ... . . 4,541, 108 
1941. . . .... . 3 , 757,565 
1940 . . . . . . . 2,805, 284 
1939 ....... . 2,592, 129 
1938 . . .. . .. . 1 ,964,951 
1937 . .. . 2 ,145,766 
1936 .. . ..... 1,904,195 
Steel Shipping Packages, Kegs 
and Pails 
Shipmen ts for Sale-Number of Uni ts 
1951 1950 1949 
Jan. 5 ,956,581 4 ,381,331 3 ,599 ,421 
F eb . 5,448,459 3,902,982 3,512,127 
Mar. 6,874,845 4,819 ,030 3 ,861,869 
Apr. 6,875,025 4,643,423 3 ,871,620 
Ma y 7 ,046,989 4 ,882,519 4,326 ,836 
June 7,100,946 6,017,088 4 ,499 ,699 
July 6,532,309 5 ,554 ,599 4 ,392,559 
Aug. 7,058 ,276 6,804 ,567 5,375 ,213 
Sept, 5 ,679 ,750 6,205,583 5,531,939 
Oct. 5 ,626,639 6,448 ,072 4 ,938, 461 
Nov. 6,349,589 4,292,483 
Dec. 6,119,919 4 ,558 ,943 
YEARLY TOTALS 
1950 .. . . . .. 66,128 ,702 1947 .. .... . 57,581,115 
1949 ... . ... 52, 761,170 1946 . ... . . . 51,808,792 
1948 . . . ... . 57,254,935 1945 . ... .. . 57,698, 050 
U . s . Bureau of the Census 
January 7, 1952 
STEEL & IRON REQUIRED FOR MODERN-DAY 
PRODUCTS 
PRODUCT 
Automobile 
Combine, Grain 
Freight Car: 
Box (50-ton capa city) 
Cover ed H opper (70-ton capacity ) 
Flat (50-ton capa city) 
H opper (50-ton capacity) 
Ore (70-ton capacit y) 
R efrigerator ( 40-ton capacity) 
Hay Baler, Pickup type ..... . ......... . ... . 
H ouse, Six-Room (Total ) 
Bathroom 
Conduit 
Doors, Steel 
Flashing & miscellaneous 
Frames and sills 
Gutter s and downspouts 
Hardware 
H eating equip ment 
Kit ch en ....... . 
Lath 
Laundr y tubs .......... . 
Nails and wire 
sh eet s 
Pipe, Gas, Water and H eating 
Radiator grilles 
Scr een 
Structural shapes and columns 
Windows 
Lathe, Turret 
Lawn Mower 
Locomotive, Diesel-Electric 
Piano 
STEEL 
LB 
3,545 
5,579 
35,540 
52,940 
41,660 
35,920 
42,300 
38,340 
2,115 
8,482 
300 
140 
160 
200 
480 
475 
90 
640 
800 
1,800 
10 
600 
1,200 
75 
32 
680 
800 
3,856 
28 
191,000 
28 
53,400 Printing Press, F our-Color Shee t F ed Gravure 
R efrigerator 172 
.. 31,952,000 t Ship, Passen ger (S. S . Indep-endence) 
Sleeping Car, Railroad (21-Roomette) 
Tractor, Farm . . . . . .......... . . 
115,662 t 
1,543 
IRON 
LB 
1,251 
6,000 
6,000 
6,000 
5,600 
1,602 
. \ 
4, 200 
9,700 
194 
57,500 
Truck, Railroad Freight Car 6,783 85 
Truck, Railroad Passenger Car 
Washing Machine 
American Iron & Steel Institute 
CROWNS Jan. Feb. 
Production-In Gross Mar. 
Apr. 
May 
J u ne 
July 
Aug. 
Sept. 
Oct. 
Nov. 
······ 
Dec. 
······ 
Total . .... 
18,236 224 
38 
t Steel and iron combined. 
1951 1950 1949 
30,924,924 21,364,828 23,823,597 
29,040,169 22,066,480 22,315,996 
34,005,978 26,280,833 25,546,044 
31,453,286 25,353,208 23,408,437 
30,282,249 30,530,557 23,422,171 
28,460,663 33, 036,101 27,559,101 
26,860,596 33,835,743 26,984,077 
33,637,583 36,612,817 29,708,968 
24,691,864 30,290,839 25,511,477 
24 ,625,215 28, 757,797 19, 936,206 
.... . .. .. . 29,259,860 19,554,1H 
·········· 
26,807,122 16,767,308 
·· ······· · 
344,196,185 284, 537,496 
YEARLY TOTALS 
U. S . Bureau of the Census 1948 ... .. .. .. . 333,448,1!03 1947 ... . ..... . 331,338,27i 
181 
s 
METALWORKING FACTS AND FIGURES 
Beehive Metallurgical Coke 
Average Price-Net T on 
1951 1950 1949 1948 
Connellsville, f u rnace 14.75 14.06 13.79 13. 55 
Connellsville, foundry 17.50 15.88 16.27 15.95 
New River, foundry. 20.70 18.83 17.35 14.98 
Wise county, foundry 15. 95 15. 83 15.35 13.75 
Wise county, furnace 15.20 15.08 14.60 13.07 
Oven Foundry Coke 
Average Price-Net Ton 
Ovens 1951 1950 1949 
Kearny, N. J, 22.75 22.18 21.98 
Milwaukee 
···'· 
23.75 21.18 20.94 
Chicago 22.83 22.00 20.19 
1948 
20.47 
20.13 
19.38 
Lake Superior Iron Ore 
(Per gross ton; 51lh% iron) 
1951 1950 1949 1948 
Bessemer Old R a nge . 8. 70 8. 10 $7 .60 6.60 
Bessemer Mesa bi . . . . 8. 45 7. 85 7.35 6.35 
Nonbessemer Old Range 8.55 7.95 7.45 6.45 
Non bessemer Mesabi . . 8 .30 7 . 70 7.20 6.20 
High Phosphorus . . . . 8.30 7. 70 7.20 6.20 
FINISHED STEEL-WEIGHTED PRICE COMPOSITE 
182 
(Based on average shipments and prices or the !ollowlng products during 5-year base period 1935-1939: Structural shapes, plates, ralls, 
hot-rolled and cold-finished bars, pipe, wire, nalls, tin plate, hot a nd cold-rolled sheets, galvanized sheets, hot and cold-rolled strip) 
i71.92 
...---
157.57 YEARLY AVERAGES 153.53 
~ 1935-1939•100 
123.09 
110.70 
101.36 99.16 99.04 99.27 i05.38 ~ 
1951 19 50 1949 1948 19 4 7 1946 1945 1944-41 194 0 19 39 1938 1937 
Jan . Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. Avg. 
1951 171.92 171.92 171.92 171.92 171.92 171.92 171.92 171.92 171.92 171.92 171.92 171.92 171.92 
1950 156.13 156.13 156.13 156.13 156.13 156.54 156.69 156.95 156.99 157.53 157.76 167.87 157.57 
1949 155.05 155,05 154.85 154.01 152.90 152.90 152.80 152.52 152.52 152.52 152.52 154.75 153.53 
1948 132.93 134.56 135.91 135.91 135.02 134.56 143.08 151.99 151.86 151.86 151.86 151.86 142.62 
1947 117.90 118.67 118.67 118.67 118.67 118.67 120.39 128.96 128.96 128.96 129.28 129.28 123.09 
1946 101,87 106.82 111.62 111.62 111.62 111.86 112.04 112.04 112.04 112.04 112.04 112.82 110.70 
194·5 100.32 100.65 100.65 100.65 101.10 101.78 101.78 101.85 101.87 101.87 101.87 101.87 101.36 
1944 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99. 16 99.16 
1943 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99. 16 99.16 99.16 99.16 
1942 99.16 99.16 99.16 99.16 99.16 99.16 99. 16 99.16 99. 16 99.16 99. 16 99.16 99.16 
1941 99.16 99. 16 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99. 16 99. 16 99.16 
1940 99.16 99.16 99.16 97.75 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99.16 99.04 
1939 100.50 100,50 100.50 100.50 99.07 98.46 98.42 98.42 98.42 98.54 98.78 99.16 99.27 
1938 109.94 109.73 109.65 109.65 109.65 107.84 101.84 101. 84 101.78 101.31 100.83 100.50 105.38 
1937 98.44 98.49 108.25 109.60 109.94 109.94 109.94 109.94 109.94 109.94 109.94 109.94 107.86 
1936 94.00 94.00 92.03 91.62 91.62 91.62 94.09 94.09 93.96 94.78 94.87 96.94 93.64 
FINISHED STEEL-ANNUAL PRICE AVERAGES 
(Per net ton, Pittsburgh) 
SHEET --STRIP-- Tin -BAR$-- Basic Standard 
H.R. C.R. Gal . H.R. C.R. Plate H.R. C.F. Plates Shapes Wire Nails 
1951 ........... $73.00 $87.00 $96.00 $77.60 $101.60 $174.00 $74.00 $91.00 $74.00 $73.00 $98.60 $120.00 
1950 ........... 67.50 82.42 88.67 68.33 86.29 150.00 69.42 83.29 70.33 68.42 91.13 107.67 
1949 ........... 65.22 80.08 88.00 67.75 84.33 155.00 67.55 80.04 68.75 65.24 84.05 105.92 
1948 ........... 60.17 74.83 82.80 62.40 80.36 135.75 62.84 75.63 63.84 60.17 80.10 107.33 
1947 
··········· 
52.60 67.03 74.05 52.60 67.03 116.00 54.60 67.03 55.53 52.53 70.67 84.44 
1946 ........... 48.03 64.80 79.50 47.33 60.56 104.38 49.46 61.21 49,38 46.38 60.25 69.61 
1945 ........... 43.92 61.00 73.50 42.00 56.00 100.00 44.25 53.83 44.50 42.'00 53.83 57.08 
1944 ........... 42.00 61.00 70.00 42.00 56.00 100.00 43.00 53.00 42.00 42.00 1>2.00 51.00 
1943 ........... 42.00 61.00 70.00 42.00 56.00 100. 00 43.00 53.00 42.00 42.00 52.00 51.00 
1942 ........... 42.00 61.00 70.00 42.00 56.00 100.00 43.00 53.00 42.00 42.00 52.00 51.00 
1941 
··········· 
42.00 61.00 70.00 42.00 56.00 100.00 43.00 53.00 42.00 42.00 52.00 51.00 
1940 ........... 41.80 60.80 70.00 41.75 55.75 100.00 43.00 53.00 42.00 42.00 52.00 51.00 
1939 
··········· 
41.25 62.08 70. 00 41.25 57.08 100.00 43.75 53.33 42.00 42.00 52.00 49.17 
1938 ........... 45.42 66.67 72.92 45.25 61.08 106.00 47.00 56.00 43.50 43.50 55.00 52.00 
1937 ........... 47.08 69.92 74.50 47.08 62.75 1~-~3 48.08 56.75 44.25 44.25 56.92 53.25 
1936 
··········· 
38.25 60.00 63.25 38.25 52.33 105.00 ........ , 38.50 44.42 37.00 37.00 48.17 42.83 
1935 ........... 37.00 59.00 62.00 37.00 52.00 105.00 36.33 40.00 36.00 36.00 46.00 50.58 
1934 ........... 37.08 58.75 61.25 37.17 51.75 105.00 36:1<7. 42.00 35.67 35.67 45.42 50.58 
1933 ........... 33.17 51.83 54.92 31.83 42.17 88.67 32.75 ' 36.08 32.17 32.50 42.25 39.92 
1932 .. ......... 34.08 55.17 56.33 28.92 39. 75 93.75 31.67 I 
1 35.75 31.67 31.67 44.00 39.00 
1931 ........... 37.25 62.83 1>7.58 30.1>8 43.33 98.75 32.50 41.67 32.33 32.08 44.00 37.75 
1930 ........... 40.17 73.00 63.00 33. 67 49.33 103.75 ., . 34.42 41.83 34.17 34.17 46.67 42.50 
1929 ... ... ... .. 43.33 81.58 71.33 37_.75 55.33 107:00 38.50 45.25 38.56 38.58 49.42 51.58 
1928 ........... 40.75 80.67 71.75 36.92 56.83 105, 25 37.50 44.00 37.50 37.50 49.00 51.58 
'· 
ITEEL 
fiNISHED STEEL-ARITHMHICAL PRICE COMPOSITE 
(In dollars per net ton, computed from Industry-wide prices on carbon steel: Hot-rolled sheets, cold - rolled sheets. cold-rolled strip, hot-rolled 
bars, plates, structu ral shapes, basic wire, standard nails. tin pl ate. and standard and line pipe. Based on basing point prices through June, 
1948; mill prices for subsequent months.) 
Jan. Feb . Mar. Ap r. May Jun e July Aug . Sept. Oct . Nov. Dec . Avg . 
1951 106.32 106.32 106.32 106 .32 106.32 106.32 106.32 106.32 106.32 106.32 106.32 106.32 106.32 
1950 92.92 93.09 93.18 93.19 93.65 94.35 94.36 94.44 94.50 94 .91 95.09 100.76 94.54 
1949 97.75 97.77 97.17 94.1 93.36 92.06 91.82 91. 62 91. 55 91.62 91.64 91.89 93.54 
1948 7 .26 79.86 81.14 81.14 0.27 80.27 86 .1 95.05 95.05 95.05 95.16 95.50 86.91 194 7 69.59 69.82 69.82 69 . 2 69.82 69 .82 70. 0 75.41 75.41 75.41 76.09 76.15 72.33 
1946 58.27 60.91 63.54 63.54 63.54 64.09 64.45 64.45 64.45 64.45 64.45 64. 75 63.41 
1945 57.35 57.55 57.55 57.55 5 7. 73 5 .27 58.27 58.27 5 .27 58.27 58.27 58 .27 5 7.97 
1944 56. 73 56.73 56. 73 56.73 56 .73 56.73 56.73 56.73 56. 73 56.73 56.73 56.73 56.73 
1943 56. 73 56. 73 56. 73 56.73 56. 73 56. 73 56. 73 56.73 56.73 56. 73 56.73 56.73 56. 73 1942 56.73 56. 73 56. 73 56 .73 56. 73 56.73 56.73 56.73 56.73 56.73 56. 73 56. 73 56. 73 
1941 56. 73 56.73 56. 73 56.73 56.73 56.73 56. 73 56. 73 56.73 56.73 56.73 56.73 56. 73 
1940 56.73 56.73 56.73 56.0 56. 73 56. 73 56.73 56.73 56.73 56. 73 56. 73 56.73 56.68 
1939 57.36 57.36 57.36 57.36 56. 74 56.36 56.29 56.27 56.27 56.49 56.54 56. 73 56. 76 
BASIC PIG IRON PRICE COMPOSITE 
Average of basic pig iron prices (per gross ton) at B>thlehem. Birmingham, Buffalo, Chicago , Cleveland , 
Pittsburgh, Granite City, Youngstown. 
Jan . Feb. Mar . Apr. May Jun e July Aug . Sept. Oct. Nov. Dec . Avg . 1951 52. 16 52.16 52.16 52. 16 52. 16 52. 16 52 .16 52.16 S52.16 52 .16 52.16 52 .16 52. 16 1950 45.70 45.97 45 .9 7 45.97 45.97 45.97 45.97 45.97 47.08 47.98 49.04 52.16 46.98 1949 46.26 46.22 46. 22 46 .16 45.66 45 .60 45.60 45.60 45.60 45.60 45.60 45.60 45.81 194 38.50 39.30 39.34 39.21 39.66 40.49 41.42 44.12 44.62 46. 19 46.29 46.29 42. 12 194 7 29.56 29.59 32.40 32.49 32.49 32.49 33.82 36.06 36.14 36.18 36.38 36.31 33.66 1946 24.75 24.75 25 .13 25.oo 25.50 27.50 27.00 27.50 27 .50 27. 50 27.50 29.10 26.64 1945 23.00 23.50 24 .00 24.00 24 .00 24. 00 24.00 24.00 24.00 24.19 24.75 24.75 24.01 1944 23.00 23.00 23.00 23.00 23 .00 23.00 23.00 23.00 23.00 23 .00 23.00 23.00 23.00 1943 23.00 23.00 23.00 23.00 23.00 23.00 23.00 23 .00 23.0'0 23.00 23 .00 23.00 23.00 1942 23.00 23.00 23.00 23.00 23.00 23.00 23 .00 23.00 23.00 23.00 23.00 23.00 23.00 1941 22. 80 22. 95 23.05 23.05 23.05 23.05 23.05 23.05 23.05 23.05 23.05 23.05 23.02 1940 22.05 22.05 22.05 22.05 22.05 22.05 22.05 22.05 22.05 22.05 22.05 22.32 22.07 1939 20.05 20.05 20.05 20.05 20.05 20.05 20.05 20.05 21.05 22.05 22.05 22.05 20.68 
MALLEABLE PIG IRON COMPOSITE 
Average of malleable pig iron prices (per gross ton) at Bethlehem, Buffalo, Chicago, Cleveland , Pittsburgh, Granite City, Youngstown. 
Jan . Feb . Mar . Apr . May June July Aug . Sept. Oct. Nov. De c. Avg . 1951 53.27 53.27 53 .27 53.27 53.27 53.27 53.27 53.27 53.27 53.27 53 .27 53.27 53.27 1950 47.27 47. 27 47.27 47.27 47.27 47.27 47.33 47.49 48 .15 49.46 50.27 53.27 48.30 1949 47.39 47.34 47.34 47.31 47.27 47.27 47.27 47.27 47.27 47.27 47.27 47.27 47.30 1948 39 .58 40.39 40.45 40.29 40.70 41.54 42.32 44.87 45.30 47.20 47.41 47.41 43.12 194 7 30.79 30. 79 33.50 33.71 33 .71 33. 71 34.94 37.07 37.16 37.19 37.49 37.40 34.79 1946 26.04 26.04 26.41 26. 79 26. 79 28.79 28 .79 28. 79 28.79 28.79 28.79 30.36 27.93 1945 24.29 24 .79 25.29 25 .29 25.29 25.29 25.29 25.29 25.29 25.48 26.04 26.04 25.31 1944 24.29 24.29 24.29 24.29 24.29 24 .29 24 .29 24 .29 24.29 24.29 24.29 24.29 24.29 1943 24.29 24.29 24,29 24.29 24.29 24.29 24.29 24.29 24.29 24.29 24.29 24.29 24.29 
No.2 fOUl'.IDRY PIG IRON COMPOSITE 
Average of No. 2 foundry pig Iron prices (per gross ton) at Bethlehem, Birmingham, Buffalo, Chicago, Cleveland , Neville Island, Granite City, Youngstown. 
Jan. Feb . Mar. Apr. May Jun e Ju ly Au g. Sept. Oct. Nov. Dec. Avg . 1951 52.54 52.54 52.54 52.54 52.54 52.54 52. {..4 52.54 52.54 52 .54 52.54 52.54 52.54 1950 46.20 46.47 46.47 46.47 46.47 46.47 46.57 46.85 47.55 49.20 49.54 52.54 47.57 1949 46.67 46.63 46.63 46.60 46.13 46.07 46.08 46.10 46.10 46. 10 46.10 46.10 46 .28 1948 38.94 39.77 39.81 39 .68 40.10 40.96 41. 3 44.47 44.58 46.50 46 .69 46.69 42.50 194 7 30.17 30.17 32. 0 32.99 32 .99 32 .99 34.32 36.54 36.62 36.64 36. 5 36.7 34 .16 1946 25.42 25.42 25.8 0 26. 17 26.17 2 .17 28. 17 23.17 23 .17 28.17 28 .17 29.73 27.31 1945 23.67 24.17 24.67 24.67 24.67 24.67 24.67 24.67 24 .67 24.86 25.42 25.42 24.69 1944 23.67 23.67 23.6 7 23.67 23.67 23.67 23.67 23.67 23.67 23.67 23.67 23.67 23.67 1943 23.67 23.67 23.6 7 23 .67 23.67 23.67 23.67 23.67 23.67 23.67 23.67 23.67 23.67 
STEELMAKING SCRAP PRICE COMPOSITE 
Average of No. 1 heavy m elti ng steel scrap prices (per gross ton ) at Pilt£burgh , Chicago and eastern Pen nsylvania. 
Jan. Feb . Mar. Apr. May Jun e July Aug . Sept. Oct. Nov. Dec. Avg . 1951 46.33 44 .00 44.00 44.00 44.00 44.00 44.00 44.00 44.00 43.60 43 .00 43.00 43.99 1950 26.93 27. 52 28.23 29.40 33.82 39 .25 37.04 40.00 40.93 41.37 41. 33 45 .50 35.94 !949 41.54 38 .48 34.60 24.06 22.29 20.85 19.21 20.86 26.07 26. 71 28.96 28.03 27. 64 1948 40.75 40.48 40.21 40.41 40.67 40.67 41.43 43.33 43.33 43.25 43 .25 43 .25 41.75 1947 31.20 33.50 37.25 33.94 29 .75 32.48 3 7.23 39.00 37.83 39.85 40.42 40.13 36 .05 1946 19. 17 19.17 19. 17 19. 17 19. 17 19.17 19. 17 19. 17 19 .17 19.17 22.22 27.69 20.13 1945 19. 17 19. 17 19.17 19.17 19.17 19.17 19. 17 19. 17 19. 17 19.17 19.17 19. 17 19. 17 1944 19. 17 19.17 19. 17 19.1 7 19. 17 19.17 19.17 19.17 18.00 16.50 16.40 18.54 18.95 1943 19. 17 19.17 19. 17 19. 17 19.17 19. 17 19. 17 19.17 19 .17 19.17 19. 17 19. 17 19. 17 194 2 19. 17 19. 17 19. 17 19. 17 19. 17 19. 17 19. 17 19 .17 19. 17 19. 17 19 .17 19 .17 19. 17 1941 21.00 20.05 20. 15 19. 17 19. 17 19.17 19.17 19. 17 19. 17 19.17 19 . 17 19. 17 19.50 1940 17.60 17.10 16.55 16.19 17.30 19. 15 18 .65 18.80 20.20 20.70 20.80 21. 40 18 .70 1939 14.90 14.95 15.15 14.80 14.10 14.60 14.90 15.35 18. 15 21. 55 20.15 17.95 16.40 
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METALWORKING FACTS AND FIGURES 
AVERAGE MONTHLY QUOTATIONS IN 1951 
Finished Steel Prices are cents per pound unless otherwise noted; coke, dollars per net ton; other Products, dollars per gross ton. 
All prices are mill or furnace, unless otherwisJ noted. December figures subject to revision. 
PITTSBURGH 
Struct\Jral Shapes ... 
Plates ... 
Bars, Hot-Rolled ... 
Bars, Cold-Finished . 
Sheets, Hot-Rolled .. . 
Sheets, Cold-Rolled .. . 
Sheets, No. 10 Galvanized 
Strip, Hot-Rolled .. . 
Strip, Cold-Rolled ... . 
Standard Spikes . 
Plain Wire ...... . 
Wire Nails .... . 
Structural Rivets 
Steel Pipe, Buttweld 1-3 ln.; % discount from llst. .. 
Tin Plate, 1.50-pound coating (base box) .. . 
Pig Iron , Bessemer, Neville Island 
Pig Iron, Basic, district ovens ...... . 
Plg Iron, No. 2 Foundry, Neville Island 
Pig Iron , Malleable, Neville Island ...... . 
Blast Furnace Silvery Pig Iron, 9.01-9.50% Si, Jack-
son, 0., furnace ...... . 
Billets, Bessemer and Open-Hearth, Rerolling 
Wire Rods (cents per pound) ... 
Furnace Coke, spot, Connellsville, Pa . 
Foundry Coke, spot, Connellsville, Pa. . . . .. 
Scrap, No. 1 Heavy Melting Steel. ..... . 
Scrap, Low Phos. (Bar crops and plate) .. . 
Scrap, No. 1 Cast, f .o. b. shipping point .. . 
* Delivered, consumer's plant . 
CHICAGO 
Bars, Steel .. . 
Plates ...... . 
Structural Shapes 
Bars, Rail Steel ..... . ..... . . .. ............... . ... . 
Sheets, Cold-Rolled .... . 
Pig Iron , No. 2 Foundry .. . 
Pig Iron, Malleable ... 
Scrap, No. 1 Heavy Melting Steel 
Scrap Rails for Rerolling . .. 
Scrap, No. 1 Cupola Cast, f.o.b. shlpplng point ..... . 
• Delivered consumer's plant. 
EASTERN PENNSYLVANIA 
Plates, Sparrows Point, Md. . .. 
Structural Shapes, del. Philadelphia ... 
Steel Bars, del. Phlladelphia ...... . 
Sheets, Hot-Rolled, Sparrows Point, Md. . 
Plg Iron, Baste, del. Philadelphia ... 
Pig Iron, No. 2 Foundry, del. Philadelphia ... 
Pig Iron , Standard Low Phos, del. Philadelphia ... 
Scrap, No. 1 Heavy Melting Steel ... 
Scrap, No. 1 Cupola, f.o. b. shipping point. .. 
Spiegeleisen, 19-21%. Palmerton, Pa . , furnace .. 
• Delivered consumer·s plant. 
COAL CHEMICALS 
Benzol, per gallon, producers' plants, tank lots . .... . 
Toluol, one degree, per gallon, producers' plants . .... . 
Xylol, per gallon, producers' plants, tank lots ...... . 
Phenol, 40, per pound producers' plants, carlots ..... . 
Sulphate of Ammonia, per ton, bulk, ovens ......... . 
184 
JAN. 
3.65 
3. 70 
3. 70 
4.55 
3.65 
4.35 
4.80 
3.88 
5.08 
6.15 
4.93 
6.00 
7.85 
42.5 
8. 70 
53.00 
52.50 
52.50 
52.50 
FEB. 
3.65 
3. 70 
3.70 
4.55 
3.65 
4.35 
4.80 
3.88 
5.08 
6.15 
4.93 
6.00 
7.85 
42.5 
$8.70 
53.00 
52.50 
52 50 
52.50 
MAR. 
3.65 
3.70 
3.70 
4.55 
3.65 
4.35 
4.80 
3.88 
5.08 
6.15 
4.93 
6.00 
7.85 
42.5 
8.70 
53.00 
52.50 
52.50 
52.50 
APR. 
3.65 
3. 70 
3.70 
4.55 
3.65 
4.35 
4. 0 
3.88 
5.0 
6.15 
4.93 
6.00 
7.85 
42.5 
8.70 
53.00 
52.50 
52.50 
52.50 
MAY 
3.65 
3.70 
3.70 
4.55 
3.65 
4.35 
4.80 
3.88 
5.08 
6.15 
4.93 
6.00 
7.85 
42.5 
8.70 
53.00 
52.50 
52.50 
52.50 
JUN E 
3.65 
3.70 
3.70 
4.55 
3.65 
4.35 
4.80 
3.88 
5.08 
6.15 
4.93 
6.00 
7. 85 
42.5 
8. 70 
53.00 
52.50 
52.50 
52.50 
JULY 
3.65 
3.70 
3.70 
4.55 
3.65 
4.35 
4.80 
3.88 
5.08 
6.15 
4.93 
6.00 
7.85 
42.5 
8. 70 
53.00 
52.50 
52.50 
52.50 
AUG-
3.65 
3.70 
3.70 
4.55 
3.65 
4.35 
4.80 
3.88 
5.08 
6.15 
4.93 
6.00 
7.85 
42.5 
8. 70 
53.00 
52.50 
52.50 
52.50 
SEPT. 
3.65 
3.70 
3.70 
4.55 
3.65 
4.35 
4.80 
3. 8 
5.08 
6.15 ' 
4.93 
6.00 
7.85 
42.5 
8.70 
53.00 
52.50 
52.50 
52.50 
OCT. 
3.65 
3.70 
3.70 
4.55 
3.65 
4.35 
4.80 
3.88 
5 .08 
6.15 
4.93 
6.00 
7.85 
42.5 
.70 
53.00 
52.50 
52.50 
52.50 
NOV. 
3.65 
3.70 
3.70 
4.55 
3.65 
4.35 
4.80 
3.88 
5.08 
6.15 
4.93 
6.00 
7.85 
42.5 
8. 70 
53.00 
52.50 
52.50 
52.50 
DEC . 
3.65 
3.70 
3.70 
4.55 
3.65 
4.35 
4.80 
3.88 
5.08 
6.15 
4.93 
6.00 
7.85 
42.5 
8.70 
53.00 
52.50 
52.50 
52.50 
71.50 71.50 71.50 71.50 71.50 71.50 71.50 71.50 71.50 71.50 71.50 71.50 
56.00 56.00 
4.20 4.20 
14.75 $14.75 
17.50 17.50 
47.50 
56.50 
58.4 o• 
JAN. 
3.70 
3. 70 
3.65 
4.75 
4.35 
45.00 
50.00 
49.00 
FEB-
3.70 
3.70 
3.65 
4.75 
4.35 
56.00 56.00 
4.20 4.20 
14.75 $14.75 
17.50 17.50 
45.00 
50.00 
49.00 
45.00 
50.00 
49.00 
MAR. APR. 
3.70 3.70 
3.70 3.70 
3.65 3.65 
4.75 4.75 
4.35 4.35 
52.50 $52.50 52.50 52.50 
52.50 52.50 52.50 52.50 
45.00 43.50 43.50 43.50 
52.50 
49.00 
67.00 52.50 52.50 
62.20* 49.00 49.00 
JAN. 
3.70 
3.90 
4.18 
3.60 
FEB. 
3. 70 
3.90 
4.18 
3.60 
MAR. 
3.70 
3.90 
4.18 
3.60 
APR. 
3. 70 
3 .91 
4.20 
3.60 
56.39 56.39 56.39 56.49 
56. 9 56.89 56.89 56.99 
63.00 63.00 63.00 63.12 
46.50 
54.50* 
71 .00 
43.50 
49.00 
75.00 
JAN. FEB. 
32.50 32.50 
29.50 29.50 
29.25 29.25 
17.25 17.25 
38.50 38.50 
43.50 
49.00 
75.00 
43.50 
49.00 
75.00 
MAR. APR. 
32.50 32.50 
29.50 29.50 
29.25 29.25 
17.25 17.25 
38.50 38.50 
56.00 56.00 56.00 56.00 
4.20 4.20 4.20 4.20 
14.75 $14.75 S14. 75 S14. 75 
17.50 17.50 17.50 17.50 
45.00 
50.00 
49.00 
MAY 
3.70 
3.70 
3.65 
4.75 
4.35 
45.00 
50.00 
49.00 
45.00 
50.00 
49.00 
45.00 
50.00 
49.00 
JUNE JULY AUG. 
3.70 3.70 3.70 
3. 70 3. 70 3. 70 
3-65 3.65 3.65 
4.75 4.75 4.75 
4.35 4.35 4.35 
56.00 56.00 56.00 56.00 
4.20 1.20 4.20 4.20 
14.75 $14.75 
17.50 17.50 
14.75 $14.75 
17.50 17.50 
45.00 
50.00 
49.00 
44.60 
50.00 
49.00 
44.00 
50.00 
49.00 
SEPT. OCT. NOV. 
3. 70 3. 70 3. 70 
3. 70 3. 70 3. 70 
3.65 3.65 3.65 
4. 75 4. 75 4. 75 
4.35 4.35 4.35 
44.00 
50.00 
49.00 
DEC . 
3.70 
3.70 
3.65 
4.75 
4.35 
52.50 $52.50 
52.50 52.50 
52.50 
52.50 
52.50 $52.50 
52.50 52.50 
52.50 $52.50 $52.50 
52.50 52.50 52.50 
43.50 
52.50 
49.00 
MAY 
3.70 
3.91 
4.20 
3 .60 
56.49 
56.99 
63.12 
43.50 
49.00 
75.00 
MAY 
32.50 
29.50 
29.25 
17.25 
38.50 
43.50 
52.50 
49.00 
JUNE 
3. 70 
3.91 
4 .20 
3.60 
43.50 
52.50 
49.00 
JULY 
3.70 
3.91 
4.20 
3.60 
43.50 
52.50 
49.00 
AUG. 
3.70 
3.91 
4.20 
3.60 
56.49 
56.99 
63.12 
56.49 $56.49 
56.99 56.99 
63.12 63.12 
43.50 
49.00 
75.00 
43.50 
49.00 
75.00 
JUNE JULY 
32.50 32.50 
29 .50 29.50 
29.25 29.25 
17.25 17.25 
38.50 38.50 
43.50 
49.00 
75.00 
AUG-
32.50 
29.50 
29.25 
17.25 
38.50 
43.50 
52.50 
49.00 
SEPT. 
3.70 
3.918 
4.223 
3.60 
56.61 
57.11 
63.37 
43.50 
49.00 
75.00 
43. 10 
52.50 
49.00 
OCT. 
3.70 
3.918 
4.223 
3.60 
56.61 
57.11 
63.37 
43.10 
49.00 
75.00 
SEPT. OCT. 
32.50 32.50 
29.50 29.50 
29.25 29.25 
17.25 17.25 
38.50 38.50 
42.50 
52.50 
49.00 
NOV. 
3.70 
3.918 
4.223 
3.60 
42.50 
52.50 
49.00 
DEC. 
3. 70 
3.918 
4.223 
3.60 
56.61 $56.61 
57.11 57.11 
63.37 63.37 
42.50 
49.00 
75.00 
NOV. 
32.50 
29.50 
29.25 
17.25 
38.50 
42.50 
49.00 
75.00 
DEC. 
32.50 
29.50 
29.25 
17.25 
38.50 
ITEEL 
• rro PIC: 
M E T ~ _ W 0 R K I N G F A C T S A N D <F.' I ..: G'._ U R E S 
Copper Sheets' .. . 
Copper Rodsl .... . 
Copper Tubing' .......... . . . 
Yellow Brass Sheetst .. . 
Yellow B rass Rodst ..... .. . 
Yellow Brass Tubingt .. ... . 
Nickel Silver Sheets' 
Phosphor Bronze Sheets• 
Zinc Sheets' 
Bronze Sheets:~ ... 
Bronze Rods2 
Bronze Tu bing2 
Yellow Brass Wiret 
Copper Magnet Wire" 
Weatherproof Copper Wire6 . . 
Bare Copper Wire6 ...... . . . 
85-5-5-5 Brass Ingot7 .. . 
80-10-10 Brass Ingot• .... . . . 
88-10-2 Brass Ingot• ....... . 
No. 1 Yellow Ingot' 0 •••.•••• 
NONFERROUS METAL PRICES 
(Cents per pound) 
----------------------~~--~~--1951 
May June July Aug . 
40.56 
36.41 
40.60 
37.53 
31.93 
40.54 
51.53 
59.83 
24.50 
40.12 
39.81 
42. 78 
37.82 
34.50 
30.10 
29.55 
29.00 
34.00 
38.50 
25.50 
Jan . 
41.03 
36.88 
41.07 
37.84 
32.23 
40.85 
51.24 
59.345 
24.50 
40.55 
40.24 
43.21 
38. 13 
34.50 
30.10 
29.55 
29.00 
35.00 
43.25 
25.20 
Fe b . 
41.03 
36.88 
41.07 
37.84 
32.23 
40.85 
51.24 
59.345 
24.50 
40.55 
40.24 
43.21 
38. 13 
34 .50 
30.10 
29. 55 
29.00 
35.00 
43.25 
25.00 
Mar . 
41.03 
36.88 
41.07 
37.84 
32.23 
40.85 
52.135 
61.51 
24.50 
40.55 
40.24 
43.21 
38.13 
34.50 
30.10 
29.55 
29 .00 
35.00 
44.344 
25 .438 
Apr. 
41.03 
36.88 
41.07 
37.84 
32.23 
40.85 
52.135 
61.51 
24.50 
40.55 
40.24 
43.21 
38.13 
34.50 
30.10 
29 .55 
29 .00 
35.00 
44.50 
25.50 
40.69 40.18 40.18 
36.54 36.03 36.03 
40.73 40.22 40.22 
37.62 37.28 37.28 
32.02 31.70 31. 70 
40.62 40.29 40.29 
51.68 50.99 50.99 
60.67 59.42 59.42 
24.50 24.50 24.50 
40.24 39.78 39.78 
39.93 39.47 39.47 
42.90 42.44 42.44 
37.91 3 7.57 37.57 
34.50 34.50 34 .50 
30.10 30.10 30.10 
29.55 29.55 29.55 
29.00 29.00 29.00 
35.00 35.00 35.00 
44.50 44.50 44.50 
25.50 25.50 25. 50 
Sept. 
41.68 
37.53 
41.72 
38.28 
32.63 
41.29 
53.14 
61.07 
24.50 
41.13 
40.82 
43.79 
38.57 
34 .50 
30.10 
29 .55 
27.25 
32.25 
38.50 
23.25 
Oct. 
41.68 
37.53 
41.72 
38.28 
32.63 
41.29 
53.14 
61.07 
25.30 
41.13 
40.82 
43 .79 
38.57 
34 .50 
30.10 
29.55 
27.25 
32.25 
38.50 
23.25 
Nov . 
41.68 
37.53 
41.72 
38.28 
32.63 
41.29 
53.14 
61.07 
26.50 
41.13 
40.82 
43.79 
38.57 
34.50 
30.10 
29.55 
27.25 
32.25 
38.50 
23.25 
Dec.* 
41.68 
37.53 
41.72 
38.28 
32.63 
41.29 
53.14 
61.07 
26.50 
41.13 
40.82 
43.79 
38.57 
34.50 
30. 10 
29.55 
27.25 
32 .25 
38.50 
23.25 
---Yearly Averoges---
1951* 1950 1949 
41.038 36.445 33.278 
36.888 32.294 29.295 
41.078 36.472 33.302 
37.849 33.124 30.327 
32,233 27.526 26.321 
40.858 36.134 33.275 
52.042 35.921 32.838 
60.444 35.611 32.540 
24.900 38.581 35.664 
40.553 46.870 43.564 
40.243 54.765 52.3H 
43.216 19 .750 17.227 
38.139 33.414 30.638 
34.500 31.554 29 .535 
30.100 27.391 26.714 
29.550 25.78 7 25.183 
28.417 22.285 17.273 
34.000 26.606 22.628 
41.779 31.840 26.297 
22.553 19 .330 14.664 
' F.o.b. mill. '9 0 % cu; f.o.b. mill. ' 18% Nl; f.o.b. mill. •Grade A; f.o. b . mill . 'Carlots; f.o.b. des tination . 'Carlots; f.o.b. eastern mill. 7No. 
115: delivered. •No. 305; delivered . •No. 215; delivered. 10No. 405; dellv ered. 
J a n . 
Feb. 
M ar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
COPPER 
Electrolytic; cents per lb, delivered 
Connecticut Valley 
1951 
24.500 
24.500 
24.500 
24.500 
24.500 
24.500 
24.500 
24.500 
24.500 
24.500 
24.500 
24.500 
1950 
18.500 
18.500 
18 .500 
18.940 
19.962 
22.231 
22.500 
22.870 
23.500 
24.500 
24.500 
24.500 
ZINC 
1949 
23.500 
23.500 
23.486 
21.774 
18 .045 
16.606 
17.279 
17.625 
17.625 
17.625 
18.427 
18 .500 
Yearly 
Ave rages 
1951•. 24.500 
1950 .. 21.588 
1949 . . 19.499 
1948 . . 22.317 
194 7 .. 21.215 
1946 .. 14. 043 
1945 .. 12.000 
1944 .. 12. 000 
1943 .. 12. 000 
1942 . . 12. 000 
1941 .. 12. 000 
1940 .. 11.528 
Prime Western; cents per lb , East St. Louis 
Yearly 
1951 1950 1949 
Jan. 17.500 9.810 
9. 750 
9.944 
17.500 
17.500 
17.056 
14.085 
11.880 
Averag6s 
1951 •. 1 7. &94 
1950 .. 13.879 
1949 .. 12.152 
1948 . . 13.563 
1947 .. 10.500 
Feb. 17. 500 
Mar. 17.500 
Apr. 17.500 10.690 
11.990 
14.769 
15.000 
15.000 
17.100 
17.500 
17.500 
17.500 
Ma y 17.500 
June 17.500 9.548 
9.346 
10.000 
10.058 
9.317 
1946 .. . 8. 727 
July 17.500 1945 ... 8.250 
Aug. 17.500 1944 ... 8.~50 
Sept. 17.500 1943 ... 8 .250 
Oct. 19.426 1942 ... 8, 250 
Nov. 19.500 9. 760 
9. 769 
1941. .. 7.478 
1940 .. . 6.339 Dec. 19.500 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Av. 
Jan . 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
CADMIUM 
Regular shapes; dollars per lb, del. 
1951 1950 1949 1948 1947 
2.55 2.00 2.00 1.75 1. 50 
2.:\5 2.00 2.00 1.75 1.56 
2.55 2.00 2.00 1. 75 1.69 
2.55 2 .00 2.00 1.75 1.75 
2.55 2.00 2.00 1.75 1.75 
2.55 2.11 2.00 1.75 1.75 
2. 55 2.15 2. 00 1. 75 1. 75 
2.55 2.15 2.00 1.90 1. 75 
2.55 2.34 2.00 1.90 1.75 
2.55 2.40 2.00 1.90 1. 75 
2.55 2.44 2 .00 1.94 1.75 
2.55 2.55 2.00 2.00 1. 75 
. .. 2.55 2.18 2.00 1. 82 1. 71 
ANTIMONY 
Domestic, bulk, carlots; cents per Ib , 
f.o.b. Laredo, Tex. 
1946 
0.90 
0.90 
0.90 
0. 90 
0. 90 
0.90 
0.99 
1.25 
1.25 
1.25 
1.31 
1.50 
1.08 
Yearly 
1951 1950 1949 Averages 
35.462 29 .920 38.500 1951 • .42.335 
42.000 27.318 38.500 1950 .. 27.626 
42 .000 24.600 38.500 1949 .. 36.875 
42.000 24.500 38.500 1948 .. 35.010 
42.000 24 .500 38.500 1947 .. 31.922 
42.000 24.500 38.500 1946 .. 15 .972 
42.000 24.500 38 .500 1945 .. 14.500 
42 .000 24.648 38.500 1944 . . 14.500 
42.000 31.020 38.500 1943 . . 14.500 
42.000 32.000 32.000 1942 . . 14.417 
44.560 32.000 32.000 194lt . 16.500 
50.000 32.000 32.000 1940+ . 16.500 
+ Delivered New York 
January 7, 1952 
ALUMINUM 
99% plus, ingots; cents per lb, f.o.b. 
shipping point 
Jan. 
Feb. 
Mar. 
Apr. 
M a y 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1951 1950 
19.000 17.000 
19 .000 17.000 
19. 000 17.000 
19 .000 17.000 
19.000 17.192 
19.000 17.500 
19.000 17.500 
19.000 17.500 
19 .000 17.680 
19 .000 18.970 
19 .000 19.000 
19.000 19.000 
LEAD 
1949 
17.000 
17.000 
17.000 
17.000 
17.000 
17.000 
17.000 
17.000 
17.000 
17.000 
17.000 
17.000 
Yearly 
Averages 
1951• . 19. 000 
1950 .. 17.695 
1949 .. 17. 000 
1948 . . 15. 764 
194 7 .. 15. 000 
1946 .. 15. 000 
1945 .. 15. 000 
1944 .. 15. 000 
1943 .. 15. 000 
1942 .. 15.000 
1941. .16. 500 
1940 .. 18. 692 
Common grade; cents per Ib , St. Louis 
Jan . 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1951 1950 1949 
16.800 11.800 21.325 
16.800 11.800 21.325 
16.800 10.763 18 .825 
16.800 10. 420 15.017 
16. 800 11.521 13.566 
16. 800 11.608 11.850 
16. 8 00 11.460 13.335 
16. 800 12.726 14.806 
16. 800 15.600 14. 853 
18. 726 15.840 13.242 
18.800 16. 800 12.348 
18. 800 .. 16.800 11 .800 
COBALT 
Yearly 
Averages 
1951' . 17.294 
1950 .. 13.095 
1949 .. 15.191 
194R . . 17.867 
1947 . . 14.504 
1946 . .. 7.957 
1945 ... 6.350 
1944 ... 6.350 
1943 . . . 6.350 
1942 ... 6.331 
1941. .. 5.643 
1940 ... 5.029 
97-98%; dollars per lb for 550 lb keg 
Jan . 
Feb. 
Mar. 
Apr. 
May 
June 
July .... . 
Aug .... . 
Sept .... . 
Oct .... . 
Nov . ... . 
Dec. 
Av . .... . 
1951 1950 1949 1948 1947 1945-46 
2.10 1. 80 1.65 1.65 1.50 1.50 
2.10 1.~ l.U 1.U 1.W l.W 
2.10 1. 80 1.65 1.65 1.50 1.50 
2.10 1.80 1. 80 1.65 1.50 1.50 
2.10 1. 0 1.80 1.65 1.50 1.50 
2.10 1.80 1. 80 1.65 1.50 1.50 
2.10 1. 80 1. 80 1.65 1.53 1.50 
2.10 1. 80 1. 80 1.65 1.65 1.50 
2.10 1 .~ 1.W l.U l.U 1.W 
2.40 1. 80 1 .80 1.65 1.65 1.50 
2.40 1.80 1. 80 1.65 1.65 1.50 
2.40 2.025 1. 80 1.65 1.65 1.50 
~~ 1.D 1.H 1.U 1.H 1W 
SILVER 
Open market, cents per fine oz , New York 
Jan . 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1951 
88.890 
90.160 
90.160 
90.160 
90.160 
88.492 
90.160 
90.160 
90.160 
88.120 
88.000 
88.000 
1950 
73.250 
73.250 
73.120 
77.750 
72.635 
72.750 
72.750 
72.750 
72 .750 
74 .980 
80.000 
80.000 
1949 
70.000 
70.838 
71.500 
71.500 
71.500 
71.500 
71.500 
71.889 
73.202 
73.250 
73.250 
73.250 
Yearly 
Averages 
1951• .89.3 5 
1950 .. 74.165 
1949 .. 71.932 
1948 .. 74.665 
1947 .. 71.959 
1946t. 80.151 
1945t. 51.928 
1944t. 44.750 
1943t. 44.750 
1942t. 38.333 
1941 t. 34 .783 
1940t . 34.773 
t As reported by Handy & Harman, New York. 
NICKEL 
Electrolytic Cathodes, 99.5%, base sizes, 
unpacl{ed , cents per Ib, f .o.b. refi nery 
Jan .. 
Feb. 
Mar. 
Apr. 
May 
.Tune 
Jul y 
Aug. 
Sept. 
Oct. 
N ov. 
D ec . 
Jan. 
Feb. 
Ma r . 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Jan . 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Av. 
Jan . 
Feb. 
Mar. 
_,_pr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Av. 
1951 
50.500 
50.500 
50.500 
50.500 
50.500 
56.500 
56.500 
56.500 
56.500 
56.500 
56.500 
56 .500 
1950 
40.000 
40.000 
40.000 
40.000 
40.308 
48.000 
48.000 
48 .000 
48.000 
48.000 
48.000 
49.400 
TIN 
1949 
40.000 
40.000 
40.000 
40.000 
40.000 
40.000 
40.000 
40.000 
40.000 
40.000 
40.000 
40.000 
Yearly 
Averages 
1951•. 54.000 
1950 .. 44.809 
1949 .. 40.000 
1948 .. 36.528 
1947 .. 35.000 
1946 .. 31.850 
1945 .. 35. 000 
1944 .. 35.000 
1943 .. 35.000 
1942 .. 35.000 
1941. . 35.000 
194 0 .. 35.000 
Straits, spot; cents per lb, New York 
Yearly 
1951 1950 1949 
.. . 171.798 76.020 103.000 
... 182. 716 74.352 103.000 
... 145 .730 75.745 103.000 
.. 145. 735 76.445 103.000 
... 139.923 77. 500 103.000 
.. . 117. 962 77.668 103.000 
... 106. 000 89.680 103 .000 
... 103. 000 102.120 103.000 
.. 103. 000 101.250 101.654 
. 103. 000 113.390 95.505 
. 103.000 137.710 89 .823 
. 103.000 144.740 78.966 
IRIDIUM 
Averages 
1951'127. 072 
1950 .. 95.552 
1949 .. 99.996 
1948 .. 99.250 
194 7 .. 77.975 
1946 .. 54.563 
1945 .. 52.000 
1944 . . 52.000 
1943 .. 52.000 
1942 .. 52.000 
1941. .52.032 
1940 .. 49.841 
Dollars per troy ounce 
1951 1950 1949 1948 
200.00 105.00 
200.00 100.00 
200.00 100.00 
200.00 100.00 
200.00 100.00 
200.00 100.00 
200.00 145.00 
200.00 176.00 
200 .00 220.00 
200.00 212.00 
200.00 200.00 
200. 00 200. 00 
.200 .00 146.50 
112.50 
107.50 
105.00 
105.00 
105.00 
105.00 
105.00 
105.00 
105.00 
105.00 
105.00 
105.00 
105. 83 
1951 
91.50 
91.50 
91.50 
91. 50 
91.50 
91.50 
91.50 
91.50 
91.50 
91.50 
91.50 
91.50 
91.50 
PLATINUM 
Dollars per ounce 
1950 1949 1948 
69.90 90.00 67.50 
67.50 86.75 70.50 
67.50 77.30 73.50 
67.50 73.50 94.70 
67.50 73.50 99.50 
67.50 71.70 85.50 
73.50 70.50 87.90 
78. 10 70.50 94.50 
98.25 70.50 94.50 
97.50 70.50 94.50 
91.50 70.50 94.50 
91.50 70.50 93.50 
78.146 74.65 8 7.55 
85. 00 
6.88 
97.50 
112. 00 
115.00 
112.50 
107.00 
115.00 
114.50 
112.50 
112.50 
112.50 
106.91 
1947 
59.90 
59.50 
59.00 
61.50 
61.20 
57.25 
54.50 
57.00 
67.50 
67.50 
67.50 
67.50 
61.65 
1947 
112.00 
110.00 
106.50 
91.50 
90.00 
8 6.25 
85.00 
85.00 
85.00 
85. 00 
85.00 
85.00 
92.19 
1946 
35.00 
35.00 
35.00 
35.00 
35.00 
49.63 
68.50 
78.90 
86.50 
78.80 
70.50 
65.00 
56.07 
• Estimated 
185 
o' fe 0 eta I 
METALWORKING FACTS AND FIGURES 
COPPER PRODUCTION, SHIPMENTS AND STOCKS 
DOMESTIC STATISTICS-Net Tons Refined FOREIGN STATISTICS-Net Tons Refined 
Deliveries Stocks Deliveries Stocks 
---PRODUCTION--- To End of ---PRODUCTION--- To End of 
Period Primary Secondary Refined Customers Period Period Primary Secondary Refined Customers Period 
1951 1951 
11 Mos. .882,252 52,863 1,101,252 1,248,310 68.160 11 Mos. 1,267,483 4,814 1,115,837 907,043 166,640 
Jan. 81,'137 5,224 110,144 108,128 54.8~3 Jan. 1!4,267 284 97,599 71,597 146,!>37 
Feb. 78,431 3,167 101,054 99,485 59,324 Feb. 108,318 348 90,156 71 ,467 151,288 
Mar. 85,060 6,183 112,933 116,793 55,609 Mar. 118,925 216 100,946 80,050 161,720 
Apr, 83,417 7,377 103,494 114,744 52.800 Apr. 117,707 259 104,831 87,829 164,588 
May 8~.609 6,932 113,513 118,113 60.896(&) May 115,162 258 97,004 92,505 150,549 
June 79,967 7,136 105,127 114,103 60,912(a) June 107,659 326 94,696 78,941 151,823 
July 77,299 5,278 93,258 101,095 68,045(&) July 115,255 778 104,599 82,251 159,472 
Aug. 68,052 5,272 79.613 104,938(b) 70.937(&) Aug, 113,247 852 105,907 83,607 161,269 
S•pt. 71.964 2.201 74 354 121,1'79 1 bl 62.0!l31a) S•pt. 112 851 656 101,133 74,131 163.538 
Oct. 85,778 2,118 104,148 125,286(b) 78,192(a) Oct. 122,543 490 115,8!!5 89,495 170.477 
Nov. 80,938 1,975 103,614 123, 746(b) 68,160 Nov. 121,549 347 103,141 95,170 166,640 
1950 940.249 117,439 1,270, 768 1,371,464 49,040 1950 1,341,3<>6 11,387 1,121 .3~9 89~.601 13~.919 
1949 772.968 135,052 1,056,463 1,031,595 116,027 1949 1,~70,529 10,241 1,076,114 933,641 147,972 
1948 850,088 130,410 1,233,697 1,344,445 96,080 1948 ...... 1,271,884 8,526 1,072,229 901,073 175,669 
1947 871,391 105,307 1,196.393 1,383,666 76,035 1947 ...... 1,229,825 8,995 1,016,856 921,851 143,979 
1946 618,757 32,503 604,071 1,260,921 80,832 1951 Total Domestic: and Forei9n 
1945 792,126 49,541 843,113 1,517,842 76,512 11 mos. 2,149,735 57,677 2,217,089 2,155,353 234,800 
1944 995,938 60,242 1,098,788 1,636,295 66,780 1950 2,~1!1,605 12~.!!26 2.3~1!.097 2,210,065 1!!~.959 
1943 ..... 1,111,022 83,677 1 ,206,811 1,643,677 52,121 1949 2,043,515 145,293 2,132,577 1,965,236 263,999 
1942 .•... 1,0!18,007 54,337 1,135, 708 1,635,236 65,309 1948 ...... 2,121,972 138,936 2,305,926 2,245,518 271,749 
1941 ..... !185,288 31,708 1,065,667 1,545,541 75,564 1947 2,101,216 114,302 2 ,213,249 2,305,517 220,014 
Copper Institute. Includes tonnage delivered: (a) to u. S. consumer8 at foreign ports; (b) !rom government stocks. 
Imports of Copper Exports of Copper 
Unrefined, Scrap, Refined-Net T ons Refined and Manufactures-Net T on s 
1951 1950 1949 1948 1947 1946 1951 1950 1949 1948 1947 1946 
Jan. 45,831 56 .213 •18.329 30.435 26,261 60,026 Jan. . 729 12,165 21.041 18,013 14,921 12.427 
Feb. 44.850 61,378 59,158 46.638 26,114 15,583 Feb. 16,027 20,748 10,653 18,29 7 11,068 10,966 
Mar. 36.062 45,207 64, 790 46,981 26,291 8, 193 Mar. l4.4~7 19 .021 15.415 li'i.0<3 13.467 7.336 
A or. 4~.~ 1 2 34.~20 4~. 702 37.727 23.203 2~.666 Apr, 17,652 17,120 11,248 23,272 11.721 6.267 
May 46,771 66.117 48,802 33,271 40,138 31,193 May 14.041 14.064 14.910 19.861 14.021 4.225 
June 48,624 87,222 46,570 46,840 52,527 20.510 June 13,162 11,434 17,066 21,079 17,254 7,341 
July 46,606 29,34'1 33,8~9 46,6M 3t,b:!4 3~,'155 July 13.f.35 9.785 10.349 15.069 14.569 7.489 
".uo-. 5 ~" .!)f)CJ 3~ rl76 4'i.372 an. 7~6 44. 1 ~5 21.272 Aug. 6.714 12.230 8.695 20.623 21,606 9,173 
Sept. 46 ,566 36,298 3 ,176 35,423 41,596 25,182 Sept. 4,971 12,035 14,214 12,085 18.337 5.386 
Oot. 62,6•15 3 '1,231 36,947 44,045 32.503 Oct. 11,925 9,3R8 17,861 19, 295 2,131 
Nov. 39,172 41, 786 35,491 36,902 33,182 ~Uv". 12.226 13.075 11.636 22.497 10.564 
Dec. 54,807 59,054 52,2 22 54,513 45,431 Dec. 20,905 25,049 13,725 18,299 14,168 
Monthly Avg, 50,542 47,650 40,700 3 7,7 75 29,541 Monthly Avg, 14,472 14.259 17,214 16,421 8 ,123 
- ---
U. S. Bureau of the Census u.s. Bureau of the Census 
Copper a nd Bra ss Mill f a bricator St atistics 
Brass Ingot Shipments (Summary of statistics which cover United States duty-free copper until Mar. 1, 194 1 ; duty-pald 
Net Tons foreign copper included thereafter; beginning January, 1947, copper from all sources, duty free. 
1951 1950 1949 1948 Figures given in net tons.) 
Jan. 28,416 18,874 19.456 26,998 --DELIVERIEs- STO CKS 
Feb. 27 .168 18 ,487 15,026 22,487 Deliveries Producer Fabri- l ess Plus Total 
Mar. 31 ,997 22,494 14,550 24,282 to Users De liveries 
cators ' Work- Undeliv- Stocks 
End of (actual to Fob- Refi ned ing Visib le e red Pur- and Unf il led 
Apr. 30,472 22,118 10,695 25,177 pe riod : consump) rica to rs Stoclc~ Stocks Suppl ies chases Purchase s Ord ers 
May 33,267 23.643 11,114 23,716 1951 
June 33,8 17 25,093 9.696 24.401 10 mos. 1,171.098 1.124 ,564 257,862 293.375 - 35.513 43.281 7.768 317.285 Jan. 126,660 10 ,128 26 • 702 290, 852 - 22 , 150 9.161 67.011 281 ,162 July 32.016 21.609 10.220 20 ,456 Feb. 117,853 99.485 248 ,593 289,712 - 41.119 94.374 53 .255 285.930 
Aug. 25,235 29.689 14.194 24,098 Mar. 113.963 116,793 252,360 2n0.012 - 3 7,652 94,007 56.355 306.307 
Sept. 22,285 28 ,811 16,208 23,641 Apr. 119,172 114.744 247,002 293,265 - 46 ,263 85,893 39,630 310.446 
May 118 ,522 118.113 251.6n2 292,233 - 40,591 64,397 23.806 323,454 Oct. 23.124 32 ,240 18,036 21,559 June 129,283 114,103 237. 808 291.954 - 54 , 146 58 .370 4 .224 327,017 
Nov. 31,748 18,488 21,731 July 84.283 101.095 263,968 288, 482 - :!4.514 50,711 26.197 343,683 
Dec. 28 ,757 17,960 20,954 Aug. 122.464 104.93~ 248.984 284 ,999 - 36.015 53,500 17.485 321 . 1n~ 
Sept. 115.135 121, 79 253.45~ 2e6,265 - 32,806 4 7.303 14,497 321 ,745 
o,t. 123,758 125,286 257 ,862 293.375 - 35,513 43.281 7.768 317,285 
Total 303,563 175,643 279,500 1950 1,438 .237 1,371,464 290.241 288.392 1,849 92,372 94,221 313,052 
Jan. 108 .921 111.668 354.487 283,119 71.368 95.890 167.258 175.950 
Compiled by Ingot Brass & Bronze Industry, Feb. 102.896 112.773 363,924 
286.976 76,94 8 92.002 168 .950 196.034 
Mar. 106,66 123.054 381,107 293 ,311 87,796 79.540 167,336 200.518 
representing in excess of 95 per cent of brass Apr. 124.032 101,729 358,243 287,495 70,74 8 105,064 175,812 196.422 
and bronze industry . May 133.365 113,837 338,504 283.421 55,083 89.561 144,644 217.366 
June 131,527 125.016 332,330 277,605 54.725 72,787 127.512 213.478 
u.s. July 97. 961 96,006 329 ,785 
271,540 58,245 104,647 162, 802 307,368 
Copper Consum? tion in Aug. 137,518 112,107 305, 174 279.823 25,351 98,324 123.675 337,057 
Sept. 125,625 119.529 300.000 289.446 10,554 8 7,662 98 ,216 324, 771 Refined Metal - Net Tons O,t, 128 .202 121 ,806 292,563 21;9.914 2.649 90.412 93.061 308,326 
1950t 1949 1948 Nov. 127,060 111. 9 5 277,590 282.959 - 5,369 103.425 98.056 313.450 
Brass Mills .... 674.000 478,126 614,314 Dec. 114,462 121,954 290.241 288.392 1, 849 92,372 94,221 313.052 
1949 1 ,053. 225 1,031.5n5 354,992 285,298 69,694 82. 793 152,487 189,407 Wire Mills ... . . 720,000 677,223 765 ,849 1948 1 ,3n4 .307 1 ,344.445 379.346 295,95 83,388 1,496 164,884 315,944 
Chemical Plants. 
} 5,000 
1,576 3,229 1947 1 ,338.383 1.383.666 423.432 293,859 129,573 103,765 233,338 338, 260 
Secondary 1946 1.231.225 1 .260.921 411,013 286,418 124 ,595 59,421 1 4,016 526.648 
Smelters 4,463 6. 05 1945 1.462,440 1.517,842 375.618 268.490 107,128 44. 100 151 .228 362.436 
Foundries & Misc. 21,000 21,81}8 30,38 7 1944 1.656,052 1,636,295 334.017 289 , 160 44,857 53,538 98,395 285,654 
T otal 1,420,000 1,183, 196 1 ,420,584 1943 1 , 701.753 1,6·13 ,955 
353,948 299,796 54, 152 90,807 144,959 465,258 
........ 1942 1.517 ,983 1.635.236 414 ,668 340,547 74 ,121 135,481 209,602 613,005 
1941 1,577,765 1. 545,541 295, 813 291 ,515 4,298 241,335 245,633 547,468 
t Preliminary, u. s. Bureau of Mines 1940 959,607 1.001,886 339,376 240,740 98,636 326,269 424 ,905 414, 92 . 
1939 793.399 8 14.407 300,543 184 ,833 115. 710 185,687 305.397 237,752 
1938 526,743 4 8 1 .~07 323,439 182.465 140,9 74 112,254 253,228 177,286 
186 ITE E L 
onfe I'OUS e 
METALWORKING FACTS AND FIGURES 
Slab Zinc: u. s. Lead 
Net Tons Refiners' Stocks, Production, Shipments 
(Commencing with January, 1948, all regularly operating Unite States 
primary and second ary smelters are included. Production from,. foreign Net Tons 
o r es is Includ ed commencing with 1940) Domest ic 
Stock SHIPMENT Unfilled Stock a t Production Tota l Ship-
Beg i n- Pro- Domes- Exp ort & Gov't . Orde rs Beginning line. Second ary) Supply ments 
ning d uction t ic Drawba ck Acc ' t . Tota l at End 1951* 35,619 4 4,000 519,619 492,000 
1951' ... ,884 930,000 835,000 37,000 40,000 912,000 70,000 January 35,619 48 ,878 84,497 51,260 
Jan. 8,884 0.937 72,068 3, 1~6 4 ,385 79 ,609 72,770 February 33 ,232 43,675 76,907 49,128 
Feb. 10,212 70.285 64,784 2 ,316 2,280 69,380 76,446 March 27,775 50,701 78,476 50,927 
Mar. 11,117 0,450 70,845 5,916 3,701 80 ,462 so, 769 April 27,259 44,362 71,621 42 ,033 
APr. 11,105 77 , 62 69,125 2,473 2 ,821 74 ,419 77 ,293 May 29,437 44,951 74,388 40,963 
May 14,548 80,430 73 ,093 1 ,4 34 3,040 77 ,567 73 ,942 June ... .. ..... 33,420 39,952 73,372 40,041 
June 17,411 77 ,679 74,149 1 ,911 3,239 79,299 73 ,304 July 33 ,308 44,864 78,172 44,404 
July 15, 791 78,955 76,461 3,020 3,865 83,346 62,412 August 33,504 31 ,756 65,260 40,252 
Aug. 11,400 74. 035 65,696 3,200 5, 295 74,191 62,867 September 24,997 30,47<l 55,471 31,654 
Sept. 11 ,244 70,623 58,436 3,144 3 ,052 64 ,632 66,838 October 23 ,640 34,273 57,913 31 ,164 
Oct. 17,235 79,432 68,365 2,167 3,051 73,583 66,293 
Nov 23,084 79,376 70,084 4,517 2 ,818 77,419 67,268 1950 70,424 571 ,763 642,187 499,637 
1950 94,221 910,354 849,2•16 18, 189 128, 256 995,691 74,795 1949 ... ... . .. .. ... 38,644 542,676 581,320 355,905 
1949 20,848 8 70, 113 648.285 56,929 91,526 796,740 42,625 1948 
··· · · ······ ··· 
21,328 511,356 532 ,684 490,630 
1948 68 ,647 850, 105 770,396 69,910 57,598 89 7,904 51,318 1947 47,587 541,065 588,652 566,666 
1947 175,800 848,027 698,281 117,305 140,230 955,816 59, 705 1946 44 ,867 396,688 441 ,555 393,904 
1946 259.391 759,346 714 ,292 66,638 62 ,007 842, 937 58,057 524,328 543,864 500,003 1945 237,520 799 ,520 762,925 9,422 5 ,302 777, 649 27,092 1945 . . . . . . . . . . . 19,536 
194<t 173,510 901 ,332 30,334 6,988 837,322 21 ,332 1944 .... ........ .. 33,090 538,618 571, 708 552,063 
1943 89,275 9 71 ,873 831,430 56,208 887, 638 44,914 1943 34,937 546,673 581,610 548,417 
1942 24,066 929,770 733,918 151 ,650 885 ,5 68 52,752 1942 ........ . . ... . 20, 185 633, 18 654 ,003 618,947 
1911 17,582 863.955 751 ,276 106,195 857 ,4 71 87.666 1941 ... .. ........ 40,926 634, 88 675,814. 655,542 
1940 74,262 706,100 674 ,615 8 ,165 762 ,780 125,132 1940 58,777 685,4 0 644,257 603,143 1939 126,769 538, 19 598,9 72 598,972 53 ,751 .. ... .. .... .. 1939 115,902 49 7,991 613, 93 555,074 1938 65 ,333 456,990 395.534 20 395.554 40,829 193 129,131 408 ,539 537,570 421,625 193 7 44 ,955 589,619 569 ,241 569,241 48,339 1937 171,856 533,215 705,071 575,933 193 6 83, 758 523 , 166 561. 96H 561, 969 78 ,626 1936 222,306 463,006 685,312 513,361 1935 118,005 431,499 465,687 59 465 ,74 6 51,186 
1934 105,560 366,933 352,515 148 352,663 30,786 1935 234,030 421,764 655,794 433,456 
1933 124,856 324,705 343, 762 239 344,001 15,97 1934 203,061 412,298 615 ,359 379,807 
1932 129,842 213,531 218,347 170 218,517 8,478 1933 176,157 374,153 550,310 347,156 
1931 143,618 300,738 314,473 41 314,514 18,273 1932 151,653 34 2,137 493 ,790 317,261 
1930 75 ,430 504,463 436.079 196 436,275 26,651 1931 1()3 ,247 478,591 581,838 429,949 
1929 46,430 631,601 596 ,249 6.352 602,601 18,585 1930 51,076 688, 787 739,863 63 7,384 
American Zinc Institute Inc. * Estimated American Bureau of Metal Statistics * Estimated 
Mine Production of Zinc: 
Net Tons 
1951 1950 1949 1948 1947 CONSUMPTION OF SLAB ZINC IN u.s. 
Jan. 59,651 43 ,606 51,656 48,068 55,036 
~'eb. 56,878 46.030 52,963 48 ,241 51, 770 Net Tons 
Mar. 60,670 51,692 62,049 54 ,989 55,8 74 
Ap r. 56.467 49 ,183 59,185 53.425 58,447 
May 58,233 52,111 55 .925 51,9 27 59 ,098 
Iran & Bronze Zinc-lase Mlscel-
Galvanizing Ingots Rolled Zinc Alloys laneous Total 
1951 
June 56,473 50.625 54,271 51, 755 62 ,1 21 
July 53,379 48,423 40.256 47,095 47,719 
Aug. 54,403 56,221 45,068 49, 74 4 ,855 
Sept. 50,089 54, 794 41,88 7 52,581 4 7,608 
Oct. 60,004 55, 791 38,823 53,542 51 ,506 
Nov. 54,604 40,112 55,005 48 ,9 76 
Dec. 55 , 127 41 ,687 55,141 50,598 
Jan. 32,902 11,735 6,112 21,405 2,406 74,560 
Feb. 28,213 10,097 5,088 19,651 2,076 65,125 
Mar, 32,984 11,718 5,668 23,174 2,569 76,113 
Apr. 31,934 11,703 5,238 22,541 1,948 73,364 
May 33,901 11,870 5,753 23,559 2,439 77,522 
June 33,525 11,359 5,148 24,874 2,483 77,389 
July 31,199 8,848 4,418 23,885 2,599 '1'0,949 
)Io.Avg. 51 ,517 48.657 52,498 53, 134 
- - --
U. S. Bureau of Mines 
Mine Production of Lead 
1950 
·········· 
434,094 136,451 67,779 281,385 27,656 947,365 
1949 .......... 350,880 85,534 55,200 202,181 18,046 711,8U 
1948 .......... 370,969 109,140 76,672 234,628 26,326 817,735 
1947 
·· ········ 
361,327 112,347 70,680 214,469 27,537 786,360 
1946 .......... 319,759 149,102 92,397 212,211 27,773 801,242 
1945 
· ···· ····· 
337,200 259,400 97,600 130,800 27,300 852,300 
Net Tons 
1951 1950 1949 1948 1947 
Jan. 35,481 35,64() 33 ,010 33, 144 31,066 
Feb. 33,870 34,825 32 ,562 32,399 29,817 
:Mar. 37.096 39,056 39,714 35,889 32, 134 
Apr. 33,58 7 35,558 36,979 35,111 32.97H 
May 34,005 38,024 36, 731 33,268 32,772 
June 32,681 36,957 36,069 34,521 32,452 
July 30,491 31,398 29,778 23,301 29 , 106 
Aug. 29,8 72 36,030 33,852 23 ,551 30,597 Sept. 27,653 35, 104 30,549 26,910 30,647 
Oct. 33,133 35. 731 29 ,734 35,337 32,512 
Nov. 35 ,3 77 31,186 36,504 30.618 
Dec. 36, 175 33,868 36,997 30 ,567 
Mo.Avg. 35,902 34.159 32,540 31.272 
U. S. Bureau of Mines 
Standard Specifications for 
Slab Zinc 
Maximum-Per Cent Sum 
Grode 
of Pb , 
Pb Fe Cd Fe , Cd Special High 
Grade• 0.006 0.005 0.004 0.01 
High Grade• . . 0.07 0.02 0.07 0.10 
In termediate• 0.20 ().03 0.50 0.50 
Brass Special • 0.60 0.()3 0.50 1.00 
Select • 0.80 0.04 0. 75 1.25 
CONSUMPTION OF LEAD IN U.S.- 1950-51 
Net Tons 
Total 1951 
Metal Products: 1950 Jan . Feb. Mar. Apr. May June July 
Ammunition 38,437 4,142 3,683 3,880 4,703 3,632 3,504 3,225 
Bearing Metals 37,497 4,227 3,502 2,450 2,619 2,639 3,224 1,600 
Brass &: Bronze, . , , , , 18,591 2,196 1,949 3,576 3,433 3,49() 1 ,781 2,689 
Cable Covering , ..... 139,867 14,788 11,590 14,576 12,604 11,030 10,286 6,047 
Calking Lead 47,310 5,873 4,280 4,75 4,205 4,322 3,980 3,628 
Casting Metals , , ... , 17,872 2,759 2,976 2,820 2,573 1,372 1,840 1,2Ui 
Collapsible Tubes , ... 12,282 1,448 1,340 1,507 1,599 1,101 1 ,161 908 Foil 
············· ··· 
3,941 324 377 571 485 205 213 182 
Pipes, Traps &: Bend• 40,638 3,495 2,895 3,666 2,986 2,537 2,579 2,657 Sheet Lead ......... 33,254 3,622 3,319 3,098 3,365 2,802 2,274 2,138 Solder 
·· ·· ·· ········ 
88 ,242 9,096 7,040 8,559 7 ,393 6,757 6,288 5,910 Storage Batteries 
Antimonial Lead ... 222,685 22,480 18,138 18,500 23,219 17,030 13,071 13,517 Oxides ... ........ 171,411 17,058 14,759 16,248 16,695 15,017 17,214 11,534 Terne Metal 
········ 
3.301 231 54 443 336 231 124 77 Type Metal 24,710 3,201 2,400 2,404 2,363 2,322 2,267 1,824 Total Metal Products. , 903,038 94,940 78,302 87,056 88,578 74,487 69,806 57,151 Pigments ............. 159,848 17,800 13,218 15,975 15,747 11,361 10,220 10,429 Chemicals . ........... 125,412 12,507 8,815 13,988 10,574 13,380 10,969 10,481 Miscellaneous Uses .... 26,415 3,159 3,035 3,233 2,899 2, 723 2,890 2,792 Total consumed ...... 1,214,713 128,406 103,370 120,252 117,798 101,951 93,885 80,853 
----Prime Western 1.60 0.08 U. S. Bureau of Mines 
*No a luminum allowed 
Jaruuary 7, 1952 
,0'7 
e rrous etals 
PRIMARY ALUMINUM PRODUCTION 
1951-1945 By Months-Net Tons 
900 YE ARLY TOTA L S 1951 1950 1949 1948 1947 1946 1945 
THOUSANDS OF NET TONS Jan. 67,954 52,023 53,356 48,767 50,045 24,750 48,650 
800 I- Feb. 62,740 50,443 49,749 45,699 47,002 22,25"0 45,650 
Mar. 70,022 58,747 54,852 51,874 53,032 26,000 53,100 
I-- I-- 1--- I-700 Apr. 67,701 58,024 54,076 53,277 51,007 25,900 51,600 May 67,721 61,929 56,909 55,450 51,116 24,850 52,000 
I- I-- 1- ~ 1-600 
June 67,454 60,400 54,184 48,557 46,259 27,800 47,500 
July 72,698 63,518 55,777 52,937 47,998 35,750 47,900 
Aug. 73,816 63,006 52,001 54,953 47,054 39,850 45,800 
I- I-- I-- 1--- I-- 1- .-- I--500 Sept, 69,429 59,449 49,742 53,255 43,228 41,100 31,600 Oct. 62,915 45,790 54,526 43,959 45,000 25,000 
I- I-- I-- 1--- I-- I-- I-- 1- I--40 0 
Nov. 62,276 35,865 50,714 43,461 46,300 20,800 
Dec. 65,897 41,161 53,474 47,589 50,700 24,000 
30 0 I-- I- I- 1--- I- I- I- I- I-- Total .... 832,000• 718,627 603,462 623,456 571,750 409,630 495,060 
'-- '--- '---
.__ .__ .__ ....__ .__ 
'---
1951* 1950 1949 1949 1947 1946 1945 1944 
Yearly totals retlect adjustments and In some Instances vary slightly from the 
sums ot monthly ligures. • Estimated. U. s. Bureau of Mines. 
Secondary Aluminum Production 
Net Tons 
From New From Old As 
Scrap Scrap Metal From Alloys Total 
1950. 167,308 76,358 2,140 241,526 243,666 
1949 ... 136,166 44,596 343 180,419 180,762 
1948 ... 191,1,29 95,648 2,384 284,393 286,777 
1947 ... 180,990 163,847 5,105 339,732 344,837 
1946 ... 187,538 90,535 2,075 275,998 278,073 
1945 ... 271,076 27,311 2,145 296,242 298,387 
1944 . . . 302,746 22,899 2,336 323,309 325,645 
1943 . . . 280,867 33,094 5,926 308,035 313,961 
1942 ... 154,831 41,633 14,104 184,388 198,492 
1941. .. 63,744 43,113 8,308 98,549 106,857 
1939 ... 16,184 37, 763 2,900 51,047 53,947 
u. S. Bureau of Mines 
Bauxite Production and lmpo.rts 
Long Tons- Quarterly figures are preliminary and their sums 
slightly from final annual totals. 
differ 
1951 
1st Qtr. 
2nd Qtr. 
1950 
1st Qtr. 
2nd Qtr. 
3rd Qtr. 
4th Qtr. 
1949 
1st Qtr. 
2nd Qtr. 
3rd Qtr. 
4th Qtr. 
1948 
1st Qtr. 
2nd Qtr. 
3rd Qtr. 
4th Qtr. 
1947 
1946 
1945 
1944 
1943 
-Mine Production (dri ed equiv .)- Imports 
Arkansa s 
372,055 
501,536 
N.A. 
N.A. 
N .A. 
288,220 
345,834 
1,094,924 
303,048 
279,051 
194,066 
305,943 
1,395,341 
290,799 
348,143 
429,558 
360,068 
1,153,563 
1 ,019,118 
910,049 
2,695,317 
6,036,490 
Ala ., Ga ., 
Va . 
14,306 
10,796 
N.A. 
N.A. 
N.A. 
8,258 
7,994 
53,868 
14,690 
12,553 
12,441 
17,323 
61 ,807 
13,377 
19,830 
16,588 
13,540 
48,492 
53,707 
70,960 
128,407 
196,393 
Total 
386,361 
512,332 
1,347,039 
325,025 
371,708 
296,478 
353 ,828 
1,148, 792 
317,738 
291 ,604 
206,507 
323,266 
1,457,148 
304,176 
367,973 
446,146 
373,608 
1,202,055 
1,072,825 
981,009 
2,823, 724 
6,232,883 
as 
Shipped 
686,981 
676,547 
2,476,677 
628,301 
640,896 
604 ,214 
603,266 
2,688,164 
602,134 
625,772 
704 ,876 
755,382 
2,488,915 
589,215 
604,337 
618,092 
677,271 
1,821,580 
852,005 
739 ,581 
560,461 
1,547,854 
Total 
New 
Supply 
1 ,073 ,342 
1,188,879 
3,823,716 
953,326 
1,012.604 
900,692 
957,094 
3,836,956 
919,872 
917,3 76 
911,383 
1,078,648 
3,946,063 
893.391 
972,310 
1,064,238 
1,050,879 
3,023,635 
1,924,830 
1 , 720,590 
3,384,185 
7 , 780,737 
t Includes Mississippi; N.A. - Not available. U. S. Bureau of Mines. 
Magnesium Wrought Products 
Aluminum Wrought Products 
Producers' Shipments, Thousands of Pounds 
Period 
1951' 
January . 
February 
March 
April .. 
May ... 
June .. 
July 
August ... 
September 
October . .. . . 
1950 ..... . 
January ... . 
February 
March 
April 
May ... 
June 
July 
August 
September 
October ... 
November 
December 
1949 
1948 .. . 
1947 .. . 
Total 
1,730,000 
167,793 
144,388 
164,435 
151,965 
144,987 
146,381 
132,406 
152,027 
129,167 
145,874 
1,689,689 
100,727 
113,990 
149,031 
129,393 
129,384 
138,774 
133,600 
170,89 0 
166,655 
162,828 
150,372 
153,020 
1,158,146 
1,640,186 
1,408,152 
Plate, 
Sh eet, 
and Strip 
1,100,000 
113,080 
94,761 
101,021 
94,715 
91,821 
88,552 
82,715 
91,512 
77,464 
84,319 
1,142,183 
68,525 
79, 713 
107,367 
89,406 
87,536 
93,944 
90,300 
114,493 
111,304 
106.803 
99,687 
101,573 
790,025 
1,268,297 
1,111,159 
U. S. Bureau of the Census 
Roll ed Extrud ed 
Structu ral Sha pe s, Tube 
Shapes , Rod , Blooms , 
Bar, Wire and Tu b ing 
310,000 300,000 
26,819 25,512 
24,005 23,596 
29,938 31,181 
28,714 26,569 
25,315 25,840 
28,758 26,972 
25,908 22,015 
29,831 28,786 
26,873 22,962 
31,984 27,629 
269,780 255,230 
15,359 15,686 
17,529 15,513 
20,972 19,523 
20,002 18,494 
20,133 20,255 
20,995 22,081 
20.885 20,176 
27 ,850 25,549 
27,470 25,808 
27,568 26,077 
24,377 23 ,878 
26,620 22,703 
203,650 149,995 
182,991 171' 944 
157,379 123,048 
Powd er, 
Flake, 
and Paste 
20,000 
2,382 
2,026 
2,295 
1 ,967 
2, 011 
2,099 
1 ,768 
1,898 
1,868 
1,942 
22,496 
1,157 
1,235 
1,169 
1,491 
1,460 
1,754 
2,239 
2,998 
2,053 
2,380 
2,430 
2,124 
14,476 
16,954 
16,566 
• Estimated 
Antimony Imports 
Metal imported for consumption in United States-Net Tons 
Year 
1950 ... 
1949 .. 
1948 .. 
1947." 
1946. 
1945 .. . 
--Antimony Ore- Type Metal 
Gross Needl e or Ant imony and Anti -
Weight Sb Content liquidated Sb Metal mon ial Leadt 
24,000 10,367 19 4,488 1,926 
17,855 7,473 81 1,853 654 
41,610 13,464 533 3,201 1,569 
28,471 9,257 17 5,879 187 
19,741 5,903 2,593 246 
49,385 22,643 627 1,380 
U. S. Department of Commerce. t Estimated antimony content. 
Antimony Consumption 
Shipments-Thousands of Pounds Antimony Production Industrial use of primary antimony-Net 
Tons 
PRODUCTS 1950 1949 1948 1947 
1951 1950 1949 1948 1947 1946 Domestic mine production of ores and con- Ammunition 9 6 21 24 
Jan. 1,522 952 581 314 700 427 centrates, Net Tons Antimonial Lead 
Feb. 1,489 761 636 413 752 415 -Antimony Content- & Battery Metal. 4,912 4,737 6,024 6,172 
Mar. 1,889 868 672 460 588 466 Gross Quan- Average Bearing Metal and 
Apr. 1,531 998 537 516 499 483 Year Wei ght lily Pe r Cent Bearings 3 ,256 873 1,803 2,056 
May 1,716 850 756 448 420 448 1950 6,888 2,497 36.3 
Cable Covering . " 72 172 . 62 61 
June 1,643 1,198 752 526 290 554 Castings 126 49 81 129 
July 1,391 1,177 748 205 265 571 1949 5,260 1 ,636 31.1 Collapsible Tubes 
Aug. 1,497 1,103 671 497 253 507 1948 16,239 6,489 40.0 and Foil 23 14 31 77 
Sept, 1,461 .1,011 724 707 247 656 1947 20,020 5,316 26.6 Sheet and Pipe .. 306 
195 225 
Oct. 1,773 1 ,269 793 519 299 715 Solder ........... 300 155 145 132 
Nov. 1,305 622 532 269 764 1946 13,962 2,505 17.9 Type Metal ....... 162 587 1,019 1 ,216 
Dec. 1,318 772 728 275 6,'36 1945 14,966 1,930 12.9 Nonmetal Products 5,868 4,631 6,074 6,555 
Year .... 12,810 8,264 5,865 4,807 6;642 U. S. Bureau of Mines Total . ....... .... 15,494 11,530 15,455 16,647 
-----
u. S. Bureau of Mines U. S. Bureau of Mines 
ITII:'II:'l 
u. s. Tin Imports 
Ore (Tin Content), and Metal 
(Bars, Blocks, Pigs, etc.) In Long 
Tons 
Ore Metal 
1951 
Jan. 4,545 5,741 
Feb. 2,927 2,213 
Mar. 2,753 4,405 
Apr. 2,204 2,273 
May 1,334 1,203 
June 2,924 1,868 
July 2,663 2,321 
Aug. 2,430 1,171 
Sept. ... . . 591 1,865 
1950 
Jan. 2,549 7,409 
Feb. 1,383 8,184 
Mar. 1,755 4,972 
Apr. 1,392 2,941 
May 374 10,434 
June 473 8,613 
July 658 11,641 
Aug. 4,266 8,254 
Sept. 3,882 5,136 
Oct. 3,130 6,259 
Nov. 1,685 5,008 
Dec. 3,789 4,019 
MONTHLY AVERAGES 
1950 2,169 6,910 
1949 3,193 5,019 
1948 3,124 4,080 
1947 2,364 2,810 
1946 3,178 1,55 
1945 2,790 781 
1944 2,962 1,112 
1943 1,821 993 
1942 2,411 2,229 
1941 2,389 11,739 
International Tin Study Group 
Silver Production 
(Thousands of ounces; commercial 
bars, 0. 999 fine, and other refined 
forms.) 
Oomestict Foreign Total 
1951* . . . . . 40,000 32,000 72,000 
Jan. 3, 769 3,523 7,292 
Feb. 3,374 3,088 6,462 
Mar. 4,371 3, 701 8,072 
Apr. 3,429 2, 734 6,163 
May 3,482 4,078 7,560 
June 3,932 2,168 6,100 
July 2, 758 2,233 4 ,991 
Aug. 2,835 2,185 5 ,020 
Sept. 2,585 2,170 4, 755 
Oct. 3,079 3,010 6,089 
1950 42,068 37,656 79,724 
Jan. 2,965 2,049 5,014 
Feb. 2,496 1,935 4,431 
Mar. 3, 721 3, 718 7,439 
Apr, 4,224 3,661 7,885 
May 3,890 3,652 7,542 
June 2,669 3 ,374 6,043 
July 4,102 2,232 6,334 
Aug. 3,660 3, 792 7,452 
Sept. 4,222 2,413 6,635 
Oct. 2, 747 4,428 7,175 
Nov. 3,433 4,138 7,571 
Dec. 3,939 2,264 6,203 
1949 34,559 28,226 62,785 
1948 36,111 37,680 73 ,791 
1947 36,053 39,645 75,698 
1946 21,377 30,371 51,748 
1945 29,332 38,786 68,118 
1944 37,370 39,341 76,711 
1943 44,812 51,295 96,107 
t Includes purchases of crude silver 
by the United States Mint. 
American Bureau of Metal Statis-
tics. 
U. S. Tin Consumption 
1951* 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Long Tons 
-Consumption---
Primary Secondary Total 
60,000 30,500 90,500 
6,456 2,881 9,337 
4,976 2,458 7,434 
5,152 2, 707 7,859 
4,984 2,645 7,629 
5,295 2,508 7,803 
4,520 2, 734 7,254 
4,339 2,356 6,695 
4,845 2,205 7,050 
71,191 33,273 104,464 
47,163 25,243 72,406 
59,863 30,925 90,788 
59,166 28,934 88,100 
54,627 26,316 80,943 
55,642 27,941 83,583 
59,156 30,813 89,969 
46,253 34,077 80,330 
56,288 29,399 85,687 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
1940 
1939 
1938 
....... 103,086 31,609 134,695 
72,324 24,830 97,154 
66,583 15,845 82,428 
48,116 11,658 59,774 
Stocks 
50,000 
60,200 
56,706 
55,873 
52,075 
51,279 
51,279* 
50,000* 
49,000* 
63,486 
59,813 
63,517 
68,728 
60,585 
71,408 
89,914 
105,784 
127,797 
146,888 
92,770 
37,076 
27,158 
International Tin Study Group; Bureau of 
Mines. 
Nickel Production 
1951* •... 
1950* •... 
1949 .... . 
1948 .... . 
1947 .... . 
1946 .... . 
1945 .•... 
1944 .... . 
1943 .... . 
1942 ... .. 
1941. ... . 
1940 ... .. 
1939 .... . 
1938 .... . 
1937 •.... 
1936 .... . 
1935 .... . 
1934 ... . . 
1933 .... . 
Canada 
137,500 
123,500 
128,328 
131,740 
118,627 
96,062 
122,565 
137,299 
144,009 
142,606 
141,129 
122,779 
113,053 
105,286 
112,453 
84,870 
69,258 
64,344 
41,632 
Net Tons 
Other 
Countries 
20,000 
32,800 
32,672 
34,260 
34,373 
39,938 
37,435 
35,701 
40,091 
31,594 
37,471 
31,521 
21,447 
22,014 
19,947 
18,080 
16,042 
14,556 
9,368 
Estimated 
Total 
157,500 
156,300 
161,000 
166,000 
154,000 
136,000 
160,000 
173,000 
184,100 
174,200 
178,600 
154,300 
134,500 
127,300 
132,400 
102,950 
85,300 
78,900 
51,000 
U. S. Bureau of Mines; Dominion Bureau or 
Statistics; STEEL 
Tungsten 
U. S. Mines-Pounds 
Production 
1951 
1st Qtr ............ . 
1950 ....•............ 
1st Qtr. . .. ....... . 
2nd Qtr ........... . 
3rd Qtr .......•.... 
4th Qtr ........... . 
1949 ......... . 
1948 ................ . 
1947 ................ . 
1946 ........•.. 
1945 ................ . 
1944 
U. S. Bureau of Mines 
1,335,580 
4,038,465 
848,617 
1,054,823 
1,005,651 
1,129,374 
2,896,084 
4,033,389 
3,026,470 
4,671,042 
5,388,639 
9, 764,647 
Shipments 
1,243,581 
4,619,014 
1,084,961 
1,057,995 
1,157,926 
1,318,132 
2,631,506 
3,838,287 
2,944,622 
4,942,282 
5,266,818 
9,786,537 
U. S. Tin Smelter Output 
Long Tons 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug, 
Sept, 
Oct. 
Nov. 
Dec. 
1951 
3,211 
3,096 
3,036 
3,058 
3,059 
2,655 
2,{06 
2,545 
2,155 
2,091 
1,806 
1950 1949 
2,627 3,257 
2,362 3,254 
2,729 3,104 
2,484 2,851 
2,852 3,007 
2,204 3,006 
2,256 2,910 
2,396 3,005 
2,805 2,910 
3,209 2,964 
3,207 2,994 
3,000 2, 791 
1948 
3,172 
2,800 
2,602 
2,906 
3,310 
3,650 
3,509 
3,509 
2,859 
2,300 
2,907 
3,153 
1947 
3,024 
2,815 
2,877 
2,816 
3,112 
2,712 
2,517 
2,237 
2,356 
3,026 
2,759 
3,041 
Total.. 31,000* 32,136 36,053 36, 703t 33,300t 
Olflce of Domestic Commerce. t Revised 
1951* 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug. 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
World Tin 
Long Tons 
Production Consumption 
170,000 150,000 
15,200 13,100 
12,100 11,400 
14,100 11,300 
14,500 11,500 
14,400 11,900 
13,800 11,200 
11,900 11,000 
15,500 16,800 
172,100 147,000 
168,100 116,000 
157,400 134,000 
124,600 130,500 
99,300 111,000 
89,400 102,000 
93,700 102,500 
108,500 98,000 
101,500 119,000 
215,000 173,500 
Stocks 
105,000 
102,800 
101,400 
103,700 
104,600 
104,100 
104,300• 
104,000• 
104,500• 
115,900 
130,700 
134,100 
135,300 
153,600 
170,900 
156,500 
1d6,100 
171,900 
192,200 
International Tin Study Group. Figures are 
partly estimated and Include substantial re-
visions from previously reported totals. Stocks 
do not Include those of consumers. 
Molybdenum Products 
Comprises ferromolybdenum, moLybdic oxide, 
and molybdenum salts and metal 
1951 
1st Qtr . . 
2nd Qtr .. 
1950 ...... 
1st Qtr .. 
2nd Qtr .. 
3rd Qtr .. 
4th Qtr .. 
1949 
1st Qtr .. 
2nd Qtr . . 
3rd Qtr .. 
4th Qtr .. 
1948 
1947 
1946 
Pounds 
Production Shipmentst 
8,692,800 
7,730,200 
25,347,800 
5.507,900 
5,418,600 
6,325,800 
8,095,500 
19,624,200 
6,397,400 
5,421,700 
4,146,000 
3,592,800 
24,445,300 
20,659,700 
15,039,100 
7,727,800 
7,930,500 
34,690,800 
5,695,100 
6,383,500 
8,570,500 
14,041,700 
16,333,100 
5,229,900 
3,329,700 
3,589,100 
4,159,200 
25,024,700 
20,744,900 
16,944,100 
t Including exports. 
U. S. Bureau of Mines 
Stocks 
2,459,900 
2,259,600 
1,494,900 
10,650,700 
9,685,800 
7,441,100 
1,494,900 
10,837,900 
8,714,300 
10,806,300 
11,363,200 
10,796,800 
7,546,800 
8,126,200 
8,211,400 
Manganese Molybdenum Concentrates 
1951• 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
1950 
1949 
1948 
1947 
1946 
(Supplies for United States Consumption , net tons.) 
Domestic --General Imports-- --Exports--
Mine Ferro- Ferro- Net 
Shipments O re mangoneset Ore mangan eset Supply 
115,000 1, 735 ,000 280,000 8,000 600 2,121,400 
9,000 167,358 27,300 633 130 202,895 
9,200 169,165 21,200 287 22 199 ,256 
9,300 162,012 17,200 973 70 187,469 
9,600 158,866 19,500 715 24 18 7,227 
10,300 72,868 17,900 495 32 100,541 
9,400 191,571 32,100 647 30 232,394 
9,500 90,325 27,100 1,076 40 125,809 
139,000 1,837,950 221,684 8,962 1,160 2 ,188,512 
126,100 1,544,526 130,028 5,033 13,254 1,782,367 
131,100 1,256,597 195,360 9,236 39,175 1,534,646 
131,627 1,541,818 156,760 10,075 38,884 1, 781,246 
143,635 1, 749,223 61,947 19,137 5,690 1,929,978 
t Expressed in terms of ore. • Estimated. U. S. Bureau of Mines 
January 7, 1952 
Pour.ds 
Production Shipments t Consumption Stocks 
1951 
1st Qtr. 9,672, 700 9,457,300 8,987 ,300 3,908,600 
2nd Qtr. 9,849,500 8,070,40'0 7,810,600 5, 37,600 
1950 28,480,000 44,544, 000 26,029,000 4,089,800 
1st Qtr. 5,813,300 7,595,000 5,549,000 17,627,800 
2nd Qtr. 6,158,800 7,042,300 5,546,800 16,737,400 
3rd Qtr. 7 , 773,500 8,037,500 6,525,200 16,704,500 
4th Qtr. 8,731,000 21,865,400 8,408,000 4,0 9,800 
1949 22,529,800 23,280,400 19,960,000 19,159,100 
1948 26,706,000 29,669 ,000 25,156,000 21,205,800 
1947 27,047,000 22,189,800 20,221,000 23,660,500 
t Including exports, plus concentrates converted to oxide at Miami, 
Ariz., and Langeloth, Pa. 
U. S. Bureau of Mines • Estimated 
1SUl 
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METALWORKING FACTS AND FIGURES 
1,320.0 
YEARLY SHIPMENTS 
Millions of Dollars 
1951* 
1951 
Jan. 475.4 
Feb. . . . . 615.3 
Mar. 590.3 
Apr. 516.1 
May 483.0 
June 558.8 
July 490.6 
Aug. 488. 9 
Sept. . . . 380.2 
Oct. 403.9 
Nov. 332.6 
Dec. 
Avg ... 
1950 
1950 
99.7 
89.2 
107.4 
98. 9 
116.4 
124.1 
253.1 
305.1 
280.6 
289.6 
291.9 
410.1 
205.5 
1949 1~48 1947 1946 1945 1944 1943 1942 1941 
INDEX OF MACHINE TOOL NEW ORDERS 
Base : Average Shipments In 1945-46-47=100% 
TOTAL NEW ORDERS (DOMESTIC AND FO~REIGNJ 
1949 
87. 0 
80.9 
93.5 
70.1 
63.7 
53.6 
48.0 
51.5 
57. 7 
56.8 
84.3 
82.5 
69. 1 
1948 
83.1 
77.3 
86.3 
86.3 
73.5 
83.4 
74.0 
73.7 
73.1 
67.4 
72.2 
76.7 
77.2 
1947 
71.7 
63.8 
74.3 
69.8 
76.9 
90.9 
81.1 
62.1 
63.7 
81.0 
75. 6 
81.1 
74.3 
1946 
115.6 
79.8 
106.3 
123.4 
107.9 
109.1 
99.0 
99 .9 
86.4 
85.3 
73.2 
72.7 
96.5 
1945 
208.9 
205.4 
181.8 
172.4 
154.8 
123.3 
100.3 
103.1 
85.8 
99 .3 
89.1 
119.4 
137.0 
1944 
100.6 
118.9 
143.9 
194.7 
207.2 
182.3 
121.6 
147.0 
125.5 
206.6 
210.6 
221.2 
165.0 
1943 1942 
222.8 378.7 
270.4 471.1 
348.6 1,164.5 
245.4 902.1 
212.9 
176.6 
140.2 
136.2 
125.5 
118.1 
127.2 
114.1 
186.5 
639.9 
563.7 
477.3 
392.1 
331.2 
308.8 
343.9 
265.5 
519.9 
DOMIESTIC FO,REIGN 
1940 
1941 
260.4 
244.5 
236.4 
215.8 
219.8 
281.7 
313.2 
325.0 
304.7 
269.2 
322.3 
383.3 
281.4 
1939 
1940 
133.6 
135.6 
101.5 
104.2 
117.4 
145.8 
132.9 
178.6 
229.6 
338.5 
250.3 
234.7 
175.2 
1939 
49.0 
51.7 
57.5 
48.7 
69 .0 
68.3 
73.0 
64.6 
119.4 
160.0 
174.2 
264.5 
100.0 
1951 
414.1 
537.3 
488.2 
450. 0 
1950 1949 19411 1947 1946 1945 1951 
61.3 
78.2 
1950 1949 1948 1947 1946 1945 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Avg . .. 
73.0 65. 1 69.1 50.7 71.3 
70.4 54.4 64. 6 48. 0 55.8 
82.5 71.2 70.2 M.2 79.5 
81.5 47.0 72.2 51.0 98.1 
447.3 98. 0 
502.4 101.1 
435.7 230.8 
430.2 270.9 
353.2 253.4 
362.8 240.1 
303.0 265.3 
297.3 
172.0 
47.9 
37.9 
34.0 
32. 7 
44.0 
43.1 
67.3 
60.1 
50.4 
62.1 
71.5 
60.7 
60.1 
61.5 
53.4 
54.1 
60.5 
63.3 
60.6 
73.7 
64.4 
47.5 
49.0 
65.0 
64.1 
66.3 
57.9 
83.8 
73.4 
69.7 
77.5 
68.1 
63 .2 
48.7 
50.9 
70.0 
National Machine Tool Builders' Association 
74.6 
81.0 
70.8 
68.8 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug, 
Sept. 
Oct. 
Nov. 
Dec. 
Avg ... 
102.1 
66.1 
35. 7 
56.4 
54.9 
58.7 
26.7 21.9 14.0 21.0 44.3 
~8 K5 ~7 ~8 ~0 
24.9 22.3 16.1 20.1 26.8 
17.4 23.1 14.1 18.8 25.3 
18.4 
23.0 
22.3 
34.2 
15.8 
15.7 
14.0 
18.8 
11.4 
11.9 
13.3 
13.6 
16.3 
17.2 
16.7 
14. 6 
24.1 
35.7 
29.3 
22.4 
27.0 27.2 13.7 
13.7 
17.0 
22.4 
11. 6 
14.0 
18.1 
16.2 
14.7 
16.0 
11.5 
14.8 
18.3 
22.1 
24.5 
21.8 
41.1 49.5 
29.6 26.6 
112.8 
33.5 18.7 13.9 16.4 26.5 
11.2 
18.3 
18.3 
50.6 
• Estimated 
./'TEE L 
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METALWORKING FACTS , AND FIGURES 
INDEX OF MACHINE TOOL SHIPMENTS 
Base: Average Shlpments In 1945-46-4 7 = 100% 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug, 
Sept. 
Oct. 
Nov, 
Dec, 
Avg •• • 
1951 
114.3 
123.8 
1118.9 
157.7 
1711.1 
182.8 
144.7 
178.9 
189.8 
221.3 
2211.7 
1950 
52.8 
116.1 
711.3 
61.6 
82.5 
91.9 
68.3 
911.7 
101.6 
100.9 
110.9 
135.7 
86.1 
1949 
68.8 
70.3 
75.8 
74.7 
72.8 
79.0 
60.7 
67.3 
67. 6 
62.3 
67. 6 
75.7 
70.2 
1948 
75.3 
87.1 
83.6 
82.0 
82.6 
94.4 
62.4 
69.8 
84.7 
80.4 
76.2 
96.9 
81.3 
National Machine Tool Builders' Association 
1947 
91. 7 
92.4 
100.4 
93.3 
89 .2 
84.1 
65.4 
63.6 
77.0 
94.8 
84.7 
98.4 
86.2 
1946 
105.9 
94.2 
95.2 
99.0 
94.2 
99.8 
78.3 
92.5 
87.5 
99.9 
90.4 
95.2 
94.3 
1945 
130.0 
125.9 
140.4 
142.6 
140.11 
146.0 
1111.4 
113.1 
96.3 
109.5 
91.6 
81.7 
119.4 
1944 
190.6 
169.6 
1711.5 
139.9 
141.4 
140.2 
110.8 
119.0 
121.4 
126.9 
122.7 
128.8 
140.6 
PRODUCERS' SHIPMENTS OF MACHINE TOOLS 
Dollar Value and Number of Units 
CLASSES OF MACHINE TOOLS 
B oring Machines ... . . ....... .. . .. . .. . . 
Broa ching Machines .. . ... . •.. . .. .. ..•.. 
Drilling Machines . 
Gea r-cutt ing and Finishing :M achines .... 
Grinding and Polishing Machines (except 
gea r-tooth grinding, honing, lapping, pol-
i shing and buffing machines) ... . .. .. . . 
Lathes .... . ... . ............ .. . . ... . .. . 
Mill ing Machines .....•. .. .... .. •..•... 
Planers . . . . 
Shaper3 (except gear sha pers ) ...... .. . 
All Other Machine Tools .... ... . .... .. . 
Total Machine Tools . . . . . ....• .. . ... ... 
U. S. Bureau of th e Census 
Jan:uary 7, 1952 
1950 
Dollar Value 
and 
No. Units 
$28.849,000 
1,333 Units 
4,862,000 
363 Units 
32,776,000 
9,900 Units 
19,819,000 
1,498 Units 
60,557,000 
79,146 Units 
79.476 .000 
30,021 Units 
35,827 ,000 
5,485 Units 
3,035 ,000 
4 Units 
3,362,000 
770 Units 
34 ,490,000 
n.a. 
$303,053,000 
n.a. 
1949 
Dollar Value 
and 
No. Units 
$29 .430.000 
1,212 Units 
3,411 ,000 
290 Units 
25,271,000 
6,305 Units 
14,231,000 
1,095 Units 
45,660,000 
64 ,257 Units 
62.289,000 
18.631 Units 
31 ,400,000 
4,397 Units 
3,599,000 
99 Units 
2,831,000 
566 Units 
23 ,148,000 
n.a. 
$241,370,000 
n.a . 
1948 
Dollar Value 
and 
No. Units 
$24 .098,000 
1,268 Units 
3,779,000 
343 Units 
32,816,000 
10,125 Units 
16,407,000 
1 ,367 Units 
47,294,000 
98,"192 Units 
81 ,106,000 
29,322 Units 
34,914,000 
6, 064 Units 
4,828 ,000 
157 Units 
5,826,000 
1,369 Units 
26,453, 000 
n.a. 
$277,521,000 
n .a . 
1943 
297.0 
387.11 
424.2 
399.1 
385.1 
367.7 
329.9 
296.9 
290.3 
264.8 
243. 0 
205.7 
324.3 
1942 
282.5 
285.5 
332.6 
349.6 
362.9 
375.7 
384.2 
396.8 
405.4 
439.7 
408.8 
446.3 
372.11 
1947 
Dollar Value 
and 
No. Unit• 
$25 ,825,000 
1,444 Units 
4 ,956,000 
532 Units 
33,517,000 
n.a . 
17,719,000 
1, 682 Units 
56,364,000 
n.a. 
92,908,000 
n.a. 
35,278,000 
7,504 Units 
4,018, 000 
152 Units 
6,880,000 
1,787 Units 
44,891 ,000 
n.a. 
$322,356,000 
n.a . 
1941 
171.5 
185.0 
194.1 
203.9 
205.6 
214.4 
195.8 
217.5 
232.3 
261.1 
252.3 
287.5 
218.4 
1946 
1940 
81.2 
93.3 
97.1 
104.8 
110.2 
116.3 
105.9 
137.6 
142.0 
166.4 
1115.9 
177.2 
124.0 
Dollar Value 
and 
No. Units 
$27,4115,000 
1,888 Units 
4,657,00{) 
573 Units 
33.970,000 
26,704 Units 
17,870,000 
1,852 Units 
54,352,000 
55,632 Units 
103,453 ,000 
53,284 Untts 
41,367,000 
10,85'1 Units 
4,853 ,000 
205 Units 
7,159 ,000 
2,110 Units 
32,0 6,000 
27,945 Units 
$327,222.000 
181.051 Units 
1939 
36.2 
39.9 
48.4 
47.3 
52.8 
117.11 
46.7 
56.8 
60.9 
71.7 
711.4 
82.9 
116.4 
1942 
Dollar Value 
and 
No. Units 
$137,472,000 
9,697 Units 
9, 022, 000 
1,001 Umts 
103,726,000 
47,654 Units 
111,864 ,000 
6,435 Units 
209, 345,000 
54 ,009 Units 
4511,250,000 
88,878 Units 
246,223,000 
4't ,bti .... Umts 
29 ,931 ,000 
981 Units 
n.a . 
n.a . 
78.915,000 
50,960 Units 
$1 . 321 . 74~.000 
307,186 Units 
n .a. = N ot avail a bl e 
191 
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• I Equi . er me 
MET_ALWORKING FACTS AND FIGURES 
Qtrs . 
1st 
2nd 
3rd 
4th 
Total 
u.s. 
Otrs. 
1st 
2nd 
3rd 
4th 
Total 
U. S. 
Qtrs. 
1st 
2nd 
3rd 
4th 
Total 
U, S. 
192 
WELDING ELECTRODES 
Shipments In Pounds 
Mild Steel Alloy Nonferrous 
1951 
10 Mos .. 345,417,847 53,216,142 1,188,513 
Jan. 39,219,168 5,062,948 117,909 
Feb. 32,887,749 3,904,230 161,662 
Mar. 37,338,435 4,923,360 96,008 
Apr. 32,645,617 5,247,983 145,126 
May 36,370,426 5,940,065 160,091 
June 36,393,934 5,320,605 116,032 
July 21,498,724 4,880,786 76,882 
Aug. 35,788,377 5,865,281 86,127 
Sept, 33,906,313 5,663,660 132,120 
Oct. 39,369 ,104 6,407,224 96,556 
Nov. 
Dec. 
1951 
1950 322,954,832 42,574,710 1,861,686 
1949 273,463,740 24,753,807 1,715,362 
1948 369,019,831 30,214,928 2,124,496 
1947 307,756,495 25,172,382 2,149, 768 
1946 284,126,356 24,991,203t 
1945 435,789,217 59,029,938t 
1944 707,756,964 69,236,137t 
1943 
1942 
1941 
1940 
1939 
t Includes both aHoy and nonferrous el~;r~~-e~: 
National Electrical Manufacturers Association 
Blowers and Fans 
Shipments-Thousands of DoJiars 
1951 1950 1949 1948 
29 ,435 19,382 16,801 14,852 
31,797 28,487 21 ,09 16,799 
28,854 24,798 19,340 15,490 
25,776 15,251 17,351 
98,443 72.490 64,495 
Bureau of the Census 
Air Washers 
Shipments-Thousands of DoJiars 
1951 1950 1949 1948 
507 210 247 327 
508 425 218 302 
270 269 169 284 
578 284 441 
1,482 918 1,354 
Bureau of the Censu 
Unit Heaters 
Shipments- Thou£ands of Dollars 
1951 1950 1949 1948 
Total 
399,822,502 
44,400,025 
36,953,6U 
42,357,803 
38,038,726 
42,470,582 
41,830,571 
26,456,392 
41,739,785 
39,702,093 
45,872,884 
483,800,000* 
367,391,228 
299,932,909 
401,359,255 
335,078,645 
309,117,564 
494,819,155 
776,993,101 
971,929,782 
666,965,595 
377,564,483 
198,995,598 
152,863,373 
• Estimated. 
YEARLY TOTALS- MILLI ON S OF POU NDS I 
19 5 1 .. .......... .Jill ------------- -----------· 483.8 
1950 ········-----------------------------· 3670 
1949 ······----------------------------- ------ 299 9 
194 8 ········----------------------------- 4 01 4 
194 7 ·······-------- ------------------ ------- 3 35 1 
1946 ······-------------------------------- 3 0 9 1 
194 5 ··········------------------------ 494.8 
194 4 ················----------- 777.0 1943 ....................... .Jill -- 972.0 
1942 ··············---------------- 667.0 
1941 r•••••••----------------------------- 3 7 7.6 
1940 . ..... 
"" r--::-_-~ ::-_---~~: :::::::: ::::-_-_-:: :::: 
Air Conditioning, Commercial Refrigeration Equipment 
Factory Shipments-Number of Units and Value In Thousands of Dollars 
COMPRESSORS, ICE-MAKING 
CONDENSING UNITS COMPRESSOR UNITS MACHINES 
Number Value Number Value Number Value 
1950 858,367 74 ,483 954,368 $46,977 11,846 $7,203 
1949 610,341 53,534 604,431 29,929 6,902 4,641 
1948 841,609 73 ,443 459,390 33,493 5,947 5,266 
19H 1,039,772 98,296 n.a. 34,586 7,822 3,122 
1946 755 ,538 55,379 191,770 15,377 n.a. n.a. 
1945 354,401 36,902 107,340 9,578 2,805 4,044 
1944 189,578 21,872 78,925 6,633 3,665 3,351 
1940 211,021 18,808 84,889 7,084 1,045 628 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1940 
CENTRIFUGAL-
REFRIGERATION 
SYSTEMS 
Number Value 
382 $12,249 
285 8,189 
361 10,351 
313 7,814 
312 6,593 
185 2,994 
70 1, 736 
112 2,403 
U. S. Bureau of the Census 
Industrial 
HEAT -EXCHANGER 
EQUIPMENT 
Number Value 
Control 
Sates 
$62,008 
40,925 
48,552 
63,025 
40,451 
22,422 
17,606 
17,110 
Apparatus 
SELF-CONTAINED 
AIR-CONDITIONING 
UNITS 
Number Value 
249,854 $84,842 
123,709 50,584 
111,620 49,008 
74 ,976 39,509 
47 ,664 19,500 
14,973 11,230 
n.a. n.a. 
n.a. n.a. 
n.a. = Not available 
8,318 10,127 Qtrs. 1951 1950 1949 1948 1947 $38,268.776 23,841,436 24 ,815,926 28,239,799 21 ,415,731 
15,637 7,596 
6,133 6,827 1st 
9,304 9,544 2nd . . . . . . . . . . . 46,397,618 27,663,410 27,842,778 
29 ,872,234 26,445,225 
13,341 12,936 3rd 
29,872,967 22,869,582 27,289 ,390 27,962,037 
4th 
· ···· ········ 
37,821,630 23,992,277 29,865 ,582 31,294,122 
13,999 8,049 
14 ,496 13,519 
16,467 
--
45,631 37,096 39,434 Total 
······· .. 
119,199,443 99,520,563 Sll5.267 ,005 107.117,115 
Bureau of the Census National Electrical Manufacturers Association 
.!'TEEL 
hiner 
Motors and Generators 
New Orders-Thousands of Dollars 
Elec~ric Industrial Trucks 
and Tractors 
Polyphase Indue . Motors , 1-200 hp 
Otrs . 
1st 
2nd 
1951 
64 ,221 
1950 
28 ,236 
25,436 
46,582 
55 ,054 
1949 
21 ,148 
18,679 
17,715 
18,521 
Shipments 
56,573 
44,878 
Domestic Export 
3rd .... . 
4th ........ . 
Total ..... 
Qtrs. 
1st 
2nd 
3rd 
4th 
Total 
DC Generators & 
1951 
10,666 
12,779 
9,160 
YEARLY 
Polyphase Indue . 
Motors , 1-200 hp 
1950 155,308 
1949 76,063 
1948 95,577 
194 7 122,043 
1946 142,464 
1945 87,621 
1944 68,555 
1943 84,862 
1942 114,650 
1941 78,357 
155,308 
Motors, 1-200 hp 
1950 
4,692 
6,106 
7 ,428 
10,648 
28 ,8 74 
TOTALS 
76,063 
1949 
5,266 
4,997 
2,890 
3,747 
16,9 00 
DC Generators & 
Motors , 1-200 hp 
1950 28,874 
1949 16,900 
1948 22,273 
1947 20,381 
1946 20,942 
1945 37,194 
1944 74 ,581 
1943 83,494 
1942 94,693 
1941 38,723 
National Electrical Mfrs. Assn. 
Shipments by Screw Machine 
Products Industry 
Index-1940=100 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1951 1950 YEARLY AVERAGES 
374 183 1950 ... 240 1938 . .. 48 
353 165 1949 ... 167 1937 . .. 93 
396 193 1948 ... 204 1936 ... 73 
391 202 1947 ... 219 1935 . .. 60 
362 224 1946 ... 220 1934 ... 42 
358 227 1945 ... 292 1933 ... 27 
285 203 1944 ... 400 1932 ... 19 
303 2S7 1943 ... 481 1931. .. 29 
264 266 1942 ... 388 1930 ... 42 
311 294 1941 . .. 221 1929 ... 78 
300 1940 ... 100 1928 ... 65 
332 1939 . . . 75 1927 ... 46 
1951 
10 Mos .. . ..... . 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec ..... . ..... . 
1950 .. . 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. . .. . .... . . 
1949 ... 
Jan. 
Feb. 
Mar. 
Apr. . ...... .. . 
May 
June 
July .. .. . ... . . 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
4,546 
393 
398 
519 
354 
420 
519 
484 
529 
3 5 
545 
2,486 
1 0 
146 
196 
172 
183 
238 
177 
216 
234 
255 
218 
271 
2,251 
184 
255 
214 
142 
179 
175 
133 
183 
168 
235 
197 
186 
2 ,904 
3,565 
2,714 
3,627 
4 ,380 
4,280 
4,365 
2, 37 
578 
47 
63 
76 
43 
44 
85 
54 
62 
62 
42 
322 
19 
37 
33 
32 
20 
30 
22 
21 
29 
35 
24 
20 
350 
20 
15 
33 
57 
29 
30 
35 
19 
17 
19 
30 
46 
543 
566 
160 
224 
395 
211 
207 
254 
National Screw Machine Products Association U. s. Bureau of the Census 
Foundry Equipment Shipments 
Dollar Volume 
--NEW EQUIPMENT--- REPAIR 
1951 1950 1949 1951 1950 
Jan . 1,319,628 735,171 1,213, 737 1 ,051,322 508,831 Feb. 1 ,324,955 583,793 1 ,387,142 980,826 523,501 Mar. 1,555, 705 906,870 955,240 1,193,149 671,463 Apr. 1 ,820, 795 613,156 998,808 1,123,228 577,569 May 2,005,515 789,996 950,194 1,175,379 668,547 June 2,271, 729 943,249 1 ,136,552 1,000,061 739,158 July 1, 748 ,113 841,733 1,027,326 990,494 773,522 Aug. 1 ,906,368 7 2,165 1,057,651 1 ,112,325 751,158 Sept. 2,383,841 839,508 770,185 1,123,380 725,939 Oct. 2,565, 715 1,448,630 979,891 1 ,326,639 934,456 Nov. 1,251,705 814,423 50,128 Dec. 1 ,467,592 782,906 840,426 
Total 
....... · ··· · 11,203,568 12,074,055 8,564,698 
Foundry Equip, Mfrs. Assn. 
Orders Placed for New Foundry Equipment 
Indexes based on 1937-38-39 monthly average as 100 % 
---1951---
---1950----
---1949--- 1948 
Dollars Index Dollars Index Dollars Index Ind ex 
Jan. 3,075,267 668.0 730,769 159.3 693,747 149.9 380.9 
Feb. 2,940,273 638.6 519,111 113.1 668,095 144.4 367.3 Mar. 2, 757,763 599.0 1 ,033,585 225.2 882,645 190.8 326.2 Apr. 2,256,232 490.1 737,119 160.6 797 ,085 172.0 412.0 May 1,987,472 431.7 1,353,284 294.9 564,814 121.9 388.5 June 1,810,435 393.2 2,857,514 622.7 763 ,920 164.9 376.8 July 1 , 796,755 390.3 1 ,843 ,821 401.8 679,432 146.6 456.3 Aug. 1, 62,084 404.5 3,1 2, 714 693.6 588,975 127.1 324.7 Sept. 1,595,440 346.5 2 ,220,140 483.8 771 ,864 166.6 273.5 Oct. 1,714,494 372.4 2,417,290 526.8 618,489 133.5 296.0 Nov. 4,076,638 885.5 1,250, 059 270.4 284.4 Dec. 2,422,609 526.2 929,343 201.0 243.7 
Total 23,394,994 9,208,468 
Foundry Equip. Mfrs. Assn. 
J•anuary 7, 1952 
Total 
5,124 
440 
461 
595 
397 
464 
604 
538 
591 
447 
587 
2,808 
199 
183 
229 
204 
203 
268 
199 
237 
263 
290 
242 
291 
2,601 
204 
270 
247 
199 
208 
205 
168 
202 
185 
254 
227 
232 
3,447 
4,131 
2,874 
3,851 
4,775 
4,491 
4,572 
3,091 
1949 
816,018 
823.916 
767,386 
716,807 
578,681 
578,198 
419,055 
509,963 
574,653 
567,492 
534,669 
514,488 
7,401,326 
1947 
Ind ex 
466.9 
472.5 
532.3 
445.9 
525.9 
658.9 
426.1 
411.3 
393.1 
438.2 
286.1 
467.8 
E • I ment 
Steel Boilers 
New Orders 
(100 aq ft or more of heating surface) 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
1940 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
1940 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
1940 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
1940 
GRAND TOTAL-ALL TYPES 
Number 
19,795 
14,346 
16,408 
16,110 
19,473 
13,076 
8,670 
10,994 
15,647 
14,454 
10,823 
Sq ft 
23,030,614 
13,094,902 
18,419,968 
18,751,755 
22,645,814 
18,372,439 
13,022,626 
25,587,435 
39,570,941 
27,169,993 
18,250,063 
STATIONARY BOILERS 
7,827 16,468,567 
5,190 8,097,503 
6,354 12,628,660 
8,140 14,786,298 
10,452 18,652,274 
7,317 13,244,916 
5,006 7,260,313 
4,834 5,950,027 
6,155 15,656, 704 
5,253 13,314,573 
3,991 9,898,268 
MARINE BOI LERS 
169 399,998 
76 281,999 
153 964,106 
35 109,753 
96 121,705 
688 2,653,800 
1,312 4,535,814 
4,080 18,346,455 
4,774 20,771,539 
2,123 9,970, 792 
1,230 5,643,521 
STEEL HEATING BOILERS 
11,799 
9,080 
9,901 
7,935 
8,925 
5,071 
2,352 
2,080 
4,718 
7,078 
5,602 
6,162,049 
4,715,400 
4,827,202 
3,855, 704 
3,871,835 
2,473,723 
1 ,226,499 
1,290,953 
3,142,698 
3,884,628 
2,708,274 
U. S . Bureau of the Census 
Pumps 
(Steam, power, centrifugal, rotary) 
New Orders- Thou sands of Dollars 
1951 1950 1949 1948 1947 
J an. 6,477 2,587 3,390 3,819 3,428 
Feb. 6,480 2,938 3,247 3,635 3,506 
Mar. 7,654 3,313 3,593 4 , 703 3,464 
Apr. 7,583 3,376 2,699 4,312 3,638 
May 6,371 3,668 2, 775 3.724 2,973 
June 6,852 4,153 3,019 3,512 2,999 
July 8,358 4,080 3,358 4,075 3,148 
Aug. 5,911 6,429 3, 767 4,520 3,843 
Sept. 6,552 5,191 2,914 3,474 3,355 
Oct. 6,506 4,9 5 2,539 3,571 3,475 
Nov. 5,961 2,525 3,580 2,673 
Dec. 6,720 2,560 4,263 3 ,480 
Total . 53,401 36,386 47,188 39,982 
MONTHLY AVERAGES 
1950. 4,450 1944 ... 3,436 
1949 ... 3,032 1943 ... 6,214 
1948 ... 3,932 1942 ... 6,155 1947 ... 3,332 1941. .. 3,606 
1946 ... 3,105 1940 ... 2,204 
1945 .. 2,869 1939 . .. 1.352 
----
Hydraulic Institute 
193 
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ac • I m t 
M E T A L W 0 R K I N G' F A· C T S A N D F I G U R E S 
EARTHMOVING AND 
EXCAVATING 
EQUIPMENT 
Manufacturers• Shipments 
(Values In Thousands of Dollars) 
Wheel-type Heavy Duty 
Industrial Tractors 
1951 .........•.. 
1st Qtr ..•.. 
2nd Qtr ..... 
3rd Qtr .••.. 
4th Qtr ..... 
1950 .........••• 
l•t Qtr. • ... 
2nd Qtr ..•.. 
3rd Qtr ..... 
4th Qtr .•... 
1949 •........... 
1948 •........... 
1947 ....•....... 
Units Value 
643 
981 
867 
2,065 
296 
546 
635 
588 
1 ,047 
1 ,298 
$8,629 
14,774 
13,768 
$24,769 
3,296 
6,236 
7,651 
7,586 
$12,499 
13,962 
15,791 
Road Construction and 
Maintenance Machinery 
1951 ..........•. 
1st Qtr. 
2nd Qtr ....• 
3rd Qtr .... . 
4th Qtr .... . 
1950 •........... 
1st Qtr. • .. . 
2nd Qtr .... . 
3rd Qtr .... . 
4th Qtr .... • 
1949 ........... . 
1948 •........... 
1947 ........... . 
1946 •.... ..... .. 
Units Va lue 
$37,670 
43,318 
31,042 
$117,540 
22,814 
31,114 
32,334 
31,278 
$96,883 
117,908 
97,272 
88,610 
Construction Machinery for 
Mounting on Tractors 
1951 ........... . 
1st Qtr. 
2nd Qtr. 
3rd Qtr ... •. 
4th Qtr ..•.. 
1950 ........•... 
1st Qtr. 
2nd Qtr .... . 
3rd Qtr .... . 
4th Qtr .... . 
1949 ........... . 
1948 •........... 
1947 ........... . 
Units 
U. S. B ureau ot the Census 
Batteries Shipped 
Va lue 
$16,671 
18,630 
12,345 
$58,769 
10,970 
14,664 
17,151 
15,984 
$38,177 
44,645 
40,722 
Automotive Replacement Only- Thousands 
January ..... . 
February .... . 
March ....... . 
April 
May .... . • .. .. 
June 
July . .. 
August . . . 
September 
October .. . . . . 
November 
December .... . 
1951 1950 1949 1948 
l,R73 1 ,467 1, 243 2.394 
1 ,390 1,174 26 2.254 
1 ,113 1,191 560 1 ,679 
1 , 790 915 499 1 ,211. 
1.400 1.196 685 1.027 
1.366 1,646 1,059 1, 200 
1.614 2.060 1.637 1,506 
2.11R 2. 839 2,64S 2.519 
2,055 2,925 2 . 786 2.643 
2.493 3.007 2.573 2 .845 
2,800* 2,536 2,132 2,541 
2 ,500* 2,172 1.694 1 ,9 06 
YEARLY TOTALS 
1950 .......... 23,128 1947 ........ . . 24,441 
1949 .......... 18,342 1946 ....... . .. 17,522 
1948 .......... 23, 725 1945 . ..... .... 17,560 
Association of American B attery ~fanufactur­
ers Inc . • Estimated 
194 
Power Cranes and Shovels 
Units Value 
1951 ............ 
1st Qtr. ..... 1,689 $40,471 
2nd Qtr. 1 ,861 46,736 
3rd Qtr. .... 1,740 43,521 
4th Qtr. .... 
1950 ............ 5, 108 $109,006 
1st Qtr. 1 ,094 23,287 
2nd Qtr. 1 ,294 26,232 
3rd Qtr. .... 1.303 27,238 
4th Qtr. .... 1,417 32,249 
1949 ............ 4, 114 $89 ,204 
1948 ............ 8, 289 158,586 
1947 ............ 8,035 132,836 
1946 . ........... 5,696 81 ,324 
Tracklaying Tractors 
1951 ........... . 
1st Qtr. 
2nd Qtr ..... 
3rd Qtr .•... 
4th Qtr ....• 
Uni ts 
12,426 
13,645 
8,987 
1950 ............ 43,590 
1st Qtr. 11,798 
2nd Qtr .•... 13,247 
3rd Qtr. . . . . 9,842 
4th Qtr. . .. . 8, 703 
1949 ............ 42,749 
194 ............ 39,949 
1947 ............ 3 7, 624 
1946 ............ 25,929 
Val ue 
$67,102 
74,544 
47,094 
$223,042 
54,821 
64,090 
53,142 
50,989 
$196,622 
167,341 
134,361 
81,356 
Portable Well and Blast 
Hole Drills 
Units Va lue 
1951 ............ 
1st Qtr. 132 $1,082 
2nd Qtr. 190 1 ,379 
3rd Qtr . .... 139 1,627 
4th Qtr . ... . 
1950 ............ 627 $4,472 
1st Qtr. 176 1,285 
2nd Qtr. ... . 126 643 
3rd Qtr. .... 105 800 
4th Qtr. .... 220 1,744 
1949 ... ......... 807 $6,774 
1948 ........... . 1,641 10,914 
1947 ........... . 2,040 11,426 
1946 
············ 
1,027 5,389 
Trucks, Truck Tractors, 
Trailers and Wagons 
OFF-HIGHWAY TYPE 
Units Value 
1951 
············ 1st Qtr. 516 S8,341 
2nd Qtr. 694 8.827 
3rd Qtr. .... 609 7,775 
4th Qtr. .. .. 
1950 ............ 1,908 22,856 
1st Qtr. 334 4,016 
2nd Qtr. 510 6.206 
3rd Qtr. 595 7,325 
4th Qtr. 469 5.309 
Ri gid Steel Conduit and Fittings 
Shipments-Net Tons 
1951 1950 1949 1948 
Jan. 25.055 15,674 22.705 20 .R82 
Feb. 23.3 9 16. 100 21. 630 22. 730 
Mar. 28.590 17. 70~ 24.590 23.194 
Apr. 27 .• 64 16.515 21.931 24.653 
May 27 .S91 17,219 17, 566 22.415 
June 27.749 21 ,645 13.240 22. 704 
July 23.890 24,723 12.568 23.072 
Aug. 25.01 7 30.543 12.400 19.241. 
Sept. 2'\.941 29. 123 14.992 22 .456 
Oct. 26.6~0 25,875 17,6R3 24,5 8 
Nov. 24.489 12.662 27.650 
Dec. 27.561 20.946 28.113 
nARLY TOTALS 
1950 267 ,175 1947 258, 134 
1949 212 ,913 1946 198, 144 
1948 281 ,69 1945 127.732 
Office of Buslne~s Economics 
Gear Sales 
Indexes of New Orders Placed 
Aver age Month 1935-1939=100 
1951 1950 1949 1948 
346. 
324.4 
389.8 
320.9 
283.6 
324 .1 
348.4 
335.6 
320.4 
333.3 
309 .0 
325.9 
J a n. 
Feb . 
Mar . 
Apr. 
May 
June 
July 
Aug, 
Sept. 
Oc t . 
Nov. 
Dec. 
764 .6 280.2 320.7 
809. 1 272.9 282.3 
830. 7 358.4 299. 1 
742.5 328.6 339.0 
667.1 363. 1 250.1 
800.9 401.0 227.8 
589. 1 410.7 193. 1 
564.2 617.4 262 .0 
630. 1 654.5 224 .9 
703.4 E64.8 242.3 
554.9 230.7 
680.4 242. 
MONTHLY AV ERAGES 
1951* .. 
195'0 . . 
71 0.0 
457.2 
259.6 
330.2 
313 .4 
298.7 
1945 .. . 242.3 
262 .2 
366.4 
350.3 
28 7.5 
150.4 
1939 .. . 102.4 
76.3 
139 .8 
107.8 
73 .7 
1944 . . . 1938 .. . 
1949 . . . 1943 . . . 1937 .. . 
1948 . . . 1942 .. . 1936 . . . 
1947 .. 
1946 ... 
1941. 
1940 ... 
1935 .. . 
* Estimated 
A m erican Gear 1\1anufacturers Association 
Electric: Industrial Furnaces 
New Orders 
Un i ts Kilowatts Value 
1951 
10 Mos. 7,992 2S7,952 . 38,515,831 
January 686 18,512 2,764 ,252 
February 907 23,253 3,211,657 
March ... 780 32,409 4,846,290 
April ... 718 31.712 3,656,642 
May ... 926 32,171 4, 766,008 
June 731 39,480 3,369, 767 
July 895 36,909 5,587,318 
August ... R95 28, 16 3.891 ,339 
September 679 21.680 3,250,077 
October 775 23 ,058 3 ,172,4 1 
November 
December 
1950 5.891 127,178 13 ,880,665 
January 365 4,353 473,233 
February 383 7,175 69 7,232 
March 415 5, 226 753,448 
April 289 3,619 414,801 
May 405 7,514 981,502 
J une 637 9 ,356 1 ,3 27,580 
July 533 9, 114 1,444,519 
August .. 506 7,245 1,038,631 
September 557 21 ,213 1,485, 237 
October 612 13, 078 1 ,602,878 
Novembe r 596 25,928 2,156,510 
December 593 13,357 1,505,089 
1949 ... 4,664 48,525 5, 284,021 
1948 ... . . . .. 3,942 55,06 5.836,410 
Industrial Furnace Mfrs. Assn. Inc . 
Fuel Fired 
Industrial Furnaces 
(Except for hot rolling steel mills) 
New Orders 
1951 
10 Mos. 
January 
February 
March 
April 
.Ylay 
J une 
July . 
August 
September 
October 
November 
December 
1950 
January 
February .. 
March 
April 
1\,fay 
Jun e 
July 
Augu-::t 
September 
October ... 
November 
December 
1949 
1948 ... 
Un i ts Vclue 
2,144 
216 
219 
261 
251 
184 
165 
189 
244 
207 
208 
1.508 
128 
64 
97 
68 
110 
146 
114 
171 
216 
147 
114 
133 
800 
1,242 
53,870,591 
4,015, 702 
4 ,687,247 
7,019,330 
8,497,273 
5,043,515 
6,259.378 
5,302.979 
4. 50.393 
1 ,820,903 
6,373,871 
. 22,338 .382 
1 ,906.634 
616,075 
1 ,3 06.383 
819, 160 
1,410, 719 
1 ,165, 757 
2 ,246,594 
3,926, 788 
1 ,817,055 
2 ,299,989 
2,074 , 725 
2 , 748,503 
6,391,107 
10,598,992 
Industrial F u rnace Mfrs. Assn. Inc. 
.ITEEL 
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METAlWORKING FACTS AND FIGURES 
DOMESTIC WATER SYSTEMS 
Factory Shipments 
Jet Pump Systems Non-Jet Pump Systems 
Units Value Units Va lue 
1951" ...... 372,000 1951• ...... 235,000 
Jan. 40,362 3,988,000 Jan. 21,334 $1,996,000 
Feb. 44,500 4,337,000 Feb. 25,279 2,180,000 
Mar. 42,186 4 ,161,000 Mar. 24,868 2 ,196,000 
Apr, 35,507 3,543,000 Apr, 24,533 2,349,000 
May 30,168 2,957,000 May 23,089 2,042,000 
Jun 24,035 2,352,000 June 17,877 1 ,635,000 
July 22,771 2,279,000 July 15,251 1 ,464,000 
Aug. 27,701 2,842,000 Aug, 17,784 1 , 705,000 
Sept, 27,691 2,726,000 Sept, 17 ,177 1 ,677,000 
Oct. 33,556 3,352,000 Oct. 19,941 1 ,903, 000 
1950 ••..... 449,768 $38,935,000 1950 •.. . ... 272,879 $21,269,000 
Jan.-June . 190,756 16,035,000 Jan.-June . 125,767 9,400,000 
July 42,750 3,641,000 July 24,174 1,836,000 
Aug. 45,964 4,029,000 Aug, 30,282 2,347,000 
Sept, 46,968 4,181,000 Sept, 26,673 2,110,000 
Oct. 47,388 4, 288,000 Oct. 26,275 2,087,000 
Nov. 39,411 3,490,000 Nov. 20,786 1, 790,000 
Dec. 36,531 3,271,000 Dec. 18,922 1,699,000 
1949 293,709 $24,383,966 1949 234 ,255 $17,492.313 
1948 329,022 27,518,184 1948 329,825 23,653,435 
1947 361,140 29,694,040 1947 401,715 26.122,759 
1946 318,758 24,134,614 1946 306,971 16,639,422 
1945 175,652 12,475,083 1945 214 ,4 78 11,082,266 
U. S. Bureau or the Census • Estimated 
J ET SYSTEMS- YEARLY TOTALS 
195 1· ············ 
1950 
1949 
1948 
1947 ············ 
372,000 
449,768 
293,709 
329,022 
361,140 
NON -JET SYSTEMS- YEARLY TOTALS 
19 51········· 
1950 ·-----
194 9 •••••••• 
194 8 •••••••••• 
1947 ············· 
2 35,0 00 
272, 879 
234,255 
329,825 
401,715 
Domestic Hand and Pump Jacks Windm ill Towers Windmill Heads 
Windmill Pumps Factory Shipments Factory Shipments Factory Shipments 
Factory Shipments HJ51 Units Val ue 1~5 1 Units Va lue Hl51 Units Valu e 
Ja n. 5.400 S140,ooo Jan. 789 71, 000 J:in. 1,487 133,000 1951 Units Valu e Feb. 4,401 126,000 Feb . 933 81,000 Feb. 1, 751 154,000 
Jan. 29.072 S197,000 Mar. 4,321 140,000 Mar. 1 ,171 107 ,000 Mar. 1 ,857 176,000 
Feb. 30, 871 227,000 Apr. 4.512 150,000 Apr. 926 81 ,000 Apr. 1, 760 156,000 
Mar. 28 ,691 215,000 May 2.470 78,000 May 632 55 ,000 May 1,220 96,000 
Apr. 20,160 167,000 June 2,463 76,000 June 599 51 ,000 June 1,092 103,000 
May 15.071 112,000 July 2,321 76, 000 July 716 63,000 July 1 ,258 119,000 
June 16.443 100.000 Aug. 2.936 99,000 Aug. 935 81,000 Aug. 1,456 118,000 
July 16.237 93,000 Sept, 2,300 68,000 Sept, 801 72 ,000 S ept. 1 ,380 125,000 
Aug. 18, 653 115,000 Oct. 2,116 65,000 Oct. 817 73 ,000 Oct. 1 ,438 138,000 
Sept. 21,787 123,000 Nov. Nov. Nov. 
Oct. 22, 8 78 145,000 Dec . Dec. ... . Dec. 1950 43,23 7 81,187,00() 1950 9,092 788, 000 1950 20,736 1 ,674,000 1950 ....... 334,357 81,941,000 Jan.-June. 21.689 566,000 Jan-June . 4,006 381.000 Jan-June . 9,988 733,000 Jan.-June. 170,740 938,00() July 2,716 79,000 July 837 62.000 July 1,998 155,000 July 24,678 145,000 Aug. 4,385 123.000 Aug, 975 76 ,000 Aug, 2,023 175,000 Aug. 33,868 188 ,000 Sept. 3,947 113,000 Sept. 995 79.000 Sept. 2,096 192,000 Sept. 2~.84 7 168,000 Oct. 3,826 109.000 Oct. 741 60,0()0 Oct. 1 ,523 138,000 Oct. 26, 726 179,000 Nov. 3,038 90,000 Nov. 991 85,000 Nov. 1.949 172,000 Nov. 30. 129 182.000 Dec . 3,586 107,000 Dec. 547 45,000 Dec. 1 , 159 109,000 Dec. 19,369 141, 000 
YE ARLY TOTALS YEARLY TOTALS YEARL Y TOTALS YEAR LY TOTALS 
1950 43,237 1 ,187,000 1950 9,09~ 788, 000 195() 20,736 1,674 ,000 1950 334 ,357 S1,941,000 19•19 36,854 1,034,0()0 1949 9,843 901,000 1949 19,188 1 ,675 ,000 1949 327,415 2.186.000 1948 41 ,952 1 ,083,000 1948 19,115 1,430,000 1948 31 ,835 2.183,000 1948 456 ,650 2 ,892.000 194 7 54 ,18 7 1,4::0,()00 1947 22,269 1 ,351,0()0 1947 39 ,076 2,424,000 1947 368.532 2,322,000 1946 89,460 2,257,000 1946 22,416 1,043 ,000 1946 46 ,004 2,113,000 1946 313 ,023 1 ,623,000 1945 62,451 1 ,418,000 1945 20,603 863,000 1945 41, 761 1, 786,000 1945 314,638 1 ,689,000 1944 56,550 1,230,000 1944 18,236 727,000 1944 40,540 1,699 ,0()0 1944 380,240 1,955,000 1943 31,065 640.000 1943 11,632 480 , ()0() 1943 34,523 1 ,537,000 1943 368 ,249 1 , 730,000 1942 55.665 906.000 1942 11,373 463.000 1942 37,642 1 ,624,000 1942 3 77 ,331 1,631,000 1941 59,058 856,000 1941 14 ,950 670,000 194 1 43, 159 1,757,000 1941 490.586 1 ,896,000 1940 47,842 630,000 1940 14,647 641 ,000 1940 45, 787 1 ,755,000 1940 42().941 1,553.000 1939 37 ,133 464 .000 1939 17,418 808.000 1939 52,706 2,100,000 1939 515,083 1 ,579,000 1938 30,198 362.000 1938 16,898 662 ,000 1938 46.455 1,923,000 1938 383 ,131 1,337.000 1937 37,029 425,000 1937 20,992 895,000 1937 63.753 2,529 ,000 1937 497,498 1 , 678.000 1936 35,163 300,000 1936 22,366 815,000 1936 70,125 2,508,000 1936 531.356 1 , 742 ,000 1935 20,800 161,000 1935 17,015 627,000 1935 51 ,513 1,884,000 1935 367,008 1 ,152,000 1934 n.a. n.a. 1934 n.a. n.a. 1934 57,836 1,981,000 1934 38 ,840 1 ,200.000 1933 n. a. n.a. 1933 n.a. n.a. 1933 n.a. n.a. 1933 331. 004 869.000 1932 n. a. n.a. 1932 n.a. n.a. 1932 n.a. n.a. 1932 225,736 766 ,000 1931 24 , 03 215,000 1031 11,357 445,000 1931 3 7,523 1,295,000 1931 325 ,611 1 ,337,000 1930 40.269 320.000 1930 26 ,058 1,009,000 1~~0 69 .793 2.554 ,000 1930 395, 166 2,079,000 1929 42,850 361,000 1929 35 ,894 1 ,355,000 1929 94,030 3.949,000 1929 450 .287 2.344,00() 1921> 42,518 364.000 1928 50, 215 1 ,433,000 192 99.050 3,944.000 1928 465,824 2,310,000 192 7 39,665 367,000 1927 44 , ;)34 1 ,330,000 1927 83,866 3.503,000 1927 452.030 2.298.000 1926 45.050 381,000 1926 57.571 1 ,39 7,000 1926 82,205 3, 129,000 1926 699.994 3,466,000 1925 5 7,438 487,000 1925 53,848 1 ,569,000 1925 95,032 3 ,864,()00 1925 888, 172 4,243.000 1924 41,034 357,000 1924 42,312 1 ,252.000 1924 76 .817 3,331,000 1924 742.788 4, 063.000 1923 53,540 458 ,000 1923 40. 753 1 ,3 73,000 1923 70, 327 2, 771 ,000 1923 966, 116 5 ,64 0 ,000 1922 46, 156 331,000 1922 35,293 1 ,383,000 1922 71 ,262 2 ,809.000 1922 825,669 4, 132,000 
n.a. ::= Not available. n.a. = Not available. n.a. = Not ava ilable. u. s. Burea u of the Census U. S. Bureau of the Census U. S. Bureau of the Census u. S. Bureau of the Census 
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METALWORKING FACTS AND FIGURES 
FARM MACHINERY 
AND EQUIPMENT 
Manufacturers' Shipments 
U, S. Bureau of the Census 
1950 ...... . 
1949 ...... . 
1948 . . . 
1947 ...... . 
1946 ..... .. 
1945 .....•. 
1944 ...... . 
1943 ...... . 
Complete Units-Totals 
Total 
$1,437,587,000 
1,424,068,000 
1 ,334,345,000 
975,988,126 
622,673,570 
490,504,558 
432,04 7' 723 
202,061,512 
Domestic 
$1,258,119,000 
1,219,220,000 
1 ,162,306,000 
852,037,940 
557,568,157 
426,552,593 
386,127,862 
178, 195,605 
COMPLETE UNITS-BY PRODUCT GROUPS 
Plows and Listers 
Tota l Domesti c Export 
1950 .... S67,119,000 56,579,000 $10,540,000 
1949 .... 66,694,000 52,812,000 13,882,000 
194 67,353.000 57,332,000 10,021,000 
1947 . ... 52,596.324 45,439,275 7,157.049 
1946 .... 30,585,670 26,968,841 3,616,829 
1945 .. 22,116,982 18,926,438 3,190,544 
1944 .... 18,380,210 16,095,878 2,284,332 
1943 .... 8,987,133 7,325,042 1 ,662, 091 
Harrows, Rollers, Pulverizers, 
Stalk Cutters 
1950 . ... S68,109,000 62,199,000 5,910,000 
1949. 66,939,000 60,709 ,000 6,230,000 
1948 .... 71,4 78,000 67 ,677,000 3,801,000 
1947 .... 47,731,481 42,796,049 4,935,432 
1946 .... 29,197,577 27,810,881 1 ,386.696 
1945. 17,170,119 16,097, 799 1 ,072 ,320 
1944. 16.899,791 16.141,245 758,546 
1943 .... 6,653,593 6,330,983 322.~10 
Planting, Seeding, and 
Fertilizing Machinery 
1950. $91 ,429,000 87 ,013,000 4,416,000 
1949. 89,166,000 85,371,000 3, 795,000 
1948. 87,505,000 83,844,000 3.661,000 
1947 . 57,678,819 54,743,355 2,935,464 
1946. 41,683,390 40.395,600 1 ,287 ,790 
1945 .... 32,055,195 30,869,192 1 ,186,003 
1944 . . .. 26,003,969 24,700,059 1,303,910 
1943 ... . 9,069,269 8,604,266 465,003 
Cultivators and Weeders 
1950 .... 43 ,243,000 S40,058,ooo 3,1 5,000 
1949 .... 52,518,000 48,820,000 3,698,000 
1948 . ... 57,361,000 53,710,000 3,651,000 
1947 .. .. 36,101,723 33,906,154 2,195,569 
1946 .... 23 ,291 ,144 22,117,244 1 ,173,900 
1945 . .. . 23,486,010 22,002 ,201 1,483 ,809 
1944 .... 22,149,353 21 ,318,628 830,725 
1943 .... 9,605,473 9,175,315 430,158 
Sprayers and Dusters 
1950 .... 31,424,000 27,266,000 4 ,158,000 
1949 .. .. 27,574 ,000 24 ,357,000 3,217,000 
1948 .. .. 39,158,000 34,406,000 4 , 752,000 
1947 .... 34,793,025 30,921,780 3,871,245 
1946 .... 23,352,657 21,382,580 1,970,077 
1945 .... 12,226,475 11,436,951 789 ,524 
1944 .... 10,840,828 10,077,078 763,750 
1943 .... 6, 779 ,005 6,513, 791 265,214 
TRACTORS 
Manufacturers' Shipments 
U. S. Bureau of the Census 
Harvesting Machinery 
Total Domestic 
1950 .... $241,642,000 221,543,000 
1949 .... 232,933,000 213,603,000 
1948 .... 189,937,000 172,691,000 
1947 .... 140,946,122 127,681,459 
1946 .... 75 ,969,443 70,426,481 
1945 .... 65 ,631,426 60,827,560 
1944 .... 51,600,575 48,083,068 
1943 .... 27,167,074 25,077,297 
Haying Machinery 
1950 .... $132.355,000 125,303,000 
1949 ... . 127,847,000 118 ' 064' 000 
1948 ... . 127,529,000 118, 132.000 
1947 .... 72,506,586 67,446,450 
1946 .... 44 ,535,342 42,012,807 
1945 .... 33,662,612 31,786,341 
1944 .... 31,029,859 29,823,550 
1943 .... 12,337,963 11,583,258 
Machines for Preparing Crops 
for Market or for Use 
1950 .... 22.007,000 S18, 782,000 
1949 .... 24.724,000 21 ,291,000 
1948 .... 30,801,000 26. 874,000 
1947 .... 32,615,682 29 ,738,585 
1946 .... 27,939 ,738 26 ,170,212 
1945 ... . 18,105,070 17,231,361 
1944 ... . 16,221, 950 15,492,631 
1943 . ... 9, 791,84 7 9,431,613 
Farm Poultry Equipment 
1950 ... . 26,858.000 S26,206,000 
1949 .... 23.020,000 22,240,000 
1948 ... . 18,738,000 17,919,000 
1947 .... 19.156.835 18,283,341 
1946 ... . 22,284,761 21,559, 062 
1945 ... . 22,600,662 22.362 .480 
1944 .... 19,209,7 2 19,030,217 
1943 .... 16,648,955 16,421,217 
Farm Dairy Machines and 
Equipment 
1950 .... 14 ,624 ,000 13,462 ,000 
1949 . .. . 13,621,000 11,896.000 
1948 .... 17,246.000 15,102.000 
1947 .... 24,654,642 22,143,586 
1946 .... 32.199,747 30,136,990 
1945 .... 34.056,429 32, 04 ,454 
1944 .. . . 25,543 .623 24 ,381,455 
1943 . ... 16,766,354 15,812,177 
WHEEL TYPE-Farm Use 
Year 
1950 ..... ... . 
1949 ....... .. 
1948 ........ . 
1947 ........ . 
1946 ........ . 
1945 ....... .. 
1944 ••..•.... 
1943 ......... 
Number 
490,226 
534,946 
510,847 
413.783 
243,271 
224,985 
235,453 
94,550 
Ex port 
20,099,000 
19,330,000 
17,246,000 
13,264, 663 
5,542,962 
4 ,803,866 
3,517,507 
2 ,089, 777 
7 ,052,000 
9, 783,000 
9,397,000 
5,060,136 
2,522,535 
1,876,271 
1,206,309 
754,705 
3,225.000 
3,433.000 
3,927,000 
2,877,097 
1 , 769.526 
873,709 
729,319 
360,234 
652,000 
780,000 
819,000 
873,494 
725.699 
238,182 
179.565 
227,738 
1 ,162,000 
1 , 725.000 
2 ,144.000 
2,511 ,056 
2,062 , 757 
1 ,251.975 
1,162,168 
954,177 
Value 
$534,863,000 
543,000.000 
468,083.292 
331,652,526 
180,382,770 
153,170,002 
157,518,924 
55,943,859 
Barn Equipment 
Total Domestic Export 
1950 .... S10,034,000 $10,014,000 s 20,0 
1949 .... 8,154.000 8,134,000 20,0 
1948 .... 12,195,000 12,174,000 21,0 
1947 .... 10,901.480 10,893,727 7,7 
1946 .. .. 8,640,207 8,633,523 6,6 
1945 .... 6,005,136 6,002,788 2 ,3 
1944 •... 5,975,307 5,972,458 2,8 
1943 .. .. 3,953,640 3,953,550 
Barnyard Equipment 
1950 .... $17,091,000 S17,056, 000 
1949 . . .. 13,102,000 13,059 .. 000 
1948 .... 10,721.000 10,691,000 
1947 .... 8,621,632 8,599,384 
1946 .... 8,648,055 8,536,254 
1945 .... 7,861,272 7,855,047 
1944 .... 6,978, 793 6,966.041 
1943 .... 3,880,399 3,879,854 
Farm Elevators and Blowers 
1950 .... $30,605,000 $29 ,755,000 $850, 
1949 .... 29 ,122,000 28.669,000 453,0 
1948 .... 22,313,000 22 ,200.000 113,0 
1947 .... 14,298,722 14,169,363 129,3 
1946 .... 8,535, 790 8,483,852 51,9 
1945 .. .. 5,463, 754 5,442,827 20,9 
1944 .... 3,675,954 3,665,985 9,9 
1943 .... 2 .576 ,155 2,576,155 
Farm Wagons, Trucks, and Other 
Farm Transportation Equipment 
1950 ...• 20,975 ,000 519,461,000 1,514, 
1949 .... 20,140.000 18,870,000 1,270, 
1948 .... 34,306,000 32,562.000 1 ,744 , 
1947 .... 31,173,525 28 ,973,090 
'""l 1946 ... . 23,970,305 23 ,4 23,231 547, 1945 .... 12,485,216 12,142,120 343, 1944 .... 7,385, 187 7 ,294 ,177 91 , 1943 .... 3,814,853 3 , 792,791 22, 
Tractors for Farm Use 
1950 .... 620,072,000 503,422,000 116,650, 
1949 .... 628,514,000 491,325,000 137,189, 
1948 .... 547,704 ,000 436,992,000 110.712, 
1947 .... 392,211,528 316,302,342 75,909, 
1946 .... 221,839 ,744 179.510,599 42,329, 
1945 .... 177,578 ,200 130, 765,034 46 ,813, 
1944 .... 170,152,542 137,085,392 33,067, 
1943 .... 64;029, 799 47,718,296 16,311, 
• WHEEL TYPE- o ·Farm Use 
Yea r 
1950 •••.••••• 
1949 ••..•••.• 
1948 ......... 
1947 ••••••••• 
1946 ........ . 
1945 ....... .. 
1944 •••.••• •. 
1943 ......... 
Number 
9,378 
10,422 
18,845 
14,882 
12,067 
18,707 
14,502 
9,317 
Val• 
$38,9~ 
29,4 
29,21 
17,68 
11,90 
15,72 
12,59 
7,27 
.ITEEL 
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Attachments and Parts-Totals Farm Machinery and Equipment 
Tota l Domest ic Export 
Total Domestic Export 1950 •....•. $1,795,394,000 $1,564,918,000 $230,476,000 
50 ... $357,807,000 $306,799,000 $51,008,000 1949 •...•.. 1,813,008,000 1,550,934,000 262,074,000 49 ... 388,940,000 331,714,000 57,226,000 1948 •...... 1, 733,746,000 1,513,613,000 220,133,000 48. 399,401,000 351,307.000 48,094,000 
47 . . . 318,697,725 280,647,520 38,050,205 1947 •...... 1,294,685,851 1,132,685,460 162,000,391 
46 ... 227,804,033 205,662,331 22,141,702 1946 ....... 850,477,603 763,230,488 87,247,115 45 ... 209,672,797 186,042,806 23,629,991 1945 •...... 700,177,355 612,595,399 87,581,956 44 ... 185,332,814 163,182,909 22,149,905 
43 ... 141,579,498 123,386, 285 18,193,213 1944 ....... 617,380,537 549,310,771 68,069,766 
1943 •...... 343,641,010 301,581,890 42,059,120 
ATTACHMENTS AND PARTS-BY PRODUCT GROUPS 
lows and Listers 
Tota l Domesti c Export 
50 .... $32.839.000 29 ,532,000 3,307,000 
49 .... 33,280,000 29,575,000 3, 705,000 
48 . ... 33,252,000 30,238,000 3,014,000 
47 .... 3"0,932,933 28,106,130 2,826,803 
46 ... 20,107,832 18,846,348 1,261,484 
45 .... 18,045,596 16,446,673 1,598,923 
44 .... 17,505,518 15,915,945 1 ,589,573 
43 .. 16,209,823 14,922,340 1,287,483 
a rrows, Rollers, Pulverizers, 
alk Cutters 
50 .... $9,597,000 $8,557,000 1,040,000 
49 .. .. 9,921.000 9,089,000 832,000 
48 ... 9,476,000 9,071,000 405.000 
47 ... 9,691,421 9,154,751 536,670 
46 ... 7,436,387 7,153,826 282,561 
45 ... 5,428,470 5,278,585 149,885 
4 . . . 5,614,332 5,384,992 229,340 
43 . .. 4,170,044 3,973,835 196,209 
Ianting, Seeding, and 
ertilizing Machinery 
0 . ... 21,624, 000 $20,455,000 1,169,000 
9 ... 25,709.000 24,000,000 1 , 709 ,000 
8 . .. 22,000,000 21,079,000 921,000 
7 ... 16.298,538 15,202,033 1,096,505 
6. 12,154,142 11,693,405 460,737 
5 .. 11,230,810 10,785,620 445, 190 
4. 9,106.246 8, 733,305 372,941 
3. 7,288,846 7,060,015 228,831 
ultivators and Weeders 
0 .. 13,839,000 $12,808,000 1,031,000 
9. 17,651,000 16,401,000 1,250,000 
8. 22,708,000 21,512.000 1,196,000 
7. 14,261,456 13,522,678 738,778 
6. 10,650.655 10,307,610 343,045 
5. 10,080, 756 9, 708,607 372,149 
4 . . 8,563, 455 8,284,121 279,334 
3 .. 6,566,148 6,376,923 189,225 
rayers and Dusters 
0 . ... $5,535,000 $4 ,793 ,000 $742,000 
9 .... 4,585,000 3,967,000 618,000 
8 .... 5,300.000 4,698,000 602,000 
7 .. . . 4, 762,486 4,401,061 361,425 6. 2,927,284 2,600.123 327,161 5 .... 2 ,488,806 2,259,214 229,592 4 .... 2,243,889 2 ,050,993 192,896 3 . . .. 1,587,'044 1,502,583 84,461 
:KLAYING TYPE-Farm Use 
Number 
18,978 
20,043 
17,365 
11,630 
8,898 
11,149 
6,221 
2,906 
J anuary 7, 1952 
Value 
$62,960,000 
64,481,432 
49,569,066 
28,332,401 
18,117,637 
20,973,907 
10,414,553 
6,688,395 
Harvesting Machinery 
Total Domest ic Export 
1950 .... 46,511,000 41,874,000 4,637,000 
1949 .... 57,622,000 52,371,000 5,251,000 
1948 .... 57,883,0"00 53,755,000 4,128,000 
1947 ... 50,624,285 47,000,990 3,623,295 
1946 ... 37,755,724 35,515,105 2,240,619 
1945 ... 33,729,501 31,442,483 2,287,018 
1944 ... 28,185,173 26,504,864 1 ,680,309 
1943 ... 22,103,512 20,559,752 1,543,760 
Haying Machinery 
1950 .... S22, 624, ooo 21,257,000 $1,367,000 
1949 .... 23,944,000 22,382,000 1, 562,000 
1948 ... 25,866,000 24,103,000 1 , 763,000 
1947 .. 22,358,038 20,471,525 1,886,513 
1946 . . . 15,319,554 14,338,547 981,007 
1945 . .. 15,793 ,396 14,672,695 1 ,120, 701 
1944. 13,712,958 12,755,768 957,190 
1943 ... 13,777,560 12,799,308 978,252 
Machines for Preparing Crops 
for Market or for Use 
1950 . .. . $8,545,000 $7,473,000 1,072,000 
1949 ... 10,659,000 9,460,000 1 ,199,000 
1948 ... 11,415,000 10,178,000 1,237,000 
1947 .... 9,396,860 8,397,290 999,570 
1946 .... 8, 106,300 7,372,080 734 ,220 
1945 .... 7,124,969 6,499, 718 625.251 
1944 .... 5,089,611 4, 766,183 323,428 
1943 .... 4, 774,756 4,490,253 284,503 
Farm Poultry Equipment 
1950 ... $3,269,000 $3,221,000 48,000 
1949 . ... 2,325,000 2,266,000 59,000 
1948 .... 1,641,000 1 ,604,000 37,000 
1947 .. .. 1 ,444, 721 1,402,588 42,133 
1946 .... 1,640,531 1 ,612,933 27,598 
1945 .... 2,267,163 2,248,993 18,170 
1944 .... 2,116,611 2,067,958 48,653 
1943 .... 1,340,503 1,325,789 14,714 
Farm Da iry Machines and 
Equipment 
1950 .... $8,345,000 $7,443,000 902,000 
1949 .... 6,436.000 5,639,000 797,000 
1948 .... 6,197,000 5,501,000 696,000 
1947 •.. 6, 760.753 6,054,092 706,661 
1946 ... 9,352,856 8 ,350,156 1,002,700 
1945 ... 12,695,795 12,023,449 672,346 
1944 ... 10,583,569 9,890,591 692,978 
1943. 8,257,402 7,810,951 446,451 
TRACKLAYING TYPE-Non-Farm Use 
• 
• 
• 
• 
• 
• 
• 
• 
• 
• 
• 
• 
• 
• 
• 
Year 
1950 .•..•.... 
1949 ........ . 
1948 ........ . 
1947 ••...•... 
1946 ••...•..• 
1945 .•....... 
1944 ......... 
1943 •...••... 
Number 
25,622 
23,806 
22,208 
25,904 
17,367 
32,849 
38,966 
27,746 
Value 
$160,527,000 
134,941,835 
112,437,953 
105,997,470 
64,816,042 
191,033,573 
250,168,422 
135,505,932 
Barn Equipment 
Tota l Domestic Export 
1950 ... S1, 774 ,000 $1,769,000 5,000 
1949 .... 1,896,000 1,893,000 3,000 
1948 .... 1,012,000 1,012,000 
1947 ... 901,075 900,551 524 
1946 ... n3,416 913, 192 224 
1945 ... 1,081, 712 1,081,649 63 
1944 ... 1 ,010,270 1 ,009,881 389 
1943 .... 882,015 881,768 247 
Barnyard Equipment 
1950 .... $686,000 $683,000 3,000 
1949 .... 396,000 396,000 
1948 ... 194,000 194,000 
1947 .... 185,881 185,770 111 
1946 .... 196,352 195,725 627 
1945 .... 225,766 225,441 325 
1944 ... . 204,966 204,594 372 
1943 ... 171,646 171,641 5 
Farm Elevators and Blowers 
1950 .... $4,077.000 $4,011,000 S66,000 
1949 ... 3,613,000 3,572,000 41,000 
1948 ... 2,998,000 2,973,000 25,000 
1947 .... 2,090,072 2,074,385 15,687 
1946 .. 2,059,535 2,057,593 1,942 
1945 .. . . 680,838 677,533 3,305 
1944 .... 908,784 906,426 2,358 
1943 ... 918,393 901,338 17,055 
Farm Wagons , Trucks, and Other 
Farm Transportation Equipment 
1950 .... 5,164,000 4,823,000 341,000 
1949 .... 4,199,00"0 3,936,000 263,000 
1948 .... 4,612,000 4.337,000 275,000 
1947 .... 4,840,844 4,572,705 268,139 
1946 .... 4,500,040 4,284,631 215,409 
1945 .... 3,378,514 3.290,915 87,599 
1944 .... 3,527, 750 3.380,382 147,368 
1943 .... 2 ,8 70,165 2,815,399 54,766 
Tractors for Farm Use 
1950 .... $173,378,000 $138,100,000 35,278,000 
1949 .... 186, 704 ,000 146,767,000 39,937,000 
1948 .... 194,847,000 161,052,000 33, 795 ,000 
1947 .... 144,148,362 119,200,971 24,947,391 
1946 .... 94,683,425 80,421,057 14,262,368 
1945 .... 85,420,705 69,401,231 16,019,474 
1944 .... 76,959,682 61,326,906 15,632, 776 
1943 .... 50,661,641 37,794,390 12,867,251 
GARDEN TYPE-Farm and Non-Farm 
Year 
1950 ••..•.... 
1949 ......... . 
1948 .....•... 
1947 ......... 
1946 .•...•... 
1945 ........ ' 
1944 ........ . 
1943 ........ . 
Number 
153,827 
131,427 
169,421 
172,252 
115,241 
27,962 
16,852 
9,610 
Value 
$22,249,000 
21,028,000 
30,052,000 
33,151,065 
23,925,724 
3,592,299 
2,288,853 
1,411,196 
T0 7 
nsp rt 
METALWORKING FACTS AND FIGURES 
AUTOMOBILE PRODUCTION UNITED STATES AND CANADA 
1951 Passenger Cars Trucks Total 
Jan. 525,038 136,554 661,592 
Feb, 535,517 122,137 657,654 
Mar. 639 ,723 152,122 791,845 
Apr. 535 ,270 147,691 682 ,961 
May 536 ,344 152,878 689, 222 
.June 508,845 143,850 652,695 
July 41)4, 726 121,232 525,958 
Aug. 444 ,634 130,558 5 75,192 1950 Sept. 3 78 ,928 116,607 495,535 
Oct . 432,291 118, 398 550,689 
Nov. 376 ,855 103,468 480,323 
Dec. 1949 
1950 Passenger Can Trucks Total 
Jan. 518. 639 11)4 ,896 623 ,535 19 48 
Feb. 403 ,612 98,844 502,456 
Mar. 490,787 118,465 609, 252 
Apr, 474,086 111,102 585,188 194 7 
May 608,443 132,965 741,408 
June 749,800 146,776 896,576 
July 629,129 121,809 750,938 194 6 
Aug. 703 ,277 143.603 846,8RO 
Sept. 637,775 113 ,033 750,808 
Oct. 684,781 119,552 804,333 194 5 
Nov. 529 ,197 104,401 633 ,598 
Dec. 524 ,891 134,21)4 659 ,095 
194 4 
YEARLY PRODUCTION 
Year Pauenger Cars Trucks Total 19 4 3 
1951* 5, 632,000 1 ,534, 000 7,166,000 
1950 6,954,417 1 ,449,650 8,404,067 
1949 5,319,086 1 ,230, 093 6,549, 179 1942 
1948 4,078,009 1 ,465,291 5,543,300 
1947 3,723,233 1 ,329,290 5,052,523 
1946 2,247 ,795 1 ,021,963 3,269, 758 1941 
1945 85,654 832 ,017 917,671 
1944 972,000 972, 000 
1943 965,400 965,400 1940 
1942 218,872 1 ,106, 153 1 ,325, 025 
1941 3,838.345 1 ,270,647 5,108,992 
1940 3,802,239 890,128 4,692,367 19 3 9 
1939 2,975,165 757,553 3, 732, 718 
-----
Ward's Automotive Reports • Estimated 
u.s. Bus Production TRUCK 
19S1 19SO 1949 1948 
January 661 219 658 1,382 
February ...... 521 133 41 ' 1,101 
March 
········· 
829 199 545 1,430 
April .......... 819 268 514 1,056 
May ........... 742 412 E64 1,2 8 1951 
June 
. ·· · ······· 
838 598 632 1,068 10 Mos .. 
July .. . ........ 665 397 439 1,012 Jan. 
Augu't 783 457 444 771 Feb. 
September ..... 743 423 29~ J ,143 Mar. 
October 1,174 553 322 679 Apr. 
November 584 308 515 May 
December ...... 664 369 824 June 
YEARLY TOTALS July 
1950 ......... . . 4,907 194'1 .......... 5,799 Aug. Sept. 1949 .... . ...... 5,511 1943 ..•...... 1,6 13 Oct. 1948 . . .. ....... 12, 299 1942 ......... 8,337 
1947 ........... 19.110 1941. ........ 7,626 Nov. Dec. 1946 ........... 10.091 1940 ..... 6, 1<17 1950 19•15 . . ......... 9,500 Jan. 
Automobile Manufacturers Association Feb. Mar. 
Apr. 
New Transit Equipment Delivered May June 
Sur- Subway & July 
fac e El eva ted Trolley Motor Aug. 
Cars Cars Coaches Buss e s Total Sept. 
1951 Oct. 
10 Mos . 56 118 500 4, 400 5,074 Nov. 
1950 4 199 179 2,66 3,050 Dec. 
1949 273 415 680 3,358 4, 726 
1948 478 248 1 ,430 7,009 9,165 
194 7 626 2 955 12,029 13,612 
1946 421 0 266 6,463 7 ,150 
1945 332 0 161 4,441 4,934 1950 
1944 284 0 60 3,807 4, 151 1949 
1943 32 0 116 1 ,251 1 ,399 1948 
1942 284 0 356 7,200 7 ,840 1947 
1941 462 0 227 5,600 6, 289 1946 
6 1 ~ 3.9R4 5.254 
TOTAL YEARLY PRODUCTION 
( THOUSANDS OF UNITS) 
············Ill···········----------- 7 ,16 6 ~·························· .. - - 8 ,4 0 4 ······················------~-------- 6 ,549 
·················----------------------- 5,543 
................. ____________________________ 5,05 3 
··········------------------------------------- - - - 3 ,2 7 0 
9 18 
9 7 2 
9 6 5 
•••• ----------------------------------- ----------------- 1,325 
·················------------------------- 5 ,1 09 
· ··············· ----------------------------- 4 ,69 2 
· ···········------------------------------------ 3,733 
TRAILERS 
PRODUCTION , By Types of Tra i lers 
Low-Bed Total 
Tra i ler Pro· Pole, Heavy 
Pipo & Pla t- Haul- Dump All Cha ssis dudi on - -Shipme nts- -
Vans Tanks l oggi ng forms ers Tra i lers Other Only Un its Units Va lue 
2 . 18 4,855 2,6 3 11,569 3,227 1,152 2,967 2,738 58.009 56 ,201 210,533,000 
3,952 410 232 1 ,101 159 110 301 218 6,483 6,376 23, 160,000 
3,669 422 209 898 159 103 381 203 6.044 5,852 20,980,000 
3,950 530 352 1,008 230 103 636 293 7,102 7.058 24,550,000 
3,459 449 340 1,146 212 122 271 352 6,351 5, 798 20,850,000 
3.613 550 354 1, 174 432 109 297 332 6, 61 5,936 22,451,000 
2,685 512 307 1,216 224 131 255 261 5,591 4,972 19,701 ,000 
1 ,984 405 240 1,101 441 109 136 232 4,648 4,758 18, 779,000 
1,697 454 257 1,325 384 123 235 2 8 4,763 5,200 20, 167.000 
1. 599 516 193 1,282 455 114 185 254 4,598 4,643 18,312,000 
2,210 607 199 1,318 531 128 270 305 5,568 5,608 21,583,000 
3 ,oos 3,982 2,512 11,41 1,758 908 3,371 2,344 64,617t 65.966 229,685,000 
1,842 241 114 490 76 32 174 114 3,107 3,173 10,916,000 
2,123 242 94 592 84 27 186 145 3,517 3,573 12,414,000 
2,523 322 136 36 121 34 211 212 4,421 4,509 15,438,000 
2,52 283 135 794 152 87 213 193 4,411 4,511 15,437,000 
2,782 2 8 183 906 168 78 245 217 4,893 5,006 17,226,000 
3,203 298 255 1,051 190 75 265 195 5,558 5,640 1 ,792.000 
3,316 321 290 1 ,055 143 91 389 193 5,824 6,200 21,188,000 
3, 735 377 328 1,312 163 146 374 179 6,642 7,236 24, 785,000 
3,944 380 279 1,258 168 63 441 237 6,798 6,820 23,258 ,000 
3,969 422 284 1 ,171 182 104 3 72 237 6, 769 6.686 24, 108,000 
3.937 410 231 1,039 150 75 282 242 6,394 6.403 23 ,114.000 
4, 106 39 183 914 161 96 219 180 6,283 6,209 23,009,000 
YEARLY TOTALS PRODUCTION UNITS 
''C''-Ci vilian " M"-Mili tary 
Production ---Shipme nts--- 1945 ..... 33.266-C 1942 8,408-C 
Units Un its Value 83,967-M 71 ,520-M 
64,617 65,966 229,685,000 1944 24,092-C 1941 41,869 
33,097 34, 273 119,098,000 185,349 -M 1940 27,118 
44,4 78 46,960 139,996,000 1943 ,8,054-C 1939 24, 182 
53, 096 55 ,372 138.383 :o93 188,811-M 193 7 21 ,747 
76,234 73,001 151,384,063 1935 18.R98 
1940 463 189 
t T o t a ls for 1950 are r ev is ed, b u t fi gures for the brea kdown b y t y pes are not. 
American Transit Assoc iation U. S. Bureau of th e Cen sus 
10 Q fT E E L 
Merchant· Ship Construction 
Steel self-propell ed v essels of 2000 g ross to ns 
a nd over bu i lt in p ri va t e U. S. yard st . 
Year 
1950 .. 
1949 .. 
1948 . . 
1947 .. 
1946 .. 
1945 .. 
1944 . . 
1943 . . 
194 2 . . 
1941. . 
194 0 . . 
Gross 
No. Tonnage 
26 415 ,499 
34 53 ,873 
29 164 ,482 
50 286 ,473 
88 672,554 
1 ,067 7, 663 ,362 
1 ,463 11,4 04 ,104 
1 ,o ti 1 12 ,499 ,8 73 
724 5,392. 953 
95 74 9,105 
~3 444 , 727 
Year 
1939 . 
1938 . . 
193 7 .. 
1936 . . 
1935 .. 
193•1. . 
1933 .. 
1932 . . 
1931 .. 
1930 . . 
1929 . . 
No. 
28 
26 
15 
8 
2 
2 
<[ 
15 
14 
16 
7 
Gross 
Tonnage 
241,052 
1 5,658 
121,852 
63 ,428 
19,022 
9,544 
49 ,527 
14 5,470 
150,949 
151,208 
57,395 
TYPES OF VESSELS CONSTRUCTED-1950 
Number 
Gross 
Tonnage 
3 77,773 
16,154 
21 ,572 
T a nker . . . . . . . . • • . . . . . 23 
Ore Ca r rier . . . . . . . . . . 2 
Dred g e .. . . . . ..... • ... 
T ot a l . . . . . . . . . . . . . . 26 415,499 
t On J a n . 1 . 1951. 29 vessel s aggrega ting 400,· 
833 gross tons we re under co ns t r uction, com -
pa r ed w ith 40 vessels a g g regatin g 660,572 gross 
tons on Jan . 1 , 1950. 
Shipbuilder s Council o f A m e r ica 
Uncomplefed Merchant Vessels 
Jan . 1 , 1951 
Seat r a in T y pe Car go . . . 
Number 
2 
Gro ss 
Tonn age 
16,600 
7,4 20 
89 ,000 
113 ,925 
89. 138 
8,800 
40,500 
8, 600 
26,850 
Auto Ferry . . . ...... . . . 
P assenger . .. . . .. . 
Bulk Ore Ca rr ier . ... . . 
T anker ....... . 
Cargo ... . . . . . .. . . . .. . 
N avy Tran ~ port .... . . . 
P assen ger-Railway F erry 
Self- lfnloade r Ca rri er . . 
Total 
1 
3 
10 
5 
1 
3 
2 
29 400 ,833 
Shipbu ilders Counc il of A m erica 
·1 
Naval Shipbuilding 
Private Yards' Naval Bac:klog 
Jan. 1, 1951 
Type 
Dest royers .. . . .. . . . . . 
Task F leet Com mand Ship 
Submar ines .. . . 
Anti-Subma r ine Subrn a r ine t . 
Hunter Kill er Ship . 
T otal . 
There were no new contract s 
eries in 1950. 
No . 
5 
1 
3 
1 
1 
11 
and 
Di splace-
ment 
Tonnage 
17,025 
13,600 
4 ,71 0 
750 
6 ,000 
42, 085 
no d e1i v-
Shipbuilders Council of America 
Civil Aircraft 
Com plete Airpla nes Shipped 
J a nuary . ... . . 
Feb r uary . . . . . 
March 
Apr il 
May 
Ju ne ..... . . . . 
J uly .. . 
A ugu st . . . .. . . 
Sept em b er .. . . 
October . . . . . 
November 
Decemb er . ... 
1950 
1949 
1948 
194 7 
1946 
-Number-
1951 1950 
255 167 
239 225 
273 326 
24 7 329 
248 377 
216 369 
207 321 
171 354 
184. 301 
204 
242 
305 
YEARLY TOTALS 
Number 
3,520 
3,545 
7,302 
15 ,617 
34 ,8 71 
U. S. Burea u of the Census 
January 7, 1952 
--Value - -
(Thou sa nd sl 
1951 1950 
4 .859 12 ,103 
3 ,667 7,911 
3 ,350 5 , 731 
1.3.352 6,390 
10.738 7,809 
R.090 U.381 
6. 419 6,583 
5 ,485 7,909 
5,525 8 ,091 
5 .11 8 
15,072 
7,999 
Value 
100,097,000 
121,446,334 
114,207 ,590 
176,505 ,649 
170 .799, 93 7 
New locomotives Placed in 
Service by Class 1 Railroads 
Diese l Steam El ectric Tota l 
1951 
11 Mos. . 2.346 17 3 2,366 
J a n. 218 1 0 219 
F eb. 189 0 0 189 
Ma r . 210 1 0 Z11 
Apr. 217 2 0 219 
M a y 214 2 1 217 
June 251 2 1 254 
J u ly 172 2 0 174 
Au g. 162 2 0 164 
Sep t . 207 2 0 209 
Oct. 277 2 0 279 
Nov. 229 1 1 231 
Dec . 
1950 . 2,3 72 12 12 2, 396 
J a n. 100 1 0 101 
Feb. 1 5 0 0 185 
Ma r . 197 1 0 198 
Apr. 207 1 0 208 
May 229 1 0 230 
Ju ne 204 1 0 205 
July 161 1 0 162 
Aug. 185 1 3 189 
Sep t. 213 1 1 215 
Oct. 234 1 4 239 
Nov. 196 2 2 200 
Dec. 261 1 2 264 
1949 . 1. 80 57 0 1 ,865 
1948 .. 1 ,397 86 4 1 ,487 
1947 771 72 2 845 
1946 4 0 83 0 563 
Association o f Am eri can R a ilroads 
Bicycles Shipped 
1951* . . 1,600 .000 1946 . 1 ,650. 000 
1950 .. ... 1 ,950,000 1942-1 945 .. ... Non e 
1949 . .. . . 1. 600, 000 1941 . 1. 830.000 
1948 .. . . . 2, 750 ,000 1940 . 1 ,300,000 
1947 . . . . 2, 750.000 1939 . . 1. 220.000 
• Estimated 
FREIGH AR 
Car- ltail· Total 
luild· road No. 
1951 .,. Shops Car~ 
.Jan. 4,405 1,544 5 ,949 
Feb. 4 ,514 1 ,328 5 ,842 
Mar 4 ,966 2,045 7 ,011 
Apr. 5,781 2 ,493 8, 274 
May 7,198 2,576 9.774 
J une 7,185 2,459 9, 644 
July 4,014 1 ,276 5 ,29(} 
A ug. 5, 156 2,027 7,183 
Sept. 5 ,755 2,778 8,533 
Oct. 6,777 3,305 10,082 
N ov. .. .. 6,315 3,509 9,824 19 47 Dec. .... 
11 Mos . . 62,066 25,340 87,406 19 46 
Car· I ail· Total 
Build· road No. 19 45 
19$0 .,. Shops Can 
Jan . 1 ,006 1 ,389 2,395 1944 F eb. 917 1 ,129 2,046 
Mar. 830 882 1 ,712 
Apr. 223 748 971 19 43 May 1,211 982 2 ,193 
June 3,165 709 3,874 
July 2, 148 1,326 3 ,474 19 42 
Au g . 2 ,787 2.416 5 ,203 
Sept. 2,395 2 ,736 5 ,131 
Oct . 2,444 3,057 5 ,501 194 1 
Nov. 3,352 2,439 5 ,791 
Dec. 3,965 1, 735 5, 700 
1939 
Total ... 24 ,443 19.548 43,991 
American Railway Car I nstitute 1929 
• Estim ated 
Railroad Passenger Car 
Shipments 
N umber of Cars 
1951 1950 1949 1948 1947 
J a n . 26 61 91 83 65 
Feb. 19 64 80 74 8 7 
Mar. 19 87 76 94 74 
APr. 29 82 85 121 90 
Ma y 23 113 95 64 63 
J u ne 38 106 98 46 70 
J ul y 19 94 69 62 114 
A ug. 14 1 04 70 61 24 
Sept. 25 70 94 65 32. 
Oct . 21 71 90 92 76 
Nov. 58 85 88 107 
Dec. 54 80 96 85 
MONTHLY AVERAGES 
1950. 80 1944 . . . . 84 1939 . .. . 23 
1949 . 84 1943 . 59 1938. 36 
1948. 79 1942 . 36 1937 . 52 
1947 . 74 194 1. 30 1936 . 16 
1946. 114 1940. 24 1935 . 17 
1945. 78 
A m erican R ail wa y Ca r I ns titute 
Freight Car Awards 
Number o f Car s 
1951 1950 1949 1948 1947 
J an . 26,356 9,3 76 1 ,638 8.619 9 ,222 
F eb. 15,947 9, 065 332 10,697 13 ,724 
Mar. 11 ,271 6, 201 199 13,227 12 ,048 
Apr. 6,228 3.298 30 17.205 9, 186 
M a y 4.919 11.636 589 2.14 6 7.389 
Ju ne 6. 793 2,095 153 5.36~ 12,784 
J uly 2 ,417 30,065 408 10.508 14 ,840 
Aug. 1 ,828 23 .850 185 3 ,249 2 ,352 
Sept. 9,657 25,111 123 738 9 ,917 
Oct. 3 .464 21.886 201 8 .330 16,737 
Nov. 6, 752 10,573 1 .145 4.352 8 ,079 
Dec. 3.326 1. 220 8 .348 4 ,030 
Tota l 156.482 6 .223 92 .7, 7 120,308 
YEARLY TOTAL S 
1946 . ... . .. . .. 67,193 1945. .4 5.432 
America n R ailway Ca r I n£titu te 
HIPME 5 
YEARLY TOTALS-ALL SHOPS 
------·· 95,000 
---------------------- 43 , 99 1 
-- ------- 92,56 2 
___ I 12 ,634 
--------------
68 ,522 
-----------------------
41 ,955 
--l ITl l--- 43,864 ouo oqo 
------- ----------------
43,003 
. ------------- - --- ---------
3 1,836 
------- -- --------
62,873 
------------· 80,623 
--------------------- -- -----
25,132 
------------ 8 1,590 
199 
Floor and Wall Furnaces 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1950 
1949 
1948 
Factory Shipments 
--1951-- --1950---
Number 
of 
Units 
48,628 
53,956 
51,467 
35,196 
33,020 
24,726 
27,564 
36,632 
51,689 
Valu e, Number 
Thousand s of 
of Dollars Units 
2,978 33,312 
2,973 25,835 
3,225 32,201 
2,043 36,010 
2,097 41,026 
1,492 50,419 
1,645 67,318 
2,393 100,715 
3,168 86,614 
88,205 
70,224 
58,208 
YEARLY TOTALS 
Number 
of 
Units 
690.087 
448,924 
529,672 
Value, 
Thou sand s 
of Dollars 
1,782 
1,317 
1,701 
2,007 
2,203 
2,739 
3,636 
5,665 
5,179 
5,352 
4,672 
3,478 
Value, 
Thousand s 
of Dollars 
39,731 
25,132 
28,909 
U. S. Bureau of the Census 
Oil Burners 
Shipments-Burners and Units 
- - 19SI-- - --19SO---
Resi- Com'l, Resi- Com ' l, 
d ential lndus' l d ent ial lndus' l 
Jan. 60,649 3,184 35,037 1,613 
Feb, 55,708 2,842 34,913 1,895 
Mar. 52,226 3,195 49,684 2,301 
Apr, 43,963 2,841 44,053 2,155 
May 39,163 2,821 61,918 2,083 
June 44,252 2,967 78,124 2,438 
July 41,745 2,758 95,986 2,670 
Aug. 60,309 3,269 134,846 3, 741 
Sept. 72,414 3,007 111,804 3,976 
Oct. 109,908 4,133 
Nov. 66.725 3,560 
Dec. 56,018 4,162 
Total. 879,016 3_4, 727 
.. . ~ 
YEARLY TOTA LS 
Resi- Com ' l, Resi- Com ' l, 
d ential lndus' l 
1949.. 569,445 24,465 
1948.. 392,625 27,043 
1947 .. 1,078,576 48,776 
1946. . 499,009 37,306 
1945. . 139,611 30,750 
1944. . 45, 752t 31,329 
1943.. 27,956t 44,602 
1942.. 82,357t 48,674 
dential lndus' l 
1941.. 271,673t 32,196 
1940 .. 247,663t 16,569 
1939 .. 201, 735t 13,295 
1938 .. 129,323t 9,888 
1937 .. 177,675t 15,505 
1936 .. 182,130t 14,747 
1935 .. 126,820t 12,079 
1934.. 89,097t 11,595 
t Includes water heating units 
U. S. Bureau of the Census 
Mechanical Stokers 
Factory Sales-Number of Units 
---1951--- --- 1950---
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug, 
Sept, 
Oct. 
Nov. 
Dec. 
1950 .• 
1949 .. 
1948 .• 
Smallt 
1,439 
1,306 
1,434 
1,052 
822 
1,119 
1,175 
2,452 
2,588 
2,828 
Larget 
371 
366 
334 
295 
336 
442 
398 
573 
580 
618 
YEARLY TOTALS 
Smallt Larget 
Smallt 
1,181 
577 
596 
730 
632 
1,233 
1,989 
3,956 
3,106 
2,562 
1,589 
1,484 
Sma llt 
19,635 5,402 1944 .. 31,603 
29,311 5,949 1943. . 17' 765 
77,220 8,938 1942 .. 79 ,062 
1947 •. 61,596 7,312 1941. . 182,956 
1946 .. 181,223 9,695 1940 .. 144, 758 
1945 .. 119' 079 11,745 1939 .. 96,245 
Larget 
252 
177 
212 
204 
245 
443 
493 
826 
798 
647 
476 
629 
l a rget 
11,355 
15,074 
8,938 
9,491 
8,067 
8,044 
t Small consists of classes 1 and 2 as de-
fined by U. S. Bu reau of the Census and large 
consists of classes 3, 4 and 5. 
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li 
WARM AIR FURNACES 
(Cast Iron and Steel) 
YEARLY TOTALS- UNiTS 
----------------
813,000 
1950 .. 111111111111111111111111111111111 II i,093,1 89 
1951 
1949 ·~~·········--------------
1948 ·····~~········------------1947 •••••••• 1111111111•--------· 
Sh ipments 
--1951--
Jan. 
Feb, 
Mar, 
Apr, 
May 
June 
July 
Aug. 
Sept, 
Oct. 
Nov. 
Dec. 
Yea rly Tota ls 
1950 
1949 
1948 
1947 
Number Va lue, 
of Thousands 
Uniits of Dollars 
71 ,143 14,460 
71,966 14,732 
79,239 15,978 
60,337 11,921 
56,282 11,463 
61,910 12,840 
55,045 11,657 
77,192 16,177 
87,412 18,677 
Number 
of un its 
1946 .... . ...... . 
1,093,189 
719,972 
776,548 
850,783 
699,058 
372,974 
281,160 
1945 
1944 ... . ....... . 
U. S, Bureau of the Census 
--1950---
Number Value, 
of Thousands 
Units of Dollars 
39,887 7,376 
45,618 7. 973 
59,982 10,739 
58,798 10,585 
78,349 13,813 
98,517 17,688 
102,189 18,553 
145,512 27,033 
139,014 26,216 
137,915 27,243 
102,001 19,933 
85,407 17,070 
Value, 
in dollars 
204,222,000 
130,548,000 
136,936,932 
141,943,102 
88,016,228 
37,938,586 
not available 
• Estimated 
Forced Air Furnaces Gravity Air-Flow 
Shipments-Number of Units Shipments-Number 
Solid Fue l Oil Gas Total Solid Fuel Oil 
1951" 
9 Mos. 20,491 214,646 232,351 467,488 9 Mos. 87,877 12,194 
Jan. 1,580 25,684 28,921 56,185 Jan. 6,526 955 
Feb. 1,942 24,166 29,404 55,512 Feb. 9,098 791 
Mar. 2,585 23,626 32,585 58,796 Mar. 10,890 958 
Apr. 2,413 18,641 24,162 45,216 Apr, 8,275 975 
May 2,062 18,13'0 22,254 42,446 May 8,096 1,097 
June 2,158 20,466 22,943 45,567 June 9,406 1,648 
July 1,821 20,747 19,829 42,397 July 7,941 1,036 
Aug. 3,043 28,210 24,866 56,119 Aug. 13,739 ' 2,420 
Sept. 2,887 34,976 27,387 65,250 Sept. 13,906 2,314 
Oct. Oct. · 
Nov. Nov: ... 
Dec. Dec. 
1950 29,430 340,189 462,143 831,762 1950 108,937 17,915 
Jan. 960 12,960 14,641 28,561 Jan." . ., .. 4,878 736 
Feb. 957 13,444 17,783 32,184 Feb. .... 5,831 804 
Mar. 933 17,451 26,313 44,697 Mar. 4,397 897 
Apr. 962 14,598 27,823 43,383 Apr. 3,475 867 
May 1 ,967 20,112 35,453 57,532 May 4,934 1,174 
June ,,2,231 29,459 42,746 74,436 June 6,943 1,408 
July 3,606 32,801 42,968 !·~·375 July 9,oo<t 2,579 
Aug. : 5,566 43,073 60,919 ,558 Aug, 17,839 2,571 Sept, 
'' ,11';' 4,149 42,973 58,976 106,098 Sept. 15,644 2,007 Oct. 3,539 49,113 55,095 107,747 Oct. 16,055 2 ,172 
Nov. 
... ,H· 2,599 35,629 41,287 79 ,515 Nov. 12,078 1,359 
Dec. 1,961 28,576 38,139 68,676 Dec. 7,863 1,341 
,. 
_f 3 
1949 32,82.7 204 ,256 212..Jl.3. . 449,206 1949 168,981 15,048 
1948 77,958 179,479 143,536 400,973 1948 319,958 10,997 
1947 31,404 290,114 142,319 463,837 1947 315,994 25,426 
1946 17,631 72,9 77 152,595 243,203 1946 378,265 7,083 
U. S . Bureau of the Census U. S . Bureau of the Census 
719,972 
776,548 
850,783 
Furnaces 
of Units 
Ga s Total 
52,967 153,038 
7,477 14,958 
6,565 16,454 
8,595 20,443 
5,871 15,121 
4,643 13,836 
5,289 16,343 
3,671 12,648 
4,914 21,073 
5,942 22,162 
134,575 261,427 
5,712 11,326 
6,799 13,434 
9,991 15,285 
11,073 15,415 
14,709 20,817 
15,730 24 ,081 
11,235 22,814 
15,544 35,954 
15,265 32,916 
11,941 30,168 
9,049 22,486 
7,527 16,731 
86,737 270,766 
44,620 375,575 
45,526 386,946 
70,507 455,855 
ITEEL 
Cast Iron Boilers, 
Radiators and Convectors 
Shipments 
Boilers 
Value, 
Thousands of Pounds Thousands of Do llars 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug, 
Sept. 
Oct. 
Nov. 
Dec. 
1950 
1949 
1948 
1947 
1946 
1951 1950 
21,262 
19,458 
19,456 
12,898 
10,443 
12,770 
11,461 
18,748 
21,704 
10,595 
10,534 
11,144 
12,573 
15,349 
19,386 
25,747 
40,329 
40, 153 
38,488 
25,754 
17,399 
YEARLY TOTALS 
Thousands of 
Pounds 
267,451 
206,296 
263,303 
326, 129 
249, 765 
Radiation t 
1951 1950 
4,706 2,235 
4,382 2,147 
4,361 2,273 
2,933 2,578 
2,418 3,081 
2,985 3,923 
2, 708 5,124 
4,229 8, 175 
4,9 70 8,218 
7,887 
5,268 
3,653 
Value, 
Thousands of 
Dollars 
54,562 
40,525 
43,756 
48,273 
28,689 
Value, 
Thousands of sq It Thousand s of Dol la rs 
Jan. 
Feb. 
Mar, 
Apr, 
May 
June 
July 
Aug, 
Sept. 
Oct. 
Nov. 
Dec . 
1951 1950 
4,675 2,678 
4,311 2,966 
4,658 3,015 
3,550 2,440 
2,413 2,025 
2,284 3,513 
2,220 4,020 
3,564 6,449 
4,056 5, 714 
5,798 
5, 127 
4,372 
YEARLY TOTALS 
Thou sands of 
sq It 
1950 . . . . . . . . . . 48, 117 
1949 . . . . . . . . . . . 35,888 
1948 . . . . • • . . . . . . . . 60,333 
1947 .. .. . .. .. . .. .. 56, 720 
_19_4_6_._·_·_· . . . . . . . . . . 38,358 
1951 1950 
2,805 1,428 
2,609 1,547 
2,867 1,571 
2,219 1,313 
1,537 1,073 
1,174 1,802 
1,306 2,205 
2, 190 3,506 
2,512 3,121 
3,251 
2,917 
2,545 
Value, 
Thousands of 
Dollars 
26,279 
19,936 
31,426 
24 ,356 
14,787 
t Includes radiators and convectors 
u. S. Bureau of the Census 
Domestic Heating Stoves 
Shipments-1951 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug, 
Sept. 
Oct. 
Coal , Wood 
44,719 
50,814 
62,291 
55,400 
66,439 
69,997 
77,824 
13'0,600 
136,644 
Gas 
112,939 
128,797 
159,485 
164,258 
131,847 
141,063 
158,146 
168,005 
175,857 
Oil 
77,922 
90,818 
89,657 
65,526 
88,592 
75,473 
114,521 
153,366 
140,470 
YEARLY TOTALS 
Coal , Wood Gas 
1950 .. 887, 701 1,993,317 
1949 .. 955,571 1,441,335 
1948 .. 1,203 ,606 2 ,083,990 
1947 .. 1,305 ,648 2,619,895 
Oil 
1 ,311, 726 
1,265;865 
1,939,693 
2 ,412,216 
U. S. Bureau of the Census 
Tota l 
235,580 
270,429 
311,433 
285,184 
286,878 
286,533 
350,491 
451,971 
452,971 
Tota l 
4 ,192, 744 
3,662, 771 
5,227,289 
6,337, 759 
Coal and Wood Cooking Stoves 
Shipments-Units 
1951 1950 1949 1948 
Jan. 12,136 10,581 14,307 29,955 
Feb. 10,939 11,933 15,890 32,169 
Ma r . 12,714 14,527 17,130 31,633 
Apr. 8,447 12,170 12,555 23,589 
May 7,911 8,663 10,693 19,724 
June 9,201 8, 783 10, 376 20,068 
July 6,313 11,113 11,707 20,131 
Aug. 10,028 21,045 17,186 27,607 
Sept. 11,741 16,157 19,060 27,803 
Oct. 14,827 16, 720 25,480 
Nov .. 11,18 7 15,000 20,832 
Dec. 9,990 9,304 16,536 
YEARLY TOTALS 
1950 ... 111"0,976 1948 . .. 295,527 1946 ... 405,107 
1949 ... 169,928 1947 ... 449,356 1945 ... 358,899 
U. S. Burea u of the Census 
January 7, 19'5'2 
Gas Water Heaters 
Shipments-Underfired and Sidearm T ypes 
--1951-- --1950--
Value, 
Thousand s 
Value, 
Thousands 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Units 
242,508 
228 ,214 
237,991 
213,491 
179,971 
142,741 
110,887 
134, 128 
138,432 
of 
Dollars 
11,411 
11,165 
12,173 
10,649 
9,288 
7,374 
5,828 
6,601 
6,339 
YEARLY TOTALS 
Units 
149, 759 
168, 260 
189,569 
191,547 
211,233 
225,595 
214 ,858 
280,205 
240,047 
251,528 
220,894 
217,694 
of 
Dollars 
6,193 
6,888 
8,089 
8,384 
9,301 
9,717 
9,203 
12,176 
10,261 
11,015 
10,005 
10,107 
Units 
2,561,189 
1,656,385 
1, 730,331 
2,056,536 
Value 
1950 
1949 
1948 
1947 
111,339,000 
74,106 ,000 
77,034,830 
86,377 ,903 
U. S. Bureau of the Cen sus 
Plumbing Fixtures 
Shipments-Value in Thousands of Dollars 
VITREOU S CHINA AND GLAZED EARTHENWARE 
Qtr. 1951 1950 1949 1948 
1st 30,997 $20,992 $20,319 17,976 
2nd 30,298 23,513 17,547 19,398 
3rd 25,982 28,007 18,470 21,459 
4th 28,980 20,821 25,168 
Total $101,492 $77,157 $84,001 
METAL-EXCLUS IVE OF FITTINGS 
Qtr. 1951 1950 1949 1948 
1st 64 ,383 41,682 27 ,919 $41,086 
2nd 57,039 48,13 7 28, 787 40,850 
3rd 40 ,599 55,439 39,255 41,189 
4th 62,521 43 ,267 48,038 
Total .. 207,779 $139 ,228 171,163 
YEARLY TOTALS 
VITREOUS CH INA AND GLAZED EARTHENWARE 
1947 .. .... .. 60,754 1946 ........ $47,711 
METAL-EXCLUSIV E OF FITTINGS 
1947 ...... " 126,205 1946 ... $72,472 
-----
U. S. Burea u of the Census 
Oil Cooking Stoves 
(Kerosene, Gasoline and Fuel Oil ) 
Shipments-Units 
1951 1950 1949 1948 
Jan. 16.445 14,305 14,733 47,383 
Feb. 15,311 15,739 19,774 56,481 
Mar. 14,752 18,663 20,064 68,944 
Apr. 9,248 11,862 14,615 55, 157 
May 8, 720 13.904 14,113 44,878 
June 9,449 16,564 13,702 39,899 
July 8,430 14,682 11,000 34,955 
Aug. 8,425 22,153 17,312 28 ,644 
Sept. 9, 720 18,670 14,023 26,416 
Oct. 13,952 16,806 19,978 
Nov. 13,544 15,824 21,646 
Dec. 16, 738 13,973 22,396 
YEARLY TOTA LS 
195'0 ... 190, 776 1948 ... 466, 777 1946 . .. 516,308 
1949 ... 185,939 194 7 ... 559,579 1945 ... 513,670 
U. S. Bureau of the Census 
Electric Lamps (Bulbs} 
Manufacturers ' Shipments 
Value in Thousands of Dollars 
Domestic Export 
1950 ........ S233,860 S9,297 
1949 ....... 192,638 7,240 
1948 ... 199, 291 8,879 
1947 ... 183,789 10,600 
1946." "". 136,281 7,584 
1945 ... 136,725 7,423 
1944 ....... n.a. n.a. 
1943 . .. n.a. n.a. 
PRODUCTION 
Thousa nds o f L a mps 
Total 
243, 157 
199,878 
208,170 
194,389 
143,865 
144,148 
137,166 
126,548 
1950 . ..... 2,084,607 1948 ... ... 1,976,674 
1949 ...... 1, 832,423 194 7 ... 1 ,881,395 
n .a. =Not available. 
U. S. Bureau of the Census 
RADIO AND 
TELEVISION RECEIVERS 
YEARLY TOTALS- RADIO 
THOUSANDS OF UNITS 
.I 
1951· ········-------------- 12,450 
1950 ···········---------- 14,590 
1949 ········--------- ------ 11,400* 
1948 ·············------- 16,5oo* 
1947 •••••••••••••• 2o,ood' ~ 
1946 ············------- 15,955 
YEARLY TOTALS- TELEVISION 
THOUSANDS OF UNITS 
1951*· ········------------- 5,000 
1950 ~··············--7,464 
1946 6 
Number Produced 
---Radio- Tale-
Home Auto Portable vision 
1951 
10 Mos .. 5,646,6424,114,7361,190,8234,382,724 
Jan. 750,289 346,799 75,294 645,716 
Feb. 764,679 437,779 79,859 679,319 
Mar. 988,078 545,297 147,037 874,634 
Apr. 619,651 542,021 150,494 469,157 
May 581,557 603,534 164,171 339,132 
June 346,135 494,202 228,454 326,547 
July 184,002 293,955 70,538 152,306 
Aug, 295,587 190,252 77,568 146,705 
Sept. 603,055 393,836 103,355 337,341 
Oct. 513,609 267,061 94,053 411,867 
Nov. 
Dec. 
1950 
1949 
1948 
1947 
1946 
1942t 
1941 
1940 
1939 
1938 
1937 
1936 
1935 
1934 
1933 
1932 
1931 
1930 
1950 
1949 
1948 
1947 
1946 
. ......... 
.......... 
. ......... 
.......... 
·········· 
......... 
.......... 
.......... 
·········· 
·········· 
.......... 
.......... 
.......... 
.......... 
.......... 
·········· 
.......... 
.......... 
•Estimated. 
Radios 
YEARLY TOTALS 
Units 
14,589,900 
11,400,000° 
16,500,000° 
20,000,000° 
15,955,000 
4,306,984 
13,642,334 
11,831,187 
10,762,631 
7,141,811 
8,083,144 
8,248,755 
6,030,508 
4,478,967 
4,157,045 
2,446,143 
3,593,993 
3,788,961 
Television 
YEARLY TOTALS 
Units 
7,463,800 3,ooo.ooo• 
975,000° 
178,571 
6,476 
Value 
(Manufacturers 'I 
$359,600,000° 
310,000,000° 
525,000,000° 
650,000,000° 
434' 244 '000 
102,968,700 
233,841,100 
176,626,900 
153,421,100 
112,263,000 
165,390,900 
169,359,700 
128,399,100 
94,8:!9,400 
70,269,400 
54,374,700 
104,705,400 
155,432,300 
Value 
IManufacturers'l 
$1,335,000,000 
580,000,000 
230,000,000 
50,000,000 
1,250,000 
tCivllian production was curtailed from 
April, 1942, to December, 1945. 
Radio-Television Manufacturers 
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METALWORKING FACTS AND FIGURES 
Electric Disc Stoves and 
Hot Plates 
(1650 W a tts or Less ) 
Sales Billed- Units 
Janua ry ..... . 
February .. .. . 
March . .... . . . 
April 
May 
June ....... . 
July 
August ... .. . 
September .. . 
Octuue1· ... . .. . 
November ... . 
December . . . . 
1951 
35, 776 
40,1 8 
60,294 
56,734 
25 ,304 
18,080 
12,8 62 
24,366 
19,754 
"v,22l:f 
1950 
27 ,009 
30,707 
45,609 
35, 712 
31,283 
38, 665 
23 ,3 79 
60,695 
57,768 
4n,6oO 
36,796 
50,273 
1949 
12,730 
20,272 
26,934 
19,046 
23 ,057 
25,627 
22,677 
35,610 
3 7,332 
4~ , 7~3 
37,663 
23 ,696 
National Electrical Manufac turers Association 
Electric Air Heaters, Portable 
Sales Billed-Units 
CONV ECTOR AND RADIANT 
1951 1950 
Ja nua ry 11.274 5,940 
February 15,825 3,642 
March ... 17,292 6, 744 
April . ... 7,8 72 8 60 
May . .. 5,364 1 ,523 June ... 8, 018 7,554 
July 5 ,469 13,400 
August 7,143 40,300 
September . .. . 17,233 42,083 
Octur.Jt:f ;:H.~b<> o5.104 
November . . .. 26 ,85 
December ..... 15,612 
tuta l ~:!!-J .ti ~U 
FAN FORCED AND 
FAN AND HEATER COMBINATION 
January 
February 
March ... 
A pril 
May . .. .... . . . . ...... , . 
June .. . 
July . . . . ..... . . . , .. , . 
August . ..... . . . .... , .. . 
September 
G..; tu ber . . . . ... . ..... . 
November .. . 
December . . . 
Tutal 
1951 
36,626 
31 ,628 
20, [,6 
8,526 
3,051 
3,046 
14,654 
35.015 
44 ,070 
5~ , 11 '1 
1949 
14 ,935 
7,377 
2 ,924 
2,066 
2 ,305 
7,871 
30,862 
44 ,923 
129 , 706 
1Uo,oO~ 
69,333 
18, 143 
•a·t,lX>'i 
1950 
6,556 
4,628 
8,099 
4,002 
3,093 
17,066 
32,423 
73,692 
73,324 
OD, I VV 
42,243 
42,395 
Na tional Electrical Manufacturers Assoc iation 
Standard-Size Ironers 
F actory Sales- Units 
1951 1950 1949 1948 
Jan. 24,600 20,300 28 ,300 40, 192 
F eb. 32,400 27 ,600 28, 400 51,651 
Mar. 34, 700 37,800 23,800 53,686 
Apr. 23, 700 31,600 18, 100 47,319 
May 24,200 27,400 19,500 44,954 
June 24,500 27,100 21 ,100 32, 767 
J uly 11,100 25 ,100 17,700 26,679 
Aug. 17,200 42 ,700 32,300 35,203 
Sept. 18,300 41,400 27 ,700 37,308 
Oct. 29,800 47,500 36 ,045 38,517 
Nov. 41,900 35,000 42 ,000 
Dec. 38 ,800 19,400 26,000 
YEARLY TOTALS 
195{) . .. . . .. 409, 200 1945-43t. '' ' N one 
1949 . . ..... 307,345 194 2t ..... ' 66,090 
1948 ..... '. 476,276 194 1. ...... 259,668 
194 7 ' ..... . 599, 258 194 0 ....... 175,466 
1946 .. .. ... 124 ,616 1939. '' '' . . 127,093 
- - ---
t Civilia n production s topped f rom m ld-1942 
throu gh 1945. 
American Home Laundry Manufacturers' As-
sociati on. 
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Electric Grills and 
Waffle Irons 
Sales Billed-Units 
Sandwich Gril ls & Griddl es & 
Combination Grill s & W aff le Irons 
1951 1950 
January .... 
February 
.March .... .. 
April ...... . 
May .. .... . . 
June .. .. .. . . 
J u ly ... . .. . 
August . ... . 
September .. 
Oc woer 
November 
December . .. 
To tat 
93,409 
110,702 
132,221 
98 ,463 
48,964 
37,505 
42, 18 6 
48, 767 
100,009 
107 ,384 
53,725 
7(),402 
85, 181 
70,406 
75,736 
82,551 
78 ,082 
182,917 
186,528 
14~ . ~5U 
128,579 
153,976 
1 , 310.~~~ 
WAFFLE IRONS 
1951 1950 
January ... 25 ,589 18 ,257 
February .. 28, 136 21, 653 
March ...... 28, 782 15,187 
April .. . . . 31,805 12 ,944 
M a y .. ..... 21 ,287 20,113 
June ... 10,697 23 ,697 
July 7,198 12,212 
August 18,915 65,522 
September 17.703 82,661 
Octooer 23 ,275 64,946 
November 59,389 
December ... 42,091 
Tota l ... 438,672 
National Electrical 
Association 
Manufacturers 
Electric Freezers 
(Home a nd F arm) 
Sales B illed- Units 
1951 1950 1949 
January 71, 708 31,948 27 ,230 
F ebruary 63,996 39 ,193 24 ,215 
March ... 77 ,93 7 51,970 27 ,204 
April . .. 64 ,336 42 ,4 0 21,441 
May 56.623 36,940 20,139 
June .... . .. .. . 63,322 52 ,825 27,735 
J uly . . . ....... 56,815 76,699 30,988 
August 68,58 7 76,753 35,384 
September .... 67,96 62,019 31,194 
oc .. ooer 60,451 6~.455 :OW,l>U~ 
November .... 49,851 23 ,763 
December .... . 61,01 24, 162 
Total ... 645, 151 313,957 
National Electrical Manufactu rers Association 
Electric Coffee Makers, 
Pots & Urns 
Vacuum (glass & m etal) and Percolators 
Sales B illed- Units 
1951 1950 1949 
January 
···· ····· 
74,886 59,096 28,626 
F ebruary . . . . . . . . 119,689 53 ,961 32,556 
M a rch . . . . . . . . . . . 14 7,935 80,977 50, 156 
A pril 82,672 80,9 79 46 ,077 
May 60,013 69 ,877 38,035 
June . . . . . . . . . . . . 109,168 88,608 35,750 
July . . . . . . . . . . . . . 48, 025 63, 013 21 ,026 
August .......... 85, 702 128 ,605 31 ,104 
September 
··· ···· 
82,193 171,117 59,478 
Octob er 
... ·· ·· · · · 
•.sua 150, 799 80,171 
N ovember .... 137 ,806 85,376 
December 
·· ·· ··· 
111,800 75,637 
To t al .. . . 1 , 1~6.638 583,992 
N a t iona l E lectr ical Manu factu r er s Association 
Electric Toasters 
Sales Billed- Units 
Janu ary ... . 
February . ... . 
March ...... .. 
April .. . .. . 
May . .... , ... . 
June . . . .. . ... . 
July .. . ...... . 
A ugust 
September 
October 
November 
December 
T otal 
Janua ry ... 
Febru a ry 
March ... 
April 
May .. . 
June . . . 
July 
August 
September 
vctober 
November 
December 
T o ta l .. . 
AUTOMATIC 
1951 1950 
292.,423 
319, 129 
364,745 
263 ,153 
209, 649 
157,077 
95,940 
183, 74 
219 ,698 
:la'I,091 
244 ,345 
264,111 
226,774 
192,567 
209,337 
151,330 
245 ,111 
440,078 
479 ,726 
35M,169 
372,356 
335,054 
3,518,958 
NONAUTOMATIC 
1951 
8 ,641 
10,8 8 
7,265 
3,867 
5.260 
3,719 
3,099 
9,440 
12,823 
11,527 
1950 
12,407 
11.2 2 
10,350 
5.892 
4,942 
5,629 
8, 720 
35 ,791 
26 ,751 
33 ,333 
18, 174 
22,901 
196,172 
1949 
2 1 ,509 
303,584 
342,312 
190, 194 
16 ,979 
149,590 
137,273 
225,590 
301,301 
331,029 
348 ,649 
371,943 
3 ,151,953 
1949 
9, 725 
20, 826 
11,5{)4 
,732 
7,019 
3,646 
4,927 
12,355 
17,424 
34 , 50~ 
24 ,266 
21,804 
176,737 
National Electrical Manufacturers Association 
Electric Roasters 
Sales Billed-Units 
Janua ry ..... . 
February .. . . . 
March ...... . . 
April 
May . 
June . . ... 
July 
August . . . 
September 
uctober . .. . . . . 
November .. . 
December .. . . 
Total .. . . .. . 
1951 
33,8 5 
51 ,119 
55,14 
35,875 
27,360 
21 ,013 
15,015 
40,494 
34 ,138 
39,572 
1950 
25 ,698 
36,507 
23 ,204 
20,224 
19,3 00 
25,741 
36,972 
41,792 
38, 7 5 
39,271 
48, 084 
38,096 
393,674 
1949 
29 ,999 
40,587 
21 ,849 
11,371 
10,123 
15,022 
11,480 
20,91 8 
41,285 
43,l>'iU 
44,255 
36,9&0 
327,3 9 
National Electrica l Manufacturers Association 
Electric Broilers 
Sales B illed- Units 
January .. ... . 
February .. . 
March .. . 
A pril . . . 
May .. . 
Ju ne . . . .. . .. . 
J uly . . . 
August ...... . 
September . . . . 
October .. .... . 
November . . . . 
December . ... . 
Total .. . .. . . 
1951 
7,245 
8, 082 
6 ,981 
6,088 
2,253 
5,735 
1, 727 
3,560 
5,809 
7,494 
1950 
4,438 
3,320 
4,097 
4 ,178 
3, 129 
4 ,364 
5,374 
10,128 
12,756 
8. 342 
10,661 
6,9 62 
77, 749 
1949 
7,011 
5,792 
4,650 
3 ,275 
2 ,619 
2,617 
1,559 
1 ,843 
2,097 
7,4~a 
5,919 
3,633 
48,44 
National E lectrical Manufacturers Assoc ia tion 
Steel Kitchen Cabinets 
1951* ... . . . 
1950 
1949 
1~48 ' .. ' ..... . 
1947 . ........ . 
( F actory Sales) 
Units 
2,8 71 ,000 
2 ,9 69, 000 
2,658 ,000 
3,500 ,000 
2, 790, 000 
Retail Value 
128,850,500 
125, 48,500 
105,000,000 
138,000, UUII 
104,000,000 
Steel K it ch en Cab inet M a nufacturers Assn , Inc. 
ITIIi:EL 
MONTHLY AVERAGES - UNITS 
------- - 282,000 
1950 
. . 35 7,494 
1949 
---------- 252,759 
1948 
•. 359,765 
1939 
-- - ------ -- -- ------ -I 19,438 
WASHERS 
Sales B!lled- Unlts 
1951 1950 1949 
J a n. 321 ,09 2 271>,576 172,400 
Feb. 341 ,328 342,96 7 201 ,300 
Ma r. 36 ,455 423,802 242,500 
Apr. 292,193 333 ,072 192,500 
May 253,942 304 ,640 211 ,700 
June 253 ,119 325 ,217 260,700 
July 139, 799 282,261 200,900 
Aug. 239, 081 381,452 323 ,789 
Sept. 313 ,756 424 ,043 357,281 
Oct. 29 7,210 439, 924 333 ,728 
Nov. 379 ,964 298, 717 
Dec. 377,013 237,591 
YEARLY TOTALS 
1950 . .. . 4 ,289, 931 1947 .... 3, 783 ,632 
1949 .... 3 ,033 ,106 1946 ... . 2,023 ,981 
1948 .... 4,317,183 194i>-43t •.. None 
t Civilian production curtailed f rom 
July, 1942, to December, 1945. 
American Home Laundry Manufactur-
ers' Association 
Automatic Tumbler Dryers 
F ac tory Sa les-Units 
1951 1950 1949 
January ... 31,935 19,495 9,437 
February 36, 51 19,389 9, 407 
March ... 44, 020 27,125 8,429 
April . . . . . . . . . . . 32,960 25 ,140 4,458 
May ....... .. .. . 32, 292 16, 122 3 ,910 
June . . . ..... 39 ,908 20,568 2.496 
July 26, 268 23,588 2 ,775 
August 40 ,191 32,31 5,526 
September 43 ,752 31,399 10,806 
October 59, 299 2 ,882 15. 760 
November 33,044 17 .44 1 
December 41,418 15 ,282 
Total 31 ,488 105,727 
--- -
American Home Laundr y Manufacturers ' As-
sociatlon 
Household Electric Ranges 
Jan. 
F eb. 
Ma r 
Apr, 
May 
June 
July 
Aug. 
Sept. . . .. . . 
Oct. 
Nov. 
Dec. 
1950 ..... .. 
1949 . ..... . 
•.948 ..... '' 
.947 ..... .. 
1946. '' ' .. ' 
1945 . '. ' ... 
Dom estic Sales- Units 
1951 
130,316 
121 ,585 
159, 865 
118,823 
106 ,685 
106,589 
60,530 
64,042 
93.551 
109, 043 
YEARLY 
1,5 0,613 
8 7,953 
1,341,49 7 
1 ,016,536 
542, 16 
146,046 
1950 
97,139 
118,059 
144, 123 
131 ,182 
144.093 
156,571 
129.072 
130.651 
152,852 
128,367 
126.303 
122,201 
TOTALS 
1944 ...... . 
1943 . ..... . 
1942 ..... . . 
1941 .. : ..•. 
1940 ...... . 
1939 ..... . 
1949 
106,473 
7,370 
8 7,543 
59 ,894 
52 ,286 
68 .107 
62,402 
66,222 
91.073 
72 ,672 
59.325 
74,58 6 
42,712 
.480 
161 ,312 
683,859 
404.239 
296 ,846 
National Electr ical Manufacturers Association 
January 7, 1952 
1951. 
1950 
•••••••••••• __ 469,759 
1949 
········-- - - ------- - 308,689 1948 
········-------- --· 331 ,341 19 39 
····--- --------- - --- _____ 150,787 
ELECTRIC 
REFRIGERATORS 
Domestic Sales- Units 
1951 1950 1949 
Jan. 465 ,903 364 ,002 380 ,853 
Feb. 403,035 450,751 337 ,424 
Mar . 558, 503 572,691 369,216 
Apr. 409 ,887 531,498 324 ,370 
May 309, 722 528,506 330,753 
June 261 ,298 534 ,489 296,199 
July 163,922 490,802 315,444 
Aug. 165,309 496,486 307,622 
Sept. 193 ,929 512,125 309,429 
Oct. 191,519 399,330 252 ,580 
Nov. 386,142 221 ,221 
Dec. 370,286 259,158 
YEARLY TOTALS 
1950 .... 5 ,637,108 1944 .... 40,034 
1949 . ... 3,704 ,269 1943 .... 156 ,697 
1948 .... 3,9 76,091 1942 .... 378, 725 
1947 .... 2, 994,297 1941 . .. . 3 ,303 ,572 
1946 .... 1,811 ,326 1940 .... 2 ,528,566 
1945 .... 267,061 1939 .... 1,809 ,445 
National Electrica l Manufacturers Assn. 
• Estimated. 
Standard Vacuum Cleaners 
Sa les Billed-Unit s 
1951 1950 1949 
J a n. 2 2 ,305 249, 150 228, 769 
F eb . 261,572 263,515 24 1,574 
Ma r. 290,24 2 361,014 309,897 
Apr . 227,216 292,664 252,656 
May 201 ,983 278,645 222 ,850 
June 194 ,548 250 ,190 207 ,354 
J u ly 161,002 279,967 161 ,920 
Aug, 191. 299 34 1,232 219 ,909 
Sept. 21 0,086 327 ,524 250,036 
Oct . 259,469 331,44 5 272 ,520 
Nov. 265.3 10 253,516 
Dec. 288, 756 265,513 
YEARLY TOTALS 
1950. 3,529,412 194 7 ...... 3,800,687 
1949. 2,886 ,514 1946 . 2 ,2 9,441 
1948. 3,368, 10 1945-43 t ' None 
t Civilian production curtailed from January, 
1943 , to December , 1945 . 
Vacuum Clea ner Manufacturers Association 
Electric Food Mixers 
Sales Billed-Units 
January ... .. .. . 
F ebruary .. . 
March . . .. . . . . 
April .. . 
Ma y .......... .. 
June 
July .... . 
August ........ . 
September 
October 
November 
December . . . . . . . 
. Total s . . ... 
1951 
27 ,957 
32,409 
39, 132 
48,63 7 
35,953 
30,334 
20,610 
22 ,9 03 
40,646 
43,957 
1950 
1 ,126 
29, 71 6 
44 ,53 2 
26,969 
27 ,251 
35 ,159 
31 ,720 
65 ,520 
75 ,375 
54 ,99 6 
49,365 
51,375 
510,104 
National Elec trical Manufacturers 
Association 
1950········ - 253,559 
1949 ·········-------- - - 176 ,6~ 
1948 ············ ,. ---- 230 ,773 
1947 ·········· ,. ....... 204,859 
HOUSEHOLD GAS 
RANGESt 
Shipments- Units 
1951 1950 1949 
Jan. 261 ,793 167,221 108 ,829 
Feb. 25,'; ,112 209 ,156 119,21>1 
Mar. 290,989 265,829 155,721 
Apr. 225,879 239,706 155,170 
Ma y 178 ,490 244,080 155,588 
J une 129,107 220,936 164,016 
July 116, 952 256, 075 126,630 
Aug. 169, 224 333,439 210,976 
Sept . 184,815 288,809 232,005 
Oct. 309, 846 263,563 
Nov. 270,613 246 ,398 
Dec. 237,001 181,113 
YEARLY TOTALS 
1950 .... 3 ,042 , 711 1947 . . .. 2,458,305 
1949 .. .. 2,119, 260 1946 .... 1,877, 780 
1948 . ... 2 ,769, 278 1945 .... 1,018,462 
t Including bungalow and combination . 
U. S. Bureau of the Census 
Electric Flat Irons 
Sales Billed-Units 
1951 1950 1949 
Ja nuar y . . .. . . 379,810 201,523 185,950 
F ebruary . .. .. 536 ,684 410,041 460,364 
March 635 ,350 509 ,606 362,593 
April . ....... 645 ,571 339,091 164 ,458 
May . .. 561,284 446, 173 231,858 
June ......... 571 ,741 43 7,69 7 232.661 
J uly . ... . . . ... 293,86 7 423, 170 328.316 
August 400,494 564,887 462 ,224 
September . .. . 645 ,620 686 ,114 432,826 
October 
······ 
387,323 522, 765 385,278 
November 577 ,586 436,575 
December 
·· ··· 
747,922 252, 082 
Total . .... . . 5,866,575 3,935 ,1 5 
- - - -
National Electrical M a nufacturers Association 
Electric Water Heaters 
Domestic Unit Bales of Storage Tank Type 
1951 1950 
January ...... 73 ,067 43 ,842 
February 58, 720 52 ,249 
March .... ... . 2,830 63,932 
Apr!l . . . . . . . . . 69,524 61,950 
Ma y . . . . . . . . . . 67,805 65,645 
June . ... . .. . . 55, 769 75,509 
July 43, 285 63.463 
August 42,970 74,380 
September 40,432 79,383 
October ... 51,533 76,087 
November 71.685 
December . . 70,562 
YEARLY 
798,6 7 
50~.814 
706,389 
817,717 
399.826 
129, 722 
TOTALS 
1950 ..... '. 
1949 .. . 
1948 . 
1947 . 
1946 .. ' 
1945. 
1944. ' . ' . '' 
1943. '' '. '' 
1942 . .. ' .. . 
1941. .... '. 
1940 . . . ... ' 
1939 ... '. '' 
1949 
31,576 
39,683 
4 ~. 529 
38, 248 
43, 782 
48, 759 
40,118 
45,778 
50,790 
50,383 
39,242 
39 ,926 
31,527 
24,720 
0.986 
177 ,042 
98.005 
8 0,777 
Nation al Electr ical Ma nufacturers Association 
203 
\ 
204 
INDEXES OF INDUSTRIAL PRODUCTION 
FEDERAL RESERVE BOARD-1935·1939-100 
Total Industrial Production 
Adjusted for Seasonal Variation 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1951 1950 1949 1948 1947 
221 183 191 193 189 
221 180 189 194 189 
222 18 7 184 191 190 
223 190 179 188 187 
222 195 17 4 192 185 
221 199 169 192 184 
212 196 161 186 .176 
217 209 170 191 182 
219 211 174 192 186 
219 216 166 195 191 
215 173 195 192 
218 179 192 192 
YEARLY INDEXES-UNADJ USTED 
1951* .. 219 
1950 ... 200 
1946 . . . 170 1942 . . . 199 
1945 . . . 203 1941 . . . 162 
1944 235 1940 125 
1943 ... 239 1939 ... 109 
1949 176 
1948 192 
1947 ... 187 
Iron and Steel 
Adjusted for Seasonal Variation 
1951 1950 1949 1948 1947 
255 203 228 203 193 
252 201 232 2'03 192 
263 205 233 207 197 
264 222 219 177 196 
263 226 204 208 198 
261 231 177 208 194 
253 228 156 201 182 
254 236 178 207 189 
258 245 179 214 190 
261 253 102 221 205 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec . 
246 145 224 203 
253 201 223 206 
Nonferrous Metals and 
Products Output 
Adjusted for Seasonal Variation 
1951 1950 1949 1948 1947 
224 180 183 195 203 
217 190 185 199 208 
209 201 183 201 202 
211 198 167 200 197 
206 197 145 196 187 
205 206 133 193 179 
199 202 127 185 171 
197 212 141 186 170 
199 216 157 192 174 
207 223 164 192 179 
Jan. 
Feb . 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec . 
226 163 188 185 
227 167 184 189 
Consumers' Price Index 
Cost of Living, 1935·1939=100 
1951 1950 1949 1948 
January . . • . 181.5 168.2 171.7 169.3 
February • . . 183.8 167.9 169.9 168.0 
March . . . . . . 184.5 168.4 170.4 167. 11 
Aprtl 184.6 168.5 170.7 169.9 
May .. . .. . .. 185.4 169.3 170.2 171.1 
June . . . . . . . 185.2 170.2 170.6 172.4 
July 185.11 172.0 169. 6 174.4 
August .. . .. 185.5 173.4 169.9 175.2 
September 186.6 174.6 170.7 175.2 
October . . . . . 187.4 175.6 169.7 174.4 
November 188.6 176.4 169.8 173.0 
December . . . . 178.8 168.8 172.2 
MONTHLY AVERAGES 
1951* . .. .. . 185.6 1944 
1950 171.9 1943 
1949 ••...• 170.2 1942 
1948 . • . . . . 171.9 1941 
1947 .. ..•. 159.6 1940 
1946 ...... 139.5 1939 
1945 ••..•• 128.6 
U . S . Bureau of Labor Str.!istlcs 
125.7 
123.7 
116.6 
105.2 
100.2 
99.4 
I I jl I I I I Ill llllljlljll lljlljlljll lljlljllll lljllllllll 
280 280 
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/ v 260 I 260 250 .. T 250 240 DU RABLE GOODS PRO~UCTION 240 \ ? 230 230 
220 h ;/ '-'~ / I"' I _ .. ..... ... v \ l ·-~-- 220 "~ •., 210 .. ~ \ 1/V' ·- 210 , 200 TOTAL INDUSTRIAL PRODUCTION : '.! 
-\A ,,'·~  ~" 200 -- '"' \ .. ,' .. " "-·. 190 ·~.~,- . 
• I 
.# '-;" v -\ I ,.., /, p.f 'V 19 0 
... , I' . 
180 • ~ ''/' /'--\('\ ~ \ ./; 180 170 
.v \ \·'l'~ 170 . . . .. 
160 
... 
;. . v •' 160 
150 NONDURABLE GOODS PRODUCTION · 150 
' 
dnli 111 ·~ r111 i llt;l'tll • l rd tl'l't-nmlllt't, td·d I ' 0 0 
19 4 7 1948 1949 19 5 0 1951 
Durable Goods Nondurable Goods 
Adjusted for Seasonal Variation Adjusted for Seasonal Variation 
Jan. 
Feb, 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept, 
Oct . 
Nov. 
Dec . 
1951 1950 1949 1948 1947 1951 1950 1949 1948 
268 209 227 229 221 Jan. 201 179 175 178 
271 207 225 226 223 Feb. 201 180 173 180 
277 211 223 229 225 Mar. 199 181 168 177 
279 222 212 217 222 Apr, 198 180 162 177 
276 231 201 221 218 May 198 181 161 178 
274 237 194 222 219 June 197 184 161 179 
266 235 185 219 208 July 187 181 154 169 
268 247 193 223 211 Aug. 193 195 165 177 
272 251 199 225 216 Sept. 192 194 172 178 
274 261 175 231 223 Oct. 189 196 177 179 
260 181 229 224 Nov. 195 177 178 
268 203 231 230 Dec. 197 176 173 
Wholesale Price Indexes 
Jan. 
Feb, 
Mar. 
Apr. 
May 
June 
July 
Aug, 
Sept, 
Oct. 
Nov, 
Dec. 
ALL COMMODITIES 
1951 1950 1949 
180.1 151.4 160.7 
183.6 152.8 158.4 
184.0 152.7 158.6 
183.6 152.8 157.1 
182.9 155.9 155.8 
181.7 157.3 154.5 
179.4 162.9 153.6 
178.0 166.4 152.9 
177.6 169.5 153.11 
178.2 169.1 152.2 
178.5 171.7 151.6 
175.3 151.2 
MONTHLY AVERAGES 
1951° ••..• 180.3 1944 
1950 161.5 1943 
1949 155.0 1942 
1948 165.1 1941 
1947 152.1 1940 
1946 121.1 1939 
1945 105.8 
(1926=100) 
MANUFACTURED PRODUCTS 
1948 1951 1950 1949 
165.9 Jan. 173.1 148.1 156.1 
161.0 Feb. 175.5 149.1 154.3 
161.6 Mar. 175.8 148.8 154.4 
163.0 Apr. 176.1 149.3 153.1 
164.2 May 176.2 152.1 151.6 
166.4 June 175.5 153.5 150.6 
168.8 July 175.1 158.0 149.8 
169.8 Aug. 174.4 161.2 149.4 
168.9 Sept. 174.2 164.0 150.1 
165.4 Oct. 174.3 163.5 149.1 
164,0 Nov. 165.1 148.2 
162.4 Dec. 169.0 147.9 
MONTHLY AVERAGES 
104.0 1951° . .... 174.9 1944 ..... 
103.1 1950 156.8 1943 •.... 
98.8 1949 151.2 1942 
87.3 1948 ..•.. 159.4 1941 
78.6 1947 ... '' 146.0 1940 
77.1 1946 . '. '. 116.1 1939 
1945 ..•.. 101.8 
U . S . Bureau of Labor Statistics • Estimated 
1947 
176 
176 
175 
172 
170 
168 
163 
169 
172 
176 
179 
173 
1948 
158.0 
154.7 
156.0 
157.7 
158.6 
159.7 
162.7 
164.6 
164.0 
160.3 
158.8 
157.6 
100.8 
100.1 
98. 6 
89.1 
81.6 
80.4 
ITEEL 
METALWORKING FACTS AND FIGURES 
METALWORKING WAGES & HOURS (Production Workers) 
(Average Hourly Wages and Average Weekly Hours) 
PRIMARY FABRICATED MACHINERY ELECTRICAL TRANSPORTATION INSTRUMENTS 
METALS METAL PRODUCTS Except Electrical MACHINERY EQUIPMENT Rela ted Products 
1951 
Woges Hours Wages 
Jan. $1.789 41.6 $1.622 
Feb. 1.779 41.1 1.635 
Mar . . . . . . . 1.797 41.8 1.652 
Apr ........ 1.758 42.1 1.655 
May ....... 1.799 41.7 1.655 
June ...... 1.819 41.8 1.661 
July ....... 1.819 41.1 1.658 
Aug . . . . . . . 1.806 41.3 1.655 
Sept . 1.834 41.2 1.673 
Oct. . . . . . . . 1.809 41.3 1.681 
Nov • . . . . . . 
1950 (Av.) .... 1.648 40.8 1.532 
1949 (Av.) . 1.587 38.3 1.460 
U. B. Department of Labor 
Steel Common Labor Rates 
Hourly 
wage 
(cen ts) 
1915 . . . . . . . . . . . . . . . . . . . 20 .0 
February 1, 1916 . . . . . . . 22.0 
May 1, 1916 . . . . . . . . . . . . 25.0 
December 15, 1916 . . . . . . 27.5 
May 1, 1917 . . . . . . . . . . . . 30.0 
October 1, 1917 . . . . . . . . . 33.0 
April 16, 1918 . . . . . . . . . . 38.0 
August 1, 1918 . . . . . . . . . 42.0 
October 1, 1918 . . . . . . . . 46.2 
February 1, 1920 . . . . . . . 50.6 
May 16, 1921 . . . . . . . . . . 40.5 
July 16, 1921 . . . . . . . . . . . 37.0 
August 29, 1921 . . . . . . . . . 30.0 
September 1, 1922 . . . . . . 36.0 
April 16, 1923 . . . . . . . . . . 40.0 
August, 1923 . . . . . . . . . . . 44 .0 
October 1, 1931 . . . . . . . . 39.6 
May 16, 1932 . . . . . . . . . . . 33 .7 
August 19, 1933 (NRA).. 40.0 
April 1 , 1934 . . . . . . . . . . . 44 .0 
November, 1936 . . . . . . . . . 52.5 
March, 1937 . . . . . . . . . . . . 62.5 
April, 1941 . . . . . . . . . . . . . 72.5 
JulY, 1942 . . . . . . . . . . . . . . 78.0 
February, 1946 . . . . . . . . . 96.5 
April , 1947 ......... . . .. 109.0 
July 16, 1948 ........... 118.5 
December 1, 1950 ... . .. 131.0 
Compiled by STEEL 
Per cent 
over 1915 
10.0 
25.0 
37.5 
50.0 
65.0 
90. 0 
110.0 
131.0 
153.0 
102.5 
85.0 
50.0 
80.0 
100.0 
120.0 
98.0 
68.5 
100.0 
120.0 
162.0 
212.5 
262.5 
290.0 
392.5 
445.0 
492.5 
555.0 
Work Stoppages 
1951 
10 Mos .. 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
1950 
1949 .... . 
1948 .... . 
1947 .... . 
1946 .... . 
1935-39 Av. 
Number of 
Stopoages Workers 
in Effect Involved 
4,065 
550 
550 
550 
550 
580 
560 
600 
625 
600 
640 
4,843 
3,606 
3 ,419 
3,693 
4,985 
2,862 
2,020,000 
215,000 
300,000 
280,000 
235,000 
250,000 
260,000 
320,000 
350.000 
340,000 
360,000 
2,410.000 
3,030,000 
1,91)0,000 
2,170.000 
4,600,000 
1,130,000 
U . B. Department of Labor 
J anuary 7, 1952 
Man-Days 
Lost 
20,050,000 
1,200.000 
1 , 700,000 
2,300,000 
1,850,000 
1, 750,000 
1,600,000 
1 ,750,000 
2 ,750,000 
2,400,000 
2 ,750,000 
38,800,000 
50,500,000 
34 .100.000 
34.600,000 
116,000,000 
16,900,000 
Hours 
41.8 
41.7 
42.1 
42.0 
41.8 
41.8 
41.0 
41.4 
41.9 
41.9 
41.4 
39.6 
Wages 
$1.716 
1.726 
1.745 
1.749 
1.750 
1.762 
1.754 
1.764 
1.785 
1.796 
1.608 
1.530 
Hours Wages Hours Woges Hours Wages 
43.4 $1.556 41.4 $1.806 39.9 $1.574 
43.5 1.569 41.3 1.815 40.8 1.589 
43.8 1.582 41.3 1.838 41.2 1.599 
43.9 1.588 41.3 1.829 40.9 1.613 
43.6 1.604 41.5 1.833 40.9 1.626 
43.5 1.618 41.5 1.860 40.4 1.630 
43.0 1.637 40.4 1.863 39.9 1.631 
43.1 1.628 40.9 1.871 40.8 1.635 
43.3 1.643 41.6 1.884 41.2 1.654 
43.1 1.656 41.7 1.885 40.8 1.658 
41.8 1.480 41.1 1.736 41.0 1.476 
39.5 1.442 39.5 1.657 39.2 1.396 
METALWORKING PRODUCTION WORKERS 
HOURS PER 
WEEK 
( average ) 
HOURLY 
EARNINGS 
( overage) ' 
ANNUAL 
EMPLOYMENT 
( overa ge ) 
19 51* .......... .4 1.8 HOURS ..... .. ........ ... $ 1.751 .................... 5,364,000 
1950 ... . . 1 ....... .4 1. 2 HOURS ....... .... .......... $ 1. 609 ........... .l. ........ 4 ,695,000 
1949 .. .. . , ........ 39.2 HOURS ........ !.. ... ........ $ 1.543 ... .. .... . . 1 ..... : . ... 4,358,000 
. I I : 
METALWORKING EMPLOYMENT 
(All Wage and Salary Workers, In Thousands) 
Hours 
41.8 
42.2 
42.3 
42.5 
42.3 
42.6 
41.8 
42.0 
42.4 
42.4 
41.2 
39.6 
Fabricated Machinery Trani• lnst<u-
TOTAL Primary Metal Except Elect<ical portatlon ments 
Metals Products Elect<ical Machinery Equip. etc. 
1951 
Jan. 6,500 1,327 1,016 1,528 924 1,425 280 
Feb. 6,620 1,331 1,022 1,557 931 1,493 286 
Mar. 6,712 1,341 1,031 1,579 944 1,527 2HO 
Apr. 6,725 1,344 1,033 1,592 941 1,520 295 
May 6,711 1,347 1,026 1,598 930 1,513 297 
June 6,743 1,357 1,019 1,611 932 1,525 299 
July 6,657 1,341 994 1,595 920 1,508 299 
Aug. 6,640 1,352 994 1,570 927 1,496 301 
Sept. 6,673 1,345 991 1,579 943 1,509 306 
Oct •..... 6,694 1,342 990 1,605 954 1,494 309 
Nov. .... 6,732 1,342 982 1,616 955 1,526 311 
1950 (Av.) . 5,864 1,220 933 1,352 836 1,273 250 
1949 (Av.) . 5,480 1,101 859 1,3U 759 1,212 238 
U. S. Department of Labor • Estimated. 
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' 
206 
( I n T housands) 
1951 l y Months 
Civilian Total Un-
1951 
MONTHLY AVERAGE 
Est imated 
15 , 910 ,000 
MANU FACTURING 
EM PLOY MENT 
Mfg. 
Labor Employ- employ- Employ-
ment 
15,784 
15,978 
16,022 
15,955 
15,853 
15,956 
15,813 
15,980 
16,020 
15,940 
15.861 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
Jul y 
Aug. 
Sept .... . 
Oct ..... . 
Nov .... . 
Dec. 
1950 Av ... 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug, 
Sept, 
Oct ..... . 
Nov . ... . 
Dec. 
1949 Av ... 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
1940 
1939 
1938 
1937 
1936 
Force ment ment 
61,514 59,010 2,503 
61,313 58,905 2 ,407 
62,325 60,179 2.147 
61,789 60,044 1, 744 
62,803 61,193 1,609 
63,783 61,803 1,980 
64,382 62,526 1,856 
64,208 62,630 1,578 
63, 186 61,580 1,606 
63,452 61,836 1,616 
63.164 61,336 1,828 
1950 ly Months 
61,427 56,947 4,480 
61,637 56,953 4,684 
61,675 57,551 4,123 
62,183 58,668 3,515 
62,788 59,731 3,057 
64,866 61,482 3,384 
64,427 61,214 3 ,213 
64,867 62,367 2,500 
63,567 61,226 2.341 
63,704 61,764 1 ,940 
63,512 61,271 2,240 
62,538 60,308 2,229 
63,099 59 ,957 3 ,142 
1949 By Months 
60,078 57,414 2,664 
60,388 57,168 3,221 
60,814 57,647 3 ,167 
60,835 57,819 3,016 
61,983 58,694 3,289 
63,398 59,619 3, 778 
63,815 59,720 4,095 
63,637 59,947 3,689 
62,763 59,411 3,351 
62,576 59,001 3,576 
62,927 59,518 3.409 
62,045 58,556 3,489 
62,105 58,710 3,395 
MONTHLY AVERAGES 
61,442 59,378 2 ,064 
60,168 58,027 2,142 
57,520 55,250 2,270 
53 ,860 52,820 1,040 
54,630 E3,960 670 
55,540 54,470 1,070 
56,410 53.750 2,660 
55,910 50,350 5,56'0 
55,640 47,520 8,120 
55,230 45,750 9,480 
54,610 44,220 10,390 
54 ,000 46,300 7,700 
53,440 44,410 9,030 
U. S. Depal'tmellt ot Labor 
U. 8. Departme11t ot Commerce 
13,980 
13,997 
14,103 
14,162 
14,413 
14,666 
14,777 
15,450 
15,685 
15,827 
15,765 
15,789 
14,884 
14,782 
14,649 
14,475 
14,177 
13,877 
13,884 
13,757 
14,114 
14,312 
13,892 
13,807 
14,031 
14\tJ-46 
15,286 
15,247 
14,461 
15,302 
17,111 
17.381 
15,051 
12,974 
10,780 
10,078 
9,253 
10,606 
9 ,653 
Steel Employment, Wages, 
Hours and Payrolls 
J'an. 
l'eb. 
Mar. 
Apr, 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug. 
Sept. 
1951 By Months 
Numbe t 
Emplo yees 
657,200 
662 ,700 
663.100 
665,700 
667,306 
674,200 
678,200 
679 .100 
676 .700 
674.000 
Av. Hrly. 
Earnings 
1. 933 
1. 916 
1. 920 
1. 926 
1. 942 
1. 950 
1. 955 
1.931 
1.974 
1. 931 
Av . Hrs. 
per Week 
41.6 
40.4 
40.4 
40.5 
41.6 
40.5 
37.3 
40.4 
39.1 
41.4 
1950 By Months 
609,400 1. 720 
613,400 1. 704 
615.600 1. 697 
621,100 1. 707 
628,200 1. 722 
635,900 l. 714 
643,000 1. 744 
648.900 1. 717 
649,500 1. 757 
38.5 
38.8 
38 .8 
38.5 
39.7 
39 .3 
35.5 
39.7 
39.4 
Total 
Payroll s 
245,294,000 
219, 412,000 
238,31 ,000 
234 ,769,000 
24 9,007,000 
24"0, 707 .000 
231, 951,000 
246 ,670,000 
236,322 ,000 
249 ,856 ,000 
189,346,000 
174 ,723 ,000 
189, 964 ,000 
18 6,185,000 
199,905,000 
195,332,000 
188, 711 ,000 
206,623,000 
203 ,7 3 ,000 
Oct. 650.400 1. 726 
1. 763 
1. 960 
40.7 212 ,187,000 
Nov. 653,200 39.8 208,000,000 
Dec . 657.000 38.9 235,000,000 
Year 1950. . 635.500 1. 746 39.0 S2,389, 759,000 
Jan . 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oot. - Nov . ... 
Dec. 
Year 1949 ... 
Jan. 
Feb. 
Mar. 
Apr. 
M ay 
June 
July 
Aug, 
Sept. 
Oct. 
Nov. 
Dec. 
Yea r 1948 ... 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
1940 
1939 
1938 
1937 
1936 
1949 By Months 
650,200 Sl. 712 
652, 00 1. 696 
651,700 1.685 
646,600 1.688 
637 ,400 1. 697 
624,500 1.684 
609 ,600 1.699 
603 ,100 1. 682 
600,200 1 . 712 
583,8 00 1. 782 
602,400 1. 706 
620,500 1. 703 
1948 By Months 
622,000 1.573 
626,200 1.551 
628, 800 1. 548 
626 ,200 1. 551 
627,600 1.577 
633,600 1.569 
641,000 1.645 
644,500 1. 689 
641,000 1.718 
644,100 
646. 200 
64 7 ,600 
635.600 
1.699 
1. 721 
1. 694 
1.630 
38 .9 
40.1 
40.6 
38.5 
37.0 
37.6 
31.8 
36.5 
36.8 
17.7 
38 . 1 
34.5 
39.6 
39 . 1 
40.6 
38.0 
38 .0 
39.9 
36.4 
38. 1 
40. 1 
39.5 
39.8 
40.0 
39. 1 
202 ,057,000 
189, 751 ,000 
207 ,152.000 
191,88 6,000 
188,439 .000 
181,787,000 
160,301,000 
175,607 ,000 
173,450 ,000 
206 ,590, 000 
184. 750,000 
S2,061 , 770,000 
180 ,253 ,000 
167,600.000 
183, 045.000 
168,500,000 
175,300,000 
179,483,000 
179 ,846,000 
193,800,000 
199,400,000 
201,668 ,000 
199,800,000 
205 , 48,000 
2,234.461,000 
MONTHLY AVERAGES 
(Total P ayr olls ) 
635,500 1. 746 39 .0 S2,389, 759,000 
2 ,061, 770,000 
2,234 ,461,000 
1, 986.600.000 
620.500 1. 703 34.5 
635,600 1. 630 39.1 
616,300 1. 513 38.6 
575,300 
551 ,200 
571,200 
625, 700 
64 7,200 
633,000 
546 .800 
482,585 
442, 739 
572, 2<14 
499, 704 
1. 347 
1.24 
1.219 
1.135 
1.056 
.959 
.850 
.840 
. 30 
.818 
.668 
35 .1 1,544,142,000 
44.2 1 ,645,332, 700 
46 .7 1 , 745,019,700 
43 .0 1 ,649, 227 ,000 
38.9 1 ,467 ,05 ,700 
38 .6 1 ,301 ,347 , 00 
36 .2 960, 779,300 
34.8 812,775,082 
27.6 613,198,987 
36.8 976 ,083,169 
39.8 758, 059,542 
American Iron & Steel In s titute 
.I' TEEL 
ME:rALWORKING FACTS AND FIGURES 
Labor Turn-Over 
Rates Per 100 Employees in Manufacturing Industries 
--------------------------SEPARATIONS--------------------------
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept . 
Oct. 
Nov. 
Dec. 
Jan. 
Feb. 
Mar. 
Apr. 
Quit 
1951 1950 
2. 1 1. 1 
2. 1 1. 0 
2. 5 1. 2 
2. 7 1.3 
2. 8 1. 6 
2.5 1. 7 
2.4 1. 8 
3 .1 2.9 
3.1 3.4 
2.4 2.7 
1951 
5.2 
4.5 
4.6 
4.5 
2.1 
1.7 
1950 
3.6 
3.2 
3.6 
3 .5 
U. S. Department of Labor 
Di scharg e 
1951 1950 
0.3 0.2 
0.3 0.2 
0.3 0.2 
0.4 0.2 
0.4 0.3 
0.4 0.3 
0.3 0.3 
0.4 0.4 
0.3 0 .4 
0.4 0.4 
May 
June 
J uly 
Aug. 
0.3 
0.3 
lo y-011 
1951 1950 
1.0 1.7 
0.8 1. 7 
0.8 1.4 
1.0 1.2 
1.2 1.1 
1. 0 0. 9 
1. 3 0.6 
1. 4 0.6 
J .3 0. 7 
1.3 0.8 
ACCESSIONS 
1951 
4 . 5 
4.9 
4.2 
4.5 
1.1 
1.3 
1950 
4.4 
4.8 
4. 7 
6.6 
Misce llan eous 
1951 1950 
0. 7 0. 1 
0.6 0.1 
0.5 0.1 
0.5 0.1 
0.4 0.1 
0.4 0.1 
0.4 0.2 
0.4 0.3 
0.4 0.4 
0.4 0.4 
Sept. 
Oct. 
Nov. 
Dec. 
0.3 
0.3 
Tota l 
1951 1950 
4.1 3.1 
3.8 3.0 
4.1 2.9 
4.6 2. 8 
4.8 3.1 
4.3 3.0 
4 .4 2.9 
5.3 4.2 
~. 1 4.~ 
4.5 4 .3 
1951 
4.3 
4.3 
3 .8 
3.6 
1950 
5. 7 
5.2 
4.0 
3 .0 
Wages and Hours in Selected Industries 
Stamped and Pressed 
Metal Products 
(P rod uction Workers) 
Agricultural Machinery 
and Tractors 
HOURS EARNINGS !Hourly Avg .l 
1951 1950 
HOURS 
!Weekly Avg .l 
1951 1950 
EARNINGS 
!Hourly Avg. l 
1951 1950 
!Weekly Avg.l 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
J uly 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Sl.675 
1. 689 
1. 718 
1.713 
1. 706 
1. 725 
1. 742 
1. 734 
Sl. 557 
1. 532 
1.534 
1.531 
1. 550 
1.575 
1.585 
1. 608 
1. 634 
1.645 
1. 650 
1.674 
41. 5 
41. 3 
41. 6 
41.0 
40.4 
41. 2 
39.5 
39.8 
40. 7 
40.7 
40.8 
41.1 
41. 0 
42.1 
41.3 
42.2 
41.9 
41.7 
41. 6 
42 .2 
Metalworking Machinery 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
(Except 
Sl. 768 
1. 790 
1. 796 
1.807 
1. 802 
1.808 
1. 827 
1.804 
Machine 
Sl. 5 76 
1. 606 
1.613 
1. 634 
1. 636 
1. 634 
1.656 
1.648 
1.670 
1.677 
1.698 
1. 731 
Machine Tools 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Sl. 729 
1. 740 
l. 749 
1. 760 
1. 769 
1. 772 
1. 757 
1.816 
Sl. 522 
1.535 
1. 544 
1.555 
1.566 
1.574 
1.581 
1. 610 
1.638 
1.68 0 
1. 696 
1. 724 
Fabricated Structural 
Metal Products 
J an. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Sl. 639 
1.653 
1.663 
1.633 
1.676 
1.677 
1.675 
1. 681 
Sl.500 
1.499 
1.502 
1.510 
1 .515 
1.528 
1.531 
1.540 
1.563 
1.566 
1 .570 
1.616 
J anuary 7, 1952 
Tools) 
43.5 
44.6 
44.7 
45.7 
45.6 
45.4 
45 .1 
45.5 
39.3 
41.2 
41. 6 
42. 2 
42.6 
42.9 
43 .4 
44.3 
42 .9 
43.6 
43.4 
44.2 
4 7.3 39. 2 
47.5 40.3 
4 7.4 40.8 
47. 8 41.6 
47.7 41.8 
47.4 42.3 
46.5 42.3 
47.0 44.2 
42.2 
42 .0 
42.4 
42.7 
42.7 
42.6 
41.7 
42.6 
44 . 1 
45.7 
45.7 
46. 9 
40.2 
39.9 
40.2 
40.6 
40.7 
41. 0 
40.1 
41.7 
41.6 
42.1 
42.2 
42.0 
J a n. 
F eb. 
Mar. 
Apr. 
May 
J une 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec . 
Sl. 748 
1. 74 7 
1. 782 
1. 793 
1. 792 
1. 810 
1. 794 
1. 788 
Automobiles 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
J uly 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1. 84 7 
1. 862 
1.889 
1. 877 
1. 88 2 
1. 925 
1. 941 
1.944 
1. 575 
1.581 
1. 589 
1.586 
1.593 
1.588 
1.593 
1.620 
1.589 
1.641 
1.671 
1 .71 0 
Sl. 715 
1. 708 
1. 710 
1. 748 
1. 73 1 
1. 770 
1. 766 
1. 778 
1.818 
1.830 
1. 84 2 
1.865 
Aircraft and Parts 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1. 757 
1. 752 
1. 762 
1. 753 
1. 759 
1. 765 
1. 775 
1. 781 
1.602 
1.614 
1.612 
1 .612 
1.608 
1.605 
1.615 
1.626 
1.667 
1.675 
1.693 
1. 734 
Gray Iron Foundries 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Sl. 620 
1 .637 
1. 663 
1.656 
1.657 
1.658 
1.654 
1.658 
Sl.4 73 
1.484 
1.484 
1.502 
1.513 
1.515 
1.521 
1.536 
1.559 
1.586 
1.594 
1.621 
1951 1950 
41. 1 39.1 
40.8 40.0 
41.0 39.6 
41 .1 39. 7 
40.9 40. 1 
41. 0 40.2 
40. 7 40. 1 
39.9 40.3 
40.5 
39.5 
40.4 
41.4 
38.7 40.9 
39.9 39.6 
40.3 40.4 
39. 7 42.2 
39.8 41.4 
38.9 42. 8 
38.0 42. 1 
39.6 42.3 
40.6 
41.1 
39.5 
40.9 
43.7 40.7 
43.3 40.7 
43.9 40.5 
44.0 40.3 
43.9 40.8 
43.8 40.7 
43.7 41.2 
43.5 42.4 
43.6 
42.7 
43.4 
42.8 
42.7 
42.5 
41.4 
41.2 
42.7 
41.9 
42.4 
43.3 
39.2 
39 .7 
40.3 
41.3 
41.8 
42.3 
42.0 
43.2 
43 .6 
44.3 
43.4 
44.4 
Labor Union Membership 
Thousands ot Members 
Congress In-
of dependent 
American Industrial or Un .. 
Federation Organl- affiliated 
Year of labor zatlons Unions Total 
1950 7,143 n.a. 2,40()- 14,000-
2,800 16,000 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
1940 
1939 
1938 
1937 
1936 
1935 
1934 
1933 
1932 
1931 
1930 
1929 
1928 
1927 
1926 
1925 
1924 
1923 
1922 
1921 
1920 
1919 
1918 
1917 
1916 
1915 
1914 
1913 
1912 
1911 
1910 
1909 
1908 
1907 
190d 
1905 
1904 
1903 
1902 
1901 
7,241 
7,221 
7,578 
7,152 
6,931 
6,807 
6,564 
5,483 
4,569 
4,247 
4,006 
3,623 
2,861 
3,422 
3,045 
2,608 
2,127 
2 ,532 
2,890 
2 .961 
2,934 
2,896 
2,813 
2.804 
2,877 
2,866 
2,926 
3,196 
3,907 
4,079 
3,260 
2,726 
2,371 
2,073 
1,946 
2,021 
1,996 
1,770 
1,762 
1,562 
1,483 
1,587 
1,539 
1,454 
1,494 
1,676 
1,466 
1,024 
788 
1900 548 
1899 349 
1898 278 
1897 265 
n.a. 
n.a. 
6,000 
6.000 
6,000 
5,935 
5,285 
4,195 
5,000 
3,625 
4,000 
4,038 
3,718 
U . s. Department ot Labor 
2,000- 14,000-
2,300 
2,200-
2,500 
1 ,836 
1,822 
1 ,865 
1, 879 
1,793 
1,084 
920 
1,072 
974 
604 
639 
742 
683 
641 
730 
694 
636 
671 
691 
671 
787 
788 
689 
683 
703 
754 
815 
955 
786 
642 
605 
649 
614 
626 
665 
635 
556 
554 
482 
505 
538 
438 
424 
391 
358 
311 
270 
16,000 
14,00()-
16,000 
15,414 
14,974 
14, 796 
14,621 
13,642 
10, 762 
10,489 
8,944 
8,980 
8,265 
7,218 
4,164 
3, 728 
3,249 
2,857 
3,226 
3,526 
3,632 
3,625 
3,567 
3,600 
3,592 
3,566 
3,549 
3,629 
3,950 
4,722 
5,034 
4,046 
3,368 
2.976 
2,722 
2,560 
2,647 
2,661 
2,405 
2,318 
2 ,116 
1,965 
2,092 
2,077 
1,892 
1,918 
2,067 
1,824 
1,335 
1,058 
243 791 
201 550 
189 467 
175 440 
n.a.=Not available 
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M E T A L W 0 R K I N G F A C T S A N, D F I G U R. E S 
1951-1950 By Months 
(M1llions of Dollars, Seasonally Adjusted) 
All Manufactur ing Industri es Durable Goods Industr ies 
AN UAL SALES TOTAL 1951 1950 1951 1950 Jan. 22,560 15,915 Jan. 10,430 7,092 
(BILLIONS OF DOLLARS! Feb. 22,261 16,579 Feb. 10.390 7,332 Mar. 22,605 17,230 Mar. 10,851 7,679 
Entire Ba.r=All Manufacturing Industries Apr. 22,479 17,255 Apr. 10,739 7,813 
Shaded Are&=Durable Goods Industries May 23,434 18,988 May 11,150 8,898 June 22,133 19,271 June 10,383 9,046 
267. 3 U. S. Office of Business Economics July 21,324 19,766 July 9.741 8,936 Aug. 21,798 21,413 Aug. 10,050 9,902 
Inventories at End of Month 
Millions of Dollars, Seasonally Adjusted 
January ...... . 
February 
March ........ . 
Apr!l ......... . 
May ........ .. 
June ....... . . . 
July .......... . 
August ....... . 
September .... . 
October 
November 
December ..... . 
All Manufacturing Durabl e 
Industries Goods Industries 
1951 1950 1951 1950 
34,120 28.707 16,877 13,878 
34,657 28,472 17,251 13,808 
35,557 28,432 17,576 13,784 
36,908 28,599 18,171 13,878 
38,068 28.830 18,923 14,014 
39.009 29,123 19.598 14 ,216 
39,894 29,104 20.289 14,188 
40,756 29.253 20.926 14,205 
40,987 30.123 21,306 14,486 
41,300 30.947 21,600 14,899 
32.245 15.ll44 
33,253 16,359 
U. S. Office of Business Economics 
IRON & STEEL PRODUCTS 
EXPORTS AND IMPORTS 
Excluding Advanced Manufactures-Net Tons 
MONTHLY AVERAGES EXPORTS IMPORTS 
1951 .. 270, 639 344,268 
1950 ---- -- ---- - --- -- 278, 17 4 231,687 
1949 ----------- 446,24 7 132,786 
1948 ------------- 407,086 80,872 
1947 ----- ----- 585, 004 17,504 
1946 ------------- 4 29 , 11 2 9,786 
1945 ---- - --- --- 433, 604 17,661 
1944 ----------- 51 2,30 2 16,782 
1943 ----- ---- 59~ •. 69 2 14,920 
1942 -------- 6 13, 880 12,298 
1939 --------- 567, 802 29,416 
1951·1950 By Months 
--Exports-
1951 1950 
--lmporto--
208 
January .•. 
February .. 
March ••••. 
April 
May 
June ...... 
July 
August 
September • 
October 
November • 
December 
305,897 
267,309 
353,346 
299,794 
296.948 
280,656 
287,235 
306,271 
350,838 
298,496 
21!2.076 
273,017 
258,084 
290.000 
346,392 
249,671 
252.086 
281,102 
263.097 
283,137 
260,925 
U. S. Otf!ce of Business Economics 
1951 1950 
479,284 69,136 
403,146 51,136 
405,191 97,848 
387,851 102,857 
377.895 136,730 
292,784 182,152 
315,363 182,520 
279,818 299,929 
257,741 256,87{ 
451,097 
467,063 
482,903 
1951 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Sept. 20,847 20,101 Sept. 9,559 9,331 
Oct. 22,000 20,684 Oct. 10,400 9,756 
Nov. 20,524 Nov. 9,682 
Dec. 21,048 Dec. 9,869 
Manufacturers' New Orders 
Pri-
Total mary 
Ourables Me tal s 
15,050 2.396 
13,474 2,110 
15.542 2,587 
12,987 2,264 
12.404 2,175 
13.303 1,977 
11.274 2.037 
11,046 2.002 
9,880 1,487 
11,387 2,352 
Value-M1ll!ons of Dollars 
Fa b . 
Metal 
Prod -
ucts 
1,698 
1,476 
1,441 
1,282 
1,147 
1,091 
937 
1,090 
1,074 
1 ,056 
El ec-
tr ical 
Mchy. 
1,402 
1,399 
1,732 
1,304 
1,246 
1,453 
1,284 
1,064 
1,207 
1,164 
Transptn . 
Equip . 
Mchy. Except 
Except Motor Othert 
Elec. Veh. Durables 
2,680 3, 793 3,082 
2,810 2,956 2. 723 
2,644 4,128 3.009 
2.304 3,199 2.634 
2,308 3,198 2.331 
2,291 4,349 2.143 
2,259 2,453 2.305 
2,180 2.,'!30 2.380 
1, 745 2,154 2.213 
1,838 2,526 2,451 
-Total Durabl es-
1950 1949 1948 
7,570 6,443 7,083 
7,224 6.394 6,625 
8,611 7.098 7,901 
7,8D3 5,869 7,193 
8,6D3 5,729 6,456 
10.308 6,358 8,315 
11.032 5,807 7,021 
14.305 6,989 7 ,985 
12,061 7,324 7,850 
12,220 6,885 7,641 
10,362 6, 778 7,284 
11,703 7, 010 7,422 
t Other durables Include motor vehicles and equipment, professional a nd scientific 
instruments, lumber, furniture, stone, clay, glass and miscellaneous industries. 
U. S. Offi ce of Business Economics 
Foreign Trade 
Value--M!II!ons of Dollars 
---Exports--- ---Imports--- Monthly Averages 1951 1950 1949 1951 1950 1949 
Jan. 974 741 1,104 1,023 623 590 Exports Imports 
Feb. 1,076 764 1,043 909 600 567 1951" ... 1,232 917 
Mar. 1 ,284 860 1,189 1,100 665 633 1950 856 737 1949 1,003 552 Apr. 1 ,372 803 1 ,172 1,032 585 534 1948 1.054 594 
May 1,355 829 1,095 1,018 659 541 1947 1,278 480 
June 1,292 877 1,107 929 686 526 1946 812 412 
July 1,189 779 900 894 709 456 1945 817 347 
Aug. 1,267 762 884 880 820 491 1944 1,188 327 
Sept. 1,230 911 910 718 862 530 1943 1,080 282 1942 673 230 Oct. 1,154 906 853 832 923 557 1941 429 279 
Nov. 978 841 854 593 1940 335 219 
Dec. 1,065 944 867 605 1939 265 193 
U. S. Bureau of the Census 
Iron and S~eel Scrap 
CNet Tons ) 
--Exports-- --Imports-- Monthly Averages 
1951 1950 1951 1950 Exports Imports 
9,766 13,552 66,902 33,468 1951• 18.800 37.000 Jan. 
Feb. 18,339 17,177 46,017 3,606 1950 18,117 60,871 
Mar. 19,683 14,481 54,489 15,832 1949 24.8S3 91,994 
22,651 18,151 22,260 18,408 1948 20.308 34,589 1947 16.185 3,016 21,337 18,575 19,086 21,090 1946 12.424 2,519 
Apr. 
May 
June 15,063 15,719 14,102 45,220 1945 7 .978 3,856 
23.004 14,357 28,993 26,102 1944 7 .973 9,070 
23.670 12,537 26.074 121.140 1943 4.575 11,955 1942 11,811 7,680 
.. . 26,902 29,006 17,116 94,601 1941 75.354 5,997 
July 
Aug. 
Sept. 
Oct. 21 ,122 123.831 1940 263.274 189 
Nov. 25,808 128,456 1939 334,548 2,753 
Dec. 16,479 106,044 • Estimated 
U. S. Office of Business Ecnnomics 
ITEEL 
e 
M ETA L - W 0 R K I N G FACTS A N D F I G U R E S 
Businesses in Operation 
(In Thousands at End of Quarter) 
Contract M anufac-
Tota l Construction turing Se'rvice 
1951 
First Qtr. .... 4,007.4 372.3 306. 7 857.2 
Second Qtr . ... 
1950 (Avg. ) .. .. 3,981.3 358.4 302.9 854.7 
First Qtr. .... 3 ,968.4 350.4 302.5 854 .4 
Second Qtr . ... 3,986.1 362.4 303.5 854.4 
Third Qtr. .... 3,997. 7 366.9 303.3 856.2 
Fourth Qtr. 3,992.9 368.6 302.1 855.2 
Annual Averages 
1949 ... . ... . .... 3,964.8 335.0 312.0 853.0 
1948 .... ........ 3,990. 7 321.0 329.6 857.4 
1947 
·········· ·· 
3,879.0 289.3 330.6 830.6 
1946 
········· ··· 
3,605.4 242.6 301.9 772.8 
1945 . ... . .. . .. .. 3 ,258.4 176.8 262.8 706.0 
1944 
··· ··· · ··· ·· 
3,062.2 153.4 245.2 657.1 
1943 ...... ...... 3,045.1 157.5 238.8 625.5 
1942 
·· ····· ···· · 
3.302.2 177.2 237.9 699.2 
1941 ...... ... .. . 3,363.6 186.8 235 .3 705.8 
1940 
·········· ·· 
3 ,382.8 199.2 226.7 718.3 
1939 .. .... .. .... 3,305.6 199.7 223.0 701.8 
u. s. Office of Business Economics 
New Business Incorporations 
1951 1950 1949 1948 
January ..... 8,515 9,070 7,906 11.000 
February . .. . 6,590 7,736 6,362 7,873 
March ...... 7,649 9,180 7,637 9.346 
April 
········ 
7,653 8,375 7,273 9,223 
May 
······ ··· 
7,544 9,216 7,445 8,246 
June ........ 6,810 8,861 7,260 8 . ~50 
July 6,428 7,191 6,424 7,690 
August 6,496 7,201 6,828 6,723 
September 5,950 6,277 6.867 6.930 
October . ..... 6,812 6,782 6,877 6.686 
November 6,256 6,755 6,413 
December . . .. 6,780 7,857 7,421 
Total 92,925 85 ,491 96,101 
Monthly Avg .. 7,045 7,744 7,124 8,008 
Dun & Bradstreet Inc . 
Discontinued Businesses 
(Thousands) 
Contract Man ufac· 
Tota l Construction turing 
1951 
First Qtr. 
· ···· 
100.2 14.3 10.8 
Second Qtr. .... 
1950 (Avg.) 
····· 
91.3 11.4 10.5 
First Qtr. . .. .. 92.4 11.3 10.6 
Second Qtr. .. .. 96.4 10.4 11.2 
Third Qtr. . .... 83.6 10.3 10.5 
Fourth Qtr. 92.8 13. 6 9.8 
Annual Averages 
1949 ......... ... 96.6 11.7 13.3 
1948 . .. . ... ..... 92.7 10.8 11.9 
1947 
············ 
72.9 9.1 10.3 
1946 
···· · ····· ·· 
56.6 6.7 7.3 
1945 ... .. ....... 50.7 4.5 6.7 
u. s. Office of Business Economics 
1947 
12,112 
9,111 
10.247 
9,802 
9,179 
8,922 
9,041 
8,055 
8,561 
9,609 
7,873 
10,126 
112,638 
9,387 
Service 
18.3 
18.1 
18.4 
20.1 
16.0 
18.0 
18.8 
19.8 
15.2 
12.8 
11.6 
FREIGHT CARLOADINGS 
BUSINESS FAILURES 
Total Monthly Averages 
~1111111111111111 --------------
1950 
---------····-······--· 1949 
---------------···--· 1948 
--------------------------
1947 
------·-----------------------------
1946 
1945 
1944 
. -----------------------------------· ... 
· -------·····--··---------------------
--·--·-··-----------------------------
1943 ·-·-----------·--------------------
1942 ·------·------·---------1939 
Failures-Liabilities 
---I'AILURE5---
1951 
January . . . .. .. 
February • • •.•• 
March .. . .... . 
April ... . .... . 
May ..... . .. .. 
June • . .. .• .••. 
July • •..•••.••• 
August . ... .. . . 
September ••.. • 
October . ...... 
November 
December 
Total 
775 
599 
732 
693 
755 
699 
665 
678 
620 
644 
587 
Con· Mfg., 
otruction Mining 
97 132 
60 107 
83 115 
81 119 
94 128 
71 129 
74 130 
89 136 
84 150 
85 150 
68 106 
760 
764 
771 
438 
290 
94 
68 
102 
268 
784 
1,231 
TOTAL 
BUSINESSES IN 
OPERATION 
IThou sandsl 
4,000.0 
3,98 1. 3 
3,964.8 
3.990.7 
3,87 9.0 
3 ,605.4 
3 ;258.4 
3,0 6 2.2 
3,0 45 .1 
3 ,302 .2 
3 ,30 5.6 
--LIABILITIE5--
Con· Mfg., 
otructlon Mining 
$2,393,000 $5,175,000 
2,228,000 6,134,000 
3,292,000 5,169,000 
2,268,000 5,894,000 
4,655,000 5,497,000 
3,085,000 5,014,000 
2,666,000 7, 790,000 
4,290,000 10,497,000 
4 ,668,000 14,908,000 
1,937,000 12,444,000 
3 ,740,000 6,158,000 
Monthly Averages 
1951° .. ....... 760 
1950 . ......... 764 76 173 2,138,000 7,925,000 
1949 .... .... .. 771 70 194 2,270,000 11,939,000 
1948 . ......... 438 37 123 1,301,000 10,858,000 
1947 . .. .... ... 290 20 106 601,000 11,894,000 
1946 . ...... ... 94 12 39 362,000 3 ,241,000 
1945 ... ..... .. 68 8 23 297,000 1 ,437,000 
19U ........ .. 102 14 29 198,000 1,681,000 
1943 .... ...... 268 33 47 455,000 1,588,000 
1942 
·· ······· · 
784 62 125 853,000 2,600,000 
1939 ... .... ... 1,231 M 243 919,000 5,929,000 
Dun &: Bradstreet Inc. 
1951-By Weeks 
4000~----~~~~~~~~~~~~~~~~~----i 
MONTHLY AVE RAGES IN THOUSANDS OF CARS 
Jan. 6 • • . 662,444 
Jan. 13 • • 783,025 
Jan. 20 • • 779,816 
Jan. 27 • • 784,185 
Feb. 3 . .. 651,124 
Feb. 10 . • 573,163 
Feb. 17 .. 740.557 
Feb. 24 • • 734 ,794 
Mar. 3 • • • 785,867 
Mar. 10 • • 749.627 
Mar. 17 • . 745,365 
Mar. 24 . • 748,804 
Mar. 31 • • 755,435 
Apr, 7 • • . 739,523 
Apr, 14 • . 777,989 
Apr. 21 • • 809,520 
Apr, 28 • • 824 .662 
May 5 • . . 803,337 
May 12 • . 808,127 
May 19 • . 809,475 
May 26 . • 811,799 
June 2 . . . 7U,644 
June 9 • • . 813,326 
June 16 . • 826.239 
June 23 • . 832,942 
June 30 . . 821,615 
July 7 . . • 588,246 
July 14 . . 779,464 
July 21 . • 804,570 
July 28 . . 819,875 
Aug. 4 • • • 813,366 
Aug. 11 . . 809,354 
Aug. 18 . . 829,398 
Aug. 25 . • 838,587 
Sept, 1 . • . 829,391 
Sept. 8 . . . 732,908 
Sept. 15 .. 
Sept, 22 .• 
Sept. 29 .. 
Oct. 6 . .. 
Oct. 13 .. 
Oct. 20 .. 
Oct. 27 . • 
Nov. 3 ... 
Nov. 10 •• 
Nov. 17 •• 
Nov. 24 •• 
Dec. 1 ... 
850,812 
864,310 
864,573 
858,750 
868,683 
886,648 
863,961 
837,743 
791,403 
814,435 
711,447 
821,776 
773,520 
753,194 
MOO~-------------------------------------~ 
3600 t------------==--
3000 
2800 
2600 
1951 .. i9!10 1949 1948 1947 1946 1945 1944 1943 1942 1941 1939 
January 7, 1952 
Association of American Railroads 
Dec. 8 , •• 
Dec. 15 
.Dec. 22 
Dec, 29 .• 
• Estimated 
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WHAT IS A SMALL MANUFACTURER? 
This U. S. Department of Commerce table Indicates the maximum number of employees for a manufacturing establishment to be con-
sidered small. Industries are listed under U. S. Standard Industrial Classification. 
S. I.C. 
Coda 
3334 
3352 
3311 
3331 
3351 
3313 
3321 
3322 
3361 
3323 
3391 
3332 
3399 
3359 
3339 
3341 
3393 
3312 
3392 
3333 
3491 
3443 
3494 
3421 
3442 
3465 
3467 
3424 
3471 
3431 
3497 
3466 
3429 
3439 
3499 
3481 
3432 
3468 
3492 
3425 
3495 
3444 
3463 
3493 
3441 
3411 
3422 
3423 
3496 
3461 
3489 
3593 
3564 
3571 
3531 
3563 
3562 
3519 
3511 
3522 
3551 
3567 
3569 
3582 
3581 
3599 
3532 
3542 
3579 
3554 
3592 
3566 
3555 
3561 
3586 
3585 
3576 
3589 
3583 
3559 
3568 
3552 
3543 
3541 
3521 
3565 
3572 
3584 
3591 
3553 
Industry 
PRIMARY METAL INDUSTRIES 
Aluminum, primary .................... . .. . 
Aluminum rolling and drawing ....... . ..... . 
Blast furnaces . ........ .. ... .. ... . ........ . 
Copper, primary .... .... .. . ... . .. .. .... .. . . 
Copper rolling and drawing ................ . 
Electrometallurglcal products . . ... .. • ... .... 
Foundries, gray iron ..... ...... .. . .... . ... . 
Foundries, malleable Iron ..............•.... 
Foundries, nonferrous ...... .... .. ......... . . 
Foundries, steel .. . . .. .. ......... . .. ... ..... . 
Iron and steel forgings ...... ... ... .. ...... . 
Lead, primary ............................ . 
Metal Industries, primary, n .e.c. . ...... .. .. . . 
Nonferrous metal rolling, n.e.c . .... .. . . ..... . 
Nonferrous metals, primary, n.e.c. . .. . .. .... . 
Nonferrous metals, secondary .. ... . ... ... .. . 
Pipe, welded and heavy-riveted .... .... .... . 
Steel works and rolling mills .... ..... ..... . 
Wire drawing .............................. . 
Zinc, primary ......... . .............. ... .. . 
FABRICATED METAL PRODUCTS 
Barrels, drums and pails, metal ........... . 
Boller shop products .. .......... .... . . .... . 
Bolts, nuts, washers and rivets . ........ .. . 
Cutlery ... . ....... ....... . . ................ . 
Doors, sash and trim, metal . .. ....... ...... . 
Enameling and lacquering ........ . .. .. . .... . 
Engraving on metal ......... ...... .. ....... . 
Files ......... .. ..... .. . ....... ... . . ....... . 
Fixtures, lighting . .. ...................... . 
Fixtures and fittings, metal plumbing ..... . 
Foil, metal .. .....•....... .... .•........... 
Galvanizing ...... .... .............•......... 
Hardware, n.e.c. . ..... ............ . ....... . 
Heating and cooking apparatus, n.e.c. . .... . 
Metal products, fabricated, n.e.c. 
Na1ls and spikes ....•.............. .... .... 
on burners .. ............................. . 
Plating and polishing ........ . .. .. ......... . 
Safes and vaults .. ........................ . 
Saws, hand and saw blades ........ .. ...... . 
Screw-machine products .. . ................ . 
Sheet-metal work •....••..........••...•.... 
Stainplngs, metal ............... .. . . ... .. . . 
Steel springs . ................ .. ........... . 
Structural and ornamental products •.•..... 
Tin cans and other tinware ................ . 
Tools, edge .. .. ...... . .....•..... . .. . ...... 
Tools, hand, n.e.c. . ................. .. .... . 
Tubes, collapsible .......... ... ...... ...... . 
Vitreous-enameled products .. ...... .... . ... . 
Wirework, n.e.c. . ... . ..................... . 
MACHINERY (Except Electrlcai)-
Bearlngs, ball and roller ....... ...... ..•... 
Blowers and fans ........................ . 
Computing and related machines ......... . 
Construction and mining machinery ........ . 
Conveyors ................................. . 
Elevators and escalators ..........•....... 
Engines, Internal-combustion . ... .....•. .. .. .. 
Engines and turbines, steam . .. ............. . 
Farm machinery, (except tractors) 
Food-products machinery ...........•.. .•... 
Furnaces and ovens, industrial ...... . . .... . 
General Industrial machinery, n.e.c. 
Laundry and dry-cleaning machinery ...... . 
Laundry equipment, domestic .............. . 
Machine shops ................. ..... ...... . 
Machinery and tools, oil-field .. .... . ...... . . 
Metalworking machinery, n.e.c. . .. .. ..... . 
Office and store machines, n.e.c. . ..... .. .. . 
Paper-Industries machinery ..... .. ..... . ... . 
Pipe and fittings, fabricated ........ .. ...... . 
Power-transmission equipment .............. . 
Printing-trades machinery ......... .. ....... . 
Pumps and compressors .... . ... . ........... . 
Pumps, measuring and dispensing .......... . 
Refrigeration machinery .......•...• ... ...... 
Scales and balances . . .................... . 
Servt.::e and household machines, n.e.c. . .... . 
Sewing machines .... . ... .. ................ . 
Special Industry machinery, n. e.c. 
Stokers, mechanical .................. . ... . 
Textile machinery .......... . ......•....... 
Tools, cutting, jigs, fixtures , etc. . .. . ... .. . . 
Tools, machine .......... . ................. . 
Tractors ........................... .. .. · . .. . 
Trucks and tractors, Industrial ............ . 
Typewriters .... . .............•............. 
Vacuum cleaners .......................... . 
Valves and fittings, except plumbers• ..•. .. 
Woodworking machinery ... .. ... . ... ........ . 
Maxi· 
mum 
Employees 
1,000 
1 ,500 
500 
400 
1 ,000 
750 
200 
400 
100 
400 
250 
400 
200 
250 
200 
100 
400 
2,500 
750 
750 
200 
200 
300 
300 
200 
100 
100 
1 ,000 
100 
300 
200 
100 
300 
300 
100 
100 
100 
100 
750 
250 
100 
100 
200 
200 
100 
400 
100 
200 
300 
300 
200 
1 ,500 
200 
2 ,500 
400 
300 
400 
1 ,500 
2,500 
250 
150 
150 
200 
250 
1 ,000 
100 
250 
400 
300 
250 
100 
300 
300 
300 
1,000 
1 ,000 
200 
150 
1 ,000 
100 
250 
250 
100 
400 
2,500 
250 
2,500 
1,500 
400 
100 
S. I.C. 
Code 
3621 
3692 
3691 
3612 
3669 
3616 
3619 
3699 
3617 
3641 
3613 
3651 
3614 
3663 
3661 
3664 
3615 
3662 
3631 
3611 
3693 
3721 
3 722 
3729 
3 723 
3732 
3 741 
3751 
3717 
3742 
3731 
3799 
3713 
3716 
3715 
2599 
2514 
2519 
2512 
2515 
2522 
2541 
2532 
2531 
2591 
2561 
2563 
3842 
3843 
3831 
3821 
3811 
3841 
3851 
3861 
3872 
3871 
2931 
2932 
3291 
3292 
3255 
3293 
3297 
3939 
3912 
3986 
3961 
3911 
3964 
3932 
3951 
3933 
3931 
3914 
3989 
3990 
3997 
3943 
Industry 
ELECTRICAL MACHINERY 
Appliances, electrical .... . ... . ...... ....... . 
Batteries, primary (dry and wet) ... ....... . 
Batteries, storage ..................... . .. . 
Carbon and graphite products ........... ... . 
Communication equipment, n.e.c. 
Electrical control apparatus ........ ... .... . . 
Electrical Industrial apparatus, n.e.c. 
Electrical products, n.e.c. . . .. . .. ... ... . .. . 
Electrical welding apparatus . ............. . 
Engine electrical equipment .. ........ .... .. . 
Instruments, electrical measuring ...... .. .. . 
Lamps, electric . . . ... ................. . ... . 
Motors and generators ............... . .... . 
Phonograph records ............... ... . . .... . 
Ra<llos and related products .. .•........... 
Telephone and telegraph equipment ........ . 
Transformers ... . .................... . ..... . 
Tubes, electronic ............... .. ....... ... . 
Wire and cable, Insulated .................. . 
Wiring devices and supplies .. ........... . . 
X-ray and therapeutic apparatus .. .......... . 
TRANSPORTATION EQUIPMENT 
Aircraft ..... ..... .............. . .......... . 
Aircraft engines . ...... ... ................ . 
Aircraft equipment, n.e.c. . ......... . . ... .. . . 
Aircraft propellers ............... .... .. . .. . 
Boat building and repairing ......... . . .... . 
Locomotives and parts ........ ... .•........ 
Motorcycles and bicycles .... .. . .... . . ....... . 
Motor vehicles and parts ..... .. ...•........ 
Railroad and street cars ..........•...... .. 
Ship building and repairing ......... ... . . . 
Transportation equipment, n.e.c. . .......... . 
Truck and bus bodies ......... .. .......... . 
Trailers, automobile ............. . ........ . 
Trailers, truck ....................... ..... . 
FURNITURE AND FIXTURES 
Furniture and fixtures , n.e.c. . ........... . 
House furniture, metal, except upholstered .. 
Household furniture, n.e.c. . ............... . 
Household furniture, upholstered .... . .. .. . . . 
Mattresses and bedsprings ..... . ..... ..... . 
Office furniture , metal ....... . .. .......... . 
Partitions and fixtures ... .. ......... ... ... . 
Professional furniture ...... . .. • ...... . .. ... 
Public building furniture .... ..... . ..... ... . 
Regtaurant furniture ...............•....... 
Screens , window and door .................. . 
Venetian blinds .. ....... ......• ........... 
INSTRUMENTS AND RELATED PRODUCTS 
Appliances and supplies, surgical ......... . 
Dental equipment and supplies .. .......... . 
Instruments and lenses, optical ............ . 
Instruments, mechanical measuring ... . .. .. . 
Instruments, scientific ......... . .........•... 
Instruments, surgical and medical .. .. .. .... . 
Ophthalmic goods .......... . ... ..... . .. .. . 
Photographic equipment ........ . . . ....... •.. 
Watchcases ......................... . ...... . 
Watches and clocks .......... ......... ... . 
PETROLEUM AND COAL PRODUCTS 
Coke ovens, beehive ........................ . 
Coke ovens, byproduct •. .......... .... ...... 
STONE, CLAY AND GLASS PRODUCTS 
Abrasive products .................. .. .... . 
Asbestos products ................... .. ... . 
Clay refractories .. . . .. .. .. ....... .. .•. .. ... 
Gaskets and asbestos Insulations . . . .. . .. .. . 
Refractories, nonclay .. .................... . 
MISCELLANEOUS MANUFACTURES 
Instruments musical , n.e.c . ......... ... ..... . 
Jewelers' findings ............ . .. .... ..... . 
Jewelry and instrument cases ...... . ....... . 
Jewelry, costume ..... ... .......... ... . ... . . 
Jewelry (precious metal) ........ .... .. .... . 
Needles , pins , and fasteners .. ... ......... . 
Organs .... . .. .......... . ............. . ... . . 
Pens and mechanical pencils .. ..... . ...... . 
Plano and organ parts ... ... ....... .... . .. . 
Pianos ........ . .. .. .. ............ · · . · · · · · · · 
Silverware and plated ware . ....... . ... .... . 
Small arms ... . ... .. .......... .... ..... . . . 
Smal arms ammunition ...... ...... ...... . 
Soda-fountain and bar equipment .......... . 
Vehicles, children's .............. . ....... . . . 
n. e.c. =Not elsewhere classified. 
Maxi · 
mum 
Employees 
500 
500 
200 
750 
400 
750 
150 
250 
150 
2 ,500 
750 
500 
1,500 
300 
750 
2,500 
1,000 
750 
300 
300 
250 
2,500 
2,500 
250 
1 ,500 
100 
2 ,500 
750 
2,500 
1 ,500 
1 ,000 
100 
150 
100 
200 
100 
150 
100 
100 
100 
400 
100 
200 
200 
100 
100 
100 
200 
150 
200 
500 
300 
100 
250 
1,000 
150 
500 
100 
400 
250 
400 
150 
250 
250 
100 
100 
150 
100 
100 
250 
150 
400 
200 
400 
300 
750 
2,500 
100 
200 
J'TEEL 
Fi n 
M E T A L W 0 R K I N ~G F A C T S A N D F I G U R E S 
PURCHASING POWER OF THE DOLLAR 
104 .3c 
92 .1c 
81.4c 
78 .0c 77.4c 76.0c 
6 6 .4c 
5 2 .8C 
48 .7c 51.9c 49 .8c 44.6c 
AS MEASURED BY: 
1951> .... 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Whole-
sale 
Pri ces 
44.6 
44.6 
43.8 
43.7 
43.8 
44.0 
44.2 
44.8 
45.2 
45.3 
45.1 
Con-
' "'mers' 
Prices 
53.9 
55.1 
54.4 
54.2 
54.2 
53.9 
54.0 
53.9 
53.9 
53.6 
53.4 
Monthly Averages 
1950 49.8 58.2 
1949 51.9 58.8 
1948 48.7 58.2 
194 7 52.8 62.7 
1946 66.4 71.7 
1945 76.0 77.8 
1944 77.4 79.6 
1943 78.0 80.8 
1942 81.4 85.8 
1939 104.3 100.6 
Retai l 
Food 
Price• 
44.1 
45.1 
44.2 
44.2 
44.3 
44.0 
44 .1 
43.9 
44.1 
44 .0 
43.6 
48.9 
49.5 
47.6 
51.5 
62.6 
71.8 
73.4 
72.4 
80.6 
104.9 
U. S. Office of Business Economics 
National 
Income 
(Millions of 
Dollars) 
1951 '. 272,000 
1950. . 238,963 
1949 . . 216,716 
1948 .. 223,469 
1947 .. 19 ,688 
1946. . 180 ,286 
1945 .. 182,691 
1944 .. 183,838 
1943. . 169,686 
194 2 . . 137,119 
1941. . 103,834 
1940.. 81,347 
1939. . 72 ,532 
1938 .. 67,375 
1937 . . 73,627 
1936. . 64,719 
1935 . . 56 ,789 
1934. . 4 ,613 
1933. . 39,584 
1932 . . 41,690 
1931. . 5 ,8 73 
1929. . 87,355 
* Estimated. 
Dept. of Com. 
1939 194 1 1942 194 3 1944 1945 1946 194 7 1948 1949 1950 1951" 
GROSS NATIONAL PRODUCT 
OR EXPENDITURE 
(Millions of Dollare) 
1951* ••••••••••••••••••• 321,000 
1950 
1949 
19 48 
1947 
19 4 6 
194 5 
1944 
1943 
1942 
194 1 
1940 
19 39 
1938 
1937 
1936 
1935 
1934 
1933 
2 8 2 ,630 
·················- - - · · - 257, 348 
••••••••••••••• ····-·-·· 259,0 4S 
••••••••••••• ••·••••••••••• 233, 26 4 
·············-················· 21 I, I I 0 
············ ····------······-· 215,210 
···················-·······--- 213,688 
······················-·········· 194,338 
··············-··-------··---------- 161, 551 
··················----·····-------------· 12 6, 41 7 
······-··· ···················--------··--- 10 I, 4 4 3 
·····································--·--·--- 9 I' 339 
---·······················-------------------· 
----·-······················--··············· 
------·-·· ·····························--···--
--··············-··········-----·--·------·-· 
-- --------·····------------------------·----
- -·-··········--···----·--------------------
- --------------------------·-·-------
8 4,683 
90, 213 
82, 4 83 
72, 193 
64, 868 
55, 760 
58, 340 
•••• - -- - ---------------------- 103 , 828 
• a.tlmalod. Department of Commerce 
January 7, 1952 
U. S. Revenues, Expenditures, Debt 
Year 
1951. .. . 
1950 ... . 
194 9 ... . 
1948. · .. . 
194 7 ... . 
1946 . .. . 
1945 ... . 
1944 ... . 
1943 .. . . 
1942 .. . . 
1941. . . . 
1940 .. . . 
1939 ... . 
1938 .. . . 
1937 .. . 
1936 . .. . 
1935 . .. . 
1934 ... . 
1933 ... . 
1932 . .. . 
1931. .. . 
1930 ... . 
1929 ... . 
1928 ... . 
1927 . . . . 
1926 ... . 
1925 ... . 
1924. .. . 
1923 . . . . 
1922 ... . 
1921. .. 
1920 . . . . 
1919 .. . . 
1918 . .. . 
1917 ... . 
1916 . .. . 
Net 
Receipts 
000,000 
48,142 
37,043 
38,246 
44 ,746 
44,703 
43,037 
46,456 
44,149 
22,281 
12,799 
7,607 
5,387 
5, 164 
5 ,854 
5,028 
4 ,115 
3,800 
3,115 
2,079 
2,005 
3,190 
4,177 
4,033 
4,042 
4,129 
3,962 
3,780 
4 ,012 
4,007 
4,109 
5,625 
6,695 
5,152 
3,664 
1 ,124 
782 
Per 
Cap ita 
Recei pts 
312.36 
244.42 
256.68 
306.24 
311.77 
305.25 
332. 78 
319.92 
163.25 
95.25 
57.29 
44.09 
43.21 
47. 9 
40.93 
32.17 
29.8 
24.64 
16.54 
16.06 
25 .70 
33.01 
33.19 
33.73 
34.94 
33.98 
32.91 
35.44 
35.93 
37.40 
51.98 
62.83 
49.07 
35.38 
11.00 
7. 77 
Ex- Per 
pendi- Cap ita 
tures Expendi· 
000,000 lures 
S44 ,632 289 .59 
40,167 265.03 
40,057 268 . 3 
36,326 24 .61 
42,505 296 .44 
65,018 461.17 
100,404 719.25 
93, 743 679.29 
78, 182 572. 3 
32,491 241. 0 
12,774 74 .16 
9, 127 70.65 
8, 765 70.65 
7,304 59. 70 
8,281 62 .69 
9,068 69.41 
7,583 58 .00 
6,370 56.19 
4 ,325 40.91 
4,948 41.28 
4 ,091 32.99 
3,994 32.42 
3 ,848 31.67 
3,643 30.40 
3 ,493 29.56 
3,584 30. 76 
3,529 30.73 
3 ,507 30.98 
3,697 33 .15 
3,795 34 .54 
5,538 51.18 
6,482 60.84 
18,523 176.40 
12,69 7 122. 58 
1,978 19.36 
734 7.29 
Annual Statements of the Treasury 
Gross 
De bt 
000 ,000 
S255,222 
257 ,357 
252, 770 
252,292 
258,376 
269,422 
258,682 
201 ,003 
136,696 
72 ,4 22 
48,961 
42,967 
40,445 
37,167 
36,427 
33,545 
28,701 
27,053 
22,538 
19,48 7 
16,801 
16,185 
16,931 
17,604 
18,510 
19 ,643 
20,516 
21 ,251 
22,349 
22,964 
23 ,9 76 
24,297 
25,4 2 
12,243 
2,975 
1,225 
Per 
Cap i ta 
Debt 
1655.97 
169 .13 
1696.44 
1726.68 
1 01.94 
1910.97 
1853.01 
1455.52 
1001.55 
537.35 
367.54 
325.63 
308.34 
285.43 
281. 82 
261.20 
225.07 
213.65 
179.21 
155.93 
135.37 
131.49 
139.40 
146.69 
156.04 
167.70 
177.82 
186.86 
200.10 
208.9 7 
221.09 
228.32 
240.09 
115.65 
28.57 
11.96 
Corporate Income, Taxes, Dividends 
1951§ 
1st Qtr . . 
2nd Qtr. 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
(All Industries- Millions of Dollars ) 
Income 
Bef ore 
Taxes 
51.800 
45,400 
41 ,367 
28 ,336 
33,762 
30,489 
23,464 
19,717 
24,333 
25,052 
laxest 
31,100 
27 ,000 
18,593 
10,B89 
13,028 
11,940 
9 ,583 
11,215 
13,525 
14,406 
Income 
Afte r 
Taxes 
20, 700 
18,400 
22,774 
17,347 
20, 734 
18 .549 
13,881 
8,502 
10,808 
10,646 
Dividend 
Payments 
9, 169 
7,552 
7,250 
6.561 
5.808 
4,699 
4 ,680 
4,493 
Und istr ib · 
uted Income 
13,605 
9,795 
13 ,4 4 
11,988 
8,073 
3,803 
6, 128 
6 .153 
t Federal a nd state corporate incom e and excess profits tax liability. 
§ Seasonally a d justed quarterly totals at a nnual rates. 
Department of Com merce. 
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WORKING FACTS AND FIGURES 
IRON ORE 
(Lake Superior) 
ANNUAL CONSUMPTION 
1951*'"········•1.. .. - 89,500 
1950 ·········---- 83,537 
1949 ········-------- 70,998 
1948········· .. -----80,504 
1947 ·········----- ao,8o7 
1946 ·········---------- 62,093 
1945 ········--····· 74,576 19~4 ••••••••• ._ 87,247 
1943 .......... .,. ---89,028 
1942 ........ . 
,. --- 86,225 
1941 
·········------ 76,336 
1939 ·····----······-······ 44,361 
1951·1950 By Months 
Thousands of Gross Tons 
Consumption at U. S. and Canadian 
furnaces. Stocks at U. s. and Canadian 
turnaces and at Lake Erie docks. 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct .... 
Nov ..•• 
Dec ..•. 
Consumption Stocks 
1951 1950 1951 1950 
7,327 6, 764 30,227 32,004 
6,435 5,335 24,123 26,745 
7,372 5,971 17,335 20,865 
7,235 7,140 15,072 14,099 
7, 761 7,388 19,772 14,384 
7,499 7,249 26,423 19,189 
7,556 7,579 33,142 24,108 
7,699 7,371 39,920 29,966 
7,473 7,175 45,453 35,716 
7,749 7,415 50,229 39,711 
7,624 6,861 49,099 41,543 
7,289 37,169 
Total .•.•• 83,537 
Lake Superior Iron Ore Association 
Iron Ore Production 
A ll U. S. Dist rict s 
Thousands of Gross Tons 
1951 1950 1949 1948 1947 
Jan. 3,812 2.777 2,920 2,757 2,698 
Feb. 3,315 2,492 2,882 2,686 2,591 
Mar. 3.525 2,496 4,335 3,019 2,846 
Apr. 8,795 2,999 9,889 8,687 6,575 
May 14,362 10,740 11,865 11,865 10,981 
June 14,932 12,355 12,923 12,578 11,643 
July 15,103 13,477 12,757 12,787 13,127 
Aug. 15,832 14,478 11,986 12,748 12,819 
Sept. 14,764 13,887 10,164 11,942 11,336 
Oct. 13,900 12,999 709 10,003 10,108 
Nov. 7,401 2,049 8,577 6,043 
Dec. 3,362 2,816 3,675 2,972 
Total 99,463 85,295 101,324 93,739 
U. S. Bureau of Mines 
Coke Production 
1951 •. 
Jan. 
Feb. 
Mar. 
Apr, 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1950 ..... . 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept, 
Oct. 
Nov. 
Dec. 
1951• 
1950 
1949 
1948 
1947 
1946 
1945 
1944 
1943 
1942 
1941 
1940 
1939 
Net Tons 
Oven 
71,900,000 
6,076,872 
5,398,562 -
6,0'41,79'()' 
5,910, 775 
6,122,225 
5.942,955 
6,104,023 
6,152,299 
5,923,388 
6,114,103 
Oven 
66.568,621 
5.357, 740 
3,956,139 
4,978,608 
5,662,620 
5,868,3 0 
5.657 ,494 
5,912,000 
5,812,400 
5, 710,200 
6,006,270 
5,666,213 
5,980,557 
Beehive 
7,350,000 
714,956 
602,976 
650,670 
573,483 
624,938 
631,666 
532,312 
625,521 
544,692 
620,071 
Beehive 
5, 700,041 
124,294 
37,967 
302,052 
493,6H. 
528,652 
580,573 
506,600 
659,200 
619,700 
643,665 
577,757 
625,907 
YEARLY TOTALS 
Oven Beehive 
71,900,000 7,350,000 
66,568,621 5, 700,041 
60,222,481 3,414,948 
68,2 4,357 6,577,571 
66,758,549 6,687,301 
53,929,447 4,568,401 
62,094,288 5,213,893 
67,064,795 6,973,022 
63,742,676 7,933,387 
62,294,909 8,274,035 
5 ,482,422 6, 704,156 
54,014,309 3,057,825 
42,882,313 1,444,328 
U. S. Bureau of Mines 
• Estimated. 
Total 
79,250,000 
6, 791, 28 
6,001,538 
6,692,460 
6,484,258 
6,747, 163 
6,574,621 
6,636,335 
6,777,820 
6,468,080 
6, 734,174 
Total 
72,268,662 
5,482,034 
. 3,994,106 
5,280,660 
6,156,294 
6,397,032 
6,238,067 
6,418,600 
6,471,600 
6,329,900 
6,649,935 
6,243,970 
6,606,464 
Total 
79,250,000 
72,268,662 
63,637,429 
74,861,928 
73,445,850 
58,497,848 
67,308,181 
74,037,817 
71,676,063 
70,568,944 
65,186,578 
57,072,134 
44,326,641 
Scrap Consumption. by Industries 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
Makers of 
Steel Ingots 
and Castingsl 
1951 1950 
5,068 4,335 
4,468 3,932 
5,232 4,400 
5,090 4,413 
5,141 4,572 
4,804 4.303 
4,712 4,029 
4,782 4,380 
4,348 
4, 796 
4,399 
4,454 
Thousands ot Net Tons 
Makers of 
Steel Castingsll 
1951 1950 
391 135 
368 131 
411 161 
395 152 
419 170 
387 182 
309 132 
395 192 
197 
231 
238 
250 
Iron foundries 
and Misc . 
1951 1950 
1,234 590 
1,142 613 
1,337 667 
1,221 654 
1,269 717 
1,185 735 
913 618 
1,112 788 
745 
665 
782 
758 
Total 
1951 1950 
6,692 5,060 
5,978 4,676 
6,979 5,228 
6,706 5,220 
6,828 5,460 
6,377 5,221 
5,934 4,779 
6,288 5,360 
5,290 
5,692 
5,419 
5,462 
1. Includes only those castings made by companies producing steel Ingots. 
2
· Excludes companies that produce both steel castings and steel ingots. · ':>1i*l1il<lltlr.~UJJ~ 
~~g~~nri~~e,;"~t~f l:.r~~~s more complete figures are available than for earlier periods. 
Iron Ore Imports 
Thousands of Gross Tons 
1951 1950 1949 1948 1947 
Jan. 622 601 371 337 223 
Feb. 573 509 391 269 198 
Mar. 661 579 386 379 229 
Apr, 741 334 560 403 263 
May 834 678 650 441 439 
June 1,232 893 642 707 479 
July 1,085 792 946 489 576 
Aug. 1,050 852 1,025 571 597 
Sept. 848 928 968 541 580 
Oct. 964 458 955 573 
Nov. 735 655 630 443 
Dec. 386 348 388 297 
Total 8,251 7,400 6,110 4,897 
-----
U. S. Bureau of the Census 
Fluorspar 
1951-Net Tons 
Pro- Con-
Otrs . duction Imports sumption Stockst 
1st 73,327 36,457 122,137 175,852 
2nd 
······· 
88,810 45,15 121,974 169,200 
3rd 
······· 
92,100 27,688 123,216 170,707 
YEARLY TOTALS 
Pro- Con-
duction Imports sumption Stockst 
1950 283,200 164,634 426,121 183,723 
1949 236,400 95,619 345,221 167,660 
1948 336,000 111,626 406,269 184,213 
1947 343.700 78,379 376,138 147,251 
1946 277,300 29,488 303,190 117,620 
1945 325,200 100,726 356,090 123,011 
u. S. Bureau of Mines t End of period 
Iron & Steel Scrap 
Thousands of Net Tons 
CONSUMPTI ON 
--1951-- --1950--
Pur- Pur· 
Home chased Total Home chased Total 
Jan. . . 3,321 3,372 6,692 2,956 2,539 5,495 
Feb. . . 2,963 3,015 5,978 2,677 2,407 5,084 
Mar . . . 3,457 3,473 6,930 2,992 2,722 5,714 
Apr . . . 3,331 3,375 6,707 2,988 2,745 5,733 
May .. 3,370 3,458 6,828 3,115 2,858 5,973 
June .. 3,187 3,190 6,377 2,956 2,781 5,737 
July .. 3,043 2,892 5,934 2,760 2,513 5,273 
Aug . . . 3,240 3,048 6,288 3,078 2,748 5,826 
Sept. . 3,127 2,896 6,023 3,026 2,764 5,790 
Oct. 3,2 8 3,032 6,320 
Nov. 3,019 2,910 5,929 
Dec. 3,092 2,912 6,004 
CONSUMERS STOCKSt 
---1951--- ---1950--
Pur- Pur-
Home ch a sed Total Home chased Total 
Jan. 1,337 4,125 5,462 1,548 3,852 5,400 
Feb. . . 1 ,301 3,647 4,948 1,468 3,686 5,154 
Mar . . . 1,220 3,211 4,431 1,343 3,397 4,740 
Apr. .. 1,104 3,111 4,215 1,315 3,196 4,511 
May .. 1,123 3,031 4, 154 1,371 3,275 4,646 
June .. 1,170 2,9U 4,112 1,499 3,652 5,151 
July .. 1,171 3,028 4,199 1,602 3,951 5,553 
Aug. .. 1,212 3,215 4,427 1,699 4,117 5,816 
Sept. 1,215 3,222 4,437 1,711 4,056 5,767 
Oct. 1,667 4,138 5,805 
Nov. 1,560 3,914 5,475 
Dec. 1,490 3,751 5,240 
MONTHLY AVE RAG ES 
Consumption 
1951• . . . . . . 6,350 
1950 5, 740 
1949 4,528 
194 5,414 
1947 5,072 
1946 4,124 
1945 4,683 
1944 5,112 
1943 5,138 
1942 5,022 
19,41 4,934 
1940 3,711 
1939 3,027 
U. S. Bureau of Mines 
Con sumers' Stocks t 
1951" . . . . . . 4,400 
1950 5,272 
1949 5,631 
1948 4,980 
1947 3,966 
1946 : 3,:757 
1945 4 ,073 
1944 5,268 
1943 6,'170 
1942 4,550 
1941 4,529 
1940 5,472 
1939 5,310 
t End of month 
.ITI<El. 
w a e . Is 
METALWORKING FACTS AND FIGURES 
1951 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
U. S. Electricity 
Production Capacity 
Kilowatts 
...... 69,102,310 
...... 69 ,420,743 
. .. ... 70,250,298 
...... 70,899,622 
. . . . . . 71 ,345,702 
. . . . . . 72,296,325 
July 
Aug. 
Sept. 
Oct. 
Nov . 
Dec . 
.... .. 72 ,693,104 
...... 73,622,285 
. ..... 74 ,291,432 
...... 74 ,677,711 
CAPACITIE S AT YEAREND 
1950 ....... 68,500,846 1934 ....... 34,118, 741 
1949 ....... 63,100,334 1933 ...... . 34,586,688 
1948 ....... 56,559,838 1932 ....... 34,386,739 
194 7 ....... 52,322,007 1931. ...... 33,698,256 
1946 .. ..... 50,316,621 1930 . .... .. 32,384,363 
1945 ....... 50,110,928 1929 ....... 29,839,459 
1944 ....... 49,189,072 1928 .. ..... 27,804,576 
1943 ....... 47,950, 767 1927 ....... 25,079,025 
1942 ....... 45,052,950 1926 ....... 23,386,194 
1941. ...... 42,405,436 1925 ....... 21,472,077 
1940 ....... 39,926,881 1924 ....... 17,680, 743 
1939 ....... 38,862,716 1923 ....... 15,642,537 
1938 ... .... 37,492,095 1922 ....... 14,191,922 
1937 ....... 35,620,011 1921 ....... 13,518, 734 
1936 . ...... 35,081, 569 1920 ....... 12, 713,608 
1935 ....... 34,435,768 
Edison Electric Institute 
Fuel Oil Consumption in 
Steel Industry 
Thousands of Gallons 
Melting Heating, An-
Furnaces nealing, etc. Total 
1950 1,618, 723 675,481 2,294,204 
1949 1,272,367 562,930 1,835,297 
1948 1,533,129 662,410 2,195,539 
1947 1,511,945 655,883 2,167,828 
1946 1,225,904 557,276 1, 783,180 
1945 1,402,527 606,130 2,008,657 
1944 1,427,090 632,945 2,060,035 
American Iron & Steel Institute 
ELECTRICITY OUTPUT 
By Plants Contributing to Public Supply 
Millions of Kilowatt-hours 
1951-By Weeks 
Jan. 6 .. 6,602 
Jan. 13 .. 6,981 
Jan. 20 .. 6,909 
Jan. 27 .. 6,970 
Feb. 3 .. 7,099 
Feb. 10 .. 6,957 
Feb. 17 .. 6,905 
Feb. 24 . . 6,833 
Mar. 3 .. 6,822 
Mar. 10 .. 6, 795 
Mar. 17 .. 6,903 
Mar. 24 .. 6,848 
Mar. 31. . 6, 767 
Apr. 7 .. 6, 736 
Apr. 14 .. 6, 747 
Apr, 21. . 6,730 
Apr. 28 .. 6,674 
Edison Electric 
Commission 
May 5 •. 6,560 
May 12 .• 6,567 
May 19 .. 6,559 
May 26 .. 6,653 
June 2 .• 6,445 
June 9 .. 6, 734 
June 16 •• 6, 747 
June 23 •• 6,835 
June 30 .• 6,898 
July 7 •• 6, 077 
July 14 •• 6, 739 
July 21. .6,975 
July 28 .. 7,005 
Aug. 4 •. 7,0'03 
Aug. 11 .. 7,070 
Aug. 18 •• 7,164 
Aug. 25 •• 7,077 
Institute and 
Sept. 1 . 7,146 
Sept. 8 . 6 , 795 
Sept. 15 . 7,138 
Sept. 22 • 7,014 
Sept. 29 • 7,102 
Oct. 6,. 7,156 
Oct. 13 .• 7,160 
Oct. 20 •• 7,149 
Oct. 27 .. 7,234 
Nov. 3 •. 7,319 
Nov. 10 •. 7,396 
Nov. 17 .. 7,333 
Nov. 24 •• 7,157 
Dec. 1.. 7,476 
Dec. 8 •. 7,444 
Dec. 15 .. 7,667 
Dec. 22 ...... 
Dec. 29 •...•• 
Federal Power 
~YEARLY d. ~TOTALS~ 
Millions of 
Kilowatt-hours 
1951' ........ 370,560 
1950 . 328,998 
1949 . 291 ,000 
1948 .. 282,69 
1947 .. .. 255,739 
1946 .... 223 ,17 
1945 .... 222,486 
1944 .... 228,189 
1943 .217,759 
1942 .. 185,979 
1941 . 164, 788 
1940 .141,83 7 
1939 . 127.642 
• Estimated 
Industrial Coal Stocks 
(Bituminous) 
Natural Gas Consumption in 
Steel Industry 
Thousands of Net Tons at End of Month 
1~1 1~0 1~1 1~0 Millions of Cubic Feet 
Jan. . . 71,766 36,038 July 
Feb. . .68, 754 24,118 Aug. 
Mar ... 69,813 26,893 Sept. 
Apr. . . 70,550 36,047 Oct. 
May .. 73,109 42,840 Nov. 
June .. 75,258 49,198 Dec. 
.. 72,248 49,751 Melting Heati ng , All 
.. 73,492 56,620 Furnaces Annealing Other Total 
.. 74,352 61,836 1950 42,943 349,087 141,405 533,435 
.. 76,080 67,714 1949 36,589 268,444 93,852 398,885 69,389 1948 39,278 202,072 33,130 274,480 70,054 1947 34,70 195,978 24,776 255,462 
U . S. Bureau of Mines 1946 30,313 166,787 27,319 224,419 1945 32,613 181,042 31,235 244,890 
1944 33,284 135,237 33,170 201,691 
Bituminous Coal Consumption American Iron & Steel Institute 
Thousands of Net Tons 
Industrial Retail 
Consumption De liveries Total Monthly Averages 1951 1950 1951 1950 1951 1950 
Jan. 36,095 30,719 10,281 11,136 46,376 41,855 Industrial Retail Feb. 32,150 25,458 9,150 8,864 41.300 34 ,322 Consumpti on Deliveries Total 
Mar. 34,345 30,008 7,320 10,025 41,665 40,033 1950 30,502 7,217 37,719 
Apr. 31,185 30,041 4 ,846 6,576 36,031 36,617 1949 29,530 7,525 37,055 
May 30,554 29,651 3,179 4 ,380 33,733 34 ,031 1948 35,759 7,479 43,238 
June 29,445 28,763 3,570 4,485 33,015 33,248 1947 37,087 8,264 45,350 
July 29,157 28,581 3 ,470 5,238 32,627 33 ,819 1946 33,202 8,382 41,584 
Aug. 30,802 30,836 4,934 7,118 35,736 37,954 1945 36,331 10,150 46,482 
Sept. 29,507 30,202 5,348 6, 755 34,855 36,957 1939 25,254 5,964 31 ,218 
Oct. 32,471 32,902 6,492 5,985 38 ,963 38, 87 
Nov. 33,270 6,763 40,033 
Dec. 35,596 9,279 44 ,875 U. S. Bureau of Mines 
BITUMINOUS COAL OUTPUT 
630 1---------
600 1-- -----
570 
540 l-------
5t0 
480 
450 
~-----YEARLY PRODUCTION 
MILLIONS OF NET TONS 
Jan. 
Jan. 
Jan. 
Jan. 
Feb. 
Feb. 
Feb. 
Feb. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 
Apr. 
Apr. 
Apr. 
Apr. 
6 ...... 10,025 
13 .••••• 11,820 
20 ...... 11,175 
27 ...... 11,410 
3 ...... 9,415 
10 ...... 8,445 
17 ...... 10,685 
24 ...... 10,090 
3 ...... 11,145 
10 ..... . 10,020 
17 ...... 9,920 
24 ...... 10,120 
31. ..... 10,190 
7 ...... 9,110 
14 ...... 9,973 
21 •.•.•. 10,630 
28 ...... 10,460 
Natural Gas Sales 
Millions of Therms 
Residen- Industrial , 
1951 tia l Commerci a l Other Total 
1st Qtr. 5,924 7,112 297 13,333 
2nd Qtr. 3,009 7 ,125 350 10,484 
3rd Qtr. 1,257 6,988 421 8,666 
4th Qtr. 
1950 
1st Qtr. 4,668 '6,324 267 11,259 
2nd Qtr. 2 ,664 6,262 268 9,194 
3rd Qtr. 1,141 6,236 353 7,730 
4th Qtr. 3,088 6,910 318 10,316 
American Gas Association 
1951-By Weeks 
Thousands of Net Tons 
May 5 ...... 9,710 
May 12 ..•.•. 9,620 
May 19 •••..• 9,655 
May 26 ...... 9, 757 
June 2 •....• 8, 710 
June 9 ...... 9,890 
.Tune 16 .••.•. 10,340 
June 23 .•••.. 11,032 
June 30 ...... 10,517 
July 7 ...... 1,480 
July 14 ...... 8,440 
July 21. ..... 10,275 
July 28 ...... 10,270 
Aug. 4 •.••.. 10,005 
Aug. 11 ...... 10,175 
Aug. 18 ...... 10,290 
Aug. 25 ...... 10,747 
,. 
Sept. 1. ..... 10,595 
Sept 8 •••••• 9,235 
Sept. 15 •.•.•. 10,860 
Sept. 22 ••••.• 10,940 
Sept. 29 ...... 11,075 
Oct. 6 •••.•• 10,865 
Oct, 13 .•••.. 10,965 
Oct. 20 • •.... 11,356 
Oct. 27: ..... 11,565 
Nov. 3 .••... 11,260 
Nov. 10 ••..•. 11.440 
Nov. 17 •• , ... 11,560 
Nov. 24 •••.•• 10,120 
Dec. 1. ..... 12,145 
Dec. 8 ...... 11,190 
Dec. 15 •..... 11,360 
Dec. 22...... . .. . 
Dec. 29...... . .. . 
1951* 1950 1949 1948 1947 1946 1945 1944 t943 1942 1941 1939 U. s. Bureau of Mines • Estimated 
Janua ry 7, 1952 ?. 1 'l. 
nsiruction 
CONSTRUCTION VAlUATION 
37 States- Thousands of Dollars 
Public Works, Res id entia l and 
---Total--- Util iti es Non -resi de nt ial 
1951 1950 1951 1950 1951 1950 
J a n. 1 ,043 ,24 730, 855 161 ,314 152,060 81,934 57 ' 795 
Feb . 1 ,140,527 779,530 178, 215 152,511 962,312 627,019 
Mar. 1,267,450 1,300,201 223,627 224,862 1,043,823 ' 1,075,339 
Apr. 1 ,374,991 1.350,496 266 ,122 227,041 1 ,108,869 1 ,123,455 
May 2,572 ,9 61 1,347.603 277 ,959 264 ,456 2,295,002 1 ,083,147 
June 1.408 .932 1.345,463 310,500 273,416 1,098 ,432 1 ,072 , (147 
July 1 ,3 79 ,830 1 ,120,181 295,153 257 ,986 1 ,084,677 1 ,162,195 
Aug. 1,262,811 1,548,876 219 ,288 253 ,781 1 ,043,523 1 ,295 ,095 
Sept. 1,082,855 1.286,541 198,677 238,231 884,178 1 ,048,310 
Oct. 1 .051,419 1.135,815 136, 969 179,128 914,450 956,687 
Nov. 931, 76R 1 ,0 7,062 160, 178 155,486 771 ,590 931,576 
Dec. 1.168,432 199,4 74 968,958 
Total ..... ... ... . . 14. 501. 055 2.578.432 . ..... 11.922.623 
----
F. W. Dodge Corp. 
EW PLANT AND E9UIPMENT 
EXPENDITURES 
Mlllions o! Dollars 
(Figures are rounded and will not necessar!ly add to totals ) 
Manufacturing All lndustriu 
1951 1950 1951 1950 
1st Quarter 
2nd Quarter 
3rd Quarter 
4th Quarter 
2,460 1 ,520 
3,140 1 ,860 
3,650 2,050 
3,580 2,790 
5,160 3,700 
6,250 4,330 
6,800 4,700 
6,610 5 ,830 
Total .......... 12,830 8,220 24,830 18,560 
YEARLY TOTALS 
MANUFACTURING ALL INOUSTRIES 
J---~----------~------------~ 1951 ~~"'~" ~·~·  '~ ____ .....,...~IL-_______ ..JI 24,830 
12,830 
1-"::~~=~ ........ ----------''------------- 18,560 
t-::=-:---- ..1--------'1. ______________ 18,120 
....,,...,..,.,..---.1----------J'-----------· 19,230 
._ ____ _... ______ I _________________ 16,180 
1946 1-:~~ " =" _ ......_1 __ _.1 _________________________ 12,040 
5,9 10 
194 5 1-_1.._ _ _,1_ __________________________________ 6 ,630 
3,210 
19 4 4 t-:-:~ '-"'---------------------------------· 
2,390 
5 ,2 10 
1943 J ~-------------------------------------- 4 ,530 
2 ,250 
1942 j 
2 ,760 
!. _________________ __________________ 6 ,110 
19 39 s.J ~ ------------ ---- -- ------ ---------- - 5 ,200 
1,930 
'>i A • 
U . B. Office o! Business Economics, and 
Securities & Exchange Commission 
MONTHLY AVERAGES - TOTAL VALUATION 
THOUSANDS OF DOLLARS 
1951* 1,300,000 
1950 ____ ,, 1,208,421 
1949 
-----------------
863,271 
1948 785,801 
1947 646,656 
1946 624,144 
1945 274,942 
1944 166,168 
1943 272,833 
1942 
----------------- --------· 
687,922 
1939 
--------------------------------------
295,8 79 
NEW HOUSES STARTED 
(Permanent Nonfarm Dwellings-Cost Estimated In 
Thousands of Dollars) 
Ja nuary 
F ebruary 
M a rch ...... . 
April 
May 
June .. ..... . . 
July ...... . . . 
August 
September ... . 
October .. . 
November 
December 
Total 
---Number-- -
1951 1950 
85,900 78, 700 
80,600 82,900 
93,800 117,300 
96,200 133,400 
101 ,000 149,100 
132 ,500 144,300 
90,500 144 ,400 
89, 100 141,900 
91,000 120,600 
86 ,000 102,500 
76 ,000 8 7,300 
' 93,600 
1,102,500* 1,396,000 
YEARLY TOTALS 
1951 * . .... 
1950 
1949 
Number 
1 ,102,500 
1 ,396,000 
1 ,025 ,100 
Cost 
11,788,595 
7, 702,971 
7,203,119 
5,642, 79R 
1946 
1944 
1941 
1933 1948 
1947 
u. s. Bureau 
931,600 
849,'000 
of Labor Statistics 
---Cost---
1951 1950 
S755 ,600 589,997 
716,629 637,753 
821 ,745 934,675 
866, 298 1 ,093, 726 
922,661 1 ,232, 976 
1 ,1 5, 76•1 1,238, 154 
783,326 1,253,340 
785,532 1 ,266 ,19 
Number 
6 10,500 
141,800 
706,100 
93 .000 
1 ,045,415 
915,895 
762 ,625 
817,841 
S11. 788,595 
Cost 
3.769 , 767 
495,054 
2,825,895 
285,446 
FABRICATED STRUCTURAL STEE·L 
Tons 
---Orders Pla ced--- ---Shipm ents---
1951 1950 1949 1951 1950 1949 
January . . 361,373 147,275 160,377 214 ,000 154,733 175, 124 
February 256 ,746 146, 695 134,910 193,638 149, 824 169, 101 
J\1arch . ... 297,517 236,111 186 ,498 237 ,0 7 1 5 ,222 215,940 
April .. . . 337,026 191,183 122,825 234 ,095 187,801 206 ,926 
May ... 26 ,166 237,476 146,705 234 ,486 194, 752 200,041 
June 207,966 333 ,000 122,325 257,066 202,379 205 ,138 
J uly 222,540 341,952 157,264 204,380 165,515 170,336 
August 212, 730 326,586 123,'06 236,915 218,435 211,99 7 
September . 188, 1 7 317,225 149,71 0 228, 296 198, 719 188,540 
October 182, 94 295,391 196,563 241 ,411 211, 814 115,181 
November 308,193 128,473 193,751 135,039 
December 284,492 156,263 212,940 165,980 
To tal ... 3. 165,5 79 1, 784,981 2 ,275,885 2 ,159,343 
Orders Placed Sh ipments 
1948 ... . . .... ... 2,432,892 2,326,574 
1947 .. .. ........ 2.096 , 709 2,264 ,345 
Ameri can Institute of Steel Construction 
Industrial Building Cost Index 
(1914 = 100) 
1951 1950 1949 1948 
First Quarter . .... 357 305 319 310 
Second Qua rter 373 311 313 325 
Third Qua rter .... 374 330 307 327 
Fourth Quarter . .. 339 307 323 
MONTHLY AVERAGES 
1951* ... 370 1948 .... 321 1945 . ... 236. 1942 .... 223 
1950 .... 321 1947 . ... 304 1944 .... 227 1941. ... 208 
1949 .... 312 1946 . ... 279 1943 ... . 225 1940. ' .. 193 
A bertha w Co. 
1947 
304 
300 
301 
307 
1946 
258 
270 
287 
300 
1939 .' .. 190 
1938 ... . 191 
1937 .... 199 
*Estimated 
ITEEL 
APPENDIX C 
FREIGHT RATES -- PRODUCING POINTS TO CONSUMING POINTS 
Shipping Points 
From 
Sparrows Point, 
Maryland 
Claymont, Delaware 
Munhall, Pennsylvania 
Bethlehem, 
Pennsylvania 
Buffalo, New York 
Mansfield, 
Massachusetts 
Hartford, 
Connecticut 
Alabama City, 
Alabama 
Carload Rates 
To 
Boston 
Newark 
Charleston, 
South Carolina 
Boston 
Newark 
Boston 
Pittsburgh, 
Pennsylvania 
40 2000 Pounds 
.62 ... 9% ... 3% 
.42 + 9% + 3% 
.83 + 6% + 3% 
Min. 36,000 # 
.s4 i 9% i 3% 
·33 ... 9% ... 3% 
.76 + 9% i 3% 
1.49 ... 9% .. 3% 
N.T., Min. SO,OOO # 
Boston 
.62 + 9% i 3% 
Newark .2S ... 9% .. 3% 
Charleston, 
South Carolina .87 4- 6% -t 3% 
Min. 36,000 # 
Boston .63 ... 9% .. 3% 
Newark .sa + 9% + 3% 
Pittsburgh, 
Pennsylvania 
.44 + 9% i 3% 
Charleston, 
South Carolina 1.01 .f. 6% .f. 3% 
Min. 36,000 # 
Boston 
.19 + 9% + 3% 
Newark 
.48 + 9% + 3% 
Boston 
.36 ... 9% + 3% 
Charleston, 
South Carolina 
.72 ... 6% ... 3% 
Min. 36,000 # 
-57 + 6% + 3% 
Min. 60,000 # 
80,000 Pounds 
.so ... 9% ... 3% 
.31 + 9% + 3% 
.42 i 9% i 3% 
.22 ... 9% ... 3% 
.68 + 9% + 3% 
.oss ... 9% ... 3% 
.so i 9% + 3% 
.18 .,. 9% .,. 3% 
.52 .. 9% + 3% 
.46 + 9% + 3% 
.305 + 9% + 3% 
.oat "' 9% + 3% 
·312 .. 9% + 3% 
.23 ... 9% + 3% 
225 
226 
APPENDIX C (Continued) 
FREIGHT RATES -- PRODUCING POINTS TO CONSUMING POINTS 
Shipping Points Carload Rates 
From To 40,000 Pounds 80,000 Pounds 
Atlanta, Georgia Charleston, 
.56 ~ 6% ~ 3% South Carolina 
Min. 36,000 # 
.45 t 6% ~ 3% 
Min. 60,000 # 
Geneva, Utah San Francisco, 
California .98 ~ 6% ~ 3% .63 ~ 6% ~ 3% 
los Angeles, 
California .98 ~ 6% ~ 3% .63 ~ 6% ~ 3% 
Portland, 
Oregon .98 ~ 6% ~ 3% 
.63 "' 6% "' 3% Seattle, 
Washington 1.06 ~ 6% ~ 3% .70 ~ 6% ~ 3% 
Boise, Idaho .84 ~ 6% ~ 3% .63 ~ 6% ~ 3% 
Seattle, Washington San Francisco, 
California 1.13 ~ 6% ~ 3% .64 ~ 6% ~ 3% 
Portland, 
Oregon 
.Jl + 6% + 3% 
.26 + 6% + 3% 
Min. 50,000 # 
.22 + 6% + 3% 
Min. 70,000 # 
.20 ~ 6% ~ 3% 
Min. 80,000 # 
Boise, Idaho 1.06 ~ 6% ~ 3% .67 .,. 6% ~ 3% 
los Angeles, San Francisco, 
California California 
.L.8 + 6% + 3% 
Min. 30,000 # 
.44 ~ 6% ~ 3% 
Min. 40,000 # 
·33 t 6% ... 3% 
Min. 60,000 # 
Portland, 
Oregon 1.36 + 6% t 3% 
.67 + 6% + 3% 
Min. 30,000 # 
Seattle, 
1.10 .,. 6% ~ 3% 
Washington 1.36 t 6% t 3% 
Min. 30,000 # 
1.35 + 6% + 3% .74 ~ 6% ~ 3% 
Boise, Idaho 1.21 ~ 6% ~ 3% 
.78 + 6% + 3% 
227 
APPENDIX C (Continued) 
FREIGHT RATES -- PRODUCING POINTS TO CONSUMING POINTS 
Shi:e:eing Points Carload Rates 
From To 40,000 Pounds 80,000 Pounds 
San Francisco, 
California Boise, Idaho 1.17 + 6% + 3% -75 + 6% + 3% 
Portland, Oregon Boise, Idaho .98 + 6% + 3% .60 + 6% + 3% 
Canton, Ohio Chicago, 
Illinois .54+ 9% + 3% .40 + 9% + 3% 
Cincinnati, 
Ohio .44 + 9% + 3% • .305 + 9% + 3% 
Charleston, 
South Carolina 1.03 + 6% + 3% 
Min. 36,000 # 
Detroit, Michigan Cincinnati, 
Ohio .46 + 9% + 3% .32 + 9% + 3% 
Gary, Indiana Cincinnati, 
Ohio .48 + 9% + 3% 
-34 + 9% + 3% 
St. Paul, 
Minnesota .64 + 6% + 3% 
Charleston, 
South Carolina 1.13 + 6% + 3% 
Min. 36,000 # 
Warren, Ohio Cincinnati, 
Ohio 
.51 + 9% + 3% ·35 + 9% + 3% 
Fairfield, Alabama Charleston, 
South Carolina .76 ... 6% ... 3% 
Min. 36,000 # 
.62 + 6% + 3% 
Min. 60,000 # 
Houston, Texas .69 + 6% + 3% 
Min. 60,000 # 
Chicago, Illinois Cincinnati, 
Ohio 
St. Paul, 
.48 + 9% + 3% ·34 + 9% + 3% 
Minnesota 
.64 + 6% + 3% 
Houston, Texas 
.87 + 6% + 3% 
Min. 36,000 # 
San Francisco, 
California 
Los Angeles, 
1.48 + 6% + 3% 
California 1.48 + 6% + 3% 
APPENDIX C (Continued) 
FREIGHT RATES -- PRODUCING POINTS TO CONSUMING POINTS 
Shipping Points 
From 
Chicago, Illinois 
Middleton, Ohio 
Gary, Indiana 
Carload Rates 
To 
Portland, 
Oregon 
Seattle, 
Washington 
Boise, Idaho 
40,000 Pounds 
1.48 ... 6% ... 3% 
1.48 + 6% + 3% 
1.~8 + 6% + 3% 
Boise, Idaho 1.58 -4- 6% -4- 3% 
Chicago, 
Illinois 
Portland, 
Oregon 
Cincinnati, 
Ohio 
Los Angeles, 
California 
Seattle, 
Washington 
San Francisco, 
California 
St. Paul, 
Minnesota 
Charleston, 
1.58 .f. 6% ... 3% 
.14 + 9% + 3% 
1.58 + 6% + 3% 
1.58 + 6% + 3% 
1.,58 + 6% + 3% 
.82 + 6% + 3% 
South Carolina 1.03 + 6% + 3% 
Min. 36,000 # 
Houston, Texas .94 + 6% + 3% 
Min. 60,000 # 
Chicago, Illinois 
Portland, 
Three Line Switch 
.075 + 9% + 3% 
Min. 60,000 # 
Two Line Switch 
.07 + 9% + 3% 
Min. 60,000 # 
Oregon 1.48 + 6% + 3% 
Los Angeles, 
California 1.48 + 6% + 3% 
San Francisco, 
California l.Q8 + 6% + 3% 
Seattle, 
Washington 1.48 + 6% + 3% 
80,000 Pounds 
.08 + 9% + 3% 
228 
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APPENDIX C (Continued) 
FREIGHT RATES -- PRODUCING POINTS TO CONSUMING POINTS 
Shi;e;eins Points Carload Rates 
From To 40~000 Pounds 80 2000 Pounds 
Gary, Indiana Houston, Texas .87 .f. 6% .f. 3% 
Min. 36,000 # 
St. Paul, 
Minnesota .64 .f. 6% .f. 3% 
Boise, Idaho 1.1!8 .f. 6% .f. 3% 
Pittsburgh, Cincinnati, 
Pennsylvania Ohio .51 .f. 9% .f. 3% ·35 .f. 9% .f. 3% 
Houston, Texas 1.05 + 6% .f. 3% 
Min. 60,000 # 
Newark .62 + 9% .f. 3% .50 .f. 9% .f. 3% 
Boston 
.76 + 9% + 3% .68 + 9% + 3% 
Baltimore, Maryland Boston .62 .f. 9% .f. 3% .so ... 9% .f. 3% 
Newark .42 .f. 9% ... 3% .31 ... 9% + 3% 
Charleston, 
South Carolina .83 + 6% f 3% 
Min. 36,000 # 
Fontana, California Houston, Texas 1.65 ~ 6% .f. 3% 1.35 .f. 6% .f. 3% 
San Francisco, 
California .48 .f. 6% .f. 3% 
Min. 30,000 # 
.44 .f. 6% .f. 3% 
Min. 40,000 # 
·33 ... 6% .f. 3% 
Los Angeles, 
Min. 60,000 # 
California .085 f 6% f 3% 
Min. 80,000 # 
Portland, 
Oregon 1.10 .f. 6% ... 3% .67 ... 6% ... 3% 
Seattle, 
Washington 1.36 .f. 6% + 3% 
Min. 30,000 # .74 + 6% f 3% 
Boise, Idaho 1.21 .f. 6% ... 3% .78 ... 6% .f. 3% 
Pittsburg, San Francisco, 
California California .12 .f. 6% ... 3% 
Min. 30,000 # 
.085 + 6% + 3% 
Min. 60,000 # 
2.30 
APPENDIX C (Continued) 
FREIGHT RATES -- PRODUCING POINTS TO CONS~UNG POI~~S 
Shipping Points Carload Rates 
From To 40,000 Pounds 80,000 Pounds 
Pittsburg, Los Angeles, 
California California .48 + 6% ~ 3% 
Min. 30,000 # 
·33 .. 6% + 3% 
Min. 60,000 # 
.44 + 6% + 3% 
Min. 40,000 # 
Portland, 
Oregon 
.67 + 6% + 3% 
Min. 60,000 # 
.82 ... 6% ... 3% ·57 ... 6% ... 3% 
Seattle, 
Washington 1.13 ... 6% ... 3% .64 ... 6% ... 3% 
Boise, Idaho 1.17 ... 6% + 3% ·15 ... 6% .f. 3% 
Torrance, San Francisco, 
California California .48 ... 6% ... 3% 
Min. 30,000 # 
.44 + 6% + 3% 
Min . 40,000 # 
·33 + 6% + 3% 
Los Angeles, 
California .06 ... 6% ... 3% .0525 ... 6% ... 3% 
Portland, 
Oregon 1.36 + 6% + 3% 
Min. 30,000 # 
1.10 ... 6% ... 3% .67 ... 6% ... 3% 
Seattle, 
Washington 1.36 + 6% + 3% 
Min. 30,000 # 
1.35 + 6% + 3% .74 + 6% .. 3% 
Boise, Idaho 1.21 ... 6% ... 3% ·78 ... 6% ... 3% 
Ambridge, 
Pennsylvania Boston 
.76 + 9% ... 3% .68 + 9% + 3% 
Newark 
.62 .. 9% .. 3% .so .. 9% .. 3% 
Pittsburgh, 
Pennsylvania 
Charleston, 
.10 ... 9% ... 3% .065 ... 9% ... 3% 
South Carolina 
·99 + 6% + 3% 
Min. 36,000 # 
2.31 
APPENDIX C (Continued) 
FREIGHT RATES -- PRODUCING POINTS TO CONSUMING POINTS 
Shipping Points Carload Rates 
From To 40,000 Pounds 80,000 Pounds 
-
Cleveland, Ohio Cincinnati, 
Ohio .44 + 9% + 3% .305 + 9% + 3% 
Pittsburgh, 
Pennsylvania Newark .62 + 9% + 3% .,50 + 9% + 3% 
Chicago 
.63 + 9% + 3% .,51 + 9% + 3% 
Cincinnati, 
Ohio 
.51 + 9% + 3% ·35 + 9% + 3% 
St. Paul, 
Minnesota .88 .f. 6% + 3% 
Charleston, 
·99 + 6% + 3% South Carolina 
Min. 36,000 # 
San Francisco, 
California 1.67 + 6% + 3% 
Youngstown, Ohio Newark 
.67 + 9% + 3% .,54 + 9% + 3% 
Boston 
.67 + 9% + 3% .68 + 9% + 3% 
Charleston, 
South Carolina 1.01 + 6% + 3% 
Min. 36,000 # 
Johnstown, Pittsburgh, 
Pennsylvania Pennsylvania 
.25 + 9% + 3% .16 + 9% + 3% 
Irvin, Pittsburgh, 
Pennsylvania Pennsylvania 1.49 N.T. + 9% 
+ 6% 
Min. ,50,000 # 
.055 + 9% + 3% 
Charle stan, 
South Carolina 
·99 + 6% + 3% 
Min. 36,000 # 
Duquesne, Pittsburgh, 
Pennsylvania Pennsylvania 1.49 N.T. + 9% 
+ 3% 
Min. 50,000 # 
.0.5.5 + 9% + 3% 
Indiana Harbor, Chicago, 
Indiana Illinois Two Line Switch 
.07 + 9% + 3% 
Min. 60,000 # 
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APPENDIX C (Continued) 
FREIGHT RATES -- PRODUCING POINTS TO CONSUMING POINTS 
Shipping Points Carload Rates 
From To 40,000 Pounds 80,000 Pounds 
Granite City, Chicago, 
Illinois Illinois 
.42 + 9% + 3% ·34 + 9% + 3% 
St. Paul, 
Minnesota 
·74 + 6% + 3% 
Clairton, Cincinnati, 
Pennsylvania Ohio 
.51 + 9% + 3% ·35 + 9% + 3% 
Granite City, Milwaukee~ 
Illinois Wisconsin 
St. Louis, 
.48 + 9% + 3% .44 + 9% + 3% 
Missouri 
.05 + 9% + 3% Min. $21.44 Per 
Car + $25.72 
Per Car 
Cleveland, 
Ohio 
.68 + 9% + 3% .56 + 9% + 3% 
South Chicago, Milwaukee, 
Illinois Wisconsin 
.23 + 9% + 3% .15 + 9% + 3% 
St. Louis, 
Missouri 
.42 + 9% + 3% 
-34 + 9% + 3% 
Gary, Indiana Milwaukee, 
Wisconsin 
.23 + 9% + 3% .15 + 9% + 3% 
St. Louis, 
Missouri 
Cleveland, 
.42 + 9% + 3% 
-34 + 9% + 3% 
Ohio 
.53 + 9% + 3% .)8 + 9% + 3% 
Indiana Harbor, Milwaukee, 
Indiana Wisconsin 
St. Louis, 
.23 t 9% t 3% .15 t 9% t 3% 
Missouri 
Cleveland, 
.42 + 9% + 3% 
-34 + 9% + 3% 
Ohio 
.53 + 9% + 3% ·38 + 9% + 3% 
Munhall, Cleveland, 
Pennsylvania Ohio 
.36 + 9% + 3% .23 + 9% + 3% 
Canton, Ohio Cleveland, 
Ohio 
.20 + 9% + 3% 
.13 + 9% + 3% 
Baltimore, 
Maryland 
.61 + 9% + 3% 
.48 f 9% f 3% 
APPENDIX C (Continued) 
. FREIGHT RATES -- PRODUCING POINTS TO CONSUMING POHiTS 
~hip,Ei~ Points Carload Rates 
From To 40,0QO Pounds 80,000 Po~d! 
Buffalo, Cleveland, 
New York Ohio 
.40 t 9% + 3% .27 + 9% + 3% 
Sparrows Point, Baltimore, 
Maryland Maryland 
.07 + 9% + 3% .06 + 9% + 3% 
Weirton, Baltimore, 
West Virginia Maryland 
.52 + 9% + 3% .40 + 9% + 3% 
Bethlehem, Baltimore, 
Pennsylvania Maryland .)6 + 9% + 3% .27 ... 9% ... 3% 
Youngstown, Baltimore, 
Ohio Maryland 
·57 + 9% + 3% .44 + 9% + 3% 
Pittsburgh, Baltimore, 
Pennsylvania Maryland 
.52 + 9% ... 3% .40 + 9% + 3% 
Camden, Baltimore, 
New Jersey Maryland 
.29 + 9% + 3% .195 .. 9% ... 3% 
Ambridge, Baltimore, 
Pennsylvania Maryland 
.52 + 9% + 3% .40 + 9% + 3% 
Minimum 80,000 pound rates apply only on articles named in 
List Number 2 of C.T.R.R. Tariff Number 556-D. The articles of steel 
are: 
Angles 
Band 
Bars 
Beams 
Channels 
Girders 
Hoop 
Plate 
Sheets 
Strip 
Tees 
Zees 
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APPENDIX D 
HUCE ANALISIS - PRODUCT AND REGION 
NEW ENJLlND REGION- BOSTON, MASSACHUSETTS 
April 1, 19S2 
Plates 
400001 Carload 
Structural ~es 
)iXXX>I/ Carload 
Hot Rolled Bars 
am Bar Shapes 
400001 Carload 
Sparrows Point Pittsburgh Munhall Betblehan Buffalo Pittsburgh 
Mill Source Maryland Pennsylvania Pennsylvania Pennsylvania New York Pennsylvania 
Mill Base $3.70 $3.70 $3.65 $3.70 $3.70 $3.70 
Carload Freight .70 .as .as .70 .71 .as 
4.40 4.55 4.5o 4Jio 4.ra: 4.~ 
Spread 2.00 le8S 1.70 1.80 1.64 1.50 
% Spread Whse. Cost 4S.4 b0.6 31·1 40.9 37.1 33·3 
Hot Rolled strip Hot Rolled strip 
40000/1 Carload aOOOJII Carload 
Youngstown Sparrows Point Buffalo Youngstown Sparrows Point Buffalo 
M:i.11 Source Ohio Maryland New York Ohio Maryland New York 
ltU1 Base $3.50 $3.5o $3.50 $3.SO $3.50 $3.50 
Carload Freight .as .70 .71 .76 .S6 .sa 
4.3.S 4.20 4.21 4.26 4.06 4.08 
Spread 1.ao 1.95 1.94 1.89 2.09 2.07 
% Spread Whse. Cost 41..3 46.4 46.0 44.3 SL.4 50.7 
N 
w 
~ 
Mill Source 
Mill Base 
Carload Freight 
Coating Extra 
(Galv. Only) 
Spread 
% Spread Whse. Cost 
~ill Source 
Mill Base 
Carload Freight 
Coating Extra (Galv. 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
NEW ENGLAND REGION -- BOSTON, MASSACHUSETTS 
April 1, 1952 
Cold Rolled Sheets 
40000# Carload 
Cold Rolled Sheets 
80000# Carload 
Galvanized Sheets 
40000# Carload 
Irvin Sparrows Point Irvin Sparrows Point Irvin Sparrows Point 
Penn~lvania Maryland Penn~lvania ~!Iland Pennsylvania Maryland 
$4.35 $4.35 $4.35 $4.35 $4.80 $4.80 
.85 .70 .76 .56 .85 .70 
'PO ~ "5:TI '4.9'! ~ '5':'55 
.35 .35 po ~ Pi '4.9'! .6.00 ~ 
1.78 1.93 1.87 2.07 2 • .39 2.54 
34.2 38.4 36.5 42:.1 39.8 43.4 
Galvanized Sheets Cold Rolled Bars 
80000# Carload 80000# Carload 
Irvin Sparrows Point Mansfield Ambridge Buffalo Hartford 
Penn~l vania Maryland Massachusetts Penn~lvania New York Connecticut 
$4.80 $4.80 $5.10 $4.55 $4.60 $5.10 
.76 .56 .10 .76 .58 .26 
~.56 "5:10 ~ !:)! -;:IB !Jb 
Only) .35 .35 
; .9r '5:"7! ~ ~ -;:m ~ 
2.48 2.68 1.39 1.28 1.41 1.23 
41.9 46.9 26.7 24.1 27.2 22.9 
1\) 
w 
\1\ 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
Grade Extra (Alloy Only) 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
Nm-1 ENGLAND REG ION -- BOSTON, MASSACHUSETTS 
April 1, 19.52 
Hot Rolled Bars 
and Bar Shapes 
80000# Carload 
Hot Rolled Sheets 
40000# Carload 
Hot Rolled Sheets 
80000# Carload 
Buffalo Pittsburgh Pittsburgh Sparrows Point Pittsburgh Sparrows Point 
New York Pennszlvania Penn~lvania Mary lam 
$3.70 $3.70 $3.60 $3.60 
.58 .76 .8.5 .70 
4.'2'8 "4.'40 4.'Ii5 li':"jO 
1.77 1 • .59 1.75 1.90 
3.5.6 44.1 
Cold Rolled Bars 
40000# Carload 
Mansfield Ambridge Buffalo Hartford 
Massachusetts Pennszlvania New York Connecticut 
$5.10 $4.5.5 $4.60 $.5.10 
.21 .85 • 71 .~.0 
!:'31 -;:un ~ "5. 5o 
;-:)'! ~ 'S':)I ;:-so 
1.28 1.19 1.28 1.09 
24.1 22.0 24.1 
Penn~l vania Ma:zland 
$3.60 $3.60 
.76 .56 
'IWO '4.!0 
1.84 2.04 
42.2 
Hot Rolled Alloy 
40000# carload 
. Duquesne Bethlehem Buffalo 
Pennsylvania Pennsylvania New York 
$4.30 $4.30 $4.30 
.85 .70 .71 
;:!.'; ~ >.PI 
1.3.5 1.3.5 1.35 
o.;o 1).'j5 '0:)0 
2 • .5.5 2.70 2.69 
39.2 42.2 
Mill Source 
Mill Base 
Carload Freight 
Grade Extra (Alloy Only} 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
Grade Extra (Alloy Only) 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued} 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
NEW ENGLAND REG ION -- BOSTON 1 MASSACHUSETTS 
April 11 1952 
Hot Rolled Alloy 
80000# Carload 
Duquesne Bethlehem Buffalo 
Penn!Ylvania Penn§Ylvan~a New York 
$4.30 $4.30 $4.30 
.76 .56 . 58 
'P.'i5 1T."88 4.B'8 
1.35 1. 35 1.35 
o.Ii! 0":'2I ~ 
2.6~. 2.84 2.82 
41.1 45.2 
Cold Rolled Alloy 
40000# Carload 
Ambridge Mansfield Buffalo Bethlehem 
Penn5rlvania Massachusetts New York Penn~lvania 
$5.40 $5.85 $5.Lo $5.40 
.85 .21 . 71 .70 
0':2; 5::'00 o:n: b.m 
1.35 1.35 1.35 1.35 
"r..O Pi! "1:40 "{.'45 
3.20 3.L.o 3.34 3. 35 
42 .1 45.8 44.7 44. 9 
Cold Rolled Alloy 
80000# Carload 
Ambridge Mansfield Buffalo Bethlehem 
Pennszlvania Massachusetts New York Pennsylvania 
$5.40 $5.85 $5.40 $5.40 
.76 .10 .58 .56 
no ~ "5':98 ;:-90 
1.35 1.35 1. 35 1.35 
r3I 1:)0 .,-;n r.n 
3.29 3.So 3.47 3.u9 
43 .8 47.9 47 .3 47.7 
N 
~ 
Quantitz 
Under 100# 
100 - 399# 
400 - 999# 
1000 - 1999# 
2000 - 9999# 
10000 - 19999# 
2.0000# and OVer 
Quantity 
Under 100# 
100 - 399# 
400 - 999# 
1000 - 1999# 
2000- 9999# 
10000 - 19999# 
20000# and OVer 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
NEW ENGlAND REGION -- BOSTON, MASSACHUSETTS 
April 1, 1952 
F .o.B. Warehouse Prices by Quantity Differentials 
Structural Hot Rolled Bars Hot Rolled Hot Rolled 
Plates Angles and Bar Shapes Strip Sheets 
$9.1~5 $9.20 $9.05 $9.15 $9.20 
7.95 7.70 7.55 7.65 7. 70 
7.15 6.90 6.75 6.85 6. 90 
6.65 6.40 6.25 6.35 6.ho 
6.45 6.20 6.05 6.15 6.20 
6.35 6.10 5.95 6.05 6.10 
6.25 6.00 5.85 5.95 6.00 
Galvanized Hot Rolled Cold Rolled 
Sheets Alloy Alloy 
No. 10 Gauge Quantity Type 41.40 Type 41.40 
$11.39 Under 300# $10.30 $12.05 
9.89 300 - 499# 9.80 11.55 
9.09 500 - 999# 9.55 11. 30 
8.59 1000 - 1999# 9.05 10.80 
6.39 2000 - 3999# 6.95 10.70 
8.29 4000# and OVer 8.85 l0.6o 
8.19 
Cold Rolled 
Sheets 
$9.98 
8.48 
7.68 
7.18 
6.98 
6.88 
6.78 
Cold Finished 
Bars 
$9.59 
8.59 
7.84 
7.09 
6.84 
6.84 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
ffiiCE ANALYSIS - BY ffiODUCT AND REGION 
MIDDLE ATLANTIC REGION- NEWARK, NEW JERSEY 
April 1, 1952 
Sparrows Point 
Mar;rland 
$).70 
.47 
4.17 
2.27 
54.4 
Plates 
40000# Carload 
Pittsburgh 
Penns;rlvania 
$).70 
.70 
Ii':40 
2.04 
46.3 
Claymont 
Delaware 
$4.15 
~ 2 
1.92 
42.4 
Hot Rolled Bars Hot Rolled Bars 
and Bar Shapes and Bar Shapes 
40000# Carload 80000# Carload 
Buffalo Pittsburgh Buffalo Pittsburgh 
New York Penns;rlvania New York Pennsllvania 
$).70 $3.70 $).70 $3.70 
.6~ .70 ~ .56 4.3g 4.40 4.26 2 
1.97 1.92 2.10 2.o6 
45.2 43.6 49.7 48.3 
Structural Angles 
40000/1 Carload 
Bethlehem 
Penns;rlvania 
Clairton 
Penns;rlvania 
$3.70 
.28 
3.98 
2.)8 
59.7 
Hot Rolled Strip 
40000# Carload 
$3.65 
.70 
I;:'j5' 
2.01 
46.2 
Youngstown Sparrows Point Buffalo 
Ohio Marl land New York 
$).50 $).,50 $3.50 
~ .47 .65 3·91 4.15 2 
2.02 2 .,30 2.12 
47.5 57·9 ,51.0 
Mill Source 
Mill Base 
Carload Freight 
Spread 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY FRODUCT AND REGION 
MIDDLE ATLANTIC REGION -- NEWARK, NEYi JERSEY 
April 1, 1952 
Hot Rolled Strip 
8()()()()# Carload 
Youngstown Sparrows Point Buffalo 
Ohio Maryland New York 
$) .50 $) .50 $3.50 
.61 ~ .52 
4.11 ~ 4.02 
2.16 2.42 2.25 
Hot Rolled Sheets 
40000/1 Carload 
Pittsburgh Sparrows Point 
Pennsylvania __ Mar___,y._lan~d _ _ 
$) .60 $) .60 
· 70 .47 
4.30 4.07 
2.02 2.25 
% Spread Whse. Cost 52 .5 62.8 55 -3 
Cold Rolled Sheets 
40000# Carload 
Cold Rolled Sheets 
80000# Carload 
Hot Rolled Sheets 
80000# Carload 
Pittsburgh Sparrows Point 
Pennsylvania Maryland 
$3 .60 $) .60 
~ ~ 
2.16 2.37 
60.0 
Cold Rolled Bars 
*Carload 
Irvin 
Pennsylvania 
Sparrows Point 
Maryland 
Irvin Sparrows Point Newark 
Mill Source 
Mill Base 
Carload Freight 
Spread 
$4.35 
.70 
~ 
2.00 
% Spread Whse. Cost 39.6 
$4.35 
.47 
4.'82 
2.23 
46.2 
Penns;.y:lvania Mar;.y:land 
$4 .35 $4 .35 
.56 
·35 
4.91 4.70 
2.14 2.35 
4J .5 50 .0 
*40000 and 80000# Carloads - - Switching Charge is a charge per car regardless of weight. 
New Jersez 
$5 .00 
~ 0 
1.585 
)1.3 
Mill Source 
Mill Base 
Carload Freight 
Coating Extra 
(Galv. Only) 
Grade Extra 
(Alloy Only) 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
MIDDLE ATLANTIC REGION -- NEWARK, NEW JERSEY 
April 1, 1952 
Galvanized Sheets Galvanized Sheets 
40000# Carload 80000# Carload 
Irvin Sparrows Point Irvin Sparrows Point 
Pennszlvania Marzland Pennszlvania Marl land 
$4.80 $4.80 $4 .80 $4.80 
.70 .47 .56 cl ~ 5.27 ~ 
·35 ·35 ·35 ·35 
~ >.b2 5.71 '5$ 
2.6o 2.83 2.74 2.95 
44.4 50 .3 47 .9 53 .6 
Hot Rolled Alloy 
40000# Carload 
Duquesne Bethlehem Buffalo 
Pennsylvania Pennszlvania New York 
$4.30 $4.30 $4.30 
.70 . 28 ~ 5.00 4.58' 9 
~ 3 ~ 3 ~ .30
2.60 3 .02 2.65 
40.9 50.9 42.0 
Mill Source 
Mill Base 
Carload Freight 
Grade Extra (Alloy Only) 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
Grade Extra (Alloy Only) 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
MIDDLE ATLANTIC REGION -- NEWARK, NEil JERSEY 
April 1, 1952 
Hot Rolled Alloys 
80009/1 Carload 
Duquesne Bethlehem Buffalo 
Pennsylvania Pennsylvania New York 
$4.30 $4.30 $4.30 
_.56 .20 .52 
4.&) 485 4:B2 
1.35 1.35 1.35 
6.21 >=B5' 6.17 
2 • 74 3 .10 2'. 78 
44.1 45.0 
Cold Rolled Alloys 
40000# Carload 
Ambridge Mansfield Buffalo Bethlehem 
Pennsylvania Massachusetts New York Penn~lvania 
$5 .40 $5.85 $5.LO $5.40 
.70 .54 ~ .28 
6 .10 7>:39 o:5S' 5.CB' 
1.35 1.1t 1.35 1.85 ~ 1·1 7.40 7· ~ 
3-15 2.86 3 .20 3·51 
43.2 
Cold Rolled Alloys 
80000# Carload 
Ambridge Mansfield Buffalo Bethlehem 
Pennszlvania Massachusetts New York Pennsllvania 
$5.40 $5.85 $5.40 $5.40 
~ .42 .52 .20 , 6.27 >.92 >.00 
~ ~ ~ ~ 7.31 7. 2 . 2 9 
3.29 2.98 3·33 3.65 
45.0 39.1 45.8 52.5 
N 
~ 
Quantity 
Under 100# 
100 - 39911 
400 - 99911 
1000- 199911 
2000 - 999911 
10000 - 1999911 
20000# and Over 
Quantitz 
Under 100# 
100 - 399# 
400 - 99911 
1000 - 1999# 
2000 - 9999# 
10000 - 19999# 
20000# and Over 
APPENDIX D (Continued) 
PRICE ANALYSIS - BY PRODUCT AND REGION 
MIDDLE ATLANTIC REGION-- NEWARK, NEW JERSEY 
April 1, 1952 
F .o .B. Warehouse Prices by Quantity Differentials 
Structural Hot Rolled Bars Hot Rolled Cold Rolled 
Plates Angles and Bar Sha~s StriE Hot Rolled Sheets Sheets 
$9.49 $9.)6 $9.32 $9.27 $9-32 $10 .05 
7-99 7.86 7.82 1·77 7.82 8.55 
7·19 7.o6 7.02 6.97 7.02 1·15 
6.69 6.56 6.52 6.47 6.52 7.25 
6.49 6.36 6 .32 6.27 6.32 7-05 
6.39 6.26 6.22 6.17 6.22 6.95 
6.29 6.16 6.12 6.07 6.12 6.8,5 
Galvanized 
Sheets Cold Rolled Hot Rolled Cold Rolled 
!!o • 10 Gau~ Quantit;r Bars A11oz2 Type 4140 Al1oz~ Type 4140 
$11.4.5 Under 300# $9.64 $10.20 $11.8.5 
9·9.5 300- 499# 8.64 9-70 11.3.5 
9.1,5 500 - 999# 7.89 9.4.5 11.10 
8.6,5 1000 - 1999# 7-14 8.95 10.60 
8.45 2000 - 3999# 6.89 8.8.5 10.50 
8 ·3.5 4000# and Over 6.89 8.75 10.40 
8.25 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
APPENDIX D (Cont.inued) 
PRICE ANALYSIS - BY PRODUCT AND REGION 
MIDDLE ATLANTIC REGION -- BALTIMORE, MARYLAND 
April 1, 1952 
Plates Structural Angles 
40000# Carload 40000# Carload 
Sparrows Point Pittsburgh Bethlehem Weirton 
Hot Rolled Bars 
and Bar Shapes 
40000/1 Carload 
Youngstown Weirton 
Marzland Pennsylvania Pennszlvania West Vir~inia Ohio West Vir~inia 
$3.70 $3 .70 
.08 & 3·7B' 2 
2.30 1.85 
6o .8 
Hot Rolled Bars 
and Bar Shapes 
80000# Carload 
Youngstown 
Ohio 
$3 .70 
.49 
4.19 
1.82 
Weirton 
West Virginia 
$3.85 
.45 
4.30 
1.71 
39·7 
$3.?0 $3 .90 
.40 & 4.10 
2.03 1.65 
49 .5 36.8 
Hot Rolled Strip 
40000# Carload 
Sparrows Point Youngstown 
Marzland Ohio 
$3.50 $3 .50 
.08 .64 
33B' 4.i4 
2.45 1.89 
68.4 45 .6 
$3 .70 $3 .85 
.64 & '4.3'4 3 
1.67 1.58 
38.4 35 .6 
Hot Rolled Strip 
8QOOO# Carload 
Sparrows Point Youngstown 
!!qland Ohio 
$3.50 $3.50 
.07 .49 
3eS7 3-94 
2.46 2.09 
68.9 53.0 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
MIDDLE ATLANTIC REGION - BALTIMORE, MARYLAND 
April 1, 1952 
Hot Rolled Sheets Hot Rolled Sheets 
40000/1 Carload 80000# Carload 
Sparrows Point Youngstown Sparrows Point Youngstown 
Mar;y:land Ohio Mar;y:l.and Ohio 
$3.6o $3.60 $3.60 $3.6o 
.08 .64 .07 .49 
3'7613 '4.24 3.67 4.09 
1.86 1.30 1.87 1.45 
50.5 30.6 50.9 35.4 
Cold Rolled Sheets Galvanized Sheets 
80000# Carload 40000# Carload 
Sparrows Point Youngstown Sparrows Point Canton 
~land Ohio Marl land Ohio 
$4 • .35 $4 • .35 $4.80 $4.80 
.07 .49 .08 .68 
4.42 4."84 4.'lm 5.4tr 
Coating EKtra (Galv. Only) 
4Ji2 4.'84 ~ ~ 3
Spread 2.38 1.96 2.97 2.37 
% Spread Whse. Cost · 53.8 40.4 56.7 40.6 
Cold Rolled Sheets 
40000# Carload 
Sparrows Point Youngstown 
Mar;y:l.and Ohio 
$4.35 $4.35 
.08 .64 
'4.43 4.99 
2.37 1.81 
53.4 36.2 
Galvanized Sheets 
80009# Carload 
Sparrows Point Canton 
Maryland Ohio 
$4.80 $4.80 
.07 d 4."S7 3 
~ ~ 
2.98 2.51 
57.0 44.1 
N 
~ 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
MIDDLE ATLANTIC REGION -- BALTIMORE, MARYlAND 
April 1, 1952 
Cold Rolled Bars Cold Rolled Bars Hot Rolled Alloy 
40000# Carload 80000# Carload 40002ft Carload 
Camden Youngstown Camden Youngstown Bethlehem Canton 
Mill Source New Jerse;r Ohio New Jersel Ohio Pennsllvania Ohio 
Mill Base $5.00 $4.55 $5.00 $4.55 $4.30 $4.30 
Carload Freight ~ .64 . 22 .49 .40 .68 5.19 5.22 5:'64 4.70 4.99" 
Grade Extra (Alloy Only) ~ ~ 5.33 5.19 5.22 5:54 0 33 
Spread 1.30 1.~ 1.66 1.84 3.03 2.75 
% Spread Whse. Cost 24.4 27.7 31.8 36.5 50.0 43.4 
Hot Rolled Alloy Cold Rolled Alloy Cold Rolled Alloy 
8000C)# Carload 40000# Carload 80000# Carload 
Bethlehem Canton Bethlehem Canton Bethlehem Canton 
Mill Source Penn~lvania Ohio Pennsllvania Ohio Penns;y:lvania Ohio 
Mill Base $4.30 $4.30 $5 .40 $4.90 $5.40 $4.90 
Carload Freight .30 ~ .40 .68 ~ ~ r;:Oo 5:00 :s.58" 0 I 
Grade Extra (Alloy Only) ti ~ ~ ~ m ~ 9 19 1 ·93 c ·19 
Spread 3·13 2.89 3.58 3.80 3.68 3-94 
% Spread Whse. Cost 52 .6 46 .6 50.0 54.8 52.1 58.0 
1\) 
a: 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
MIDDLE ATLANTIC REGION -- BALTIMORE, MARYLANQ 
F .O.B. WAREHOUSE PRICES BY QUANTITY DIFFERENTIALS 
April 11 19.52 
Structural Hot Rolled Bars Hot Rolled Hot Rolled Cold Rolled 
Quantity Plates Angles and Bar Shapes Stri;e Sheets Sheets 
Under 100# $9.13 $9.13 $9.01 $9.03 $8 • .54 $9.80 
100 - 399# 7.63 7.63 7 • .51 7 • .53 7.04 8.30 
400 - 999# 6.83 6.83 6.71 6.73 6.24 7 • .50 
1000 - 1999# 6.33 6.33 6.21 6.23 .5.?4 7.00 
2000 - 9999# 6.13 6.13 6.01 6.03 .5. 51-~. 6.80 
10000 - 19999# 6.03 6.03 .5.91 .5.93 .5.1~ 6.70 
20000# and Over .5.93 .5.93 .5.81 ,5.83 .5.34 6.60 
Galvanized Sheets 
Quantity _N~. 10 Gause 
Under 1.50# $11.20 
150 - 449# 9.20 
450 - 1499# 8.20 
1$00 - 3499# 8.05 
3500# and Over 7.9.5 
Hot Rolled Alloy Cold Rolled Alloy 
Quantity Cold Rolled Bars ~e 4140 'rn'e 4140 
Under 300# $9.63 $10.33 $ll.98 
300 - 499# 8.63 9.83 ll.b8 
.500 - 999# 7.88 9 • .58 11.23 
1000 - 1999# 7.13 9.08 10.73 
2000 - 3999# 6.88 8.98 10.63 
4000# and OVer 6.88 8.88 10 • .53 1\) 
~ 
-J 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
MIDDLE ATLANTIC REGION -- PITTSBURGH, PE~SYLVANIA 
April 1, 1952 
Plates 
*Carload 
Pittsburgh 
Pennsylvania 
$3.70 
~ 
1.845 
49.1 
Structural Angles 
40000# Carload 
Munhall 
Pennsylvania 
$3.65 
.08 
3 ·73 
1.92 
51.h 
Hot Rolled Bars 
and Bar Shapes 
*Carload 
Pittsburgh 
~e.nnsyl vani~ 
$3.70 
~.$_ 
~ 
1.715 
45.6 
Hot Rolled Strip 
40000# Car load 
Buffalo 
New York 
$3-50 
.49 
3·99 
1.60 
40.1 
Johnstown 
Pennsylvania 
$3.50 
.28 
~ 
1.81 
Hot Rolled Sheets 
*Carload 
Cold Rolled Sheets 
*Carload 
Hot Rolled Strip 
80000/t Carload 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
Pittsburgh 
Pt:mns1:1 vania 
$3.60 
.055 
3-655 
1.885 
51.5 
Pittsburgh 
Pennsylvania 
$4.35 
.055 4.4o5 
1.915 
43.4 
Buffalo 
New York 
$3.50 
r:M! 
1.75 
45.5 
*40000 and 80000# Carloads -- Switching Charge is a charge per car regardless of weight. 
Johnstown 
Pennsylvania 
$3.50 
.18 
~ 
1.91 
51.9 
Mill Source 
Mill Base 
Carload Freight 
AP?ENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
MIDDLE ATLANTIC REGION -- PITTSBURGH , PENNSYLVANIA 
Galvanized Sheets 
$0000# _Carload 
Irvin 
Pennsylvania 
$4.80 
.08 
J:i:1m' 
Galvanized Sheets 
80000/1 Carload 
Irvin 
Pe,nnsyl vania 
$4 .80 
.06 
4."8"6 
.35 
~ 
Coating Extra (Galv. Only) .35 
~ .21 
2.64 Spread 2.62 
% Spread Whse. Cost 50 .0 50.6 
Hot Rolled Alloy Hot Rolled Alloy Cold Rolled Alloy 
$0000# Carload 80000# Carload 40000# Carload 
Duquesne Duquesne Ambridge 
Mill Source Pennsllvania Pennsllvania Pennszlvania 
Mill Base $4 .30 $4 .30 $$ .40 
Carload Freight .08 .06 .11 
4."5S" 4.36 5.5i' 
Coating Extra 1.3$ 1.3$ 1.3$ 
5 .73 5'. 71 o:80 
*40000 and 80000# Carloads -- Switching Charge is a charge per car regardless of weight. 
Cold Rolled Bars 
*Carload 
Pittsburgh 
Pennsylvania 
$4 .$5 
~ 
4.605' 
1.295 
28 .1 
Cold Rolled Alloy 
80000# Carload 
Ambridge 
Pennsylvania 
$5 .40 
.07 
5':47 
1.35 
~ 
Quantit;r 
Under 100# 
100 - 399# 
400 - 999# 
1000 - 1999 
2000 - 9999# 
10000 - 19999# 
20000/1 and Over 
Quantit;r 
Under 100/1 
100- 399# 
400 - 999# 
1000 - 1999# 
2000 - 9999# 
10000 - 19999# 
20000# and Over 
Plates 
$8.65 
7.15 
6.35 
5 .85 
5.65 
5-55 
5.45 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
MIDDLE ATLANTIC REGION -- PITTSBURGH, PENNSYLVANIA 
April 1, 1952 
F .o .B. Warehouse Prices by Quantity Differentials 
Structural Hot Rolled Bars Hot Rolled Hot Rolled 
A~les and Bar ShaEes StriE Sheets 
$8 .65 $8.47 $8 .59 $8 .54 
7-15 6.97 7-09 7-04 
6.35 6.17 6.29 6.24 
5.85 5.67 5·79 5-74 
5.65 5.47 5-59 5.54 
5.55 5·37 5.49 5.44 
5.45 5.27 5·39 5.34 
Galvanized Sheets Quantit;r Cold Finished Bars 
$10.85 Under 300# $8.9() 
9·35 300- 499# 1.90 
8 .55 500 - 999# 1·15 
8.05 1000 - 1999# 6.40 
7.85 2000 - 3999# 6.15 
1·15 4000/1 and Over 6.15 
7.65 
Cold Rolled 
Sheets 
$9.32 
7.82 
7.02 
6.52 
6.32 
6.22 
6.12 
Plates 
oifQarload 
Cleveland 
Mill Source Ohio 
Mill Base $3.70 
Carload Freight .o55 j.75> 
Spread 2.145 
%Spread Whse. Cost 57.1 
APPENDIX D {Continued) 
PRICE ANALYSIS -· BY PRODUCT AND REGION 
CENTRAL REGION -- CLEVELAND, OOiq 
April 1, 1952 
Hot Rolled Bars 
Structural Angles and Bar Shapes 
40000/1 carload ilCarl oad 
Munhall Gary Cleveland 
PEmn~l vania Indiana Ohio 
$3.65 $3.65 $3.70 
.40 .6o .o55 
'4.'0"5 ~ j."ffi 
1.90 1.70 2.015 
46.9 40.0 .53.6 
Hot Rolled 
Sheets 
*Carload 
Cleveland 
Ohio 
$3.60 
.o55 
'J."65'5 
1.885 
51.5 
Hot Rolled Strip Hot Rolled Strip Galvani~ed Sheets 
40000# carload 80000# Carload 40000# Carload 
Gary Buffalo Gary Buffalo Canton Gary 
Mill Source Indiana New York Indiana New York Ohio Indiana 
...__ ·-
Mill Base $3.50 $3.50 $3.50 $3.50 $4.80 $4.80 
Carload Freight .60 .45 .)_.3 .30 .22 .6o 
'4':'rn ~ ~ J.'BO ~ ~ 
Coating Extra 
(Galv. Only) .35 .35 
'4.10 ~ ~ "3':1m >.'11 ~ 
Spread 1.55 1.70 1.72 1.85 2.59 2.21 
%Spread Whse. Cost 37.8 43.0 43.7 48.6 48.2 38.4 
Cold Rolled Cold Rolled 
Sheets Bars 
oifQarload *Carload 
Cleveland Cleveland 
Ohio Ohio 
$4.35 $4.55 
.055 .o55 
4.ho5 4.6o; 
1.915 1.545 
43.4 33.5 
Galvanized Sheets 
80000# carload 
Canton Gary 
Ohio Indiana 
$4.80 $4.80 
.15 .h3 
tr:'9> 'Pj 
.35 .35 
~ ~ 
2.66 2.38 
50.1 42.6 
* 40000 and 80000# Carloads -- Switching charge is a charge per car regardless of weight. 
Mill Source 
Mill Base 
Carload Freight 
Grade Ex:tra (Alloy Only) 
Spread 
% Spr ead Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT 1lND REGION 
CENTRAL REGION -- CLEVELAND, OHIO 
April 1, 19.52 
Hot Rolled Alloy Hot Rolled Alloy 
40000# Carload 80000# Carload 
Canton Gary Canton Gary 
Ohio Indiana Chio Indiana 
$4 .30 $4 .30 $4 .30 $4 .30 
. 22 .60 4:tg ~ ~ 4.90 13 
f.* 1 ~ 2 ~ 0 ~ 0 
2.84 2 .46 2.91 2.63 
48 .; 39 ·3 50 .1 43 . 2 
*40000 and 80000# Carloads -- Switching Charge is a charge per car regardless of weight. 
Cold Finished Alloy 
*Carload 
Cleveland 
Ohio 
$.5 .4.5 
~ 0 
~ 
3 · .505 
51 .1 
N 
\1\. 
N 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGI ON 
CENTRAL REGION -- qLEVEIAND 2 OHIO 
April 1, 1952 
Structural Hot Rolled Bars Hot Rolled Hot Rolled Cold Rolled 
Quantitz Plates Angles and Bar Shapes Stri;e Sheets Sheets 
Under 100# $8.95 $8.95 $8 .77 $8.65 $8.54 $9.32 
100 - 399# 7-45 7-45 7·27 7-15 7-04 7.82 
400 - 999# 6.65 6.65 6.47 6 • .35 6. 24 7.02 
1000 - 1999# 6.15 6.15 5.97 5.85 5-74 6.52 
2000 - 9999# 5.95 5.95 5·11 5.65 5.54 6.32 
10000 - 19999# 5.85 5.85 5.67 5.55 5.h4 6.22 
20000 and Over 5·75 5-75 5.57 5.45 5-.34 6.12 
Galvanized Hot Rolled Cold Rolled 
Sheets Cold Finished Alloy Alloy 
Quantitl ~o. 10 Gau~e q_ll;Cl;ntitl Bars Type 4140 ~e 4140 
Under 100# $10.96 Under 300/1 $9 .15 $9.96 $11.61 
too - 399# 9.46 300 - 499# 8.15 9.46 11 .11 
400 - 999# 8.66 500- 999# 7-.ho 9.21 10.86 
1000 - 1999# 8.16 1000 - 1999# 6.65 8.71 10.36 
2000 - 9999# 7.96 2000 - 3999# 6.40 8.61 10.26 
10000 - 19999# 7.86 4000 and Over 6.40 8.51 10.16 
20000 and Over 7.76 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
CENTRAL REGION -- CHICAGO, ILLINOIS 
April 1, 1952 
Structural Hot Rolled Bars Hot Rolled 
Plates Shapes and Bar Shapes Sheets 
*Carload i~load *Carload *Carload 
Cold Rolled Sheets 
40000# Carload 
Chicago Chicago Chicago 
Illinois illinois Illinois 
Chicago 
Illinois 
Granite City 
Illinois 
Pittsburgh 
Pennsylvania 
$3.70 $3 .65 $3 .70 $3 .60 $5.05 
.47 
5'752 
.80 
$4.35 
.71 
>=Ob 
1.26 
.oss .oss 
3 .755 3 .705 
1.895 1.945 
so .4 52.4 
Cold Rolled Sheets 
80000/1 Carload 
Granite City 
illinois 
$5.05 
.38 
:Qi3 
Pittsburgh 
Pennsylvania 
$4 .35 
·57 
4.92 
~ .055 3 3.655 
1.715 1.885 
45 .6 51.5 24.9 
Cold Rolled Hot Rolled 
Sheets Strip Galvanized Sheets 
6000Qfl Carload *Carload !iOOOO# Carload 
Indiana Harbor Chicago Canton Granite City 
Indiana Illinois Ohio illinois 
$4.35 $3 .50 $4 .80 $5 .50 
.08 .055 .61 .47 
4.43 3.555 :5.4T 5.97 
Coating Extra (Galv. Only) 
>:4.3 & 6 :5~ 
Spread .89 
%Spread Whse.Cost 16.3 
4.92 
1.40 
28.4 
4.43 3.sss 
1.89 1.935 2.09 
42.6 54.4 )6.2 
*40000 and 80000# Carloads - - Switching Charge is a charge per car regardless of -;«eight . 
1.53 
24 .2 
1\) 
\n 
~ 
Mill Source 
Mill Base 
Carload Freight 
Coating Extra (Galv . Only) 
Grade Extra (Alloy Only) 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
CENTRAL REGION -- CHICAGO, ILLINOIS 
April 1, 1952 
Galvanized 
Galvanized Sheets Sheets 
80000# Car load §QOOO# Carload, 
Canton Granite City Indiana Harbor 
Ohio Illinois Indiana 
$4.80 $5 .50 $4 .80 
.L~5 ~ .08 ~ 4.8"8" 
·35 ·35 ·35 
5.05 6.23 5.2.3 
2.25 1.62 2.26 
40 .1 26 .0 50.0 
Cold Rolled 
Bars 
*Carload 
Chicago 
Illinois 
$4 .55 
~ 0 
4.6o5 
1.445 
31.3 
Hot Rolled 
Alloy 
*Carl oad 
Chicago 
Illinois 
$4.30 
~ 3 
~ 0 
2.895 
50 .7 
*40000 and 80000# Carloads - Switching Charge is a charge per car regardless of weight . 
Cold Rolled 
Alloy 
*Carload 
Chicago 
Illinois 
$5 .40 
~ 
~ 0 
3-445 
50.6 
Quantity 
Under 100# 
100 - 399# 
400 - 999# 
1000 - 1999# 
2000 - 9999# 
10000 - 19999# 
20000# and Over 
Quantity 
Under 100# 
100 - 399# 
400 - 999# 
1000 - 1999# 
2000 - 9999# 
10000 - 19999# 
20000# and Over 
Plates 
$8.70 
7.20 
6.40 
5.90 
5.70 
5.60 
5.50 
APPENDIX D (Continued) 
PRICE ANALYSIS - BY PRODUCT AND REGION 
CENTRAL REGION -- CHICAGO, ILLINOIS 
April 1, 1952 
F .O .B. Warehouse Prices by Quantity Differentials 
Structural Hot Rolled Hot Rolled Hot Rolled 
An~les Bars Bar ShaEes StriE 
$8.65 $8.47 $8 .47 $8.49 
7.15 6.97 6.97 6.99 
6.35 6.17 6.17 6.19 
5.85 5.67 5.67 5.69 
5.65 5.47 5.47 5.49 
5.55 5·37 5 ·37 5.39 
5.45 5. 27 5.27 5.29 
Hot Rolled 
Sheets 
$8.54 
7.04 
6.24 
5.74 
5.54 
5.44 
5-34 
Galvanized Hot Rolled Cold Rolled 
Sheets Alloy Alloy 
No. 10 Gau~e Quantitz ~e 4140 !lee 4140 
$10.85 Under 300# $9.85 $11.50 
9·35 300 - 499# 9-35 11 .00 
8.55 500 - 999# 9.10 10.75 
8.05 1000- 1999# 8.60 10.25 
7.85 2000 - 3999# 8.50 10.15 
7 -75 4000# and Over 8.40 10.05 
7.65 
Cold Rolled 
Sheets 
$9 .32 
7.82 
7.02 
6.52 
6.32 
6.22 
6.12 
Cold Rolled 
Bars 
$8 .80 
7.80 
7.05 
6.30 
6.05 
6 .05 
Plates 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
CENTRAL REGION - ST . LOUIS, MISSOURI 
April 1 , 19.5'2 
Hot Rolled Bars 
Structural Angles and Bar Shapes 
40000# Carload 40000# carload ...kOOOO# Carload 
Granite City Gary Gary Chicago Gary Chicago 
Mill Source I l linois Indiana Indiana Illinois Indiana Illinois 
Mill Base $4 .40 $3.70 $3.6.5' $3.6.5' $3.70 $3.70 
Carload Freight .06 .b7 .47 .47 .1!.7 .47 
4':4b 4.17 4.12 4.12 4.17 4.17 
Spread 1 • .5'1 1.80 1.90 1.90 1.58 1.58 
% Spread Whse. Cost 33 ·9 43 .1 46 .1 -46 .1 37.8 37.8 
Hot Rolled Bars 
and Bar Shapes 
80000/1 Carload 
Gary Chicago 
Indiana Illinois 
$3 -70 $3 -70 
~ 0 ~ 0 
1.67 1.67 
40 .9 40 .9 
Hot Rolled Sheets Hot Rolled Sheets Cold Rolled Sheets Cold Rolled Sheets 
40000# Carload 80000# Carload 40000/1 Carload 80000# Carload 
Granite City Gary Granite City Gary Granite City Gary Granite City 
Mill Source Illinois Indiana illinois Indiana Illinois Indiana Illinois 
Mill Base $4 .38 $3 .60 $4.30 $3.60 $5.05 $4 .35 $5 .05 
Carload Freight .06 .1~7 .06 ~ .06 .47 .06 4.36 4.07 4.% 3 / s.J~ 4.'82 5.11 
Spread 1.46 1.75 1.46 1.84 1.49 1.78 1.49 
% Spread Whse. Cost 33 .4 42.9 33.4 46 .2 29.1 36.9 29.1 
APPENDIX D (Cont inued) 
PRICE ANALYSIS -- BY PRODUCT AND REGIOO 
CENTRAL REG ION -- ST . LOUIS , MISSOURI 
April 11 1952 
Cold Rolled 
Sheets 
60000# 
Carload 
Cold Rolled 
Bars 
ifCarload 
Hot Rolled Alloy 
40000# Carload 
Hot Rolled Alla,r 
80000# Carload 
Gary 
Indiana 
$4.35 
.38 
4.'7l 
(All oy Only) 
n:'7j 
Mill Source 
Mill Base 
Carload Freight 
Grade Extra 
Spread 1.87 
% Spread Whse. Cost 39.5 
St . Louis 
Missouri 
4. 95 
.o55 
s.oos 
s.oos 
1.1!25 
28.~ 
Gary 
Indiana 
4.30 
.47 
4.17 
1. 35 
o:I2" 
2.76 
45.0 
Chicago 
lllinois 
$4.30 
.47 
4.11 
1.35 
~ 
2.76 
45.0 
Gary 
Indiana 
$4.30 
.38 
4.08 
1.35 
'O':m 
2.85 
47 .2 
Chicago 
lllinois 
$4.30 
.38 
4.08 
1.35 
o:m 
2.85 
47.2 
Hot Rolled Strip 
40000# Carload 
Hot Rolled Strip 
60000# Carload 
Cold Rolled Alloy 
40000# Carload 
Mill Source 
Mill Base 
Carload Freight 
Gary 
Indiana 
$3.50 
.47 
J.9'f 
Chicago 
lllinois 
$3 .50 
.L.7 
J.97 
Gary 
Indiana 
$3 .50 
.38 
'j.1ffi 
Chicago 
lllinois 
-· -$3.50 
.38 
"Pf8 
Gary 
Indiana 
$5.40 
.47 
'5:Cr1 
Grade Extra (Alloy Only) 1. 35 
3. 91 J.97 J:1m ).1m P2 
Spread 1. 80 1.80 1.89 1.89 3. 31 
%Spread Whse. Cost 45 .3 45.3 48.7 48.7 45 .8 
*.40000 and 80000# Carloads -- Switching Charge is a charge per car regardless of weight . 
Chicago 
Illinois 
$5 .1~0 
.47 
~ 
1.35 
~ 
3.31 
45.8 
1\) 
\J\ 
CD 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
CENTR£\!:- REGION - - ST. LOUI~ MISSOURJ 
April 1, 1952 
Cold Rolled Alloy Galvanized Sheets 
80000# Carload 40000# Carload 
Gary Chicago Granite City Gary Granite City 
Mill Source Indiana Illinois lllinois Indiana Ulinois 
-
Mill Base $5. bo $5.40 $5. 50 $4.80 $5.50 
Carload Freight • .38 . 38 .o6 . 47 . 06 
>.18 ~ ;:50 ;-:T7 '5"30 
Grade Extra (Alloy only)l.35 1. 35 
Coating Extra 
(Galv. Only) . 35 .35 . 35 
r.n "7':13 ~ ;:o2 ~ 
Spread 3.40 3 .1~0 2.22 2.51 2 .22 
% Spread Whse. Cost 47 .6 47.6 37 .5 44.6 31.5 
Galvanized Sheets 
80000# Carload 
Gary 
Indiana 
$4. 80 
• .38 
PB 
• .35 
~ 
2.60 
47.0 
Quantity 
Under 100# 
100 - 39911 
400 - 99911 
1000 - 199911 
2000 - 9999# 
10000 - 19999# 
20000 and Over 
Quantitz 
Under 100# 
100 - 399# 
400 - 999# 
1000 - 1999# 
2000 - 999911 
10000 - 19999# 
20000 and Over 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY FRODUCT AND REGION 
CENTRAL REGION - ST. LOUIS, MISSOURI 
April 1, 1952 
F .o.B. Warehouse Prices by Quantity Differentials 
Structural Hot Rolled Hot Rolled Hot Rolled Hot Rolled 
Plates A~les Bars Bar Sha;ees Stri;e Sheets 
$9.02 $9.02 $8.75 $8.75 $8.77 $8.82 
7.52 7-52 7-25 7.25 7·27 7.32 
6.72 6.72 6.45 6.45 6.47 6.52 
6.22 6.22 5-95 5·95 5-97 6.02 
6.02 6.02 5-75 5-75 5-17 5.82 
5.92 5.92 5.65 5.65 5.67 5.72 
5.82 5.82 5-55 5-55 5.57 5.62 
Galvanized Cold Rolled Hot Rolled 
Sheets Quantitz Bars Alloz 
$ll.l3 Items under 300# $9.43 $10.13 
9·63 300 - 499# 8.43 9.63 
8.83 500 - 999# 7.68 9-38 
8.33 1000 - 1999# 6.93 8.88 
8.13 2000 - 3999# 6.68 8.78 
8.03 4000 am Over 6.68 8.68 
7 ·93 
Cold Rolled 
Sheets 
$9.60 
8.10 
7·30 
6.80 
6.60 
6.50 
6.40 
Cold Rolled 
Alloz 
$ll.78 
11.28 
11.03 
10.53 
10.43 
10.33 
N ()\ 
0 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
Coating Ex:tra (Galv. 
Spread 
% Spread Whse. Cost 
Only) 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY FRODUCT AND REGION 
CENTRAL REGION -- ST. PAUL, MINNESOTA 
April 1, 1952 
Hot Rolled Bars 
Plates Structural Angles and Bar Shapes 
qOOOOfl Car load 40000# Carload 40000# Carload 
Chicago Pittsburgh Chicago Gary Chicago Gary 
Illinois Pennszlvania Illinois Indiana Illinois Indiana 
$3 .70 $3 .70 $3 .65 $3 .65 $3 . 70 $3 .70 
. 70 .96 . 70 .70 .70 . 70 
4.40 4.50 ~ 4:3> 4.40 4.40 
1.80 1.54 1.90 1 .90 1.67 1.67 
33 .0 43.6 43 .6 37 ·9 31 · 9 
Hot Rolled Sheets Cold Rolled Sheets Galvanized Sheets 
40000# Carload 40000# Carload 40000# Carload 
Hot Rolled Strip 
40000# Carload 
Chicago Gary 
Illinois Indiana 
$3 .50 $3 .50 
. 70 . 70 
4.20 4.20 
1.89 1.89 
45.0 45 .0 
Cold Rolled Bars 
40000# Carload 
Chicago Gary Granite City Gary Gary Granite City Chicago Gary 
Illinois Indiana Illinois Indiana Indiana Illinois Illinois Indiana 
$3 .60 $3.60 $5 .05 $4.35 $4.80 $5.50 $4.55 $4.55 
.70 .70 .81 .70 .70 .81 . 70 .70 
4.30 4.30 5:'8b s:<g 5.50 6.31 5. 25 5.25 
4.30 4.30 5"":8'5 ~ ~ ~ ~ >.8' 
1.84 1.84 l.o6 1.87 2.60 1.79 1.25 1.25 
42.7 42 .7 18 .0 37 .o 44.4 26 .8 23.8 23 .8 
N 
~ 
Mill Source 
Mill Base 
Carload Freight 
Grade Extra (Alloy Only) 
Spread 
% Spread Whse. Cost 
' ., ' • ' ' • ~ .H '"•' ~~~ 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
~ENTRAL REGION -- ST. PAUL...t MINNESOTA 
April 1, 1952 
Hot Rolled Alloy Cold Rolled Alloy 
40000# Carload 40000# Carload 
Chicago Gary Chicago Gary 
Illinois Indiana Illinois Indiana 
$4.30 $4.30 $5.40 $5.40 
.70 .70 .70 ·70 
s.oo s.oo 6.10 6.10 
~ 3 ~ 3 ~ ' ~ ' 2.85 2.8.5 3.40 3 .t~o 
44.8 44.8 4.5.6 4.5.6 
Quantitz 
Under 100# 
100 - 399# 
400 - 999# 
1000 - 1999# 
2000 - 9999# 
10000 - 19999# 
20000/1 and Over 
Quantitl 
Under 300/1 
300 - 499# 
500 - 999# 
1000 - 1999# 
2000 - 3999# 
4000/1 and Over 
Plates 
$9 .25 
7· 75 
6.95 
6.16 
6.25 
6.15 
6.05 
APPENDIX D {Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
CENTRAL REGION -- ST. PAUL, MINNESOTA 
April 1, i952 
F .o .B. Warehouse Prices by Quantity Differentials 
Structural Hot Rolled Bars Hot Rolled Hot Rolled 
Angles am:td Bar ShaEes Stri;e Sheets 
$9.25 $9.07 $9.09 $9 .14 
7.75 7·57 7.59 7.64 
6.95 6.77 6.79 6.84 
6.45 6.27 6. 29 6.34 
6.25 6.07 6.09 6.14 
6.15 5·91 5-99 6.04 
6.05 5.87 5.89 5.94 
Cold Rolled Hot Rolled Cold Rolled 
Bars Allozs Alloys 
$9 .50 $10.45 $12.10 
8.50 9·95 11.60 
7-75 9·10 ll .35 
7.00 9.20 10.85 
6.75 9.10 10.75 
6. 75 9.00 10.65 
Cold Rolled Galvanized 
Sheets Sheets 
$9.92 $11.45 
8.42 9-95 
7.62 9.15 
7.12 8.65 
6.92 8.45 
6.82 8.35 
6.72 8.25 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse . Cost 
Mill Source 
Mill Base 
Carload Freight 
Spread 
APPENDIX D (Continued) 
PRICE ANALYSIS - BY PRODUCT AND REGION 
CENTRAL REGION -- MIDVAUKEE , WISCONSIN 
April 1, 19.52 
Structural Hot Rolled Bars 
Plates Angles and Bar Shapes 
40000# Carload 40000# Carload 40000# Carload 
Granite City Chicago Chicago Gary Chicago Gary 
Illinois Illinois Illinois Indiana Illinois Indiana 
$4.40 $) .70 $3 .65 $3 .65 $3 .70 $3 .70 
~ .26 .26 .26 .26 . 26 / ) .96 3.91 3 .91 3-96 3 ·96 
.82 1 .80 1.90 1.90 1.67 1.67 
16.6 45.4 48.5 48.5 42.1 42.1 
Hot Rolled Strip Hot Rolled Strip Hot Rolled Sheets 
40000# Carload 80000/1 Carload 40000# Carload 
Chicago Gary Chicago Gary Chicago Gary 
Illinois Indiana Illinois Indiana Illinois Indiana 
$3.50 $3 .50 $3 .50 $3 .50 $) .60 $3 .60 
.26 . 26 .17 .17 .26 .26 
3.76 ) . 76 3 .67 ) .67 . J:Bb 3:EO 
1.89 1.89 1.98 1.98 1.84 1.84 
% Spread Whse . Cost ,50 .2 50 .2 53 ·9 .53 ·9 47 .6 47.6 
Hot Rolled Bars 
and Bar Shapes 
8000Q/i Carload 
Chicago Gary 
Illinois Indiana 
$3.70 $3 .70 
.17 ~ ).87 3· 7 
1.76 1.76 
45.4 45 .4 
Hot Rolled Sheets 
80000/1 Carload 
Chicago Gary 
Illinoi s Indiana 
$) .60 $) .60 
.17 _ill 
3 ·77 3-77 
1 -93 1.93 
51 .1 ,51 .1 
N 
~ 
~ 
Mill Source 
Mill Base 
Carload Freight 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
CENTRAL REGION - MILWAUKEE, WISCONSI~ 
April 1, 1952 
Cold Rolled Sheets 
40000# Carload 
Cold Rolled Sheets 
80000# Carload 
Galvanized Sheets 
40000# Carload 
Gary Granite City Gary Granite City Gary Granite City 
Indiana Illinois I ndiana illinois Indiana. Illinois 
$4.35 $5 ~05 $4.35 $5.05 $4.80 $5.50 
.26 .54 .17 .49 . 26 ~ 4.0! ~ ~ ~ >.150 0 
Coating Extra (Galv . Only) 
4.01 ~ 4.52 ~ ~ ~ 1 
Spread 1.87 .89 1.96 
-94 2.60 1.62 
% Spread Whse. Cost 40 .5 15 .9 43-3 16 .9 48 .0 25 .3 
Cold Rolled Bars Cold Rolled Bars Hot Rolled Alioy 
40000# Carload 80000# Carload 40000# Carload 
Gary Chicago Gary Chicago Gary Chicago 
Mill Source Indiana Illinois Indiana Illinois Indiana I l linois 
Mill Base $4.55 $4.55 $4.55 $4.55 $4.30 $4.30 
Carload Freight .26 .26 .17 .17 .26 .26 
4.S1 4.81 4.72 4.72 t:'5b 4.56 
Grade Extra (Galv. Only) f.* f.* 4.'81 4.81 4.72 4.72 1 1 
Spread 1.25 1.25 1.34 1.34 
% Spread Whse . Cost 25 .9 25 .9 28.3 28.3 
Galvanized Sheets 
80000/1 Carload 
Gary Granite City 
Indiana Illinois 
$4.80 $5.50 
.17 .L9 
4.97 r.99 
si t.* 3 
2.69 1.67 
,50.5 26 .3 
Hot Rolled Alloy 
80000/1 Carl oad 
Gary Chicago 
Indiana Illinois 
$4.30 $4.30 
.17 .17 
4.47 4:47 
f.i 2 f.i 2 
1\) 
0\ 
\1\ 
Mill Source 
Mill Base 
Carload Freight 
Grade Extra 
(Alloy Only) 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY FRODUCT AND REGION 
CENTRAL REGION -- MILWAUKEE, WISCONSIN 
April 1, 1952 
Cold Rolled Alloy Cold Rolled Alloy 
40000/1 Carload 80000# Carload 
Gary Chicago Gary Chicago 
Indiana Illinois Indiana Illinois 
$5.40 $5.40 $5.40 $5.40 
.26 .26 .17 ~ Pb 5:06 ~ • 
~ 1.,35 ~ ~ 7.01 7.01 .92 .92 
Quantity 
Under 100# 
100 - 399# 
400 - 999# 
1000 - 1999# 
2000 - 9999# 
10000 - 19999# 
20000# and Over 
Quantity 
Under 300# 
300 - 499# 
500 - 999# 
1000 - 1999# 
2000 - 3999# 
4000# and Over 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
CENTRAL REGION - MILWAUKEE, WISCONSIN 
April 1, 1952 
F .O.B. Warehouse Prices by Quantity Differentials 
Plates 
$8.81 
7.31 
6.51 
6.01 
5.81 
5.71 
5.61 
Structural 
Angles 
$8.81 
7-31 
6.51 
6.01 
5.81 
5-11 
5.61 
Cold Rolled Bars 
$9.06 
8.06 
7.31 
6.56 
6.31 
6.31 
Hot Rolled Bars 
and Bar Shapes 
$8.63 
7-13 6.33 
5-83 
5.63 
5-53 
5.43 
Hot Rolled 
Strip 
$8.65 
7.15 
6.35 
5.85 
5.65 
5.55 
5.45 
Hot Roll.ed 
Sheets 
$8.70 
7.20 
6.40 
5.90 
5.70 
5.60 
5.50 
Cold Rolled 
Sheets 
Galvanized 
Sheets 
$11.01 
9.51 
8.71 
8.21 
8.01 
7.91 
7.81 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS - BY ffiODUCT AND REGION 
FAR WEST REGION -- SAN FRANCISCO, CALIFORNIA 
April 1, 1952 
Hot Rolled Bars Hot Rolled 
Plates Structurals and Bar Shapes Strip 
40000# Carload *Carload *Carload *Carload 
Fontana Geneva Seattl e San Francisco San Francisco San Francisco 
California Utah Washin~ton California California California 
$4.30 $3 .70 $4 .60 $4.20 $4.45 $4.85 
.48 1.07 1.23 .055 ~ ~ 4.W 4.77 5:83 4.255 0 90 
1.57 1.58 .52 2.195 1.835 1.695 
32.8 33 .1 8.9 51.5 40 .7 34.5 
Hot Rolled Sheets 
Hot Rolled Sheets Hot Rolled Sheets 40000# 80000# 
30000# Carload 60000# Carload Carload Carload 
Fontana Pittsburg Fontana Pittsburg Geneva Geneva 
California California California California Utah Utah 
$4.55 $4.30 $4.55 $4.30 $3 . 70 $3.70 
.52 .13 & .09 5.07 4.43 .91 4.39 1.07 .69 4.77 4.39 
1.57 2.21 1.73 2.25 1.87 2.25 
30.9 49.8 35.2 51.2 39.2 51.2 
*40000 and 80000# Carloads -- Switching Charge is a charge per car regardless of weight . 
Mill Source 
Mill Base 
Carload Freight 
Coating Elttra (Galv. Only) 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
Coating Extra (Galv. Only) 
Spread 
% Spread Whse . Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
FAR WEST REGION -- SAN FRANCISCO" CALIFORNIA 
April 1, 1952 
Cold Rol~ed Sheets Cold Rolled Sheets 
J.OOOO# Carload 60099/1_ Carload 
Fontana Pittsburg Fontana Pittsburg 
California California California California 
$5 .30 $5 -30 $5 .30 $5 .30 
.52 
·13 .36 .09 5."82 5.43 5766 5 -39 
• 
~ >-4.3 ~ 5".39 
2.o6 2.45 2.22 2.49 
35 ·3 45 .1 39.2 46.1 
Galvanized Sheets 
~0000#_ qarload 
Pittsburg Torrance 
California California 
$5 .55 $5 .55 
~ ~ .07 
s1t 3 o:M 
3·42 2.8J 
58 .6 44.0 
Galvanized Sheets 
600QOfl Carload Cold Rolled Sheets 
Pittsburg Torrance 
California California 
$5 .55 $5 .55 
~ ~ 1 
~ ~ 
3.26 2.99 
54 .4 47 ·7 
lOOOQ# Carload 60000# Carloa~ 
Los Angeles 
California 
$6 .00 
.48 
b.41r 
b.48" 
1. 72 
26 .5 
Los Angeles 
California 
$6.00 
~ 
'b.3b 
1.84 
28 .9 
1\) 
~ 
\() 
APPENDIX D (Continued) 
ffiiCE ANALYSIS -- BY PRODUCT AND REGION 
FAR WEST REGION -- SAN FRANCISCO 1 CALIFORNIA 
April 1, 19.52 
Hot Rolled Alloy 
30000/1 Carload 
Hot Rolled Alloy 
60000# Carload 
Fontana Los Angeles Fontana Los Angeles 
Mil l Source California California California California 
Mill Base $.5 .3.5 $.5 ·3.5 $.5 .3.5 $.5 ·3.5 
Carload Freight • .52 ~ ~ ·36 'PJ7 7 1 5'.rt 
Grade Extra (Alloy Only) ~ 1 .3.5 ~ ~ 7. 2 7. 2'2. 7 7 
Cold Rolled Alloy 
40QQOU Carload 
Chicago 
illinois 
$.5 .40 
1 .62 
7".o2 
~ 
N 
-.) 
0 
Quantit~ 
Under 100# 
100 - 39911 
400 - 99911 
1000 - 199911 
2000 - 999911 
10000 - 1999911 
20000 and Over 
Quantitz 
Under 300# 
300 - 49911 
500 - 99911 
1000 - 199911 
2000 - 3999# 
4000 and Over 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
~ WEST REGION - SAN FRANCISCO, CALIFORNIA 
April 1, 1952 
F .o.B. Warehouse Prices bz QuantitY; Differentials 
Plates 
$9.40 
1·90 
7.10 
6.60 
6.40 
6.30 
6.20 
Structural 
Angles 
$9.45 
1·95 
7.15 
6.65 
6.45 
6.35 
6.25 
Cold Rolled Bars 
$10.95 
9·95 
9.20 
8.45 
8.20 
8.20 
Hot Rolled 
Bars 
Quantitz 
Under 150# 
150 - 449# 
450 - 1499# 
1500 - 349911 
3500 and Over 
Hot Rolled 
B,ar Shapes 
$9.34 
7.84 
7.04 
6.54 
6.34 
6.24 
6.14 
Cold Rolled 
Sheets 
$9.88 
8.88 
7.88 
7 ·73 
7·63 
Hot Rolled 
Strip 
$9.60 
8.10 
7.30 
6.80 
6.60 
6.50 
6.40 
Hot Rolled 
Sheets 
$9.64 
8.14 
7·34 
6.84 
6.64 
6.54 
6.44 
Galvanized Sheets 
No. 10 Gauge 
$11.25 
10.25 
9.25 
9.10 
9.00 
APPENDIX D (Cont inued) 
PRICE ANALYSIS -- BY PRODUCT AND REGI ON 
FAR WEST REGION -- LOS ANGELES, CALIFORNIA 
April 1, 1952 
Structural Hot Rolled Bars Cold Rolled 
Plates Angles and Bar Shapes Hot Rolled Strip Bars 
40000# Carload ~arload 
Geneva Fontana Los Angeles 
Mill Source Utah California California 
Mill Base $.3 . 70 $4 • .30 $4.25 
Carload Freight 1.07 .16 .o55 
4.77 Tr.UO 4.305 
Spread 1. 48 1.79 1.995 
% Spread Whse . Cost .31 .0 40.1 46 • .3 
Hot Rolled Sheets 
40000# Carload 
Fontana Pittsburg Geneva 
Mill Source California California Utah 
Mill Base $4.55 $4 • .30 $.3.70 
Carload Freight .16 .48 1.07 
'4.'7! 4.18 4.7'1 
Spread 1.59 1.52 1. 5.3 
% Spread Whse . Cost .3.3.7 .31. 7 .32 .o 
~arload ~arload ~arload 
Los Angeles 
California 
$4.40 
.o55 
4.455 
1. 795 
40 .2 
Los Angeles 
California 
$4.25 
.055 
4.3o5 
2.095 
48.6 
Hot Rolled Sheets 
80000# Carload 
Fontana Geneva 
California Utah 
$4.55 $.3 .70 
.09 .69 
4.04 IW9 
1.66 1. 91 
.35.7 4.3.5 
Los Angeles 
California 
$6.00 
.o55 
o.o55 
1. 795 
29.6 
Hot Rolled Sheets 
60000# Carload 
Pittsburg 
California 
$4 • .30 
• .36 
~ 
1.64 
.35.1 
~0000 and 80000# Carloads -- Switching Charge i s a charge per car regardless of weight . 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND RIDlON 
FAR WEST REGION -- LOS ANGELES , CALlFORNIA 
April 1, 1952 
Galvanized Galvanized 
Sheets Sheets 
Galvanized Sheets 80000# 60000# Cold Rolled Sheets 
40000# Carload Carload Carload 40000# Carload 
Torrance Pittsburg Torrance Pittsburg Fontana Pittsburg 
Mill Source California California California California California California 
Mill Base $5.55 $5.55 $5.55 $5.55 $5.30 $5.30 
Carload Freight .07 . 48 .o6 .36 .16 .48 
~ ~ 'S":OI ~ '5:46 ;:'78 
Coating Extra (Galv . Only) .35 .35 . 35 .35 
.~ b.j8 ~ 0':'20 ~ "5:'78 
Spread 3.38 2.97 3.39 3.09 2.64 2.32 
% Spread Whse. Cost 56.6 46.5 56.8 49.3 48.3 40.1 
Cold Rolled Sheets Cold Rolled Sheets Hot Rolled Allo.y Cold Rolled Alloy 
80000# Carload 60000# Carload iiCarload 40000# Carload 
Fontana Pittsburg Los Angeles Chicago 
Mill Source California California California nlinois 
Mill Base $5.30 $5 .30 $5.35 $5.40 
Carload Freight .09 • .36 .o55 1.62 
~ ;:7:)0 5.405 r.rYl 
Grade Extra (Alloy Only) 1.35 1. 35 
~ ~ 6.755 '8':)7 
Spread 2.7l 2.44 3.345 3.63 
% Spread Whse . Cost 50.2 43.1 49.5 43.3 
*40000 and 80000# Carloads -- Switching Charge is a charge per car regardless of weight . 
Quantity 
Under 100# 
100- 399# 
400 - 999# 
1000 - 1999# 
2000 - 9999# 
10000 - 19999# 
20000 and Over 
Quantity 
Under 100# 
100 - 399# 
400 - 999# 
1000 .:. 1999# 
2000 - 9999# 
10000 - 19999# 
20000# and Over 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
FAR WEST REGION -- LOS ANGELES, CALIFCRNIA 
April 1, 1952 
F .o .B. Warehouse Prices by Quantity Differentials 
Structural Hot Rolled Bars Hot Rolled 
Plates A~les and Bar Sha~s Hot Rolled Stri;e Sheets 
$9.30 $9.30 $9.25 $9.40 $9.30 
1.eo 7.80 1·15 7-90 7.80 
7.00 7.00 6.95 7.10 7.00 
6.50 6.50 6.45 6.60 6.50 
6.30 6.30 6.25 6.40 6.30 
6.20 6.20 6.15 6.30 6.20 
6.10 6.10 6.05 6.20 6.10 
Galvanized Hot Rolled 
Sheets Cold Rolled Alloys 
No. 10 Gau~e Quantity Bars Type 4140 
$12.35 Under 300# $10.85 $11.35 
10.85 300 - 499# 9-85 10.85 
10.05 500 - 999# 9.10 10.6o 
9-55 1000 - 1999# 8.35 10.10 
9-35 2000 - 3999# 8.10 10.00 
9.25 4000# and Over 8.10 9.90 
9.15 
Cold Rolled 
Sheets 
$11.10 
9.60 
8.80 
8.30 
8.10 
8.00 
7-90 
Cold Rolled 
Alloys 
!zEe 4140 
$13.25 
12.75 
12.50 
12.00 
11.90 
11.80 
N 
_, 
~ 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
FAR WEST REGION -- PORTLAND, OREGON 
April 1, 1952 
Structural Hot Rolled Bars 
Plates Angles and Bar Shapes 
4000Q# Carload ~arload *Carload 
Seattle Geneva Portland Portland 
Washington Utah Ore~on Ore~on 
$4.60 $3.70 $4.50 $4.65 
~ 1.07 .055 ~ 9 4.77 4.55'5' 0 
1.81 1.98 2.395 2.295 
36.6 41.5 52.5 48.7 
Hot Rolled Sheets 
40000# Carload 
Hot Rolled Hot Rolled 
Strip Strip 
40000/1 Carload 80000/1 Carload 
Seattle Seattle 
!!ashi~ton Washi~ton 
$4.50 $4.50 
~ .22 4-72 
2.46 2.58 
50.8 54.6 
Hot Rolled Sheets 
80000# Carload 
Fontana Pittsburg Geneva Fontana Pittsburg Geneva 
California CaJ.ifornia Utah California California Utah 
$4.55 $4.30 $3.70 $4.55 $4.30 $4.55 
1.20 .90 1.07 
·13 .62 .69 ~ 5.20 4.77 P-'8' 4.92 5:24 
1.55 2.10 2.53 2.02 2 ·38 2.06 
26.9 40.3 .5) .o 38.2 48.3 39·3 
*40000 and 80000# Carloads -- Switching Charge is a charge per car regardless of weight. 
Mill Source 
Mill Base 
Carload Freight 
Coating Erlra (Galv. Only) 
Spread 
%Spread Whse . Cost 
Mi.ll Source 
Mill Base 
Carload Freight 
Coating Extra (Galv . Only) 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS - BY PRODUCT AND REGION 
FAR WEST REGION - - PORTLAND, OREGON 
April 1, 1952 
Cold Rolled Sheets 
40000# Carload 
Cold Rolled Sheets 
80000# Carload 
Fontana Pittsburg Fontana 
California California California 
$5-.30 $5.30 $5 .,30 
1.20 .90 
-7.3 
6 .$0 6.20 6.0.3 
0":">0 6.20 6.03 
2.50 2.80 2.97 
38 .4 45 .1 49 .2 
Galvanized Sheets 
8000Q/t Carload 
Pittsburg Torrance 
California California 
$5.55 $5.55 
.62 ~ 6.17 .28 
~ 2:i~ 2.?3 
41 .8 39·5 
Pittsburg 
California 
$5.30 
.62 
5.92 
5 .92 
3 ·08 
52.0 
Cold Rolled Bars 
4000,9// Carload 
Los Angeles 
California 
$6 .00 
1.20 
7.20 
1.05 
Galvanized Sheets 
40000/1 Carload 
Pittsburg 
California 
$5.55 
.9() 
b.B 
&a 
2.45 
36 .0 
Torrance 
California 
$5.55 
1.20 
'6:75 
~ 7.10 
2.15 
.30.2 
Cold Rolled Bars 
80000/1 Carload 
Los Angeles 
California 
$6 .00 
6.7g 
'2.12 
Mill Source 
Mill Base 
Carload Freight 
Grade Extra (Alloy Only) 
Spread 
% Spread Whse. Cost 
APPENDIX D (Continued) 
PRICE ANALYSIS - BY PRODUCT AND REGI ON 
FAR WEST REGION - PORTlAND , OREGON 
April 1, 1952 
Hot Rolled Alloy Hot Rolled Alloy 
40000# Carload 8()()00/1 Carload 
Fontana Los Angeles Fontana Los Angel es 
California California California California 
$5 .35 $5.35 $5 .35 $5 .35 
1.20 1.20 
·73 · 13 ~ OZ5 ~ 'b."(5'g 
1.35 1.35 1 .35 f.tt 1.90 7.90 7.43 3
3 .25 3 .25 3 .72 3 .72 
41.1 41 .1 50 .0 50 .0 
Cold Rolled Alloy 
4000Qt Carload 
Chicago 
Illinois 
$5.40 
1.62 
7.02 
~ 
-37 
3.88 
46.3 
Quantity 
Under 100/1 
100 - 399# 
400- 999# 
1000- 1999# 
2000 - 9999# 
10000 - 19999# 
20000 and Over 
Quantit_y 
Under 300# 
300 - 499# 
500 - 99911 
1000 - 1999# 
2000 - 3999# 
4000# and Over 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
FAR WEST REGION-- PORTLAND, OREGON 
April 1, 1952 
F .o.B. Warehouse Prices by Quantity Differentials 
Structural Hot Rolled Bars Hot Rolled 
Plates _ Angles and Bar Shapes Strip 
-
&9.80 $9.95 $10.00 $10.30 
8.30 8.45 8.50 8.80 
7.50 7-65 7-70 8.00 
7.00 7.15 7.20 7.50 
6.80 6.95 7.00 1·30 
6.70 6.85 6.90 7.20 
6.60 6.75 6.80 7.10 
Cold Rolled Hot Rolled 
Bars Quantitz . A1loz 
$10.60 Under 100# $13.40 
10.35 100 - 299# 12.40 
9.60 300 - 499# 11.90 
9.20 500 - 999# 11.65 
9.10 1000 - 4999# 11.15 
9.10 5000# and Over 10.65 
Hot Rolled 
Sheets 
$10.30 
8.80 
8.00 
7.50 
7 .JO 
7.20 
7.10 
Cold Rolled 
Alloz 
$14.50 
13.50 
13.00 
12.75 
12.25 
11.75 
Quantitl 
Under 150# 
150 - 449# 
4.50 - 1499# 
1500 - 3499# 
3.500 and Over 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
FAR WEST REGION -- P<RTIAND, OREGON 
April 1, 19.52 
F .o .B. Warehouse Prices by Qwa.nti ty Differentials 
Cold Rolled Sheets 
$11 .00 
10.00 
9.00 
8.85 
8. 7.5 
Galvanized Sheets 
No . 10 Gauge 
$11 .25 
10 .2.5 
9.25 
9.10 
9.00 
. . . . - ·, ... ··, ···...,~ 
Mill Source 
Mill Base 
Carload Freight 
Spread 
Plates 
Seattle 
!i_ash,!pgto!! 
$4.60 
.o55 
4.6$S 
2.125 
APPENDIX D (Continued) 
PRICE ANALYSIS .... BY PRODUCT AND REGION 
FAR WEST REGION -- SEATTLE1 WASHINGTON 
April 1, 1952 
Hot Rolled 
Structural Bars and Hot Rolled 
Ans1es Bar Shapes StriE _ 
40000# Carload 
Seattle Seattle Seattle 
Washin~on Washin~on Washin~on 
$4.30 $4.45 $4.50 
.055 .o55 .o55 
rr.m 4.56; !i.m 
2.185 2.195 2.985 
Hot Rolled Sheets 
Fontana Geneva Pittsburg 
California Utah California 
$4.55 $3.70 $4.30 
l.b.8 1.16 1.23 
o.5) 4:8'6 ;"3j 
1.01 2.18 1.51 
% Spread Whse. Cost 45.6 50.1 48.7 65.5 16.7 44.8 27.3 
Hot Rolled Sheets Cold Rolled Sheets Cold Rolled Sheets 
80000# Carload 40000# Carload 80000# Carload 
Fontana Geneva Pittsburg Fontana Pittsburg Fontana Pittsburg 
Mill Source California Utah California California California California California 
Mill Base $4.55 $3.70 $4.30 $5.30 $5.30 $5.30 $5.30 
Carload Freight .81 .76 .70 1.48 1.23 .81 .70 
;;)0 'Ji:46 ;.o6 o.w 0":;) o.rr ~ 
Spread 1.68 2.58 2.04 1.86 2.11 2.53 2.64 
% Spread Whse. Cost 31 • .3 57.8 40.8 27.4 32.3 41.4 44.0 
1'\) 
co 
0 
Mill Source 
Mill Base 
Carload Freight 
Coating (Galv.) 
Spread 
% Spread Whse. Cost 
Mill Source 
Mill Base 
Carload Freight 
Grade Extra (Alla.y) 
APPENDIX D (Continued) 
PRICE ANALYSIS -- BY PRODUCT AND REGION 
FAR WEST REGION -- SEATTLE WASHINGTON 
April 1, 1952 
Galvanized Sheets Galvanized Sheets 
40000# Carload 80000# Carload 
Pittsburg Fontana Pittsburg Fontana 
California California California California 
$5.55 $5.55 $5.55 $5.55 
1.23 1.47 .70 .81 
o:'7B "r.'(5'1 6.~ 0':10 
.35 .35 .35 .35 
r.n "r:J7 6.66 b.?! 
2.12 1.88 2.65 2.54 
29.7 25.5 40.1 37.8 
Hot Rolled Allqy Hot Rolled Allqy 
40000# Carload 80000# Carload 
Fontana Los Angeles Fontana Los Angeles 
California California California California 
$5.35 $5.35 $5.35 $5.35 
1.48 1.1a .81 .81 
O":'Bj o.B2' 0':10 '6:!0 
1.35 1.35 1.35 1.35 
tr.IB 'B:!7 ~ r.;! 
Cold Rolled Bars 
40000# 80000# 
Los Angeles Los Angeles 
California California 
$6.00 $6.00 
1.47 .81 
r.ri'1 o.m: 
"'r.T?i o.m: 
1.58 2.24 
21.1 32.8 
Cold Roll ed Allqy 
40000# Carload 
Chicago 
Illinois 
$5.40 
1.62 
"r..'l 
1.35 
1r."j7 
N 
co 
..., 
Quantity 
Under 100# 
100 - 39911 
400 - 99911 
1000 - 1999# 
2000 - 9999# 
10000 - 1999911 
20000 and Over 
Quantity 
Under 300# 
300 - 499# 
soo - 99911 
1000 - 199911 
2000 - 3 99911 
4000 and Over 
APPENDIX D (Continued) 
PRICE ANALYSIS - - BY PRODUCT AND REGION 
FAR WEST REGION-- SEATTLE, WASHINGTON 
April 1, 19.52 
t: •<2-.:B. Warehouse Prices by Quantity Differentials 
Structural Hot Rolled Bars Hot Rolled 
Plates Angles and Bar Sha:ees Stri;e 
$9 .83 $9 • .54 $9 .70 $10 • .54 
8.33 8.04 8.20 9.04 
1·.53 7.24 7.40 8.24 
7.03 6 .74 6.90 7·74 
6.83 6 • .54 6.70 7 • .54 
6.73 6.44 6.60 7.44 
6.63 6.34 6 • .50 7 ·34 
Cold Rolled Cold Rolled 
Bars Quantiy Sheets 
$11.80 Under 1.50/1 $10.64 
10.80 1.50 - 44911 9.64 
10.0.5 4.50 - 1499# 8.64 
9·30 1.500 - 3499# 8.49 
9.0.5 3.500 and Over 8.39 
9.0.5 
Hot Rolled 
Sheets 
$10 .04 
8 • .54 
7·74 
7.24 
7.04 
6.94 
6.84 
Galvanized 
Sheets 
$11.2.5 
10.2.5 
9.2.5 
9.10 
9.00 
APPENDIX E 
ESTIMATE OF FUTURE MARKET JO!t STEEL lf.ARF.EOOSE INDUSTRY 19.$.1...60 
CONCLUSION 
The broad comparisons made rith mill shipments to 
warehouses in past years indicate a possible range 
in shipments of from 6.5 to 1.1 million net tons 
annually in 1951-60. However, estimates near the 
peak of this range contain an upward bias. 
A range of from 6.5 to 1.0 million net tons of steel 
re resents a conservative estimate of the warehouse 
share in }!t~ .. ann~., , J,O,. ~ . ~i?n in~ot ton pr uction 
forecast l!=lt .., · . ~"' .~ • . ... •• 1n 19 1-60. 
This range of estimates of the long-term warehouse market is based on the following 
283 
broad comparisons: 
Comparisons 
Average Annual 1951-60 
Mill Shipments to Warehouses 
(Millions of Tons) 
1 . Industrial production forecast, applied to a 
projection of past relationships, indicates 
2. Gross National Product forecast, applied to a 
projection of past relationships, indicates 
3. Civilian Employment forecast, applied to a 
projection of past relationships indicates 
4. Proportion of Total Mill Shipments Movin 
*hrough Warehouses with a simple projection 
of the trend in past years indicates 
5. Detailed Product-by-product Estimate based 
on a simple projection of the trend in propor-
tion of mill shipments of each product moving 
through warehouses in past years indicates 
6. 
6 • .5 
1.5 
7.7 
7.6 
6.9 
7.0 
APPENDIX E (Continued) 
FIRST COMPARISON 
MILL SHIPMENTS TO WAREHOUSES VS . INDUSTRIAL ffiODUCTION 
A forecast of 218 for the Federal Reserve Index of 
Industrial Production (1935-39 • 100) was used in 
developing the 90 million ton market concept. 
This chart shows historical and estimated future relationships between mill shipments to warehouses 
and industrial production. 
- Each numbered dot represents a year in the period 1926 through 1950. 
- The trend line shows the average relationship of mill shipments to warehouses (on the 
vertical axis) with past and future levels of industrial production (on the horizontal 
axis) . 
The trend line on the graph below shows the average relationship between mill shipments to ware-
houses and the Federal Reserve Index of Industrial Production . The line passes somewhat above 
the depressed earlier years of the thirties; while it appears to fit well the years of the late 
twenties and thirties which are generally regarded as more "normal. " The unusually low war years 
and the abnormally high postwar years are roughly balanced by the trend line . It, therefore, 
represents the closest approximation to what might reasonably be considered as normal in these 
years . 
A f or ecast of average annual industrial production of 218 on the Federal Reserve Index in 1951- 60 
a lied to the trend line on the chart indicates average annual mill shi nts to warehouses o! 
ion net tons in products inc uded in this study. 
Mill 
(Mil 
12 
10 
8 
6 
4 
2 
0 
Federal Reserve Index of Industrial Production (1935-39 • 100) 
..., .• , If ' JCVlll 
•q>uJ aq1 01 01 X 01 
APPENDIX E ( CollUmed) 
SECOND COM~ISON 
MILL SHIHlENTS TO WAREHOUSES VS. GROSS NATIONAL PRODUCT 
A forecast of $169 billion (1939 dollars) in Gross 
National Product annually in 1951-60 underlies the 
90 million ingot ton market concept. 
This chart shows historical and estimated future relationships between mill shipments to warehouses 
and Gross National Product. 
- Each numbered dot represents a year in the period 1926 through 1951. 
- The trend line shows the average relationship of mill shipments to warehouses {on the 
vertical axis) with past and possible fut1Jre levels of Gross National Product (on the 
horizontal axis). 
The proportionate contribution of the steel industry to Gross National Product has been graduallT 
declining in recent years due to the increasing relative importance of service trades and soft goods 
industries. The 1951-60 estimate of mill shipments to warehouses based on the projected comparison 
with Gross National Product between 1926 and 1950, therefore, is somewhat high, but useful in 
establishing the upper limit to the range of estimates. 
20 40 100 120 140 180 
Gross ational roduct (Billions of 1939 Do lars) 
..., ·• ·n "'' wov.-
q>uJ ql Ol 01 X 01 
APPENDIX E ( Contimed) 
THIRD COllPARISON 
MILL SHIH.!ENTS TO WAREHOUSES VS. TOTAL CIVniAN EMPLOYMENT 
A forecast of employment averaging 61.1 million 
annually in 1951-60 was used to derive the estimated 
annual 90 million ingot ton total. 
This chart shows historical and estimated future relationships between mill shipments to warehouses 
and civilian employment. 
-Each numbered dot represents a year in the period 1926 through 1951. 
- The trend line shows the average relationship of mill shipments to warehouses (on the 
vertical axis) with past and possible future levels o! civilian employment (on the 
horizontal axis). 
The grOirlng importance of service trades and nondurable goods industries relative to hard goods 
industries also gives an upward bias to the 1951-60 comparison between civilian employment and mill 
shipments of finished steel to warehouses. As a result, this relationship discloses the highest 
total of mill shipments to warehouses among the various estimates considered here. 
Total Civilian Employment ( · llions of People ) 
•'{>UJ '{l 0'1 01 X 01 
ANNU L SHI:R.IENTS OF STEEL TO WAREHOUSES AS PERCENT OF TOTAL ANNUAL SHI.F\IENTS OF STEEL 
APPENDIX E (Contimed) 
This chart shows a simple pro jection of the percentage trend in mill shipments to warehouses aa a proportion 
of total mill shipments to all consumers in products included in this study. 
- The horizontal axis covers the years 1926 through 1960. 
- The year 1955 is taken as representative of the average year in the 1951-60 period to obtain the 
average percentage. 
- The vertical scale shows the percentage each year. 
- The trend line is fitted to make the areas above and below the line equal • 
. 
It is evident from the chart that the proportion of mill shipments going to warehouses has varied considerably 
in past years. However, it is also clear that a slight UpW'ard trend is present in the data, even prior to the 
last war. This long-term growth in market participation of the warehouse industry since 1929 is the result of 
a number of factors. In general, warehouses have increased in numbers, territorial and product coverage, and 
in the efficiency of their services and sales effort. Small business establishments which buy from warehouses 
typically have gradually increased their nun1bers. Due to abnormal steel shortages in war and postwar periods 
usual mill customers have relied to an increasing extent on warehouses. Warehouses were forced to "live-o!!" 
inventories at such times because of mill-imposed quotas on their shipments. On the other hand, in periods of 
relative ease in ~teel supply such as 1932-33, 1938, and 1949 there has been a tendency for mills to load up 
warehouse shelves. It also is convenient at such times for larger steel users, who have become short of work-
ing capital, to rely on warehouses to carry their inventories. Too, as the defense effort grows, there will 
be increasing demand from normal mill customers for fill-in tonnage due to dislocations in steel supply occa-
sioned by faulty government allocations. 
The defense program, however, may p11ll down the percentage share in mill shipments in the next two years. But, 
the expected downturn in business someti.J'Ile in the decade, assumed in the 90 million ingot ton concept, indicates 
warehouses will shortly get an increasing share of steel. Just as previous years are balanced by the moderate 
UpW'ard trend line on the chart, particularly the war and postwar years, it seems reasonable to expect that a 
projection of this trend line through 1960, continuing normal long-term growth as in the past, will balance out 
the effects of the fluctuations in bu~iness activity on the warehouse share of total mill shipments. 
The avera~ projected share of 16.6% going to warehouses in the 45.9 million net tons contained in the 90 million 
Ingot ton igure iii finished products handled · ;::::;:e::: : _ • _ ~::;;;s . _._ '_ ::.__. ~ ·~ indiCates average 
annual mill shipments to warehouses in 1951-60 of 7.6 million net tons. 
Perc ~~t. 
-
llltitl&.' SHIMN'l'S (ll STEEL TO l~OOSE.c; .&.; A .EEllCEHT_ ,! IF tO'U.L ANN11U SH.IBWft > !Jl S1'EEL 
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FIFTH COMPARISON 
ANNUAL SHIPMEN'!'S OF STEEL TO WAREHOUSES AS A PERCENT Oli' TOT L ANNUAL SHII\ffiNTS OF STEEL BY ffiODUCT 
APPENDIX E ( Colllltl med) 
The following charts show simple projections of the percentage shares of warehouses in total mill shipments of 
each product. The data is also summarized in tabular form. 
- The horizontal axis covers the years 1926 through 1960. 
- Tbe year 1955 is taken as representative of the average year in the 1951-60 period to obtain the 
average percentage. 
- The vertical scale shows the percentage each year. 
- The trend lines, in general, assume the warehouse participation in each product has been abnormally 
high since about 19u3. Prior to this year, the trend lines roughly balance the areas above and 
below them. 
The average percentage participation of each product in 1951-6o is multiplied by the respective product break-
down of the 90 million ingot tons to determine the probable share of its market going to warehouses. 
Product breakdown of 90 million ingot tons in 1951-60, totaling u5 .9 million tons in products included in this 
study, is as follows: structurals u.l million tons, hot roll and cold finished bars 9.2 million tons, plates 
5.6 million tons, sheets and strip 20.5 million tons, rails and accessories 2.8 million tons, galvanized sheets 
2.0 million tons, and reinforcing bars 1.6 million tons. 
While product totals obtained in this manner are useful as broad indicators, they cannot substitute for detailed 
studies which examine the many complex market situations peculiar to each product. 
.APPENDIX E (Conttm~d) 
H. R. & C. F . Bars -An annual share of 16. 2% in totc.l mill shipments during 1951-6o indicates annual 
warehouse receipts of 1,490,000 net tons . The relative share of these products going to warehouses has 
increased steadily over the years . However, after rising abnormally in 1946, warehouse participation has 
lessened, particularly in 1950, due to mounting demand for these products with no increase in actual annual 
shipments to warehouses since 1944. 
Structurals -An annual share of 13.0% in total mill shipments during 1951-60 indicates annual warehouse 
receipts of 533,000 net tons. The relative share of structur~ls going to warehouses showed little increase 
prior to the war. Shortage of this product caused mill buyers to increase their purchases. Mill disposal 
of short lengths to warehouses has been an important factor in enabling the latter to increase their market 
participation. This gain , obviously, cannot be held once steel comes into easier supply because of the 
excessive cost in welding these short sections together. 
Sheets & Strip - An annual share of 9. 0% in total mill shipments during 1951-60 indicates annual warehouse 
receipts of 1,854,000 net tons. With the exception of 1943-45, the warehouse participation in the markets 
for these products has been remarkably steady. However, there has been little or no growth in this partici-
pation. Due to the fluctuations foreseen in business activity in the next ten years there is little reason 
to believe it will increase in this period on the average. While many small sheet fabricators have entered 
business during and following the last war, their numbers will be quickly reduced by the first sizable drop 
in general business activity. Planned addition of slitting facilities in many warehouses will tend to offset 
somewhat this decline in demand. 
Plates - An annual share of 9.0% in total mill shipments during 1951-60 indicates annual warehouse receipts 
of 504,000 net tons. Warehouse participation in the plate market was quite constant until 1942. Heavy use 
of plates in ship and plant building programs in 1942-44, accompanied by government quotas on mill shipments 
to warehouses, pulled down the latter's participation in these years . Following this both warehouse partici-
pation and actual receipts of plates have increased. However, as in the case of structurale, the mills have 
shipped large quantities of plate rejects to warehouses in post war years for which there normally would be 
no market. It seems reasonable to expect, therefore, that the long-term warehouse participation in the plate 
market should once again resemble the prewar pattern. 
APPENDIX E ( COmtimed) 
Galvanized Sheets - An annual average share of 41.9% in total mill shipments during 1951-60 indicates annual 
warehouse receipts of 838,000 tons. The participation of warehouses in the galvanized sheet market has fluc-
tuated sharply in the past. The relative warehouse share of available output fell sharply during the war 
because of curtailed mill allotments and has not yet begun to recover the ground lost. However, actual ware-
house tonnage received from mills in 1950 nearly equalled the previous high set in 1939 and has been in an 
upward trend since 1948. 
Rails and Accessories - An annual average share of l.L% in total mill shipments during 1951-6o points to 
annual warehouse receipts from mills of 39,000 net tons. The warehouse share of mill output in terms of actual 
tonnage received is little changed from the late twenties. However, receipts from mills increased sharply in 
the 1939-1942 period. Following these years, the warehouse share of mill output percentagewise slumped to the 
normal long-term relationship. In 1950, increasing activity in handling heavy finished and fabricated steel 
products, requiring added overhead cranes, once again brought a slight relative upturn in warehouse partici-
pation. It seems reasonable to assume,nonetheless, that only slow long-term growth in warehouse participation 
is likely to take place in 1951-6o. 
Reinforcing Bars - In this study it is considered that the total mill output of rebars is the potential market 
available to the warehouses. Total annual production of 1,6oo,ooo net tons of rebars in the product breakdown 
of the 90 million ingot tons, therefore, represents the average annual market for warehouses in 1951-60. A 
trend line drawn through the graphed data on annual mill production of rebars from 1926-1950, and projected 
through 1960, also indicates that 1,60o,OOO net tons on the average in l951-6o is not an unreasonable total, 
especially in view of the high level of construction forecast through the early years of this decade. 
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SIXTH COMPARISON 
APPENDIX E (Contim@d) 
ESTll TE OF MILL SHIPMENTS OF STEEL TO WAREHOUSES BY PRODUCT 
AND INDUSTRY OBTAINED FROM NORMAL LEVELS OF INDUSTRIAL ACTIVITY 
UNDERLYING THE 90 MILLION TON FORECAST 
A product-by- product estimate is secured from expected normal levels of activity in principal steel consuming 
industries with average annual ingot production of 90 million ingot tons in 1951-60. From total tonnage going 
to various industries in this period it is possi~le to separate out the probable amount originating .from ware-
houses. This i s done by using the same percentage pattern of steel shipments of each product from warehouses 
to individual industries in 1951-60 as in 1950. 
Obviously, this approach has many limitations . The principal objection is that it employs a postwar pattern 
of distribution . Plate and structural totals, therefore , reflect abnormally high war and postwar sales which 
it is unreasonable to assume will continue . Too, the numerous industries involved, each of which involves 
separate forecasts , can lead to a considerable margin of error in t he over- all result . 
~~e t able on the opposite page presents product and indust ry detail . 
oduction of 90 million tons amounts to 1. 0 
m 
Shipments to Breakdown of 90 
Product / arehouses Million Tons 
(Thousands of Net Tons) (Thousands of Net Tons) 
Structurals 734 4, 100 
Plates 805 5,600 
Raila & Accessories 45 2,800 
H. ~ . & C. F. Bars 1,312( ) 9,200 
~ainforcing Bars 1,6oo 1 1,600 
Sheets & Strip including 
Galvanized 2,470 22,600 
Total 6,966 45,900 
(1) Adjusted to include total reinforcing bar mill shipments. 
Industry 
Construction 
Automobile 
Railroad 
Shipbuilding 
Oil and Gas 
Agriculture 
Machinery 
Appliances 
Containers 
Ordnance 
Aircraft 
Mining, Quarrying, & Lumbering 
Estimated Annual Total 
Steel Demand 
For All Products 
(Thousands of Net Tons) 
19,625 
12,910 
5,705 
704 
2,796 
2,6ol 
7,180 
3,779 
6,499 
1,428 
306 
536 
Proportion 
Goinei to arehouses 
(Percent) 
18.0 
1.4.4 /"' 
16. 1 
1.4 . 3 
100. 0 
10. 9 
15.2 
Estimated Annual Warehouse 
Shipments of Products 
Included in Study 
3,337 
322 
180 
31 
261 
1,585 
714 
24 
16 
116 
ctuT'Dllti'Vl'S TO WAREHOUSES VERSUS TOT OPU£A'l'ION, CONl'IN~Nr ...----.--~-~~ 1 ~ T I ~ r-
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APPENDIX E (Continued) 
ANNUAL SHIPMENTS OF STEEL TO WAREHOUSES VERSUS FEDERAL RESERVE INDEX OF INDUSTRIAL PRODUCTION, 
DEFLATED GROSS.}~A~IQNAL PRODUCT, TQT¥. POPULATION, TOTAL _Q_~!_LIAN EMPLO~~ 
Federal Reserve 
Annual Shipments of Index of Indus- Total Population Total Civilian 
Steel to Warehouses trial Production Gross National Product Continental U.s . Emplo;)!J!ent 
Year (Millions of Net Tons) (193>-39 = 100) (Bfllfons of 1939 Dollars) (Millions of People) (Millions of People) 
-
1926 2..6 96 
1927 2.7 95 
1928 3.1 99 
1929 3 ·3 110 85.9 121.8 47 .6 
1930 2.6 91 78.1 123.1 45.5 
1931 2.0 75 72.3 124.0 42.4 
1932 1.2 58 61.9 124.8 38 .9 
1933 1.6 69 61.5 125 .6 38.8 
1934 1.8 75 67 .9 126.4 40.9 
1935 2.3 87 13·9 127.2 42.3 
1936 3.4 103 83 .9 128 .1 44.4 
1937 3.4 113 87.9 128 .8 46 .3 
1938 2.6 89 84.0 129.8 44 .2 
1939 4.3 109 91 .3 130.9 45 .8 
1940 4.3 125 100.0 132 .0 47-5 
1941 6.0 162 115.5 133 .2 50.4 1942 4.8 199 129.7 134.7 53 .8 1943 4.1 239 145.7 136.5 54.5 1944 5.1 235 156.9 138.1 54.0 1945 6.5 203 153.4 139.6 52 .8 
\.t.J 
2 
Year 
1946 
1947 
1948 
1949 
1950 
APPENDIX E ( Contirmed) 
ANNUAL SHIPMENTS OF STEEL TO WAREHOUSES VERSUS FEDERAL RESERVE INDEI OF INDUSTRIAL PRODUCTION, 
DEFLATED GROSS NATIONAL PRODUCT, TOTAL POPULATION, TOTAL CIVILIAN .EMPLOYMENT 
Federal Reserve 
Annual Shipments of Index of Indus- Total Population Total Civilian 
Steel to Warehouses trial Production Gross National Product Continental U.S. Emplo;y,!!!ent • 
(Millions of Net Tons) (1935-3§ = 100} (Billions of 1939 Dollars) (Millions of People) (Millions of People) 
6.1 170 138.4 141.3 55.2 
6.9 187 138.6 144.0 58.0 
7.0 192. 143.1 146.6 59·4 
6.4 176 142.3 149.2 58.7 
1·9 200 153.0 151.7 60.0 
Approximately 6.) million tons of average annual shipments of steel to warehouses is indicated in 
products handled by industrial steel warehouses with a future normal market of 90 million ingot tons of steel in 
19)1-61, and an average Federal Reserve Index of Industrial Production of 218 for those years. 
Approximately 7.5 million tons of average annual shipments of steel to warehouses is indicated by a 
future market of 90 million ingot tons of steel in 1951-61 with an annual average of $169 billion in Gross 
National Product in 1939 prices. 
Approximately 8.6 million tons of annual average shipments of steel to warehouses is indicated by a 
future market of 90 million ingot tons of steel in 1951-61 with an annual average of 161 million people. 
ApproximatelY 7•7 million tons of average annual shipments of steel to warehouses is indicated by a 
future market of 90 million ingot tons of steel in 1951-61 with average civilian employment of 61.1 million people. 
